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ppEMTER PRODUCTION FFACIENCY- 
WHATEVER YOU MAKE 








ExXACO Lubricants and Specialized Lubrication 
Engineering Service are helping management 
get greater production efficiency in plants of every 
size and type all over the country. Texaco can help 
increase production, reduce rejects and lower unit 
costs in your plant, too—whatever you make. 
Texaco Cutting and Soluble Oils, for example, 
assure faster, finer machining, longer tool life 
and less down time — whatever the metal or the 
machining method. 
Texaco Regal Oils (R & O) keep hydraulic units 


operating efficiently and economically — prevent 








formation of the sludge and rust which cause 
costly, time-consuming stoppages. 

Texaco Regal Starfak prolongs the life of ball 
and roller bearings, reduces repairs and replace- 
ments, cuts Maintenance costs — in fact, exceeds 
every test requirement for an ideal anti-friction 
bearing lubricant. 

You can assure these and other cost-saving bene- 
fits in your plant by calling the nearest of the more 
than 2300 Texaco distributing plants in the 48 
States, or writing The Texas Company, 135 East 
42nd Street, New York 17, N. Y. 


TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 


Tune in...TEXACO STAR THEATRE presents the NEW EDDIE BRACKEN SHOW every Sunday night. Metropolitan Opera broadcasts every Saturday afternoon. 
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Century 3 horsepower squirrel 
cage motor driving a grinder. 


he unusual freedom from vibration of Century Motors means that the accuracy 
of your Century powered machines is protected. You get all the precision your equip- 
ment is designed to give. Production rejects are fewer. 


Century motors maintain their smooth starting and running qualities throughout a 
long life of satisfactory service, because they are ruggedly built to withstand the 
toughest kind of service. 


Century's wide range of types and sizes from 1/6 to 400 horsepower enables you to 
select the correct standard Century motor for your application — without sacrificing 


the qualities necessary to the operation of your equipment. Specify Century on all 


your electrically powered equipment. 
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1 Hard, close-woven, rubber-impreg- 
* nated—full width, without seam— 
duck plies offer peak load-carrying 
and fastener-holding strength, with 
maximum flexibility. 
2 Rubber skim between plies affords 
* added flexibility, heat elimination. 
3 Friction surfaces on both outer plies 


* permit operation of belt from either 
side with same high pulley traction. 


Edges cemented and sealed against 
* moisture, fumes, etc. 





MAKING ANOTHER 
COOL MILLION 





Tur PICTURE shows a Republic Challenger 


Transmission Belt ona deep well drive in a mining 


industry. The important thing about it is that the 
belt is on its way to making, for the fifth time, 
another cool million revolutions around the pulleys. 
This ability to run cool will enable it to stay on 
the job considerably longer, give more troublefree 
service than its predecessor, another type belt. 


Pi 


Challenger gets its cool-running 


properties from a unique, square- MORE SERVICE FROM RUBBER FOR INDUSTRY 


edge construction that affords max- 


= 
imum flexibility and pulley traction, 
the latter allowing operation at low 
slack side tension. Ask your nearby 
D ie Ome, | 


Republic Distributor to show you 
specifically where Challenger will 
provide increased belt efficiency 
for you. 


LEE RUBBER & TIRE CORPORATION 


WN Un 8) 













DeceEMBER, 1946 


How You Can Get 
More Freight Cars 


With today’s railroad freight car shortage continuing, it is imperative 
that we all again review our use of cars and determine what we can do 
to speed up the movement of freight. 


Doing everything they can, American railroads have been unable to 
meet the demands. Actually, average miles traveled per car per day 
dropped from 51 in the second quarter of 1945 to 38.6 in the same 
quarter of 1946. 


The railroads are making a serious effort to speed up switching and 
hauling time. We, the shippers and receivers, can also help by speeding 
up loading and unloading of cars... reduce waiting time at our sidings. 
If your plant is operating on a five day week, why not do your freight 
ear loading and unloading on a six day basis and release those cars 
one day early. 

If the average time of handling a car can be reduced a single day, the 
additional freight that can be hauled will be the equivalent of 100,000 


extra railroad freight cars. You can also make your freight cars do 





more if you will ship full carload instead of partial car loads. 


For example, in accordance with the Office of Defense Transporta- 
lion’s request we have succeeded in increasing the load in each car by 
20% with a consequent 20% reduction in car requirements. As a sup- 
plier to the railroads and car building industry, we are furnishing our 
share of steel for new car construction, though we realize full well 
that it is not enough. 


American manufacturers proved conclusively during the war that 
we can work in close cooperation. Today, we face another critical 
period when this same cooperation is needed. Let’s all work with the 
railroads to keep cars moving; reap the benefits of extra shipping 
space, and speed up our national economy. 


INLAND STEEL CO. 


38 South Dearborn Street, Chicago 3, I!ilinois. Sales Offices: Detroit, 
Indianapolis, Kansas City, Milwaukee, New York, St. Louis, St. Paul 


PRINCIPAL PRODUCTS: BARS + STRUCTURALS + PLATES + SHEETS + STRIP + RAILS 
FLOOR PLATE + PILING + REINFORCING BARS «+ TIN PLATE + TRACK ACCESSORIES 


Help! 


Help! Overcome the steel shortage by returning your serap at once. 
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The Red Elastic Collar provided perfect 
protection against LIQUID SEEPAGE 


Wartime. A fighting plane crashes into the sea. 2% 
years later, a salvage crew fishes out the plane’s battered. 
corroded tailpiece. Its alloy frame has been eaten away. 
but the ESNA fastened steel reinforcing piece is still 
intact. A wrench is applied to one of the Elastic Stop 
Why? Study the unre- 


Nuts. It is removed with ease. 


touched photos. Note the bright, rust-free working 
threads. The self-sealing Red Elastic Collar prevented 
liquid seepage that would have caused an ordinary 
fastener to rust tight during its 244 years’ submersion. 

As this unusual occurrence proves, ESNA Elastic Stop 
Nuts can be depended upon to provide permanent pro- 
tection against Liquid Seepage that causes Corrosion. 
They Vibration. 
Thread Damage, and Costly Maintenance. Order Elastic 


also protect permanently against 
Stop Nuts for maintenance. Specify them on new equip- 
ment. Or let ESNA study your specific fastener prob- 
Address: 


America, Union, New Jersey. 


lems. Elastic Stop Nut Corporation of 
Sales engineers and Dis- 


tributors are conveniently located in principal cities. 


ESNA 


BUT THE THREADS 


ARE STILL CLEAN 


LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and permo- 
nently elastic. Every bolt — 
regardless of commercial 
tolerances — impresses (does 
not cut) its full thread contact 
in the Red Elastic Collar. This 
threading action produces a 
compressive, radial-reactive 
pressure against both the top 
and bottom sides of the bolt 
threads inside the nut 
insures a permanently tight, 
full contact between the bolt 
and nut threads . and 
makes all Elastic Stop Nuts 
self-sealing against Liquid 
Seepage. 

As a result, all Elastic Stop 
Nuts protect permanently 
against thread corrosion and 
subsequent thread failure. 











ELASTIC STOP NUIS 


INTERNAL 
WRENCHING 


ANCHOR ¥ INSTRUMENT 
=18: - MOUNTING 
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g SPLINE 


PRODUCTS OF: ELASTIC STOP NUT CORPORATION OF AMERICA 


CANC 
CHANNEL 
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Where to te 
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ELASTIC 
STOP NUTS 


DISTRIBUTORS 


Nichols, Dean & Gregg, ALBERT LEA, Minn. 
Carey Machinery & Supply Co., 119 E. Lombard St., 
BALTIMORE, Ma — 
Chandler & Farq r Co., Inc., 900 Commonwealth 
on. BOSTON 15, Mass. 


N. Nelson, Inc., 370 Hamilton Avenue, 
BROOKLYN: New York 
Beals, McCart arthy & Rogers, Inc., 50 Terrace, 
BUFFALO, New York 
Globe Machinery & Supply Co., 205-209 Third Ave., 
CEDAR RAPIDS, Iowa 
Supplies, Inc., 564 W. Adams St., CHICAGO 6, 
Illinois 
The E. A. Kinsey Co., 335 W. 4th Street, 
CINCINNATI 2, Ohio 
Strong, Carlisle & pamans, 1392-4 West Third St., 
CLEVELAND 13. 
Smith Bros. a Co., 580 No. 4th 8t., 
COLUMBUS. Ohio 
M. D. Larkin Co., 115-123 East Third St., DAYTON 
L. vans. Inc., 1901 Arapahoe St.. DENVER, 


Colorad 

Globe Shashiners & Supply Co., 

Ave., DES MOINE ow 

Charles A. Strelinger Co. 149-165 E. Larned 86t., 

DETROIT, Michigan. 

Kulseth Supply Co., FERGUS FALLS, Min 

z. Russell & Co., Inc., 361 Dwight Street, HOLYOKE, 

Mass. 

Honolulu Iron Works Co., HONOLULU, T. H. 

Peden Iron & Steel Co., 700 No. San Jacinto 8t., 

HOUSTON, Texas 

pe ps Rubber & Supply Co., 120 So. Meridian 8t., 
DIANAPOLIS 9, Indiana 

The Paeth Company, 1608-14 McGee Street, KANSAS 

CITY 8, Missouri 

Emco Supply Co., Inc., P. O. Box 907, LANSFORD, 

Pennsylvania 

John Pritzlaff Hardware Co.. 333 No. 

Ave., MILWAUKEE 1, Wisconsin 

Minneapolis Iron Store, 524-528 Washington Ave., N., 

MINNEAPOLIS, Minn. 

Uptown Iron Store, 918 W. Lake St., MINNEAPOLIS, 


Minn. 
MOLINE, Illinois 


Globe Machinery & Supply Co., 
C. S. Mersick Co., 278 State St., NEW HAVEN 7, 


205-211 W. Court 


Plakington 


Conn. 

Nicols, Dean & Gregg, NEW ULM, Minn. 
Taylor-Parker Co., Inc., Water and Commercia) 
Place, NORFOLK i, Virginia 


Standard Shannon Supply Co. 13 So. Letitia St., 
PHILADELPHIA 6, Pennsylvania 
Nicols, Dean & Gregg, ae 
Somers, Fitler & Todd 327 
PITTSBURGH 30, vases 


Minn. 
Water Street, 


Nicols, Dean & Gregg, ROCHESTER, Min 

oo Dean & Gregg, 117 W. Pifth Bt.. ST. PAUL 
. inn. 

Northwest Bolt & Nut Co., 4502 Fourteenth Ave., 
N.W., SEATTLE 7, Washington 


M. D. Larkin Co., SPRINGFIELD, Ohio 


Syracuse Supply Co., 314-318 W. Fayette S8t., 
SYRACUSE, New York 
Mill & Factory Supply Co., 622 Southard Ave., 


TOLEDO, Ohio 
E. Keeler Co., 
Pennsylvania 


238 West 8St., WILLIAMSPORT, 


Brierly. Lombard and Co., Inc., 107 Foster Street, 
WORCESTER, Mass. 
Nichols, Dean & Gregg, WORTHINGTON, Minn. 


SALES OFFICES 


A. K. Whitaker, Ferry Rdf, N.W., 
ATLANTA, Georgia 
W. A. Lefler, 4922 Ivanhoe Avenue, BALTIMORE 
12, Maryland 
20 North Wacker Drive, CHICAGO 6. Illinois 
1836 Euclid Avenue, CLEVELAND 15, Ohio 
522 New Center Building, DETROIT 15, Michigan 
821 Merchants and Manufacturers Building, 
HOUSTON, Texas 
Collins-Powell Company, 9247 Alden Drive, LOS 
ANGELES, Beverly Hills, Calif. 
James W. Pyke & Co., Ltd., 388 St. James Street 
West, MONTREAL, Quebec 
115 Broadway, NEW YORK 6, New 
P. D. DeWitt, 313 East Welsh Road, PHILADELPHIA, 
Willow Grove, 

PITTSBURGH 16, 


AND SALES ENGINEERS 


4076 Powers 


H. J. Forst, 
Pennsylvania 
2330 Vauxhall 


os" Catalpa Place, 
Road, UNION, New Jersey 

The application advertisement shown 
opposite this column explains the 
permanent protection provided by all 
types of Elastic Stop Nuts. 
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The brush-oft 
that paid off 


a. TIME AGO one of our 
salesmen got the brush off; he lost 
an important order that he was very 
anxious to get. He had helped work 
out a method of using Osborn brushes 
which increased his customer’s operat- 
ing efficiency. The customer adopted 
the idea but he bought a competitor’s 
product because Osborn’s price was, or 


so it seemed, 50% higher. 


Our man found it pretty hard to be- 
lieve that his price was so far out of line, 
so he did some investigating. Osborn’s 
price was indeed higher (47¢ per brush 


section as against 30¢)— but operating 


comparisons showed the Osborn 


brushes gave three times the service. 


The legitimate comparison therefore 
was 47¢ against 90¢, in Osborn’s favor. 
That original “brush off” is going to 
pay off now—for both Osborn as sup- 
plier and the Customer as user — be- 
cause it caused the investigation which 


showed up the true costs involved. 


Whenever you have an operation where 
power brushing can help speed produc- 
tion, improve product, and lower costs 
(practically all manufacturers have them!) 
—it will pay you to check Osborn, the 
world’s leading industrial brush maker. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue 














Cleveland, Ohio 








© Brushes \, 


LARGEST MANUFACTURER OF 








BRUSHES FOR 





INDUSTRY 
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THREADWELL raps 


f- “i-dot-ified”— for easy, instant identification of the type of tap 


—red dot for cut thread, white dot for commercial ground, béwe 
\ dot for precision ground. 


f individual metal-capped, transparent 
plastic tubes that provide perfect protection for clean, ground 


threads and make it easy to select the right tap before unwrap- 
ping and handling. 


a with polished flutes— thar provide extra protection against 


\ chip clogging and reduce danger of breakage. 


dee “greaseless rust-proofed”—},) 4 special Threadwell process 


\ which keeps them clean, dry and shining—never messy or sticky. 


Dy iw wvencescin 120° below zero to give them the hard- 

ness without brittkeness to produce better threads and more of ° 
them in steels, cast iron, alloys, plastics and other abrasive 
materials. 





























































bNpadwell Taps are sold exclusively through Mill Supply Distributors. Ask for 
them at the Threadwell distributor's in your locality. You might as well enjoy 
these Tap extras since they cost nothing extra. 


DISTRIBUTORS IN LEADING —_—™” 
INDUSTRIAL CENTERS 
THROUGHOUT THE UNITED STATES 


AND THE WORLD “TAPS OF DISTINCTION” 


THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S. A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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Your products will arrive fresh and uncontaminated when protected 
in transit and storage by J&L Steel Barrel Company drums. In 


addition to providing safe containers for shortening, edible oils, 


fats and powders, the drums can be decorated and painted with 


your colors and trade-mark to do a selling job for you. Write the 


nearest plant for more information. 


J&L STEEL BARREL COMPANY 


A SUBSIDIARY OF JONES & AUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PA. 
PLANTS 
BAYONNE, N. J. * CLEVELAND, OHIO «+ PHILADELPHIA, PA. * NEW ORLEANS (GRETNA), LA, 
NORTH KANSAS CITY, MO. * PORT ARTHUR, TEXAS 
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The A, B, C’s which appear 
as identification ona grind- 
ing wheel help simplify 
proper grade selection. By 
clearly showing relative 
hardness, they make your choice quicker, 
easier...aid in assuring the right grade 
for the job. That’s one reason wheels 
by CARBORUNDUM aare plainly 
marked. But, there’s more to it than 
the old chestnut, “‘the softer the metal, 
the harder the wheel.” It’s not that easy. 





You realize, for instance, that wheel 
speed itself affects grinding action. The 
same grade reacts differently at various 
speeds. The condition of the machine 
and the amount of vibration can make 
a difference. Desired finish...required 
tolerance must be considered. Coolant 
conditions vary. The actual type of op- 


A good rule for good grinding... CALL IN 


CARBORUNDUM 


TRADE | MARK 


Q-GRADE 


PURCHASING 





There’s more to grinding 


srades than the A, B, C's 


eration —snagging, surfacing, internal 
grinding or whatever it is— influences 
practical selection. 


Yes—there are many important factors 
to check before you can be sure of the 
right grade designation for the job. 


That’s why we suggest consulting your 
CARBORUNDUM salesman or our 
distributor's representative. These men 
work throughout the year on a wide 
variety of grinding problems. They are 
familiar with grinding in production... 
in tool rooms...wherever it is used. 
They have practical knowledge and ex- 
perience to help you pick exactly the 
wheel you need for the job. 

Assisting these representatives in the 


field are our Abrasive Engineers. Spe- 
cialized experts, they are equipped to 













ABRASIVE WHEELS COATED AND 


Silicon Carbide 
Aluminum Oxide 
Diamond 


Paper and Cloth 
Combinations 


Cylinder Hones 





Specialties 





BONDED ABRASIVES 


Sheets, Rolls, Discs 


Sticks, Stones & Rubs 


ABRASIVE GRAINS 
AND COMPOUNDS 


for: 
Polishing 


Lapping 
Pressure Blasting 
Finishing 


analyze uncommon problems. ..recom- 
mend sound solutions. And, here in our 
modern laboratories are scientists and 
technicians who are working on the 
application of abrasive developments to 
changing grinding practices 

This three way route to better grinding 
is easy to use. No obligations are in- 
curred. Merely talk “grinding” with a 
CARBORUNDUM representative. Hell 
be glad to assist you. The Carborundum 
Company, Niagara Falls, N. Y. 









“*Carborundum” is a 
registered trademark which 
indicates manufacture by 
The Carborundum Company 
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Which “Surplus” TOCCO Machine 


fits your induction heating job? 


Let us help you decide. 


We maintain complete records of every TOCCO machine 
ever sold. We can tell you the date it was shipped from our 
factory ... the job for which it was originally designed ... 


and complete specifications of the unit as it was shipped. 


If you intend to buy a Government Surplus induction heating unit, 





be sure to consult us first because, whether you buy a new TOCCO 
machine from us or a used “Surplus” unit from the War Assets 
Administration, we want to make sure that it is the right TOCCO 


unit for your particular requirements. 


Contact us so we can tell you how adaptable any “Surplus” 


machine is to your particular job. We are authorized dealers 





for Government Surplus TOCCO Equipment and can facili- 


tate your purchase. 


THE OHIO CRANKSHAFT COMPANY 
DEPT.N + CLEVELAND 1, OHIO 





INDUCTION 
HARDENING, BRAZING 
ANNEALING, HEATING 


PURCHASING 
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The Original Manufacturer of Twist Drills 


P< pa oe 5 
OT ag PPM, 
aS, 
« wie a Saed 3 : 


NEW YORK STORE: 130 LAFAYETTE ST. 


@ CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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“THE STORY OF THE TWIST DRILL IS THE STORY OF MORSE” 


Egyptian with Bow Drill ’ Chinaman with Pump Drill! 





For Many Centuries 
They Drilled It the ‘‘HARD WAY’ 


»o until 


STEPHEN A. MORSE 


Put his New Twist onto the old flat Drill 





‘ ‘ Jneentar 
SA Gt om Sed. A ; 
tm A argent 


drawing of first Morse Twist 
Drill. 











Signed and witnessed patent 


It was a long way from the aboriginal drill to the original Morse 
Twist Drill. All the way from a prehistoric cave to Bridgewater, 
Massachusetts . .. where Steve Morse patented his invention in 1863. 


At first, all Morse Twist Drills were carbon steel, hand-cleared. 
Then high-speed steels were tried ... and forged... and the Morse 
Drill won new users by the thousands. Meanwhile, groove-area and 
twist-cut angle were changed to step up speeds and feeds . . . and 
drills with oil-holes were developed for deep drilling. Next came 
cobalt steel drills for hard materials... drills tipped with tungsten 
carbide ... and drills specially treated for abrasion resistance. 


Then, as Morse development sped ahead, came standard and special 
drills for hard rubber, slate, plastics, brass, steel (including manga- 
nese) light metals, wood, paper. Today, whatever your drilling job, 
you Can get exactly the Morse Twist Drill you. need to do that job 
with highest speed and accuracy, at lowest cost. Ask your Industrial 
Supply Distributor, mow, to get you a Morse specification . . . and 
count yourself in on all the benefits of Morse’s steady advance in 
twist-drill development. 





INFORMATIVE LITERATURE 


[] 1. BRUSHES—tThe Fuller line of indus- 
trial brushes is illustrated and described 
in detail in 64-page catalog available 
from Fuller Brush Company. Brushes and 
brooms for specific industries and uses are 
portrayed; machine brushes, mops, dusters, 
scrub brushes, foundry brushes, bottle 
brushes, etc., etc. Fuller Brush 


[] 2. ABRASIVES—New abrasive, Alun- 
jum 32, featured by shart ontoured, 
individual crystal grain, which makes for 
“ooler and freer g with less or nc 
wheel dressing is desc tibed in detail in 
Norton Company's xrits & Grinds” issue 
No. 9, Vol. 37. Use of wheels for surface 
jrinding, internal grinding and tool room 
jrinding, and superior cutting action is 


atlined. Norton Co. 
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] 3. CHEMICAL MATERIALS— New book 
et "A Trip Through Hercules Land”, ex- 
plains how Hercules Power Company prod- 

tts are utilized in 12 major industries, 
ind lists 41 industries and the Hercul es 

emical products used by each. Hercules 


Powder Co. 


[] 4. SILICONE RESIN—Thermosetting sili- 
Resin, DC 2103, heat-stable bonding 
terial for inorganic fabrics in the produc- 
tion of rigid electrical laminates; and for 
nding finely divided particles such as 
wdered metals or mica, silica or carbon, 

is described in new data sheet of September 
30th. Dow Corning Corp. 


[] 5. ZINC PAINT—List of manufacturers 





of Metallic Zinc Paint is contained in book 
let available from the rican Zinc Insti- 
pply paints contain- 


tute. Manufacturers su 
ing approximately 80 etallic zinc 
just and 20% of zinc oxide in the pigments. 

in accordance with Fed. Spec. TT- 


[] 6. ELECTRIC CONTROL DEVICES—Bu 

letin 100,000, 8 pages contains descriptive 
information and illustrations f ac and 
d-c motor starters, speed and voltage regu- 
lators, resistors, ring and plate rheostats, 
switches, magnetic contactors, relays and 


umers. This is a new bulletin. Ward 








[) 7. TEXTILE COUNTERS—Productimeter 
textile counters, are described in Catalog 
No. 50 just issued by Durant Mfg. Co. Pick 
counters and industrial counters described 
offer mills exact and convenient means of 
registering textile machine production. Re 
sults eliminate guesswork, help maintain 
maximum production, and provide accurate 
basis for wage payments. 


[] 8. PUMPS—Superhydraulic pumps ar 
small enough to be held by one man, yet 
are capable of developing under positive 


sontrol, pressures ranging up to 5,000 psi 
and 40 hp. They are available in tw 


sy 


models: the constant delivery model and 
the variable delivery model. Delivery at 
1200 rpm—0O to 17 gpm. Printed matter 
issued by Superdrauli vorporation des 


in detail. 


CJ 9. LEATHER PACKING GUIDE — Cu; 


Flange and U 





Ve 2 ss of leather pack 


ing are described in Hy lic and Pneu 
1tic Leather Packing uide availablk 


from Alexande 
e 


or 
icking dimensional! standards. 


[] 10. GLUES—C ind 


of casein base, in water 


Cascola glue 
solution liquid 





form, ready to use or dilutable with water 
re described in Service Bulletin No. 

issued by the Casein Co. of America. They 
ire. «suited for tolding box and carton 


seams, fibreboard milk containers, spir 


wound containers, paper cups 


pails, et 
ry th POLISHING Clete, Abrasives—file 
size brochure contains information on Burrel 
olishing cloths and abrasives. Swatches 
of cloth samples are arranged in order 
of quality with information on size and 
ice. Abrasives listed include _ sheets 
powders, polish and jeweler’s rouge. Burrell 
Technical Supply Co 


[] 12. CHORE BOYS—Chore Boys are in 
dustrial trucks “of a thousand uses’’. They 
llustrated in bulletin 
issued by the Buda Company. 


1escriped ina 


b2 


13. SODA ASH—N 


x _ 7 c 
nical & Engineering Servic« ¥ 


Bulletin No. 


lition of Tech- 








ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE 
Four Pages — 14- 16-19-20 
Use convenient prepaid postcards on pages 19 & 20 











“Soda Ash”, 64 pages, gives informatiom 
on properties, bulk shipments, stozage, 
conveying and elevation, unloading of bulk, 
unloading of bags and barrels, weighing, 
proportioning and feeding devices, sampl- 
ing and anaylisis, precautions and conver- 
sion tables. Solvay Sales Corporation. 


[] 14. REFLECTIVE SIGNS—If you can use 
reflective signs in plant buildings, ware- 
houses, yards, streets, etc., you should have 
copy of the Scotchlite Instruction manual, 
which gives tested and approved methods 
of utilizing Scotchlite to reflectorize signs. 
The Scotchlite reflective sign sheeting pro- 
vides 24 hour visibility. Minnesota Mining 
& Mfg. Co. 


O us. INDUSTRIAL DERMATITIS — ‘The 
Answer: to Industrial Dermatitis” is title of 
instructive booklet issued by the Milburn 
Co. It contains authoritative accounts of 
‘auses of on-the-job dermatitis, and offers 
a proven safeguard. The creams and liquids 
are for protective purposes only; not for 


self medication. Skin irritants are classified 
by chemicals, and preventive listed with 
each 


[] 16. STEEL SCAFFOLDING—Stee! scaf- 
folding and equipment for all types of ex- 
terior and interior construction work, main- 
tenance work, etc. are described in bul- 
letin issued by Safeway Steel Products, 
Inc. Tested and approved by Underwriters’ 
Laboratories, products are described as 
light, strong, simple, fast, safe to erect.” 


CT] 17. POWDERED SSOAP—"How to Buy 
Powdered 1 Soap issued by the Sugar Beet 
Products Co., Chemical By-Products Divn., 
is an interesting exposition of soaps used in 
industrial skin cleansers and “scrubbers” 


ana aetergents 


[} 18. HOISTS—"Bob-Cat 
hoists are described and illustrated in 8- 
ed by Lisbon Hoist & 
ne Co. The Bob-Cat is a heavy-duty 
ight weight, compact, rugged hoist. Bul. 
1etin ontains cross section of! the hoists, 
illustrations of parts, tables, etc. 


electric cable 


page bulletin issu 
1 


a 19. BROACH SHARPENING—’' Broach 
ind Tool Sharpening” is the title of new 
ooklet just issued by the Lapointe Ma- 
hine Tool Co. Booklet was designed for 
the exclusive use of ‘Purchasing, tool and 
operating officials’. It explains the many 
ypes of broaches and their proper care 
ind handling. 





-] 20. DRILL RIGS—Bulletin 329 describes 
the Ideal Consolidated Rig Type 50, which 
is constr acted for fast and economical drill- 
ing to a nominal depth of 5000 feet. It 
has six hoisting speeds, and three rotary 
peeds with reverse. Bulletin has 12 illus- 
trations, dimensional drawing, shaft speed 
diagram, and gives complete engineering 
ind operating specifications. National Sup- 


ply Co. 


n 


~ 


‘} 21. COLOR CONDITIONING — ‘Dupont 

r Conditioning or Industry” is new 
3l-page booklet on the use of color to 
ve seeing conditions and create a 
better working environment. ‘‘Three-Dimen- 
sional Seeing’ treatment of machines is 
iepicted with photographs of actual instal- 
lations. Coordinated functional program for 
in entire plant is illustrated in cutaway 

E. I. DuPont de Nemours Co. 





(Continued on page 16) 


PURCHASING 














DECEMBER, 1946 








use with conventional 
handle. Rigid only. 


Half Round. 


TANGED type (left) for 


Flat, Pillar, Square and 

















Tue tremendous and still-growing use of light- 
but-strong manufacturing materials means corre- 
spondingly greater need for “shearing” type files. 


These files reach their highest perfection in 
Nicholson Curved Tooth Files. Improved milling 
machinery—made only by Nicholson—forms the 
teeth with superior accuracy, superior sharpness, 
and with a uniformity never before achieved in 


files of this type. 


Special attention has been given to proper rake 
and clearance. Correct curve provides smooth 
action and the double shear makes it easy to pre- 
vent file running off the line. Exclusive Nicholson 
hardening and toughening methods keep the teeth 
cutting longer. 


BLADE type (above) for use 
in special holders. Flexible 
and Narrow Flexible— 
for convex and concave 
surfaces. Rigid in Half 
Round, Shell and Moulding. 


12” 


Superior quality fully justifies the name of these 
files—Nicholson Superior. And their application is 
wide. They can be used on cast iron, sheet steel 
and commercial annealed tool steel—as well as on 
aluminum, magnesium, babbitt, brass, lead and 
soft alloys; on plastics, hard rubber and wood. 
There are standard, fine and smooth cuts—for fast 
metal removal down to fine-finishing of brass, 
phosphor bronze and sheet aluminum; for lathe, 
die, tool and extra-smooth work. 


a od a 


You can get Nicholson Superior Curved Tooth Files NOW. 
Order through your industrial distributor. Special inquiries 
will be given prompt and cheerful attention. 


Robs, NICHOLSON FILE CO. + 28 ACORN ST., PROVIDENCE 1, R. I. Q> 
2U.s5.A.% (In Canada, Port Hope, Ont.) "ee 








Popular sizes—8”, 10”, 
and 14”, 
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(Continued from page 14) 

( 22. “CONTROL OF Heat and Power 
Losses”—That is title of 20-page manual 
issued by the Mineral Wool Institute, which 
tells about the dollar savings made pos- 
sible by the proper insulation of bare sur- 
faces. Nine case histories are cited, in 
which insulation paid off in fuel savings 
in comparatively short time. 


() 23. CAPACITORS—Catalog 195-A_ is- 
sued by Cornell-Dubilier Electric Corp. in 
cludes latest specifications on all CD 
electrolytic, paper and mica capacitors 
in addition to capacitor test instruments 
and interference filters; 24 pages, printed 
in three colors and fully illustrated. 


[] 24. MINING TOOLS—Catalog M-2 des- 
cribes Kennametal mining tools for under- 
cutting and drilling in underground mines, 
horizontal and vertical drilling in surface 
mines. It provides complete buying informa- 
tion; describes and illustrates proper selec- 
tion and application, and gives information 
on proper use and maintenance. Kenna- 
metal Inc. 


(] 25. MIDGET RELAYS—Midcet Meta! 
Base Relays are described in bulletin 104, 
4 pages issued by Ward Leonard Electric 
Co. They are designed for use in all appli- 
cations where space is limited. Bulletin 
contains coil and contact data, arrange- 
ment diagrams, and other data. 


[) 26. GRINDING-FINISHING — The Pur- 
chasing Agent is listed first on booklet 
titled “Step Up Production with the 3-M 
Method of Grinding and Finishing” issued 
by the Minnesota Mining & Mfg. Co. It 
describes bench backstand belts, abrasive 
swing grinder belts, segment face contact 
wheels, and 3-M abrasive belts for handl- 
ing all grinding and finishing jobs. 


(1) 27. WELDING—"Resistance Welding, 
Electrodes and Alloys” is the title of Bul- 
letin 68A issued by Ampco Metal, Inc., 
describing and illustrating Ampcoloy re- 
sistance welding alloys and parts. 


() 28. BLOWERS—Centrifugal blowers and 
exhausters are described in Bulletin 120- 
B-13, just issued by Roots-Connersville 
Blower Corp. Units are equally effective as 
boosters or exhausters. They are offered 
in single and multi-stage types, with capac- 
ities up to 100,000 cfm, and at pressures 
from the lowest to the highest practicable. 


[)} 28. WITHHOLDING TAXES—Samples of 
1946 Withholding Tax Form W-2, which fits 
in #9 window envelope, meets Federal, 


State and Social Security Requirements in 
one operation, is available from Consoli- 
dated Business Systems, Inc. Company also 
announces E-Z Dial tax finder which finds 
correct withholding tax fast, and signals 
in green when no tax is necessary. 


[1 30. TAPPING GUIDE—Production Tap- 
ping Guide, 30 page pocket-size booklet, 
has been published by The Cleveland 
Tapping Machine Co. It contains figures, 
data and other information designed to 
assist the estimator, set-up man and opera- 
or in employing production tapping to the 
best advantage. You may want to furnish 
copies to production and other departments. 


[] 31. CUTTING TOOLS—Full _specifica- 
tions of the complete Celfor Tool line are 
set forth in new 96-page catalog available 
from Celfor Tools, Divn. of Clark Equip- 
ment Co. Listed are high speed ty ist 
drills, reamers, and carbide cutting in- 
serts. 


() 32. SAFETY CLOTHING—Catalog des- 
cribes Wheeler protective apparel for men 
and women—complete suits, leggings, hel- 
mets, hip leggings, asbestos fireman outfits, 
gloves, aprons, capes, etc. F. H. Wheeler 
Mfg. Co. 


[] 33. MILLING MACHINES—New catalog 
3#M-1506 describes No. 2 MI Milling Ma- 
chines, product of the Cincinnati Milling 
& Grinding Machines Inc. The plain, uni- 
versal, and vertical types are illustrated 
and features explained in detail. 


[] 34. ALLOY STEELS—"Two Steels Sim- 
plify Your Alloy Needs” is title of booklet 
issuod by Carpenter Steel Co., telling about 
Carpenter 5-317 and 158 which are 
claimed to meet "95% of users’ alloy steel 
requirements,” simplifying selection and in- 
ventory. 


[] 35. INDUCTION HEATING — Induction 
heating and melting are described in new 
data-packed bulletin No. 28 issued by the 
Ajax Electrothermic Corp. It shows ways 
to use high frequency to speed production, 
reduce costs, and hold closer tolerances 
in melting, heating for forging, brazing, 
annealing, and other jobs. 


[] 36. “LEISUREST” — As name implies 
this is a couch for use in office, restroom, 
factory, etc., featured by headrest adjust- 
able to five positions. Circular describes 
this unit which is sturdily constructed and 
covered with tearproof and waterproof plas- 
tic upholstery; available in variety of col- 
ors. Itkin Brothers, Inc. 


. 0 37. JACKS—Catalog 203, 40 pages, 
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just issued gives complete description, data, 
and specifications for every jack in the 
Duff-Norton line of lifting jacks. These 
include ratchet, screw, air motor operated, 
and hydraulic jacks. Duff-Norton Man- 
ufacturing Co. 


[] 62. WEEKLY CALENDAR—A 12” x 20” 
spiral bound calendar, consisting of 52 
weekly sheets, with engineering data and 
12-months calendar on the back, is avail- 
able from the Frederick Post Company. 
Each sheet shows week in large figures 
with current, preceding and following month 
below. 


C] 38. SPEED DRILLS — Chart showing 
"Safe Feeds and Speeds for High Speed 
Drills’, on multigraphed letter-size sheet, 
is available from Chicago Latrobe Twist 
Drill Works. 


(] 39. TWIST DRILLS—Solid carbide and 
carbide tipped twist drills are described 
in convenient folder issued by the Super 
Tool Co. Drills are recommended for drilling 
abrasive materials such as plastics, non- 
ferrous metals, etc., where great resist- 
ance is essential and risk of breakage low. 


[] 40, TWIST DRILLS—Manual G-! of 24 
pages on the correct principles of sharpen- 
ing twist drills. It contains data on proper 
care also. Republic Drill & Tool Co. 


(] 41. STAINLESS .STEEL .TUBING — A 
Guide for the Selection of Seamless and 
Redrawn Welded Stainless Steel Tubing” 
is title of publication issued by Summecill 
Tubing Co. It gives data on characteristics 
and applications, analysis, mechanical and 
physical properties of 7 stainless steels 
which the company draws in the form of 
round seamless and redrawn welded tub- 
ing. 


[) 42. BOILER BLOWDOWN—Water Treat- 
ment Divn. of Magnus Chemical Co. an- 
nounces new and practical calculating 
chart for measuring concentration and blow- 
down in marine and stationary boilers. 
It is felt that consistent use of chart will 
bring about considerable savings in fuel 
and in costs. 


[) 43. QUICK CHANGE CHUCK—Bulletin 
describes Rayco High Speed Quick Change 
Chuck for drill press and hand power tools 
which permit quick tool changes without 
shutting off the power tool. Savings in 
production time and costs are claimed 
for the chuck. Rayco Mfg. Co. 


[) 44. RADIAL-ARM SAWS — Bulletin de- 
scribes Multiplex radial-arm saws which 
are claimed to perform more operations 
with greater speed, safety and economy. 
Saws cut miters, dado miters, bevel] miters 
right or left up to 90°, and handle circle 
routing and bevel circle routing. Red Star 
Products Inc. 


[) 45. CARBIDE TOOLS & BLANKS—New 
32-page catalog VR-400 on carbide tools 
and blanks, is announced by Vascoloy- 
Ramet Corporation. It lists and illustrates 
nearly 500 standard tools and blanks, more 
than 175 of which are new or revised 
items. New items include shell end mills, 
solid and tipped boring tools, threading 
tools, face mill cutter blades, step cutter 
blades, scraper blanks and carbide tipped 
scribers. 


[] 46. CABLE, WIRE—"’Flamenol”, 16-page, 


four-color bulletin, describes G-E’s Flamenol- 
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‘‘Peak’’ Diesel Performance 
is possible ... but only if 
BOTH the fuel and the 
lubricant work for cleaner 
operation. 


Woe YOU BUY SHELL “DIESELINE,” you get a 
fuel that is 100 per cent refined. Predeter- 
mined fractions of selecged distillates are carefully 
blended to exacting specifications which have 
proved satisfactory in actual operation. Impurities 
and undesirable fractions are left behind. 

Furthermore, the viscosity of Shell “DIESELINE” 
is so controlled that you get an oil heavy enough to 
lubricate pumps and injectors, but not too heavy 
for proper atomization by injector nozzles. 





Then, to make doubly sure Shell “DIESELINE” 
burns cleanly, Shell delivers it in clean tank cars or 
trucks, so the fuel reaches you in prime condition 
for quick, clean combustion. 


BUT THAT (5 ONLY HALF 
THE STORY OF CLEANER 





é | DIESEL OPERATION 





Keeping the engine from sludging is a job for the 
lube oil . . . and Shell Talpex Oil is doubly pro- 
tected for this task. 

First, Shell takes out, during the refining of 
Talpex, all components that readily oxidize. Then 
refined Talpex is further protected with an anti- 
oxidant and a detergent. The result is a lubricant 
that keeps rings, valves and ports cleaner... makes 
your engine last longer. 





The Shell Lubrication Engineer will give you sound advice about the fuels and lubricants 


for any type of Diesel, whether slow-, medium-, or high-speed. Shell Oil Company, Incor- 
porated, 50 West 50th St., N. Y. 20, N. Y.; or 100 Bush St., San Francisco 6, Calif. 


SHELL DIESEL FUELS AND LUBRICANTS © 
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: : reat reserve strength and maximum safety 
MAKE ae are two things you can count on when you use 
Macwhyte Slings. They handle your loads fast, 
easily, economically. They cut unit handling costs 
to the bone, help prevent costly production delays. 


Whatever your job, you can get Macwhyte 
Slings tailor-made to fit. The stamina of our 
best grade wire rope assures long sling life on 
your equipment. Enduring service is built into 

each sling by wire rope craftsmen, skilled 

at their trade. 


There’s no better time than now to find out 

how Macwhyte Slings can help solve your 
handling problems. Macwhyte Distributors 
and Representatives at your service. 


Get the 
COMPLETE 
story! 
... this literature 


gives it to you. 


Lists and describes Macwhyte’s com- 

plete line. Shows application pictures. 
Gives other helpful information. Call 
Macwhyte Representative or mail 
request to Macwhyte Company. Ask for 
Catalogs S-7 and 44-1. 


2918 Fourteenth Avenue, Kenosha, Wisconsin 


Braided Slings « Aircraft Tie-Rods 
Aircraft Cable «“‘Safe-Lock’’ Swaged Terminals 


Mill Depots: New York « Pittsburgh « Chicago 
Ft. Worth « Portland + Seattle « San Francisco 
Distributors throughout the U. S. A. and other 
countries. 


Member National 
Safety Council ° 
NO. 865-5 
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(Continued from page 16) 
insulate Vire and Ip! Ina Miustravuons 
a pplications in various industries. 
vomplete ratings and specifications ar 





listed. Bulletin GEA-4352. General Electric 
Co. 

[] 47. HEAT-TREATING — Booklet of 8 
pages describes Eclipse Fuel Engineering 
romp line of Rotair recirculating ai: 
jraw furnaces. They are gas-filled and 
especially designed for heat treating below 
1250 deg. F. Operating data, sizes and 
specifications are given in detail 


[] 48. GAS REGULATORS—New line 


Rockwell-Emco gas appliance regulators is 
lescribed in 12-page bulletin No. 1136 
issued by Pittsburgh Equitable Meter Divn. 
f Rockwell Mfg. Co. Complete technical 
lata on sizes, capacities and dimensions 
is tabulated. 


C[) 49. CABLES—A sbestos protected cables 
*t of illustrated bulletin OK-2061 
issued by the Okonite Co. which describes 
the principal types of Ol 


re subje 


monestos heat and 
‘orrosion resistant wires and cables. Among 
types described are power cables, appa 
ratus cables, multi-condu 


vitchboard wires and appliance wire. 


ctor control cables, 


[] 50. GENERATORS — Generators 
Motor ttor Sets, alternating and direct 
current are described in Form 646 issued 
by the Century Electric Co. which also 
illustrates a-c to dc, dc to dc, and d-c 
to a-c sets. 


and 


lol 
7eNeI 


C) $1. INSULATION. Sound, Thermal—’’K” 
Felt mbination of kapok and other 
elected fibers designed for sound absorp- 

l insulation, is 


tion thermal described in 


Data Sheet No. 3 issued by American Felt 
Co. Tables indicate installation require- 
ments, 

Internally 


[] 52. BUCKET ELEVATOR — 





loaded type bucket elevator for the 
gentle handling of small parts, named 
Interno bucket elevator, is described in 
Folder No. 1938 issued by the Link-Belt 
[] 53. CRAWLER TRACTOR—Bulletin MS 
248A, 32 pages, released by Allis-Chalme:: 
Postege 
Will Be Paid 
Purchasing 








Tractor Divn. describes HD-14 Diesel 
vier tractor; 132 drawbar hp, 6 


eeds forward, 2 reverse. 


| 54. GAS CUTTING—Special oxyacety- 
lene machine cutting applications are dis- 
ussed in detail in pamphlet available 
from Air Reduction Sales Co. It describes 
amercial and time-saving uses of Elec- 
tronic Tracing Device; sections are devoted 
to cutting of new stainless steels, and 
various cutting operations. 





[] 55. TEMPERATURE RECORDER—Inkless 
temperature recorder, Type CF-2 is de- 
scribed in bulletin GEA-4572, released by 
General Electric Co. Various industrial 
1pplications are listed, along with com- 
plete specifications. 


[] 56. ARC WELDERS—AMid-States ‘Metal 
Zipper” Welders, “the modern method of 
metal stitching or metal carpentry,” are 
described in 8-page bulletin. Arc starts 
automatically, use any welding rod, weld 
thin walls, portable, and maker states 
welders cut costs and step up production. 


wi 


Mid-States Equipment Corp. 


[] 57. PIPE BENDER—lIllustrated bulletin 
A-7, describes portable hydraulic pipe 
bender built by The Watson-Stillman Co. 


Bender will bend all standard, extra heavy 
and double extra heavy steel pipe in sizes 
¥"" to 2” incl., as well as standard weight 
in 24%” and 3” sizes. It will bend 
solid mild steel bars up to 2” dia. 


pipe 


[] 58. MAINTENANCE PAINT — Pen-kote 
00 Chemical-resistance paint which is 
-laimed to protect perfectly against acids, 
alkalis and moisture, and which can be 


applied quickly to all surfaces without 
plant shut-down, is described in 4-page 
bulletin issued by Peninsular Chemical 


Products Co. 


[] 59. COMPRESSORS — Sincle horizontal 
air and gas compressors are described in 
Bulletin L-640-B1A issued by the Worthing- 
ton Pump & Machinery Corp. 


[] 60. CLEANING MACHINE—Circular de 
streamline-design steam cleaning 
machine known as Model JO Hypressure 
Jenny instantaneous steam cleaner made 


scribes 
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The 
with 
Oil or gas fired 


by the Homestead Valve Mfg. Co. 
cleaner is a compact, portable unit, 
large semi-stee! wheels. 
units are optional. They are recommended 
tor all types oi industrial, automotive and 
equipment cleaning; floors, walls, windows, 
evr, 


[] 61. GAGES—New 20-page catalog No. 


846 describes Go-and-No-Go plug and 
thread gages, snap gages, ring gages, 
twin-plug gages, measuring wires, and 


jives data on salvage of war-tline surplus 
gages. Size Control Co. Divn. of American 
Machine & Gage Co. 


[) 63. MATERIALS HANDLING — Robins 
Eliptex Screen which employs all elliptica: 
motion with three separate components: 
a horizontal component which moves ma- 
terial across the deck; a vertical com- 
ponent which makes the material separate 
into sizes and “keep-moving”’; and an 
elliptical component which gives sharpest 
possible sizing, is described in Bulletin 
111-A released by Robins Conveyors Inc. 


[] 64. SPOT-WELDERS — W-Type Bulletin 
2-413 describes Taylor-Winfield spot welders 
available in foot operated, air operated 
and motor operated types. 


[] 65. FOUNDRY BONDING MORTAR — 
Information circular No. 22 describes Iron- 
ton Berlite, a super refractory bonding 
mortar for foundries. Maker states features 
are: no shrinkage or expansion; resistance 
to abrasion and erosion; great strength 
at all temperatures, and excellent working 
properties. Ironton Fire Brick Co. 


[] 66. WIRE CLOTH, BASKETS, BELTS— 
Bulletin No. 79 covers Cambridge high 
temperature belts for the conveying and 
treatment of industrial products, wire cloth 
and metallic screen, and industrial baskets, 
crates, trays and fixtures. The Cambridge 


Wire Cloth Co. 


[] 67. LUBRICATION — Graco Gun-fil 
lubricators, pressure filled, which form the 
heart of Graco Industrial Lubricating Sys- 
tems, are described in bulletin issued by 
the Gray Company, Inc. Lubricators are 
said to “offer thoroughly dependable bear- 
ing lubrication in every industry”. 


[] 68. CONCRETE BRICKS — Vi-Brik-Crete 
is the name of a machine for making con- 
crete bricks, announced by R. S. Reed Cor- 
poration. Semi-automatic model will pro- 
duce 28 concrete bricks per minute, ac- 
cording to the company. Bricks have high 
compressive strength, and low absorption. 
Bulletin describes the machine. 


[] 69. PYROMETERS — Bulletin D602-4 de- 

scribes the Wheelco Instruments Company’s 

line of portable pyrometers. Specifications 
(Continued on page 20) 
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[] 70. BOILERS — Bulleti 46 describes 





ringti nich ¢ 
1 nt im JCI r peri 
1 capacities built in pressure 
stan s ranging 160 to 300 psig; 
iring r standard indus 
ial burner; standard dimensions; width 
varies according to n sections 


springfield Boiler Co. 


|] 71. GAS CARBURIZING — Holcroft Gas 
wburizing furnaces for the mass | 

tion indust 

issued by Holcroft & Co. Furnaces are de- 


signed for specific applications. 





[] 72. TROLLEYS, HOISTS — Coffing tr 
eys, available in plain, ball bearing and 
rigid plate types, and differential chain 
oists are described in bulletin issued by 
the Coffing Hoist Co. 


. 


Bulletin de 


testing 


73. TESTING MACHINE — 
ribes Sonntag universal impact 
machine for Mac! 
verted from testing specimens 
its, and has 6 possible 1 





60 ft. lb., 50 and 120 ft. lb., and 100 and 
40 ft. Ib. Unique design of striki 


Ib. iq 
ermits a quick adjus 





tension testing. Ac s guaranteed 
be within ASTM specifications. Baldwir 
Locomotive Works. 


[] 74. SAFETY CONTAINERS — Wast 


ns sive positive 
trol while pouring, with fire baff ti 

me C ry I ank ids, di 
tanks and t iler f ing fire 

nd explosion hazards, are a ng units de- 


scribed in bulletin issued by The Protecto- 
seal Co. 


[] 75. INDUSTRIAL GOGGLES — Catalog 
section AWP-50 escribes the Easter: 
Equipment 8 basic spect 
type goggle desig! 
of over 500 different lens hield, and 
frame } grinding, 


chipping, welding a ther hazardous 





are the basis 





occupations. 


ACE 


[] 76. INDUSTRIAL TRUCK — New type 
industrial truck, patterned after swiveling 
jun turrets, is described in bulletin issued 
by Northrop Aircraft Inc. Turret turns com- 
pletely around, eliminating need for re 
verse gear. Turret houses the ‘Power 
Package” consisting of 6 hp engine geared 
to drive wheel. Three models are _illus- 
trated and described. 


[] 77. GANTRY CRANES—One-t jantry 
featuring portability, ease in han 
iling and flexibility, for uses at loading 
platforms and docks, and in general plant 
work are described in Bulletin PG-648 is- 
sued by Industrial Equipment Co. 


ranes, 


[] 78. DIESEL ENGINES — ‘Diesel Engin 
sooling Systems” is title of 20 page book 
let No. 351, released by Binks Manufactur 
ing Co. Profusely illustrated, booklet will 
1elp solve many of the problems encoun- 
tered in diesel engine cooling. 


[] 79. PUMPS — Line 
pumps named Compacunit is described in 
8-page bulletin 242 issued by Warren 
Steam Pump Co. There are 4 types, 4 

ZeS mps are designed ‘for a torrent 
or for a trickle.” 


slose-coupled 






[] 80. CASTING RESIN — 
scribes Kriston Thermosetting Resin of th: 
B. F. Goodrich Chemical Company. It can 
be cast in transparent, translucent or 
opaque colors. pplications include cast 
lenses and prisms, dial and indicator crys 
tals, light shields, illuminated sign parts 
ind low pressure 
non-ferrous 1 
jlass and plaster of Paris may be used 
as molds. 


Bulletin d 


laminates. Ferrous and 


r } 
next © 
materiais 


such as aluminun 


[] 81. CONVEYOR — Bulletin 
The Stevedore, Jr. belt 
Man “Friday”’), 


describes 
conveyor (Your 
two models, designed for 
1nd trucks, low stacking and as booster in 
jravity conveyor line. The Rapids-Standard 
Co., Inc. 


[] 82. WEIGHT FEEDERS—Hardincge feed 


ers for accurate feeding of materials used 
in the mining, chemical and industrial 
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types (constant weight or volumetric) are 
discussed in Bulletin 33-D, released by 
Hardinge Co. Inc. Constant weight-feeder 
which maintains constant delivered weight, 
can be adapted to vari-speed or electronic 
drives. Indicating and recording devices 
can be used. 


(1) 83. PACKINGS — New Raybestos-Man- 
hattan catalog brings the company’s line 
of industrial packing right up to date. You 
should have copy of this new issue. Ray 
bestos-Manhattan, Inc., Asbestos Textile & 
Packing Division. 


[] 84. TRUCK LOADING — Sixteen-page 
broadside describes new Clark Trucloader 
ind truck loading method. New fork lift 
truck is small enough to maneuver easily 
in the loading area of highway trucks and 
trailers carrying loads up to 1000 lbs. on 
elevating forks. 


[] 85. PLASTICS — Catalog describes Syn- 
thane technical plastics — sheets, rods, 
tubes, fabricated parts, molded-laminated, 
ind molded-lacerated. You should have 
copy of this catalog for ready reference in 
your plastics file. Synthane Corp. 


[] 86. HAND TOOLS — Catalog describes 
Bernard hand-tools — pliers, nippers, cut- 
ters, punches, snips, etc., and specialized 
hand tools. Wm. Schollhorn Co. 


[] 87. GRINDING WHEELS — Catalog de- 
scribes grinding wheels in all grades, 
grains, shapes and sizes, tool and cutter 
wheels, cups, internal wheels, drum sand- 
ers and bands, wire brushes and other 
equipment. Chicago Wheel & Mig. Co. 


[] 88. REBUILT MACHINE Tools—Catalog 
covers used machine tools and describes 
rehabilitation services of Botwinik Bros. of 
Mass. Inc. 


[] 89. WATERPROOF BAGS — Booklet de- 
scribes Bemis Waterproof Bags, and pre; 
sents Facts about Low-Cost Protective 
Packaging.” Bemis Bro. Bag Co. 


[] 90. ENCLOSED MOTORS — Bulletin 
GEA-4400 describes the General Electric 
Company's new Tri-Clad totally enclosed 
motors for use in adverse atmospheres. 


[] 91. VEE PACKING—Literature describes 
Greene, Tweed & Company's Palmetto 
pyramid all purpose molded Vee type 
packing. It is recommended for all types 
of hydraulic and pneumatic equipment han- 
lling hot or cold water, steam, oil, gaso- 
line and most types of solvents and acids. 





[] 92. HEAT TREATMENT Chart — Peter 
A. Frasse & Co. offer a quick-check chart 
on Heat Treatment of Alloy Steels. It is 
termed an invaluable guide for technically 
minded buyers. 


Dear “PURCH”, 


Send me the Literature checked below: 


4 5 6 7 8 9 10 11 12 13 14 15 16 
17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 
33 34 35 36 37 38 39 40 41 42 43 44 45 46 47 48 
49 50 51 52 53 54 55 S6 57 58 59 60 61 62 63 64 65 66 67 68 69 
70 71 72 73 74 75 76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 91 92 
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Black & Decker 
5” Portable 
Electric Grinder 


(U1lustrated) 
GRINDS ANY METAL 


This One Tool Does Many Kinds of 
Grinding, Wire Brushing, Buffing 


Black & Decker Portable Electric Grinders are real time-savers on a wide 
variety of industrial jobs—where the tool must be carried to the work—in 
production, maintenance, repair and construction. 


With their various attachments, they prepare surfaces for welding . . . 
smooth welds . . . snag and grind castings . . . cut off old rivets, bolts, 
studs . . . remove rust, scale, oxidation, old paint . . . clean tanks and 
structural metal . . . do spark testing . . . grind, clean and buff frames, 
cabinets and other assemblies. 





AND BURNISHES Your nearby Black & Decker Distributor will give you full information 


on these hard-working tools. For your free copy of our complete catalog, 
containing details on over 100 Portable Electric Tools and over 1,000 attach- 
ments, write to: The Black & Decker Mfg. Co., 664 Pennsylvania Ave., 
Towson 4, Maryland. 
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PORTABLE ELECTRIC TOOLS 


BUFFS AND POLISHES 
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Kryolith | 


REG.U.S PAT OFF. 


NATURAL GREENLAND CRYOLITE 
















for the Glass 


Kryolith, which is our trade name for natural Cryolite, 


an d Cera me is a double salt of sodium fluoride and aluminum 
fluoride. It was originally a basic ingredient in the man- 
f, 2 at 0s tr tes ufacture of soda, but today it has many and varied uses. 


For many years Kryolith has been employed as an 
opacifier and fluxing agent in the ceramic and glass 
industries. Manufacture of ceramics is aided by Kryolith’s 
long fluxing action, high degree of opacification and 
quick reduction of batch due to the low melting point. 
Manufacture of glass is aided by Kryolith’s capacity to 
dissolve coloring oxides and to improve lustre and clarity. 


Kryolith comes packed in 500 Ib. barrels and 100 Ib. 
bags. For complete information, write today. 


it 1 Ses SALT 
MAN F TURING C PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York @ Chicago « St.Louis « Pittsburgh « Cincinnati « Minneapolis » Wyandotte » Tacoma 





GET ANY SPEED 


INSTANTLY -- - 





HOLD IT 








WITH THE UNIQUE 


INDEFINITELY! (/ 





P.LLV. car 


SPEED VARIATOR 


Is exact speed a factor in your production 
method — in the quality of your product — in 
coordinating steps or stages of your processes? 

Investigate the advantages of the Link-Belt 
P.I.V. Gear Speed Variator. This device per- 
mits infinite variations of working speed, with- 
out steps. Transmission between high and low 
speeds is by means of a special type of chain, 
making tooth-to-tooth contact with grooved 
steel wheels. Action is positive; no slip, creep 
or loss of power is possible! Settings are made 
by the turn of a small hand wheel, while the 
machine is running; adjusted speed remains 
constant, indefinitely. 


The self-contained, all-metal P.I.V. Gear 
has proved indispensable in countless in- 
stances, where speed regulation to the minut- 
est fraction of a revolution per minute assures 
precise results, safeguards quality, avoids 
spoilage and waste. 


Get full details of P.L.V. Gear—learn how 
you can apply it to advantage in your plant. 
Send for Book 1874 — today! 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, 
Toronto 8. Offices in Principal Cities. 

10,433 


LINK-BEbig \) \\ ie 


POSITIVE INFINITELY VARIABLE SPEED CONTROL 








Cut-away view shows 
unique chain transmis- 
sion, tooth-to-tooth con- 
tacts, no belt, no slip! 
Available in five types 
and seven sizes from 
1% to 15 hp. 


P.I.V. Gear on Machine 
Tool, furnishes ideal 
speed for grinding 
hardened steel pins. 


P.L.V. Gear on pump 
maintains accurate feed 
to chemical mixing 
process. The rate of 
feed can be varied to 
meet all requirements. 


P.I.V. Gear in textile 
mill applied for stretch 
control on _ slashers. 
Preserves elasticity of 
woolen yarns, increases 
loom production due to 
less breaks and fewer 
loom stops. 
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_ For any piping need 
under the sun 


GRINNELL PIPE HANGERS AND SUPPORTS 


There is a standard or special purpose Grinnell ment during and after pipe erection * Full 


Hanger for any piping installation—from a provision for thermal movement where neces- 


simple water pipe to a high pressure, high tem- sary * Easy maintenance * Compliance with all 
perature steam line. piping code requirements. 
Not only do correctly engineered hangers save Don’t waste time and take chances with inade- 


you valuable installation time, but they also pro- quate pipe hangers and supports —let Grinnell 


vide such definite advantages as * Easy adjust- supply the exact hangers to meet your needs, 


GRINNELL COMPANY, INC. 
Executive Offices: Providence 1, R. I. 


Branch Warehouses G R 
Atlanta 2, Ga. Los Angeles 13, Cal. Providence 1, R. L. 


Charlotte 1, N.C. Minneapolis 15,Minn. St. Louis 10, Mo. 
Chicago 9, Ill. New York 17,N. Y. St. Paul, Minn. 
Cleveland 14, O. Oakland 7, Cal. San Francisco 7, Cal. 
Houston 1, Tex. Philadelphia 34, Pa. Seattle 1, Wash. WHENEVER PIPING 1S INVOLVED 
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Fgh your products. If performance 
depends in any way upon the be- 
havior of steel wire . . . if the wire’s form- 
ing or fabrication characteristics have a 
bearing on cost or production flow .. . 
then of course it zs sound business to make 
sure that the wire you use meets every re- 


quirement with peak effectiveness. 


In this respect the Worcester Wire 
Works can and will be glad to serve you. 
For here we have specialized for over 30 


years in the development of special-pur- 





yl pe 
( How to wire for sot 






pose wire ... in the drawing of small size 
wire to meet practically every exacting 
need from armature binding and match 
book staples to music spring wire and the 
bead wire upon which your tires depend 


for long life and safe driving. 


So whatever your wire requirements 
may be, we want you to know that Worces- 
ter Wire Works is always ready to give 
you the intelligent, personalized service, 
the skilled performance in wire, that to- 
day helps many and many a manufacturer 


produce a better product at lower cost. 
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Stencil Marked 
for Prompt 


Identification Do your shipments receive preferred 


handling in transit to your customers? 
tite gible addressing Stencil addressed shipments get preferred 
couses deloys handling... 


ond lost shipments. 


\ | clear—easily read-permanently marked- 
S , ter and eliminate illegibility-labels coming 
fa off-speeds delivery-due to prompt iden- 


| tification in transit. 




















Common carriers recommend 
stencil addressing. Stencil 
addressed shipments are 


Stencil addressed shipments keep your pack- 
ages out of the carriers’ Lost Shipment 
Warehouse. 


DIAGRAPH-BRADLEY y= ws 
<I3. 








LARGEST MANUFACTURER OF 
STENCIL MACHINE CORPORATION 
ST. LOUIS 8, MISSOURI 


DISTRIBUTORS IN PRINCIPAL CITIES—SEE CLASSIFIED an ; 
SECTION-—TELEPHONE DIRECTORY-STENCIL CUTTING MACHINES — U.S. PAT. OFF. Complete Shipping Room Supplies 


STENCIL CUTTING MACHINES 
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Scovill 


NON-FERROUS 





When SCOVILL becomes your METAL-PARTner 
PRECISION FORGINGS LIKE THESE MAY PREVENT 
REJECTIONS OF EXPENSIVELY MACHINED PARTS 











GET THE FACTS ON SCOVILL 
If the metal parts you’re now using are 
not entirely satisfactory, it may be 
worth your while to call in Scovill. Long 
experienced in every phase of non-ferrous 
forging, and with complete facilities for 
precision machining, we have solved 
many complicated problems by carefully 
considered changes in method or design. 
With Scovill as your METAL PARTner, 
this broad experience is immediately 
directed towards getting the improve- 
ments you want—in quality, perform- 
ance or economy. Let us tell you how 
. . - Fill in the coupon and mail it today. 
Scovill Manufacturing Company, Water- 
bury 91, Conn. Export Department: 405 
Lexington Avenue, New York 17, N. Y. 


Please send me information about your metal-working facilities. 
I am interested in non-ferrous forgings for the applications 


checked 









THE PROBLEM: An important component in an 
air-operated control instrument, this sand 
casting was unsatisfactory. Although tinned 
to prevent porosity, there were many rejec- 
tions due to pressure leaks —but this could 
be determined only after intricate, costly 
machining had been completed. Also, the 
casting’s natural surface roughness was un- 
attractive. 





SCOVILL’S SOLUTION: Although the initial cost is -higher than the sand casting it 
replaces, this Scovill precision forging makes possible over-all savings for the 
manufacturer. The dense grain structure of the forging eliminates all expensive 
rejections due to porosity and, at the same time, furnishes a smoother, more at- 
tractive finish which improves the appearance of the product... A typical example 
of how Scovill combines improved quality with lowered cost. 


















SCOVILL MANUFACTURING COMPANY 
Forgings Division 








D)Aircraft (Fire Extinguishers 21 Mill Street 
(Automobiles (Household Appliances . 
(Band Instruments OIndustrial ee eeas enenny Hi, Saneaetons 
C)Blow Torches (Plumbing Goods 
CiCameras CPumps NE SR oe MR CR Nie EES 
(jCommunication Equipment (C) Valves 
(JCylinder Valves () Welding Equipment 
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QUICK CLEAN-UP! 


with 











Made for long, heavy duty service in removing rust—paint—scale—burrs 
—carbon and other material . . . and for cleaning, roughing, polishing 
and burnishing. THOR wire wheel brushes are available in sizes from 
4” to 12” diameter in single-unit, arbor hole adaptor or metal-center 
sectional type. Brush sections are heavily filled with Double-Durable 
special crimp wire in gauges up to 36. These modern brushes will operate 
efficiently on portable and stationary equipment with spindle speeds up 
to 6000 R.P.M. Your nearby Thor Distributor carries a complete stock. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 West Jackson Boulevard, Chicago 64, Illinois 


Birmingham Boston Buffalo Cleveland Detroit Los Angeles Milwavkee New York Philadelphia 
Pittsburgh St. Louis Salt Lake City San Francisco Toronto, Canada London, Engiand 





PNEUMATIC TOOLS * UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 


y WIRE WHEEL 


PORTABLE POWER 
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BRUSHES 
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Highballing Power 
...and Profits / 


Get this Complete 
Lubrication Program for 
all your machines 
Lubrication Study of Your 

Entire Plant 


Recommendations to 
improve Lubrication 


Lubrication Schedules 
and Controls 


Skilled Engineering Counsel 


Progress Reports of 
Benefits Obtained 








OURING on the power...at high 

speeds... this big Diesel electric 
locomotive combines many lubrica- 
tion problems similar to those in in- 
dustrial plants. 

Here, inside this power-plant-on- 
wheels, as inside every production 
machine, Socony-Vacuum’s correct 
lubricants give more continuous op- 
eration at lower costs. 

In the Diesel, gas temperatures 
soar to above 3000° F., pressures 
reach above 600 lb. per sq. in. 


Socony-Vacuum makes a Diesel oil 
that stands up under this heat and 
pressure. The generator, turbo-super- 
charger, driving gears and journal 
bearings .. . all operate under severe 
conditions. Proved Gargoyle Oils 
and Greases protect against wear, 
smooth the way for full power ahead. 


Net results are the same for plant 
owners and railroad operators — 
greater output and lower costs. Why 
not get these benefits now and high- 
ball your production and profits? 


Lubricants | Socony-Vacuum Oil Co., Inc. 


and Affiliates: Magnolia Petroleum Co. - General Petroleum Corp. of Calif. 
TUNE IN “THE MOBILGAS PROGRAM’’—MONDAY EVENINGS, 9:30 E.S.T.—NBC 
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One Way To Do It! — by hus Goinsexe 


TO PREVENT FREEZING 
IN HEATLESS APARTMENT - 


WHEN ICICLES FORM ON RADIATOR, DOG 
(A) SHIVERS. CAUSING FINGER (B) TO TAP 
OUT S-0-S ON TELEGRAPH KEY (€)—COP \ 
(D) RUNS FOR HELP, CAUSING STRINGS (EB) SS 
AND (F) 70 START EXERCISE MACHINES ~~ Lae 
(G) AND (1H), WARMING You UP. 

BR 6 {+ 
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FETY SHOE DEPT. 








ONE WAY to approach the foot safety problem in your plant 
is to provide Safety Shoes of some brand that your men don't 
know—or perhaps don't like. 


THE EASY WAY is to select Thom McAns, “the Safety Shoes 





SAFETY SHOE DIVISION 
25 W. 43 ST., NEW YORK 18. N.Y. 








that workers wear WILLINGLY"—because they already know 
ond trust the Thom McAn name.* 


THE EASIEST WAY OF ALL—" LET Thom DO IT” 


Let us stock our Safety Shoes for you in our own Thom McAn 
retail stores, fit them with our own trained fitters, without cost 
or obligation on your part. You, freed of “shoe store problems,” 
can concentrate on more important things, make yourself a 
more valuable man. Proof? Details? Write for them—today. 








“MORE MEN buy their shoes from Thom McAn than from ANY OTHER shoe store organization IN AMERICA 
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® Those numbers, die-stamped in sample 
and ingots alike, tie the two inseparably 
together. The ingots must be held in the 
casting department until the laboratory’s 
“O.K. to release for rolling” is received. 
These numbers form a permanent record of the 
composition and disposition of each ingot. Thus again, 
Quality Control is at work to assure top quality in the Aleoa Aluminum you purchase. 
What characteristics should a material have for best performance?—How give it those proper- 
ties?—How make certain that the finished product has them? These are questions to which 


Alcoa’s years of developing, producing and working with aluminum alloys have provided 
the answers. 


Quality Control makes certain they are answered correctly at Alcoa. ALUMINUM COMPANY 
or America, 1931 Gulf Building, Pittsburgh 19, Pennsylvania. 
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A Tough Nut —cracked! High 
speeds and long shaft-overhang 
wore out bearings, till Fafnirs 


MOST COMPLETE LINE IN AMERICA 
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PURCHASING 


~ BEARING REPLACEMENTS 


SLASHED by 7% 
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210 Polishing Heads in this plant required bearing re- 
placements every year. Because the buffing units are 
operated at high speeds, with the tapered shafts of the 
polishing heads over-hanging the motor housing by two 
feet, the problem was a particularly tough one. 


As a comparative test, half the worn-out bearings were 
replaced by Fafnirs . . . the others with another make. At 
the end of a year, replacement requirements had dropped 
from nearly 100% to less than 30%. This time, Fafnir 
replacements were used exclusively. When the records 
were again computed, the yearly replacements had dropped 
to only 3% — and not one of the Fafnirs had yet required 
replacement! 


For cutting friction and stepping up efficiency in hun- 
dreds of applications, the correct Fafnir unit provides 
deep-groove, large-ball load capacity as well as unequaled 
ease of installation. Call your nearby Fafnir distributor. 
The Fafnir Bearing Company, New Britain, Connecticut. 


You'll find it pays to call your 
INDUSTRIAL SUPPLY DISTRIBUTOR first 
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Two ways to measure quality 
in Fluorescent Lamps 


One way, General Electric found, was to 
build the world’s biggest double quartz mono- 
| chrometer. With this special spectroscope, G-E 
lamp scientists are able to make thousands of 


quick and accurate measurements of light waves Insist on the B monogram on all the 
and of the short ultra-violet radiation that is so fluorescent lamps you buy for your business 
important in producing fluorescent light. Those and home. It’s easy to understand why General 
measurements are vital both in fundamental Electric has been first with practically all 
g lamp research and in assuring buyers of G-E op the major improvements in fluorescent lamps 
fluorescent lamps of accurately standardized —_ when you realize that G-E Lamp scientists 
colors. You’d have fun operating General never rest on past achievements. *General 
Electrie’s monochrometer—but you'd hardly Electric lamp research is constantly at work 
have room for it in your budget or your cellar. to make General Electric lamps ever better 
Nor would you be inclined to duplicate all of and to make them Stay Brighter Longer. 


General Electric’s other research and testing 
facilities. But there is a measure of fluores- 
cent lamp quality that’s always in reach.... 


G-E LAMPS 





GENERAL QQELECTRIC 
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UPPORTING a 2-ton roller, vibrating 500 

times per minute is no job for weak-muscled 
metals. In the breast roller section (above) of the 
Fourdrinier (paper making) machine Beryllium 
Copper ‘‘shake springs’’ must hold an oscillating 
two-ton roller and do it without buckling, corrod- 
ing, crystallizing or requiring frequent nursing by 
the maintenance squad. 


Pusey and Jones Corporation, one of the top manu- 
facturers of paper machines, picked Riverside 
Beryllium Copper for shake springs after testing 
many other materials. 


INSIDE RIVERSIDE 


The excellent distribution facilities in 
the Riverside area, help us to give our 
customers giant-stride delivery service. 


" 






Riverside Beryllium Copper has unusually high 
strength and excellent hardness, extraordinary re- 
sistance to wear, fatigue and corrosion. 










* mn DELP HIA—_ 





ae oe yc 

Ye 
WS Get more information about the many advantages 
of Riverside Beryllium Copper, also get data on 
Riverside’s two other alloys, Nickel Silver and 
Phosphor Bronze by writing for catalogs of all three. 
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In Aluminum Paints... 








4 
THE VEHICLE MAKES THE DIFFERENCE! 








In PERMITE it means... 
Better Leafing ° Greater Brilliance ° Extra Durability * Economy 


PERMITE ready-mixed, ready-to-use depend upon Permite Aluminum Paint 


aluminum paints give all surfaces, for the better multiple leafing that gives 
inside and out, more enduring protection long lasting, high brilliance to their plant 
against corrosion and other destructive structures and equipment. For no other 
elements ... because Permite Paints con- paint has the Permite vehicle! Permite’s 
tain an exclusive, scientifically balanced durability, plus its ready-mixed time- 


vehicle of synthetic resins and specially 
processed oils — blended with 99+% 
pure aluminum pigment. 


saving form, insures true painting 
economy. Use Permite for lower main- 
tenance costs. See your Distributor or 
Users in every industry have learned to write us direct. 


“Paint Bright with PERMITE" 








IRON BODY 
DOUBLE-DISC 
GATE VALVE 


I: will pay you to study the operating mechanism of this Kennedy 
Standard Iron Body Double-Disc Gate Valve. 

First notice its simplicity . . . it consists’only of two discs, two 
cams and a stem nut. 

When the valve is closing, the cams do not operate until the 
port opening is completely closed. The lugs on the body then 
engage with the arms on the cams, causing them to revolve, and 
forcing the two discs tight against the seats at the exact moment 
of closure. 

When opening the valve, the first movement of the stem disen- 
gages the arms of the cams from the lugs in the body, immediately 
releasing the discs. 

Then note these additional important advantages . . . location 
of actuating lugs well above the bottom of the valve to prevent 
sediment from interfering with correct operation .. . perfect opera- 
tion with either disc toward the pressure, and with valve in any 
position . . . interchangeability of both discs and cams, so that 
mechanism cannot be assembled incorrectly. 

This design, together with the many other Kennedy Valve types 
for all standard requirements, is fully described in the 240-page 
Kennedy Catalog which will be sent on request. 


Buy From Our Distributor 











THE KENNEDY VALVE MFG. CO. 


KENNEDY cclics - sefe fittings -fine hydrants 
















Elmira, New York 
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Move a machine .. . relocate a 
department . . . or revamp an entire 
factory layout. BUStribution DUCT, 
BullDog’s modern, highly flexible 
electrical distribution system will 
meet every changing condition... 
with little or no rewiring. 

‘ Prefabricated, standardized BUS- 
tribution DUCT systems can 
be moved, altered and rein- 
stalled with complete re-use 
of materials 
100% salvable. 

Branch Circuits can be 


. they are 


Do It With 





37 


SPEED ELECTRICAL CHANGES WITH EASE... 





BullIDog BUStribution DUCT 


added wherever you need them 
because BUStribution DUCT and 
branch circuit fittings are 


Electrical power systems are closely 
allied with machine tool layout. 
Therefore, production 
designed for easy intercon- 
nection. Also, standard el- 


changes necessitate shifts in 
electrical power distribu- 
bows, tees and crosses per- tion. That’s why it will pay 
mit the system to fit any you to investigate BullDog 
BUStribution DUCT and 
the advantages of “plug-in” power 
that is readily adaptable to chang- 
ing production conditions. Write 
for details or call a BullDog field 


engineer. He can show you an 





plan. Best of all, simplicity 
in design makes it possible 
to alter circuits with mini- 
mum demands for time and 
tools. Look at BUStribu- 
tion DUCT from any angle 


and you see savings! installation near your own plant. 





BullDog Also Manufactures Vacu-Break Safety Switches—SafToFuse Panelboards— 
Switchboards—Circvit Master Breakers—Industrial Trol-E-DUCT for Portable Tools, 
Cranes and Hoists—Universal Trol-E-DUCT for completely flexible lighting. 


BULLDOG 


ELECTRICAL DISTRIBUTION SYSTEMS 


BULLDOG ELECTRIC PRODUCTS COMPANY, BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN. In Canada. BullDog Electric Products, Ltd., Toronto. Field Engineering Offices in All Principal Cities 
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FERRY CAP 














O hold parts rigidly in place—and to provide for quick, 
easy adjustment—makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 


These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 
needs. 


“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 


Square head and headless—cup and oval point—case hardened 
—sizes 4” diameter and larger. Carried in stock for imme- 
diate shipment. 


The FERRY CAP & SET SCREW Co. 


2165 SCRANTON ROAD Dept. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS e SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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These roof ventilators are but one of many 
‘= = applications for ENDURO Stainless Steel 
< in the textile and chemical processing in- 
dustries. Others include dyeing machines, 
vats, tanks, agitators, autoclaves, con- 
densers, evaporators, valves and tubing. 
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Among the major reasons why Republic ENDURO 
Stainless Steel is a “‘natural’’ material for chemical and 
textile processing applications is its inherently high 
resistance to rust and corrosion. 

Consider the case of these textile dyeshop roof venti- 
lators. When made of ordinary steel, the high cost of 
replacing corroded ventilators every six months was 
dwarfed by the costly annoyance of rusty drippings 
which contaminated dyes and damaged materials. 


After they were made of long-lasting ENDURO, how- 
ever, these ventilators ceased being a source of con- 


stant maintenance and replacement expense. Rusty 
drippings were ended. 

Perhaps you, too, have applications in which this and 
other ENDURO advantages effectively can reduce 
operating overhead. Talk to your equipment manufac- 
turer, or write us for complete information: 


REPUBLIC STEEL CORPORATION 
Alloy Steel Division ¢« Massillon, Ohio 


GENERAL OFFICES: CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


ENDURO STAINLESS STEEL 


Reg. U. SooPat. Of. 


Other Republic Products include Carbon and Alf 
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Ask yourself 
these 4 questions about the 
mounting materials in your plant 


Panels, switchboards and other electrical apparatus mountings 
are key factors of an electrical power system. Are yours sufh- 
ciently up-to-the-minute to meet present-day needs? To find out, 

















ask yourself these four questions: 





1. Are they proof against moisture and oil absorption? 
Can they stand frequent high-voltage surges ? 
Will they withstand vibration, or temperature changes ? 


Are they in perfect condition — without cracks and 
unwarped ? 


If your answer to any one of those questions is “no”, it’s time to investigate the 
advantages of K&M Ebonized Asbestos... for Ebonized Asbestos is a high- 
dielectric panelling material that gives a positive “yes” to each of those queries. A 
tough, all enduring combination of asbestos, cement and an insulating compound, 
Ebonized Asbestos is ideal for modern electrical work, according to fabricators 
who work it, and plants that use it. When built into assembled units, it meets 
the technical requirements of Underwriters’ Laboratories, Inc. Write us for full 
particulars about Ebonized Asbestos. 


Nature Made Asbestos... 


Keasbey & Mattison has been making it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY - AMBLER -+- PENNSYLVANIA 
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Out of General Chemical’s extensive fluorine research program in the 
field of organic chemistry comes Genetron 101 . . . the second in a series 
of important aliphatic organic fluorine compounds. 

This chlorinated derivative of ethylidine fluoride has a lower melting 
point and lower vapor pressures than the parent compound. Many of its 
applications are already under investigation by far-sighted manufacturers 
who reeognize the industrial potentialities of Genetron 101: as a refrig- 
erant . . . an aerosol dispersant in admixture with other Genetrons . . . 
a selective solvent ... a dielectric . . . and as an intermediate in the 
preparation of various other organic chemicals. 

The physical data here may suggest uses for this low boiling organic 
liquid which also merit your a investigation. For experimental 
samples, write General Chemical Company, Fluorine Division, 40 Rector 
Street, New York 6, N. Y. 


*Trade Mark. General Chemical Companv 


GENERAL CHEMICAL COMPANY 


40 RECTOR STREET, NEW YORK 6, N. Y. 


Sales and Technical Service Offices: Albany © Atlanta * Baltimore * Birmingham ¢ Boston 

Bridgeport * Buffalo * Charlotte * Chicago * Cleveland * Denver * Detroi * Houston 

Kansas City * Los Angeles * Minneapolis © New York ¢ Philadelphia ¢ Pittsburgh 

Providence © San Francisco * Seattle © St. Lours © Wemarchee and Yakima (Wash ) 
In Wisconsin: General Chemical Wisconsin Corporation, Milwaukee, Wis. 





In Canada: The Nichols Chemical Company, Limited * Montreal * Toronto * Vancouver 


—second in its 
new series of 
PVG Peale) ace-y, ile 


FLUORINE COMPOUNDS 


genetron™ 101 


PHYSICAL PROPERTIES 


Formula CH, * CCIF, 
Molecular Weight 101.51 
Color Colorless 
Melting Point —130.8° C 
Boiling Point —9.2°C 
Density 1.194 at—10°C 


Latent heat of 


vepectaniion 96 B.t.u./Ib. 


Vapor pressure (p.s.i. abs.): 


—30° C 6.0 
—10°C 14.7 
10° ¢ 31.2 
30°C 59.0 
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f Saowre is a wrong way and a right way to design equipment. The 
wrong way seeks the means of skimping materials and cutting 
costs. The right way searches for every means of improving perform- 
ance and lengthening service life. This is the Marsh way. 

All the “know-how” acquired in more than three-quarters of a 
century of instrument making is reflected in the design of Marsh 
Gauges. A few outstanding elements are illustrated here—the Marsh 
unit construction; the 270° bourdon tube; the ‘“‘Recalibrator”. And 
you will find this design know-how carries into every detail of Marsh 
Gauges from socket to dial. 

Marsh design means attractive cases, clear legible dials, ingenious, 
practical working parts. As executed in quality materials, it means 
lasting accuracy. 


JAS. P. MARSH CORPORATION 
2052Southport Avenue, Chicago 14, Illinois 
Export Dert.: 155 E. 44th St., New York 17, N.Y. 


No story of Marsh design would be complete 
without the “Recalibrator" — best way ever 
devised to correct a gauge that has been 
knocked out of adjustment. 
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The working unit of Marsh Gauges—bourdon 
tube, dial, movement, and pointer—are assem- 
bled on the socket or bottom piece, the case 
merely serving as an enclosure as shown by the 
white lines. As a result, external shocks are 
mot transmitted to vital parts—one of many 
reasons for lasting accuracy. 





Even graduations make Marsh dials highly 
legible. These even graduations are made pos- 
sible by the 270° bourdon tube—a design 
that brings the travel and direction of tube 
movement into such relationship to the linkage 
that each unit of pressure causes exactly pro- 
portional pointer movement. 
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ROUGH CUSTOMER HANDLED SMOOTHLY BY 


BW Hi ore-HANDLING HOSE 


To refine magnetite, it must be run through 
a series of hoppers that separate the ore from 
the waste sand. Carrying this heavy, highly 
abrasive ore to and from the hoppers requires 
hose that is highly flexible and has amazing 
durability. BWH solved the problem for a 
leading foundry with Bull Dog Ore Handling 
Hose. 

This sturdy hose has multiple plies of heavy 
duck wound over a strong, one-inch-thick 
rubber lining. Beneath the two outer plies is 
a high tensile spiral wire imbedded in rubber. 
Spaced to give the hose maximum flexibility, 
the wire also adds strength and prevents 


kinking. Finally, a high-grade, wear-resistant 
protective rubber cover encloses tube and 
fabric. Fittings are of the outside sleeve type; 
thus no metal comes in contact with the abra- 
sive ore... and service of the hose is indefi- 
nitely prolonged. 

When you require this or other types of 
industrial rubber goods, look to BWH for 
dependable ruggedness . . . BWH distributors 
for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems ...we’re specialists 
in solving them. Consult your nearby BWH distributor, 
or write direct to BWH. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in Ali Principal Cities 


P.O. BOX 1071, BOSTON 3, MASS. 























A smart pipe vise 
and workbench 


Cathy 200 ty 


where you need it | 


Rikasib 


TRISTAND 


Sy ane 
Sas? 


“% 


Pip: 


@ It makes sense that this efficient Tristand, practi- 
cally a portable workbench, becomes more popular 
by the month. Hinged legs fold in for easy carrying 
to the job. It sets up solid against tip- 
ping. Ample room on top, slots for 
| tools, a pipe rest and three handy pipe 
benders . . . remarkably convenient. 
Comes with chain or yoke pipe vise, 
LonGrip jaws easy on polished pipe. 
Strong malleable construction, years 
of easier pipe work. Ask your Supply 
House for the rttmip Tristand. 





Tristand 
made also with 
yoke vise. 


Millions of RIFID 


Tools in use 
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WORK-SAVER PIPE TOOLS 





PURCHASING 





i, RSet ® 


% 2 


0 OE od 


threading I’ to 2’ pipe 
with this No. IR poster 


Rikgkib 





Raped TOMER Ss SOE 


+ 







My 
‘ 








atta gi TE 


pas 


ee aR 


/ Ps 
a 
Sedat We 





Has the famous RIFAID 
quick-setting workholder 





@ This improved No. 1R gives you pipe threading 
speed and convenience you’re not 
used to finding in a 1” to 2” poster 
die stock. Mistake-proof workholder 
sets to size quickly, only 1 screw to 
tighten on pipe ... no bushings to 


bother with. Direct action thread- 
ing, no wobble — full-floating posts 
only taper threads. Fast smooth- 
threading alloy or high-speed steel 
dies, rugged steel-and-malleable 
construction for long use. Popular 
price — ask your Supply House. 





It stands up anywhere 
on its own feet. 


The Ridge Tool Company 
Elyria, Ohio, U.S. A. 
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TIMKEN ROLLER BEARINGS 


EXCLUSIVE! 


The Timken Roller Bear- 
ing Company has a 
broad background of 
bearing engineering and 
metallurgical experi- 
ence, coupled with near- 
ly 50 years of "“know- 
how". There is no pos- 
sible substitute for this 
vast accumulation of 
knowledge which goes 
right back to the very be- 
ginning of the applica- 
tion of roller bearings to 
mechanical equipment. 


Our modern American industrial economy is founded 
in great measure on the black magic that we know 
as coal. For every ton of steel — a ton of coal is 
required in its making. More than 62% of our elec- 
tricity is generated from coal. From coal are derived 
plastics, paints, roofing materials, medicines, insecti- 
cides, perfumes — and thousands of other products. 
Over 1,000 mine operators use over 500,000 mine cars 
equipped with Timken Bearings — a total greater 
than are equipped with all other types of anti-friction 
bearings combined. Timken Bearings are standard 
equipment too in all other types of mechanized min- 
ing machinery. Users know it pays to insist on 
Timken Bearings when buying mine cars — auto- 
motive vehicles — railroad rolling stock — machine 
tools — tractors — oil field equipment or any type 
of industrial equipment. The trade-mark “TIMKEN” 
is your assurance of dependable performance. The 
Timken Roller Bearing Company, Canton 6, Ohio. 


TIMKEN BEARINGS, TIMKEN ALLOY STEELS AND TUBING AND TIMKEN REMOVABLE ROCK BITS 


“All There Is In Bearings’’ 








CHASE 
LINERS 


% Stop liner Breakage! 
% Stretch in All 
Directions ! 








today. They 
crinkled and 


ings . . . that actually .” 
cost no more! . 
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GENERAL SALES OFFICES 
307 WEST JACKSON BLVD., CHICAGO 6, ILL. 


BOISE - DALLAS - TOLEDO - DENVER - 
ST. LOUIS + NEW YORK - CLEVELAND - MILWAUKEE - 
BUFFALO - KANSAS CITY- MEMPHIS - GOSHEN, IND. - PHILADELPHIA 
* SALT LAKE CITY - OKLAHOMA 
REIDSVILLE, N.C. + HARLINGEN, TEXAS 
+ WINTER HAVEN, FLA. 


DETROIT « MINNEAPOLIS 


CciTY - PORTLAND, ORE. - 
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HAT ARE today’s most sig- 

nificant purchasing problems? 
The Educational Committee of the 
Washington Association polled the 
members of that organization re- 
cently as a guide to formulating its 
forum programs, with the following 
results, in order of the preference 
indicated. (The first two subjects 
were tied on the ballots.) 


1. Price Trends and _ Escalator 
Clauses. 

1. Expediting and Delivery Prob- 
lems. 


3. Warehouse = and 
Control. 
Legal Phases of Purchasing. 
Commodity Terminology and 
Specifications. 
6. Traffic Management. 
7. Letter Writing. 
Ss. Reciprocity. 
9. Government Reg 
10. Insurance. 
Time was, and not so very long ago, 
when Subject 9 would have headed 
any list, but the Washington factor 
is rapidly receding into the more 
remote perspective. 


ECOGNITION comes in curi- 

ous ways. When Thomas J. 
Hi: irper recently comple ted his fifti- 
eth year of service as Purchasing 
Agent of the Stonewall ( Missis- 
sippi) Cotton Mills, his friends and 
associates gave him a party at near- 
by Meridian to celebrate the occa- 
sion. Highlight of the affair was 
when Mayor Frank Jacobs appoint- 
ed Harper honorary Chief of Police 
of the city. 


Inventory 


co +e 


ulations. 


M ORE TO THE POINT is the 
selection of Joseph H. Saville, 
Division Purchasing Agent of the 
American Viscose Corp., Wilming- 
ton, Delaware, as the recipient of 
the Salvage Award medal and cita- 
tion at a recent dinner meeting in 
New York Citv. This award hasn't 
anything to do with industrial sal- 
vage operations, being named in 
honor of Sir Samuel A. Salvage, 
founder of the United States rayon 
industry. Significant feature of the 
event is that the recommendation 





for the award came from plant per- 
sonnel “who appreciated his antici- 
pation of their manufacturing 
needs, and who recognize in him a 
fine example of purchasing service.” 
Mr. Saville’s citation was “For con- 
spicuous achievement and _ loyalty, 
particularly in respect to his out- 
standing assistance to the plants in 
maintaining a supply of raw mate- 
rials under difficult war conditions.” 


of emphasis 1s 


A GOOD DEAL of e asis is 
now being placed on what peo- 


ple outside the purchasing depart- 
ment think of purchasing men and 
the job they are doing. We are 
therefore much interested in read- 
ing an advertisement of the New 
York Times — one of a series in 
which they present characterizations 
of typical readers. And here is what 
they have to say: “He is a purchas- 
ing agent, a man ‘hard to sell. When 
he buys a product or a service, he 
always looks for perfection.” 


W5 HAVE a complaint from Ed 
Scully, whose excellent article 


on job evaluation in the purchasing 
department appeared in our Sep- 
tember issue. He didn’t know what 
he was letting himself in for when 
he sent that manuscript. Within five 
weeks of the publication date, he 
received upwards of a hundred and 
forty letters requesting further in- 
formation on specific points in the 
article,-and finds himself practically 
in the management consulting busi- 
ness. 


HIS leads us to comment on the 
fact that Bill Kerrick’s story, “If 
I W ere a Salesman”, from our May 
issue, has gone into its third reprint 
edition, and the extra distribution in 
this form is well up into five figures, 


plus a couple of reprintings in 
house organs and sales bulletins. 


And the correspondence on Ralph 
Keefer’s September eri bes “En- 
gineers Are OK”’ is still gaining 
momentum, with several ood 
reprints sent out on individual re- 
quest. We are moved to make this 
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report because a highly reputable 
business survey service recently ex- 
pressed the opinion that business 
men generally are not reading as 
much nor as avidly as they did a 
year or so ago. Purchasing agents, 
at least, are still eager to learn. 


W* MISSED it, too—the subtle 
signature that Mr. Keefer wove 
into the title of his article. If that 
title had been set up as “Engineers 
R. O. K.” it would have revealed 
the initials of the author. This ci- 
pher doesn’t prove that Lord Bacon 
wrote Shakespeare's plays, but it is 
a pleasant conceit. Mr. Keefer’s 
ideas, too, R. O. K. 


we * 
N LAST MONTH’S column, we 


cited some of the mottoes ob- 
served in purchasing offices. Add 
to this collection the following, 
found at the desk of a harried mem- 
ber of the profession in Trenton, 
New jersey: 


Don’t Go Away Mad 
. Just Go Away 


Perhaps you have—or have seen 
other pithy slogans that ought to be 
passed along to fellow purchasing 
men. 


HERE is always a special satis- 

faction in learning of cases where 
editorial material of bygone years 
has been found to have lasting value 
and is put to continuing use. Recent 
instances : Our series of “Pen Points 
on Purchase Law” (1938-1941) is 
now being incorporated in the new 
purchasing manual of the U. S. 
Maritime Commission; and _ that 
hardy perennial “Basic Principles of 
Purchasing” (1942-1943) goes to 
work for Procurement Director 
Ming-Chai Lu of the Chinese Na- 
tional Resources Commission. 


REDIT an assist to Bob Han- 

negan’s resourceful mail sort- 
ers, who recently delivered to this 
office a letter addressed to: 

Monsieur PURSACHING 

New York 17 

Etats Unis 
Yes, that’s us. The letter was a 
communication from our colleague, 
Le Redacteur en Chef, L’ Adminis- 
tration Moderne, Revue mensuelle 
pour l’Etude de Il’Organisation et 
des Techniques Administratives, 10 
Rue du Faubourg Montmartre, 


Paris [Xe. 








one source of supply 
one mark...dependahility 
one aim...Satisfaction 





25 YEARS OF STEADFAST 
SERVICE TO BUYERS OF BOLTS, 
NUTS, SCREWS, 
RIVETS, WASHERS 





Anniversary 
1921-1946 


STERLING sour company 


213 W. JACKSON BLVD. « CHICAGO 6, ILLINOIS 
MILWAUKEE—161 WISCONSIN AVE. * CINCINNATI—UNION TRUST BUILDING 
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YESTERDAY... 
uirebrushing war lope 


Yes... yesterday wirebrushing structural steel 
to prepare a base for shop coats was the method 
preferred by steel fabricators. But it had its 
drawbacks: It was costly ... slow ... primer 
coats cracked and lifted, and had to be re- 
placed at frequent intervals. 



























Now, better bases for protective coatings on 
structural steel are prepared rapidly by this 
modern oxyacetylene process which slashes 
costs more than 75%. Developed by Airco in 
cooperation with a large steel fabricator, flame 
cleaning and dehydrating completely frees 
the surface of rust and scale .. . drives out all 
hidden moisture and produces a dry and warm 
surface from which primer coats will not 
crack and lift. 


AND TOMORROW...? 


You can look ahead to new and even more 
important developments to aid the metal work- 
ing industry — thanks to Airco’s accelerated 
research and development program. 

The facilities of our Technical Sales Divi- 
sion are available to all metal working men in 
applying Airco processes in the solution of 
their problems. For additional information, 
get in touch with your nearest Airco office or 
write: Air Reduction, 60 E. 42nd St., New 

York 17, N. Y. In Texas: Magnolia Airco Gas 
A i 4 R E DU cT On Products Company, Houston 1, Texas. 


—=]>_ 
AIRCO 
SS Offices in All Principal Cities 


ORIGINATORS OF MODERN OXYACETYLENE METHODS’ FOR THE METAL WORKING INDUSTRY 
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ON LAND: For smal! parts packaging, the Mason MailMaster 
is the leading container for speedy, convenient, strong 





we 


_ 


packaging. 

c AT SEA: For export packaging, the Mason MailMaster, 
because of its light weight, basic strength and patented 
closure, is America’s number one export package — ably 

) demonstrated by the millions which have been used during 


the war for packaging vital overseas supplies. 





e IN THE AIR: Seventeen years ago the Mason MailMaster 
- was, as it is today, the number one air mail package. Pioneered 
j for light weight and maximum strength, the Mason MailMaster 


leads the field in air transportation packaging. Write for 
new catalog showing the entire line of Mason MailMasters, 











- Dept. , The Mason Box Company, Attleboro Falls, Mass., 

n 175 Fifth Ave., New. York. Cs 
yf > 

1, 


The NEW Mason MailMaster designed for the Age of 
ir Flight. Light and strong, with positive wire closure. 


& 
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FROUBLE-SHOOTING with SEAMLESS STEEL TUBING 
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*The OSTUCO tradition of 

The heavy loads and severe stresses to which OSTUCO tubing has helped solve design quolity manufacture is as old 
, : ; as the history of tube-making 

a dump truck hoist is constantly subjected calls and production problems in a host of indus- _ itself. Charles Sharkey, Bench 
: : Room Foreman and member 

for sound design and precise manufacture tries . . . it may well be the answer to your of the OSTUCO 50-year Club, 


‘ : : : 7 ; , é is one of many veterans who 
of hoist supports, through which the weight problem. OSTUCO’S experienced engineer- have spent a lifetime main- 


taining that tradition. 


and stresses are distributed throughout the ing, skilled ctaftsmanship* and on-time de- 
entire frame and chassis. OSTUCO Seamless _ livery record are available to manufacturers. 
Steel Tubing, inherently strong and light- Your copy of “M-1”, a valuable booklet on 
weight, used in the hubs of the hoist supports, steel analyses, tolerances and machining meth- 


helped solve this difficult design problem. ods will be mailed on request. 
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THE GQHIO SEAMLESS TUBE COMPANY 








SALES OFFICES: Chicago 6, Illinois, Civic Opera Bidg., 20 North Wacker Dr.; Cleveland 14, Ohio, 1328 
Citizens’ Bldg.; Detroit 2, Michigan, 2857 E. Grand Bivd.; Houston 2, Texas, 927 A M & M Bidg.; Los 
Angeles, Calif., Suite 200-170 So. Beverly Drive, Beverly Hills, California; Moline, Iinois, 225 Fifth Avenue 






Bidg.; New York 17, New York, 70 East 45th Street; Philadelphia 9, Pa., 123 S. Broad St.; St. Louis 6, Plant and Main Office 
Missouri, 1230 North Main St.; Seattle, Washington, 1911 Smith Tower; Syracuse, New York, 501 Roberts 
Ave.; Tulsa 3, Oklahoma, Refining Engine & Equipment Co., 604 Ten E. 4th St. Bidg. SHELBY, OHIO 


@ Canadian representative: Railway & Power Engineering Corp., Lid. Hamilton, Montreal, Noranda, North 
Bay, Toronto, Vancouver, Windsor and Winnipeg. . 


MANUFACTURERS AND ELECTRIC-WEtLD STEEL TUBING 





OF 





SEAMLESS 
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UMASS TV Y pam RUSGEDLY BUILT DAYTON v-BEL DRIVES 


Operate efficiently in snow, rain, 
heat, cold, dust and dirt 


E L M ; \ AT . Power drives, located outside, operate the 72-inch fans 
that cool glass furnaces in the plant of a large manu- 


facturer of commercial and chemical glassware. These 
drives are subject to rapidly changing weather 
conditions. Original belts on the drives couldn’t 
take it, broke with disturbing frequency which re- 
sulted in improper cooling, causing severe damage to 
furnaces, damage that was expensive to repair arid 


caused serious interruptions in production schedules. 
Six years ago Dayton V-Belts were tried on one of the 
drives. They could and did take it! For six years no 


shutdown has been experienced due to belt failure. 
Now all fan drives are Dayton V-Belt equipped. 
Dayton V-Belts can take it because their stronger, 
more compact Daytex Cord provides extra strength and 
the especially compounded materials provide high 
resistance to the toughest operating conditions. 
They are the result of over 40 years of research and 
manufacturing experience working with natural 
and synthetic rubber. It is experience that can help 
you solve your power transmission drive problems. 
Write today to The Dayton Rubber Manufacturing 
Company, Dayton 1, Ohio. 





ATTENTION 


Power Transmission Engineers 


There is a mill supply house near 
you that stocks Dayton V-Belts. 
A representative will gladly discuss 
your power transmission drive 
problems with you. Look for the 
name under the trade name head- 
ing “*Dayton V-Belts” in the yellow 
pages of your telephone book. 





) Dayton 


 Rulbbber 


THE MARK OF TECHNICAL EXCELLENCE IN SYNTHETIC RUBBER 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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If you, like so many others today, are cramped for 
warehouse space, it’s time you learned about 
SUPERSTRONGS. 

SUPERSTRONG boxes —‘'Bound with Steel’’—, 
come to you in flat form, so that they occupy less 
than one-sixth of the space normally required. The 
resultant saving provides that warehouse space 


you need so badly—and just can’t find. SHIPPING 


Let us tell you how SUPERSTRONGS can more oo 
effectively handle your future requirements. SUPERSTRON(| 
ONTAINERS 


PAT. ope 


RATHBORNE, HAIR AND RIDGWAY COMPANY 
1440 WEST 2Ist PLACE + CHICAGO 8, ILLINOIS 








OHAITE 


RHEOSTATS + RESISTORS * TAP SWITCHES 








VITREOUS ENAMEL COVERING Special Ohmite vitreous 


enamel holds the winding rigidly in place and protects it from 
mechanical damage. 


STRONG CERAMIC CORE Provides a strong base for the 


winding, unaffected by cold, heat, fumes, or high humidity. 


EVEN, UNIFORM WINDING The unsurpassed uniformity of 


the resistance winding prevents “hot spots” and resultant failures. 


TINNED COPPER TERMINALS Terminal lugs are tin-dipped 


for ease in soldering. The resistance wire is both mechanically locked 


and brazed to the terminal lugs, assuring a perfect electrical connection. 


RESILIENT MOUNTING BRACKETS Mounting brackets 


hold the resistor firmly yet resiliently in place. They are simple to mount 


and can be easily removed by a slight upward pressure at the base. 


RATING STAMPED ON METAL BAND Each resistor has 


a metal band upon which the resistance is stamped for clear and 


permanent identification. 


OHMITE MANUFACTURING COMPANY — 4902 Flournoy St., Chicago 44, U.S.A. 
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The above illustration shows a few of the 


Magnesium Castings made by Utica Radiator 


and gives an idea of the different sizes, variety 


and shapes that are possible. 


Due to the excellent machining qualities of Magne- 
sium, finished Magnesium castings often cost less 
than the more common cast metals, even though 
the cost of Magnesium before machining is slightly 
greater. We have many case histories in our files 
of actual savings made by changing to Magnesium 
castings. 


During the war, Utica Radiator made elaborate 
Magnesium castings for the Air Corps. Our 
laboratories, X ray and heat treating equipment 
have been certified by the United States Army 
Air Forces and the controls which were necessary 
on Magnesium production during the war period 
are still employed. 


Magnesium alloy castings of all sizes from a frac- 
tion of an ounce up to six feet in diameter, were 
produced during the war. Since then, Magnesium 
castings have been made for a great variety of 
uses, including aircraft, textile machines, office 
equipment, scales, wire, fish line winding, baseball 
masks, polishing and grinding equipment, vacuum 
cleaners and toys. 


If you are having difficulties m getting deliveries 
of castings of other metals, why not investigate the 
possibilities of using Magnesium. We will be glad 
to study your problem — without obligation — 
and give you an estimate of cost. 


Write for complete information to 
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That’s what your assemblers do; and the closer you 
can come to giving them uniform screws the closer 
they’ll come to giving you top production. 

Culls and duds will slow down the best assembly 
line because they annoy and upset the operators. 

One sure way to improve production is to make 
sure that the screws you furnish are as near uniform 
as humanly possible. And since CORBIN Screws are 
noted for their uniform quality, why not join the 
thousands of successful manufacturers who stick to 
CORBIN? : 


SS3 


it’s a thoroughbred — 


it’s a CORBIN. 
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ALUMINUM gets 


WAL 4z 


a, SSMILE that won't come off... 


THINS 


AND HERE’S THE REASON... 


Window sashes of satin-finish aluminum... that 
stay bright! Aluminum pots and pans that don’t 
darken! Outdoor furniture in aluminum that’s 
tinted any attractive shade! 

Aluminum owes this new quality of perma- 
nent beauty and wear resistance to anodyzing— 
a process requiring controlled temperatures . . . 
and refrigeration is usually a must. 

G-E automatic temperature controls. . . plus 
the reliability of G-E condensing units . . . will 


i 


Ss 
S 
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= 





maintain the anodyzing bath within one degree 
of the ideal temperature. This constant tempera- 
ture level means better anodyzing . . . greater 
film efficiency. 


Ask your G-E distributor or contractor for 
more information on industrial refrigeration for 
anodyzing or other applications. He’s listed in 
the Classified Directory. He'll be glad to help. 
General Electric Company, Air Conditioning Depart- 
ment, Section 82912, Bloomfield, New Jersey. 


GENERAL @ ELECTRIC 


Industrial Refrigeration 
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BRASS « LOW CARBON STEEL 
HIGH SPEED STEEL « BRONZE 


TOOL-BIT STOCK 








HIGH SPEED 
CUT-OFF 


WHEELS 


It does take a bit of believing, no doubt about it, to think 
that “‘grinding’’ wheels can be made to cut with knife-like 
speed. But, in ‘’Electro’’ HIGH SPEED CUT-OFF WHEELS, 
we achieved amazing strength in wafer thinness. We perfec- 
ted a cutting edge. We reduced cutting-off time from minutes 
to seconds. Tell us that we may and we'll show you on your 
jobs, on anything from tool-bit stock to ceramic materials, 
how Electro high speed cutting-off surpasses all other 
methods for speed, precision and safety. 


In advance of this demonstration, we invite you to send for our new Grind- 

ing Wheel Manual, illustrated in full color and technically informative 

as to components, structure, selection, and operation. No wonder it is the 

most talked-of catalog in industry! Write for your copy. We'll send it free 
and post-paid. 


PURCHASING 


CAST IRON 


COLD ROLLED STEEL 


CERAMIC 
MATERIALS 











MFRS. - REFRACTORIES - CRUCIBLES - STOPPERS - ALLOYS - GRINDING WHEELS 
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e With transformers atop towers . . . Okonite-engineered high 
voltage power cables rising from underground to supply the electricity 
. . . 1500-watt floodlights strategically located, the Denver and Rio 
Grande Western Railroad has turned night into day by recent installa- 
tions at five of its key switchyards. As a result, its workmen locate cars 
more easily, read bills on cars, get trains made up faster and on their 
way sooner. Fewer accidents, less pilfering have resulted. 35 towers 
are now in use. 


and OKONITE-ENGINEERED cables 


serve underground and in risers... 


In thirty-five of these Rio Grande towers, the electric supply 
reaches them through 2400-volt or 6600-volt Okonite-engineered 
cables. The service was unusually demanding calling for cable to be 
buried in ground at foot of towers, then supported on them in the 
vertical rise. High voltage is carried right to the tower and stepped 
down at the tower with transformer. (An underslung transformer 
platform puts primary and secondary voltages at different levels. ) 

The 2-conductor cables which were specially assembled for this 
job were designed with Okoloy-coated conductors, moisture-resistant 
Okolite insulation, sealed within a jacket of non-flammable Okoprene 
— assembled and wrapped with a durable finish which included 2 
layers of hard-twisted jute. When faced with choosing the correct 
electrical cable for unusual applications — or for any power, lighting 
orf communication purpose — you can benefit by Okonite’s experience- 
guided recommendations. The Okonite Company, Passaic, N. J. 


OKONITE £2 


insulated wires and cables 





Moone 


@ The failure of one small but im- 
portant spring in your product can 
be a costly business. Repairs often 
run into figures out of all proportion 
to the actual cost of the spring in- 
volved. And the inconvenience and 
the time lost when the machine is 
out of service certainly do anything 
but build good will. 

With U-S-S American Music 
Steel Spring Wire you can eliminate 
spring failures entirely or reduce 
them to the absolute minimum. 
Why? Because this high grade spring 
wire combines extremely high tensile 
strength, unusual toughness and all- 
round soundness which make it unex- 
celled for small, high quality springs 
that must deliver exacting service. 








~ AMERICAN 


ow te ee 


U-S-S American Music Wire adds 
so little to the cost, per spring or 
even per machine, that it more than 
pays for itself—in better performance, 
in trouble-free service for the life of 
the equipment. Its use is a profitable 
investment in customer satisfaction. 

Remember, there is no finer Music 


U‘S*S AMERICAN 
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Wire produced anywhere than 
U-S-S American. Leading users and 
makers of fine, quality springs, have 
found it not merely equal to the best 
imported spring wire, but definitely 
better. Best of all, this wire is avail- 
able NOW —for immediate delivery 


—in any quantity you need, 





MANUFACTURERS 
WIRE a% 


6 
£2 states 


STATE S 







American Steel & Wire Company 


Cleveland - Chicago - New York 


Columbia Steel Company 


San Francisco 


“" Tennessee Coal, Iron & Railroad Company, Birmingham, Southern Distributors 
United States Steel Export Company, New York 


STEER , 
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when a Special paper bag 
will do the work of two? 


Yes, if you now wrap your product in SUCH PRODUCTS AS THESE—NOW WRAPPED IN PAPER 
paper, there is a good possibility that —MAY BE PACKED IN BAGS 


Trees can now be shipped in special paper 
bags, instead of being wrapped. Advan- 
tages: Faster, easier handling; moisture 
around roots is retained; longer, safer ship- 
ments are possible. 


Bemis can develop a bag for your prod- 
uct that will give you savings in time, 
labor and materials in your packaging 





Wallboard—Six sheets, 4’ x 12’, can be 
slipped into a special paper bag in one 
simple operation. Advantages: Savings in 
labor, time, materials, floor space in your 
packing departments. 


department . . . perhaps save the services 


of two or more men now engaged in 








wrapping. 





100-Pound Cubes of Firebrick—A special 
paper bag makes this hard-to-wrap prod- 
ucts easier and cheaper to package. Other 
advantages: Original moisture retained 
longer; quality and shelf-life prolonged; 
return of goods minimized. 


pi | Call Bemis Paper Bag Specialty 
- | Division Today 





i The same Bemis Packaging Specialists whose 
ingenuity developed bags for the products illus- 


COUPON 


trated, will study your operations upon request. 
Their recommendations may result in important 
competitive advantages and savings in pack- 


aging costs. Mail coupon for immediate action. 
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; Gentlemen: Please have a Bemis Packaging 
; Specialist call on me. I’m interested in a spe- 
a cial paper bag for —s 

: (product) 
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Firm Name Bei 





Address 








PAPER BAG SPECIALTY DIVISION © 1064 S. VANDEVENTER, ST. LOUIS, MO. City 
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iagram 
V /-Belt 


the belt as 


It’s Because 
the 


Reduces Sidewall Wear 
That It Is 


The fact that the side is the part that does the work 
and gets the wear explains why you have always noticed 
that the sidewall of the ordinary V-Belt is the part that 
wears out first. Naturally, then, when you lengthen the 
life of the sidewall you lengthen the life of the belt. 


The simple diagrams on the right show exactly why 
the ordinary, straight-sided V-Belt gets excessive wear 
along the middle of the sides. They show also why the 
Patented Concave Side greatly reduces sidewall wear in 
Gates Vulco Ropes. That is the simple reason why your 
Gates Vulco Ropes are giving you so much longer service 
than any straight-sided V-Belts can possibly give. 


Longer Sidewall Wear Is 
MORE IMPORTANT NOW 


Than ever before! 
Now that Gates Specialized Research has resulted in 


V-Belts having much stronger tension. members—tension 
members of Rayon Cords and Flexible Steel Cables, among 
others—the sidewall of the belt is often called upon to 
transmit to the pulley much heavier loads. Naturally, 
with heavier loading on the sidewall the life-prolonging 
Concave Side is more important today than ever before! 


THE GATES RUBBER COMPANY 
Denver, U .S. A. 
World's Largest Makers of V-Belts 


GATES": 


a R 
IN ALL INDUSTR 





Engineering Offices 
ond Jobber Stocks 





IMPORTANT to You! 


of a V-Belt 
“ That Really Get 


WEAR! 





PURCHASING 






the 


Look at this diagram of a V-Belt in its sheave. 
You see at once that the sides of the belt do all 


the gripping on the pulley and get all the 
against the sheave-groove wall. 


a whole. 


a” ~*~ 
Straight Sided 
V-Belt 


enna / 


How Straight Sided 
V-Belts Bulges 
When Bending Around 
Its Pulley 


bending the belt. Naturally, 


the sidewall as indicated by arrows. 


5 | 
y 


Gates V-Belt with 
Patented Concave 
Sidewall 


Showing How Concave 

Side of Gates V-Belt 

Straightens to Make Per- 

fect Fit in Sheave Groove 

When Belt Is Bending 
Over Pulley 


the belt! 











You can actually feel the bulging of a 
straight-sided V-Belt by holding the sides 
between your finger and thumb and then 
this bulging 
produces excessive wear along the middle of 


No Bulging against the sides of the sheave 
groove means that sidewall wear is evenly 
distributed over the full width of the side- 
wall—and that means much longer life for 


wear 


It’s the sides, moreover, that pick up all the power deliv- 
ered by the driver pulley. The sides transmit that power to 
And then, once more, it’s the sides— 
and the sides alone—that grip the driven pulley and deliver 


the power to it. 


CONCAVE SIDE 


(A GATES PATENT) 
















THE MARK OF SPECIALIZED RESEARCH 


> DRIVES 


IAL CENTERS 


of the U. S. 
71 Foreign Countries 


4612 

















DecemBeEr, 1946 












10008 were 


Unite for the 
Sinunds Clbuadsive 
Data Eook 


Rule 0’ Thum 


may get you 





Why wear down and out two or three wheels 
when one might do the job and do it better? 
Selecting wheels by guess adds up to too much 
money for too many wheels; too much cost be- 
cause of sluggish stock removal, inaccuracies 
in finishing, and rejected work. 


These are facts and are good reasons why 
there are thousands: upon thousands of com- 
binations in grain, size, grade, structure and 
bond in the complete line of Simonds Abrasive 
Borolon (aluminum oxide) and Electrolon 
(silicon carbide) products. 


Whether you are working on soft plastics or 
the hardest metal, with the Simonds Abrasive 
Data Book you have the means of intelligently 
selecting the grinding products that will do 
your jobs better and cheaper. 


Borolon and Electrolon Stocks are now restored 
for prompt supply of your requirements. You 
will find Simonds Abrasive Distributors ready 
to help you in your wheel selection and 
prompt to serve your needs. 


SIMONDS 





Plea 














SIMONDS ABRASIVE CO. is a Division of SIMON DS Other affiliated companies: gaia pe 
SAW AND STEEL CO 


SIMONDS ABRASIVE COMPANY: PHILADELPHIA 37, PA.* DISTRIBUTORS IN ALL PRINCIPAL CITIES 


PURCHASING 














CONTAINER CORPORATION 
ated Fibre Corts 


—— ae = pe Re ETT Ee Saha ET PTS PET ood 


INDIANAPOLIS, INDIANA . EVANSVILLE, INDIANA ‘ MIDDLETOWN, onto . cided’ OHIO 
DAYTON, OHIO ~ ph slab ie MILWAUKEE, ph ibishe ate . DETROIT, MICHIGAN 


eh ot a 


oe » od ries — aa oa Li 3% o Sa 














DECEMBER, 1946 


Weld ELLS 


for example: 
Permanent identification 
markings on every fitting 












Seomless — greater strength 
and uniformity. 
Tangents—keep weld away 
from zone of highest stress 
—simplify lining up. 
Precision quarter-marked 
ends — simplify layout and 
help insure accuracy. 
Selective reinforcement — 
provides uniform strength. 
Permanent and complete 
identification marking—-saves 
and eliminates errors 
op and field. 











WeldELLS alone combine these features: 


@ Wall thickness never less 


than specification minimum— 
assures full strength and long 
life. 


Machine tool beveled ends— 
provides best welding sur- 
face and accurate bevel and 
land. 


The most complete line of 
Welding Fittings and Forged 
Steel Flanges in the World— 
insures complete sérvice and 
undivided responsibility. 
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UST one of a number of \yeasbiig wh \ many 
J piping people prefer WeldELLS is that every 
fitting has its size and thickness marked on it in 
such a way that it will stay there. 


The expense we go to in providing legible and 
permanent marking pays dividends to users in 
handling and storing WeldELLS in the shop and 
on the job. It eliminates “wrong size’ errors; 
saves time and trouble. 


Yes, it’s another example of extra steps we take 
that mean extra value to you in WeldELLS. Add 
it to the features listed opposite and you see why 
WeldELLS “have everything” ... why they give 
you the means of doing the job as well as it can 
be done, as fast as it can be done, and, therefore, 
as economically as it can be done. 


TAYLOR FORGE & PIPE WORKS 


General Offices & Works: P.O. Box 485, Chicago 
New York Office: 50 Church Street 
Philadelphia Office: Broad Street Station Bldg. 
Los Angeles Office: Subway Terminal Bidg. 


e 



















luggage adhesive should be easily handled an 
satile. It should adhere vulcanized fiber to plyw 
. . . ‘draw on’ leather to wood, fabric, paperboard, 
etc., ... bond wood molding inside sample cases .. . 
laminate multiple plies of veneer before shaping 
under heat and pressure ... and offer exceptional 
resistance to weather and fungus. A soft luggage ad- 
hesive should leave bonded leathers and treated 
fabrics with an outstanding softness and pliability. 

An upholstering adhesive should provide adequate 


@ Offices: 270 Madison Avenue, New York 
16; 3641 So. Washtenaw Avenue, Chicago 
32; 735 Battery Street, San Francisco 11, 
and other principal cities. In Canada: 
Meredith, Simmons & Co., Ltd., Toronto. In 
England: National Adhesives, Ltd., Slough. 


EVERY TV PE OF ABHBESIVE 


ADHESIVES 
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tack and speed for hand adhering cloth to cloth, chip- 
board, wood, wadding, etc. It should be free from 
residual odor and any tendency to penetrate and 
stain light fabrics. 


A labeling and overcoating adhesive should bond 
to wood, fiber, painted steel, tin and glass. It should 













be weather-proof, vermin-proof, age-proof. 





It doesn’t matter whether your adhesive préblem 





interested in 














meet your individual requirements .. . provide 
sufficient flexibility for material and commercial 
variations . .. withstand all extremes of shipping and 


consumer uses. Your inquiry is invited — Now! 


Dunellen Plant 


@ 


FOR ECVERVY tWOUSTRIAL USE 
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PRODUCTIVITY INCREASE WILL SCALE DOWN PRICES .... 
Break in the unrestricted buying wave that has sustained 
a sellers’ market since V-J Day is responsible for the 
rash of predictions that a recession is imminent. 

Facts are that no large scale deflation of values 
is anticipated. Costs of production--largest of which 
is the cost of labor--will remain high, and it is only 
through an increase in productivity that the costs of 
unit production will come down. 

Lower prices demanded by purchasers will tend to bring 
down the speculative prices established by sellers on 
the basis of a flush market. The high prices served to 
finance expansion and modernization of production equip- 
ment, and will make possible a substantial increase in 
productivity. 

Improvement in productivity will not come overnight. 
It will be a gradual process, but definitely measurable. 
Outside of taking the speculative water out of inventory 
replacement prices, no sharp deflation of prices is looked 
for. 

Buyer resistance will largely serve to reestablish 
normal marketing practices, rather than signal a wide- 
spread recession. 

The economic observers who give the economy six 
months=--eight months, a year, or eighteen months--to 
crack, base their observations on the simple premise that 
prosperity cannot last. Having accepted this as fact, it 
merely becomes a question in their minds as to how long 
the patient can live. 

A similar wave of pessimism followed V-E Day, with the 
cutbacks of war production that followed. After V-J Day, 
it was forecast that unemployment would reach what was 
considered then as a conservative figure of eight million 
--with some highly touted observers even speculating 
that unemployment would reach 12 million in the spring 
of 1946. This pessimism was dispelled when employment 
reached its greatest peacetime level during the spring, 
summer and fall. 

GOVERNMENT CONTROLS IN FINAL LIQUIDATION STAGE .... 

Remaining Government controls which have hung over 
from the war period will be washed out quickly after the 
first of the year. 

Effort will be made to retain a Government program in 
the field of housing for veterans, but it is generally 
speculated that price levels will exceed veterans' ability 
to pay, and larger emphasis will be placed on rental 
housing. There is strong support for a moderate Govern- 
ment housing program in the very low-cost field, with 

a complete return of the building industry to an uncon- 
trolled basis. 

The Government agencies have been operating largely 
by remote contact with industry for some time. When the 




















SURPLUS SALES TO BE ON A BID BASIS. . 





basic material controls were dropped, and consumers 

were no longer required to state their raw material needs 
and their monthly production, precise information ceased 
to be available to Government. This condition in part 
explains why the timing on Government actions during 
recent months has been so poor. The actions were taken as 
a result of pressure, rather than close contact with 

the trade. 





War Assets Administration is de-emphasizing site sales 
and is planning to get back strongly into liquidation 
selling, with the idea that only through moving surpluses 
on a liquidation basis can the bulk of the goods be moved 
before they become a drug on the market. 

The site sale program was largely designed to give 
buyers in the areas where surpluses are located the oppor- 
tunity to buy. The site sale also afforded veterans a 
better chance to exercise their priorities. 

This was all well and good, except as it actually 
reduced the volume of sales. By emphasizing a direct to 
the consumer sales approach, the WAA stilled some of the 
public clamor to get a chance to buy from the Government, 
but the policy overlooked the realities of mass market- 
ing, requiring use of the established trade channels. 

The current program is aimed at liquidating 75% of 
the inventory of surplus consumer and capital goods by 
January 3l. 

Crux of the new program will be to cut down the time 
which holders of priorities may take to exercise them. 
Also the general practice will be to reduce the period 
during which the average buyer can come in and buy at 
fixed prices. 

After the property is fully offered to priority and 
non-priority buyers, any residue may be sold at com- 
petitive bids. 

Result will be to empty out the warehouses and to get 
usable surpluses to the market quickly. Standard mer- 
chandise will be picked up by conventional merchandisers 
and sold at or near the going market price of competitive 
goodse 

The remainder, sold on a bid basis, will tend to be 
non-competitive merchandise and will move at liquidation 
prices. 


CONSUMER BUYING PATTERN TO CHANGE... . 





Change in the buying pattern of consumers appears 
imminent to Department of Commerce observers. During 
and immediately following the war, there was heavy 
buying of non-durable goods. This was traceable, in 
part, to the immediate need for civilian clothes and 
textiles by men and women discharged from the services, 
and to the fact that there were practically no durable 
goods available for consumer purchase. 

Now the pattern of supply has changed, in that durable 
goods of a standard quality have become available in 
increasing quantity. Department of Commerce observers 
see the possibility that sales of non-durables will tend 
to drop off, and that merchandisers in this field will 
lose ground to sellers of automobiles, furniture, house- 
hold appliances, etc. 


INVENTORY TRENDS UNDER STUDY ... -« 








Analysts seeking to develop an index of economic 
trends are hampered by the fact that much of prewar 
activity was measured in terms of dollar volume, and it 
is difficult to compare current dollar values with those 
of before the war. 

Obviously, the buyer has to estimate need in terms of 
numbers of units, rather than dollar value. At the same 
time, the inventory has to be paid for in dollars. 

Only general observation that can be made is that on a 
high price market, buyers must hinge their inventory 
policy closely with the volume of sales. 
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USE THE CLOSURE 
COMBINATION THAT 


SAVES LABOR OF TWO PERSONS 


06 66. Pat OFF 


BOX STITCHING WIRE 


One-piece, continuous length, 5 and 10 


pound coils ... cuts threading time 
e Galvanized to resist rust, corrosion 


Always uniform in width and gauge 


e Makes stronger, surer closures than other 
methods . . . unaffected by weather 





TOY MANUFACTURER 
ELIMINATES OVERTIME 


“During rush seasons, we used three 
men gluing shipping cartons. They 
worked almost every night making 
the next day’s supply. Now, with 
Acme Silverstitchers, one man does 
the job without overtime, and _ still 
keeps well ahead of production.” 





\ 











R66. 0.5. Pat OFF. 


BOX STITCHING MACHINES 


Few moving parts ... vital ones reversible 


.. . for lower maintenance costs 
Adjustable, single pedal control 
Operate easily, smoothly, quietly 


Heavy duty construction .. . low power 


consumption . . . for long thrifty service 


Sealing Shipping Containers by Stitching is Faster, Stronger and More Economical 





NEW YORK 7 ATLANTA 








ACME STEEL.CUMPANY 


CHICAGO 8 LOS ANGELES 11 
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MAGNETS MAY DO IT BETTER 




















Permanent Magnets Help Guide Science and Industry 


Permanent magnets play a vital role in modern manu- 
facturing methods, scientific research, testing and 
measurements, industrial and domestic controls, sig- 
nals and alarms. 

Ammeters, Wattmeters, Voltmeters, Magnetic 
Gauges, Thermostats, Pressure Controls, Polarized 
Relays and Fluxmeters—these are but a few of the 
many—all of which rely upon the “Packaged Energy” 
of the magnet in their function. 

Permanent Magnets aid physicists, chemists and 
engineers in the laboratory, plant and 


uring mechanical conditions such as the measurement 
of speed in Tachometers and Speedometers, and to in- 
dicate relative positions, as in Gauges. 

Permanent Magnets help guide men, methods and 
machines employed by modern science and industry, 
with split-second charting, controlling, and recording 
of speed, accuracy, precision and efficiency. 

Actually millions of magnets serve you daily, each 
doing some job or process better. They range in size 
from the tiny, feather-weight magnet in the hearing 
aid to the powerful, heavy radar mag- 





field. They aid the Pyrometer in measuring 
extreme temperatures of molten metal; 
in recording the intense heat in ovens, 
linotypes, die castings; and in the exact- 
ing heat controls in electrical, rubber, 
paper and plastic manufacturing. The 
Galvanometer using permanent magnets 
is a basic tool in the measurement of 
electricity. It is used in connection with 
other devices such as the Potentiometer. 

Permanent Magnets also serve in meas- 


which 








This Alnico Magnet 
is the generator rotor 
supplies the 
operating power for 
the proximity fuse. 


net. Perhaps permanent magnets can 
do some job or process better for you in 
your industry. You are invited to consult 
our engineers on any problem of magnet 
application. 

The Indiana Steel Products Company 
has made magnets for more than 24,000 
applications. It is the world’s largest 
sole producer of “Packaged Energy”. 
For complete information, please write 
for free “Permanent Magnet Manual”. 








Producers of “PACKAGED ENERGY” 


xxx THE INDIANA STEEL 


6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 
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PRODUCTS COMPANY « * « 


SPECIALISTS IN PERMANENT MAGNETS SINCE 1910 


© 1946—The Indiana Steel Products Company 
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Surface Treated Ta 

























You can again get ““MAXI”’ surface treatment on 
“Greenfield” Taps at no extra cost. 


“MAXI” was a pre-war champion when it came 
to tap performance. Today’s “MAXI” is better than 
ever. Intensive research in ‘“‘Greenfield’s” metal- 
lurgical laboratory during the war has produced 
better formulas for surface treatment. 


It is a heat treatment applied to High Speed 
Steel tools which imparts a surface hardness 
greater than that of an untreated tool. 
This surface is applied by a chemical bath. It 
does not affect the basic character of the 
metal nor the size of the tap. 


COSTS NO MORE! 


You can get a “MAXI” surface treatment on 
any “Greenfield” HIGH SPEED fool, regular 
or special, in any size at no additional cost. 
Simply add the word “MAXI” when ordering. 





GREENFIELD 


GREENFIELD TAP and DIE CORPORATI 
GREENFIELD * MASSACHUSETTS 
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IN 
HOT-WOUND 
SPRINGS 


We've learned more lately about one 
of our specialties—Hot-wound springs. 
Sudden war-time need of these springs 
mounted to numbers never dreamed of 
|—so production methods had to be 
reorganized, enlarged, coordinated. 
Mechanized warfare, too, called for much 
closer tolerances, increased precision— 
resulting in new exploration of metallurgy, heat-treating and testing. This swift advance 
in production and engineering skill gives today what may not have come for some time— 
capacity to turn out larger quantities of hot-wound springs to closer tolerances. In 
terms of your requirements—better service . . . better performance. 


The WILLIAM D. GIBSON CO. 


DIVISION OF ASSOCIATED SPRING CORP. 


1800 Clybourn Avenue, Chicago 14, Illinois 


GIBSON-SPRINGS 
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to form the finished self-lubricat- 

ing packing. The result? A completely and per- 
manently lubricated PALMETTO Packing with 
these five advantages: 


1. Long packing life—because self-lubricating properties 
permit the packing to retain original efficiency for long 


2. Low friction—becouse the packing remains soft and 
resilient in service. 


3. Reduced wear on machinery parts—because there is a 
film of lubricant between the packing and moving rods or 
shafts at all times. 
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Individual strand of yarn 
—best obtainable Cana- 
dian white asbestos—be- 
fore impregnation. 


The saturated yarn—after 
impregnation with special 
PALMETTO lubricant. 
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The finished product—the 
completely Self-Lubricating 
PALMETTO Braided Pack- 
ing. 


densed Catalog (PC-100). It makes 
selection easy! oe 


“ITPAYSTO "7 [4 
KNOW YOUR 
PALMETTO \\ | 
DisTRiBUTORI” \ \ | 





] GREENE, TWEED & CO. 
New York 66, N. Y. 


Send my copy of the new PALMETTO Condensed 
Catalog. 


GT-1574 i 


GREENE, TWEED & CO. 
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NEOCE 


BRUSHES 


“The Fascinating Story of Neoceta”—an 
intensely interesting booklet——is yours for 
the asking. Write for your free copy. 





y WEARS LIKE PURE HOG BRISTLE 


‘ SPREADS PAINT READILY 


¥ DOESN'T MAT OR FINGER 


KEEPS ITS STIFFNESS IN PAINTS 
CONTAINING WATER 


Guu0sk Deutsiou 5 vears 


gi! S B U wae H iE ssibatiiin USE 
PLATE GLASS COMPANY BE 














IN CHUCK-A-LUCK — the odds are 215 
to 1 against three of a kind; 13.4 to 1 
against two of a kind. Paying even money 
on the singles, two-for-one on the 
doubles, and three-for-one on triples, 
Chuck-A-Luck always gives a 7 47/54 
percentage in favor of the “house”. 





Dont leave it to chance 
nar 
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HY-TEST 


THE SAFETY SHOE WITH THE 


gt le 


This flange adds extra strength to the 


steel arch’s sidewall. Anchored be- 
tween insole and outsole, it also 
serves to resist shifting and tilting 


when toe is struck at an angle. 


The latest style shoe is complete- 
ly old-fashioned when worn on 
hazardous jobs. Today more 
workers are wise to the ways of 
safety ...and more workers are 
wearing Hy-Test Safety Shoes. 
They know Hy-Test’s Anchor- 
Flange Steel Box Toe stands up 
under greater pressure and hard- 
er impacts...‘‘stays put” 
to resist shifting and 
tilting when struck 
glancing blows. Yet this 
Steel Box Toe is so light 


’ 


and so compactly built-in that 
it loses itself in the shoe’s neat 
lines. This, along with the Hy- 
Test tradition for fine work- 
manship and quality leathers, 
guarantees every wearer a 
shoe that fits comfortably and 
lasts longer. Drop us a card 
today for complete details 
about a simple plan 
that provides your 
workers with the pro- 
tection of Hy-Test Safe- 
ty Shoes. 


THE WORLD'S LARGEST SELLING SAFETY SHOE 


HY-TEST So/ety Shoes 


HY-TEST DIVISION « INTERNATIONAL SHOE COMPANY e« ST. LOUIS 3, MO. 
EASTERN OFFICE ¢ MANCHESTER, N. H. 
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DISTRIBUTOR OF 


You cut tubing costs with 


This new Frasse Data Chart prevents machin- 
ing rejects...ceduces scrap loss...saves money 
for tubing users. 

How? By showing how to figure the tube 
size that dest machines to your finished dimen- 
sions. It explains dimensional tolerances in 
seamless tubes . . . gives typical examples to 
follow . . . and clearly explains differences in 
figuring for O. D. and I. D. chucking. 

With this Frasse chart, you (1) eliminate 
guesswork, and the waste resulting from over- 
guessing ‘‘to be on the safe side” (2) remove 
any possibility that work will not clean up to 
finished size. 

Once the proper size is determined, it’s easy 


enough to get a stock size to suit. Frasse stocks 


of carbon mechanical tubing alone range from 
4/32” all the way up to 10-1 (2° O. D.—not 


to mention the alloys or stainless grades. Write 


oe 25 B Oe 


this data chart! 


or call for your copy of the new Frasse Data 
Chart today —and for complete warehouse ser- 
vice on steel tubing, call Frasse any day! Peter 
A. Frasse and Co., Inc., 17 Grand Street, New 
York 13, N. Y. (Walker 5-2200) - 3911 Wis- 
sahickon Avenue, Philadelphia 29, Pa. (Rad- 
cliff 5-7100) « 50 Exchange Street, Buffalo 3, 
N. Y. (Washington 2000) + Jersey City + Syra- 
cuse « Hartford « Rochester « Baltimore. 
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CARBON «+ ALLOY « STAINLESS 


SEAMLESS MECHANICAL TUBING 
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CLEVELAND s { 
* DISTRIBUTORS EVERYWHERE 
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Christmas present | 


for vour cost department 


Would you like to give your cost depart- They will study your machines, your 
ment a Christmas present of reduced grinding methods. and the metals you 
production expenses? grind. They will then develop the 
: . ’ ; correct grinding wheels for your 
Such reduction might be possible in particular work. 
your grinding operations. Since 1889, ; 
} ; Every Peninsular grinding wheel is spe- 
men in your industry have often been Ae) Fe 

“ cially made for its particular job. 
amazed by cost savings a complished ' 
after shifting to specially built Penin- The Peninsular Grinding Wheel 
; Co., 729 Meldrum Ave., Detroit 7. 
Sales Offices: Chicago, Philadelphia, 
Similar savings in your plant are probably Boston, Buffalo, Cleveland, Newark, 
possible. The best way to find out is to call Pittsburgh, Houston, St. Louis, 


sular grinding wheels. 


in Peninsular engineers. Cincinnati. 


BNINSULA 


INDIVIDUALLY PMNS cw G/INEERED 


GRINDING WHEELS 


STIMLE 8689 





SPECIALISTS IN RESINOID BONDED WHEELS 
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This Christmas tree is really Peninsular 
tapered cup u heels with a straight wheel 
top and—for a base, a surface grinding 


wheel. 
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Power erAppa ar 


FOR YOUR PLANT OR PRODUCT 


- Graybar distributes G-E Motors, Controls — switchgear — 
aca Sa othe } dpparatus — and offers specialized, local service 






























Whether you're looking for a 100-hp. motor for your 
plant or a 1/100-hp. motor component for your prod- 
uct, your best bet is to call the near-by Graybar office. 
That goes, too, for other power apparatus. 

We distribute G-E motors and motor controls, both 
integral and fractional horsepower sizes. Look to 
Graybar, too, for the equipment you need to distribute 
power safely within the plant — transformers, switch- 
gear, circuit breakers, capacitors, etc. 

Some electrical items are still unavailable anywhere. 
so we may not be able to supply exactly what you want 
—right away. But, as production is increased, you'll 
find more and more that Graybar service is outstand- 
ing for speed, efficiency, and helpfulness. A Graybar 
Specialist is ready now to help you or your electrical 
contractor in planning any installation of wiring, light- 
ing, communication apparatus, ventilating equipment, 
or anything else electrical..Graybar Electric Company. 
ecutive offices: Graybar Building, New Y ork 17,N.Y. 
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You can tell th 
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@Every American soldier wore metallic tags 
which bore his name, number, and military 
affiliation. Every Hazard Acco-Registered sling 
wears a metallic tag which shows its size, type, 
registered number, and its safe working load as 
pre-determined by a mill-applied load test of 
twice its rated capacity. 

Hazard’s Acco-Registered sling tags not only 


Acgistered Slings: 


are identified 
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identify the sling by name and number, but 
constantly tell your workmen the safe load 
it will carry. That’s a safety precaution that 
could save a lot of money for you. 

Get the full story of Hazard’s Acco Wire Rope 
Sling registration and what it means to you, by 
writing for literature now. You will thank us 
for the suggestion, later. 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Tacoma, Seattle, Bridgeport, Conn. 


HAZARD WIRE ROPE DIVISION 


AMERICAN CHAIN & CABLE 





In Business for Your Safety 








MARKETS ARE MEETING RESISTANCE 


HILE shortages of basic materials still characterize many of the markets 
in which purchasing agents buy, and deliveries are still extended, the 
dominant note in today’s buying is one of caution and conservatism. This 


directly reflects a similar development in consumer buying, which industry 
serves. 


Business statistics show that finished goods inventories are mounting to 
new high levels from month to month. The supply lines are not only full, 
but are getting sticky. A business commentator remarks that “The bloom is 
off the boom.” A manufacturer asks, “Are we producing for surplus?” A 
high powered executive declaims, “Selling must now catch up with production.” 


The reason is partly psychological. When goods were under the counter, 
the eager customers formed into a long and hopeful waiting line. When the 
goods are in the windows and showcases, the customers decide that they can 
buy just as well tomorrow, and take a more objective look at their own desires. 


In that process, the more fundamental reasons are revealed. The customers are 
seeking better value, and are tired of shoddy quality and substitutions. Ultimate 
consumer and industrial buyer have these aims in common. A proposed reso- 
lution at the Southeastern Buyers’ Conference at Birmingham called for a 
return of higher quality standards; it failed of passage chiefly because there 
is no specific body to whom such a request could be addressed. It is a malady 
affecting our whole national economic system, which has failed to evaluate 
properly the public sentiment in respect to quality and price. 


Advocates of economic controls have had some success in controlling supply 
and price, at least for a time, but they have never controlled the intangible 
factor of demand. With controls on the way out, it becomes increasingly 
evident that demand is the controlling factor. The customer will be served. 
That’s a sure sign that a buyers’ market is on the way. The wise buyer will 


not be caught with large stocks or commitments for overpriced and substandard 
materials when that day arrives. 
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PITTSBURGH PLATE GLASS COMPANY 
COLUMBIA CHEMICAL DIVISION 


FIFTH AVENUE at BELLEFIELD «+ PITTSBURGH 13, PA. 
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A brief summary of outstanding features 





of timely interest and importance in this 


issue, to conserve the time of busy readers 


Watch Your Inventories! is sound advice in 
these days of transition, when the uncer- 
tainties of demand and price make the 
stockroom one of the major hazards of all 
business—a factor that may hold the key 
to profits or losses, and a direct responsi- 
bility of purchasing policies. In a timely 
article on page 89, D. Stevens Wilson analyzes the 
situation from an objective scientific viewpoint, with 
evidence of current trends that affect the pattern of 
procurement and values for the days ahead. 








Closely allied to this problem, and offering a practical 
method of keeping stocks in balance with requirements, 
is Weldon B. Gibson’s description of Stock Control for 
Procurement, as developed by the Army Air Forces to 
handle a purchasing program that is a major operation 
even on the peacetime schedule. This system incorpo- 
rates the most effective policies and methods used in 
industrial buying. The story is complete with charts 
and forms. Turn to page 93. 


This month’s Guest Editorial (page 87) is by Robert G. 
Matley of Detroit, N.A.P.A. Vice President for Dis- 
trict No. 4. As President of the Detroit Association a 
few years ago, Mr. Matley wrote a series of articles that 
were widely acclaimed as a practical guide to the princi- 
ples of buying. The basic features of his policy are 
distilled into a sound and valuable discussion of the 
topic, “Purchasing as a Science”. 


Setting a pattern for constructive group 
effort directed to the particular problems 
of a Regional Economy, the purchasing 
agents of the Southeast, District No. 7, 
met in conference at Birmingham in Oc- 
tober. A top ranking program, with 
authoritative speakers and unusually ac- 
tive audience participation, provided timely information 
and stimulating comment of interest to purchasing men 
in every section of the country. A comprehensive report 
of the conference appears on page 116, and the major 
papers are presented on the following pages. 


The purchasing agent has a three-fold opportunity for 
serving his company, his community, and his profession 
in the field of Public Relations. Lewis M. Smith outlines 
this program on page 122, based on the successful public 
relations program of a progressive utility company in 
the fast growing industrial South. 
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Relationship with Vendors is the heart of every purchasing 
program, and the buyer’s daily problem as he seeks to 
establish and maintain satisfactory sources of supply. 
Tom Jolly, Past President of N.A.P.A. and chairman 
of the national committee dealing with this topic pro- 
poses a basic agreement with vendors in his article on 
page 130, that would go far toward eliminating contract 
complications. And on page 113, Art Pearson discusses 
the problem on the level of individual sales contacts. 


Other significant articles emanating from the confer- 
ence at Birmingham include George Renard’s keen ap- 
praisal of the business scene in “From One P.A. to 
Another” (page 133), and Howard Lewis’ analysis of 
“The Economics of Purchasing” (page 125). 


The Container Situation is discussed in a 
four-way forum by qualified experts in 
the diverse fields of steel and fibre drums, 
burlap bags and the relatively new process 
of heat-seal closures, in a timely report 
appearing on page 108. The report cov- 
ers new developments and physical char- 
acteristics of these varied packaging methods, as well as 
problems of availability and supply that are important 
to the buyer. Here is authoritative source information 
on the current situation and outlook for these products. 





On the broader economic front, you'll find food for 
thought in Grey Leslie’s review and commentary on page 
111, that puts much needed emphasis on the first princi- 
ples of economic science that have been too often over- 
looked in the recent era of experimentation. 


Technical and market information on the materials you 
buy is contained in Ned Cady’s story on Buying Coated 
Fabrics (page 102) and R. M. Nelson’s analysis of the 
outlook for more adequate supplies and wider industrial 
applications for Flat Rolled Steels (page 138). Here are 
two articles you will not want to miss. 


Don’t overlook these monthly departmental features 
compiled especially for purchasing men—Leo Parker’s 
review of Business Law decisions on page 144, Washing- 
ton Letter on page 67, the listing of New Trade Literature 
that is yours for the asking on page 14, and the illus- 
trated summary of New Products and Ideas that are now 
available for the industrial buyer, on page 148. 
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JOSEPH T. RYERSON & SON, Inc., 
Steel-Service Plants at: Chicago, 
Milwaukee, Detroit, St. Louis, Cincin- 
nati, Cleveland, Pittsburgh, Phila- 
delphia, Buffalo, New York, Boston 
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the Hard Way-— 


But Still Meeting Them! 


A manufacturer of coal mining drills was desperate for 214” x 
214” x 4” square tubing needed for drill supports, on an order 
scheduled for shipment halfway around the world. The re- 
quired size of tubing was nowhere available, but Ryerson Steel 
Service was equal to the occasion. 

By forming two channels from 4” plate and welding the 
channels together we were able to deliver several hundred 
pieces of the required tubing! While such an emergency meas- 
ure is obviously not always practical, it did make it possible 
for the customer to complete his order and ship on schedule. 
And this is but one of numerous instances where Ryerson 
service has achieved the seemingly unachievable. 

There are many requirements that we cannot handle today, 
but it is often surprising what can be done with the close coop- 
eration of your nearby Ryerson plant. If needed steel is out 
of stock the Ryerson salesman will sometimes be able to suggest 
a practical alternate steel, or he may know a way in which 
flame cutting, forming or welding can serve to provide a 
workable substitute. 

So we urge you to keep in touch with us. Our whole organ- 
ization is doing everything within its power to help every 
customer get the steel he needs. 





RYERSON STEEL 














CIENTIFIC purchasing re- 

quires an understanding of eco- 
nomic principles, for the world in 
which the Purchasing Agent deals 
is “one in which costs, prices, 
credits, contractual relations, etc.,” 
are the dominating conditions rather 
than the technical processes of pro- 
duction. 

No one would consider hiring a 
factory superintendent who knew 
nothing about mechanical principles, 
production processes, etc., because 
he must utilize this knowledge to 
turn out the required volume at a 
price. While the Purchasing Agent 
cannot harness economic forces as 
the factory superintendent harnesses 
mechanical forces, he can utilize his 
economic knowledge like the mari- 
ner utilizes his knowledge of navi- 
gation, to keep his business ship 
trimmed to suit the prevailing busi- 
winds: and to navigate his 
course on the economic seas. In 
fact, he sails a sea of economic 
forces. He may recognize this, and 
learn economic navigation. Or he 
can disregard the fact, but thereby 
he does not avoid contact with the 
currents and the storms. 

In this discussion we shall con- 
fine ourselves, as far as possible, to 


ness 
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By R. G. Matley 
. 


R. G. (“Bob”) Matley is Purchasing Agent for Whitman & Barnes, Division of 
United Drill and Tool Corporation, Detroit. 
dent of the Detroit Purchasing Agents Association, his exceptional qualities of 


competence and leadership have been drafted for broader service in his chosen 


field. 


as Vice President of the National Association of Purchasing Agents for 


District No. 4, representing the 
Central Michigan, Detroit, Fort 
Wayne, Grand Rapids, Indian- 
apolis, Kalamazoo, Muskegon, 
Saginaw Valley, and South Bend 
Associations. He is a keen stu- 
dent of purchasing science. His 
series of editorials which ap- 
peared as the “President's Page” 
of the Detroit Association publi- 
cation during his term of office 
as head of that organization, 
covering the fundamental re- 
sponsibilities and activities of the 
purchasing department, was re- 
printed by popular demand and 
is recognized as a practical and 
authoritative summary of this 
important topic. 





SCIENCE 


An active member and past presi- 


He is currently a member of the National Executive Committee 











the economic applications that affect 
the Purchasing Agent. 

Price is the consideration, ex- 
pressed in terms of money, given 
for any commodity. 

Price is just about the main-shaft 
in our economic machine, for 
through the medium of prices each 
of us—whether buying as consumers 
or as Purchasing Agents—decides 
for what articles to spend our avail- 
able monev. It determines the di- 
rection of our purchasing. Then 
these prices register the state of the 
market for the producer, and he, ac- 
cordingly, increases production, de- 
cides to store his supply, reship it to 
another market, etc. Prices thus 
determine the action of producers as 
weather conditions influence the 
aviator. Prices determine the di- 
rection of investment and thus de- 
termine the expansion of industry. 
Capital flows where it can expect 
earnings. As prices indicate or 
promise good or bad trade condi- 
tions, capital flows into or out of an 
industry. 


Establishing Prices 


Prices are the resultants of many 
complex forces that chance to be 
operating at any one time. Further- 
more, they are ever in movement, 
particularly raw material prices, 
which signifies that the forces acting 
upon them are in constant motion, 
as are the wind currents which pro- 
duce the weather. They are scale 
readings in dollars and cents, which 
measure the economic conditions of 
any commodity. But they do not 
measure the pressure of the many 
forces that are acting or may act 
upon the commodity and its market. 
These are ever changing. To under- 
stand price and its movement we 
must go behind the registered read- 
ings. 

The accepted analysis of price is 
evident. “Supply and demand” de- 
termine price. Price is determined 
by the interactions or the interplay 
of supply and demand, but it is ne- 
cessary to examine the “weight, 
speed, training, morale” and many 
other things that will influence the 
behavior and effect of either supply 
or demand before we can know 
much about them. 

The whole business process, and 
particularly the activity of the Pur- 
chasing Agent, is but a part of the 
whole process of adjusting supply to 
demand. This comes about through 
competitive bidding. On some days 
the market may be sluggish—goods 
are offered for sale but buyers are 
few or do not bid briskly. As a re- 
sult, the market goes lower and 
lower. Or the opposite may be true. 
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This bidding and counterbidding 


(competition) are the plays and 
counterplays seen on the playing 
field. Supply and demand are work- 
ing out an adjustment by means of 
competition. The adjustment is 
registered during the course of the 
play on the scoreboard as the price. 


Demand 


Demand is defined as the want or 
desire for a particular article cou- 
pled with the ability to pay for it. 
Demand arises with individuals and 
is manifested or registered in retail 
prices. Because there is a demand 
for goods, the manufacturer decides 
to produce these goods. But the 
whole structure rests on individual 
demand, which is changeable as to 
style, color, quality, prices, and the 
amount desired. 


@ Supply 


The products of mine, farm, for- 
est and factory flow to market at 
the cost of effort and money. Con- 
sequently they flow into the market 
only when the producer expects to 
realize a gain from their sale. It is 
expected or anticipated profits that 
induce production and the sale. 

Articles or goods are supplied 
then because the producer looks for- 
ward to making a profit from their 
sale. The task of the purchaser is 
to forecast this supply. If he can 
estimate the time and amounts of its 
arrival on the market, he has taken 
an important step toward determin- 
ing what its effect upon prices will 
be. The problem then becomes: 
How can we predict the supply that 
will be available for market, and 
when and in what quantities will it 
flow upon the market? To deter- 
mine this we will have to consider 
all of the material and psychological 
factors that will induce producers to 
produce the commodity we are in- 
terested in. 

Searing in mind what lies behind 
supply and demand, we must now 
see how they will adjust to each 
other in the market. 








Sellers want to sell at the highest 
possible price and buyers wish te 
satisfy their wants at the lowest pos- 
sible price. They will then bargain 
until they find a price at which the 
greatest volume of exchange will 
take place. The buyer and: the seller 
should estimate all the factors en- 
tering into demand and supply. 
These estimates of demand and sup- 
ply are composites of : 

1. Estimates of present demand 

and supply. 

2. Estimates of the potential de- 
mand and supply. 

3. Estimates as to when this po- 
tential demand and _ supply 
will actually appear in the 
market. 

The more nearly the estimates are 
in keeping with the facts, the more 
nearly will the price paid or accepted 
prove to be correct and the less will 
the market get “out of line”. 

Prices, then, are exchange points 
at which the most transactions will 
occur, worked out through bids and 
offers. The more facts available re- 
garding the factors of demand and 
supply, the more competitive the 
market will be, and the price arrived 
at is more apt to be the one most 
representative of all conditions. One 
price is apt to prevail, and at any 
point the price will differ from the 
market price only by the cost of 
transportation between the two 
points. 

Where the facts are not all 
known, or where the market is not 
competitive, buyers and sellers make 
more haphazard bids and offers. 
The market is less stable, and less 
price uniformity prevails. It is a 
maxim among Purchasing Agents 
that ‘Prices must cover the cost of 
production.” What 1s the assump- 
tion behind this statement? We 
have in mind the bedrock or lower 
level of prices. Low level prices 





would stimulate demand; just so, 
they must have their blighting or 
deadening effect upon supply. Pro- 
ducers must make profits in order 
to continue to operate, or they will 
cease to be sources of supply. 
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FRESH challenge is being made 

to the purchasing agent. For 
the past six years the job of pur- 
chasing has been most harrassing. 
Providing for production during the 
war period required great ingenuity. 
Unfamiliar materials and processes, 
strange specifications, and new end 
products complicated a job already 
made difficult by allocation orders, 
priorities and scarcities. 

The end of the war brought other 
problems. Plants had to be cleared 
of “war” goods and pipelines filled 
for the production of civilian goods. 
[In many cases this involved search- 
ing out new sources of supply, often 
in competition with other manufac- 
turers with like demands. It re- 
quired, also, a meshing of the deliv- 
eries of various materials and sup- 
plies to permit smooth production 
flow. 

Now, something has to be added. 
There is increasing evidence that 
within the not too distant future 
there will be a shift from a sellers’ 
to a buyers’ market —that many 
goods which are now in short supply 
may become readily available at 
competitive prices. For the pur- 
chasing agent striving frantically to 
keep working stocks one or two 
weeks ahead of production this 
strikes a different note. Yet the 
signs are there. In the language of 
the day, “‘let’s look at the record.” 


Current Inventory Situation 


At the end of September the dol- 
lar value of inventories held by 
manufacturers was nearly $18.9 bil- 


lion. This exceeded by almost a 
billion the previous record of late 
1943, when war production account- 
ed for a large share of the total out- 
put. Stocks held by wholesale and 
retail distributors are also approach- 
ing the values reached early in the 
war period when all manner of 
goods were being purchased as civil- 
ian production was being curtailed. 

In acquiring this record amount, 
accumulations have been at an un- 
precedentedly rapid rate since V-E 
day. The full extent of the pur- 
chases is not shown by the book 
figures ; it is masked by the liquida- 
tions of war goods transferred from 
business inventories in the process 
of contract termination. Business 
firms not only replaced the total 
amount of “war” goods liquidated 
but also acquired additional amounts 
so that a net increase actually took 
place over the liquidation period. 

The great bulk of the liquidation 
of war inventories in business hands 
took place in the period from July 
1945 through June 1946, when the 
liquidation amounted to $4.5 billion. 
Coupled with the net increase sh »wn 
by the dollar figures, a gross rise of 
all business inventories of goods in 
all stages of fabrication for use in 
the civilian market of about $7 bil- 
lion is indicated. This is the largest 
accumulation on record for any 12- 
month period. Within the manufa:- 
turing field alone, the gross increase 
amounted to $5 billion. 

Since June there has been a 
marked acceleration of the rising 
trend, even discounting the effects 


Chart 1, Manufacturers’ inventories, by stages of fabrication 
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INVENTORIES! 


The purchasing agent has 
an opportunity of temper- 
ing economic reactions 
through buying _ policies 
closely geared to sales and 
demand, or he may be- 
come the “goat” in the 
event of heavy inventory 
losses 


Both physical volume and 
dollar values are vital in 
achieving a sound balance 


By D. Stevens Wilson 


Head of the Industry Survey Unit 
Business Structure Division 
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Chart 2. Relationship between manufacturers’ inventories by 
selected stages of fabrication, and shipments 


of the price rise of the summer 
months and the resulting irregular- 
ity of the movement of some goods 
through distributive channels. Dur- 
ing the third quarter, manufactur- 
ers’ inventories increased $1.7 bil- 
lion — which, on an annual basis 
would result in a rise of over $6.5 
billion. 


Composition of Inventories 

While the aggregate value of 
manufacturers’ inventories is high, 
shortages. still exist in many parts 
and components; there is consider- 
able lack of balance. Most of this 
is obscured in the financial figures ; 
some over-all notions are revealed 
by the breakdown ef, stocks. by de- 
gree of fabrication. (See Chart 1). 
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The classification in the chart is 
not precise as an absolute measure 
of degree of fabrication. Rather, it 
represents an aggregation of indi- 
vidual company designations. Manv 
companies consider any purchased 
supplies as raw materials irresp+c- 
tive of the amount of processing 
which may have been done—the fin- 
ished goods of one company are 
often the raw material of another. 
There is more uniformity within the 
goods-in-process category, but no 
way of determining how closely they 
approach the finished stage or 
whether the ultimate market is the 
consumer or another manufacturer. 

The value of raw purchased ma- 
terials held by manufacturers began 
to increase in mid-1940 with the 





initiation of the defense program, 
and reached a peak at the end of 
1942.' After a period of relative 
stability, they declined until June 
1945, from which point they have 
again risen quite steadily. The sharp 
increase of the past three months 
carried the value to a point well 
above the war peak. 

Inventories of goods-in-process 
also increased sharply during the 
war. The high point for the rise, 
however, was not reached until late 
in 1943, some time after the peak 
in purchased materials. The drop 
which characterized the end of the 
war production period began in late 
1944 and continued until the end of 
1945, reflecting the liquidation of 
war inventories. The value of 
work-in-process has risen steadily 
throughout 1946 as civilian output 
has expanded, but the total is still 
considerably short of the earlier 
levels, 

There has been some feeling that 
the recent inventory accumulations 
are somewhat involuntary, repre- 
senting goods-in-process which man- 
ufacturers were unable to complete 
as shipping stocks because a part 
was missing. This reasoning con- 
tinues with the thought that when 
supply difficulties are adjusted, out- 
put and shipment of finished goods 
would increase sharply, and while 
this may bring a temporary rush of 
goods to market, it would also cut 
down stocks. To some extent this 
is true, but only to a limited degree. 
The rise in work-in-process since 
the year-end low has been under a 
billion dollars, or about a third of 
the rise in total inventories, and has 
not been more than could be expect- 
ed in face of the $2 billion increase 
in shipments. The rise, furthermore, 
is less than 10% of the current rate 
of monthly shipments. 

The value of finished goods 
stocks, in marked contrast to the 
movement of other types of inven- 
tories, has remained quite constant 
throughout the entire 1939-1946 pe- 
riod. There was a slight increase in 
1942 reflecting the finishing off of 
the civilian goods before production 
was prohibited or curtailed, and a 
rising tendency has been evident 
since June 1945. However, the ag- 
gregate is now less than 20% higher 
than the dollar value in 1939, or less 
than the average price rise over this 
period, 

[n substance this means that any 
significant excess of inventories is 
not likely to have occurred in fin- 
ished goods. Manufacturers appear 
to be handling a dollar volume of 
shipments 130% above 1939 with 
shipping stocks which undoubtedly 
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represent a lower physical quantity 
of finished goods. Nor is much 
weakness likely to develop in the 
work-in-process. This has _ been 
geared closely to output and ship- 
ments. Thus, the major area of 
mal-distribution of inveritories lies 
in purchased materials. 

This situation may not hold true 
for some companies, but the aggre- 
gate figures suggest that it is the 
more typical condition. The pur- 
chasing agent who wants to compare 
his experience with that of the 
group can make some simple tests. 
What is the total value of purchases 
made since June 30, 1945, and in the 
last three months? How do these 
mounts compare with periods of 
heavy purchasing in the past? In 
terms of significant categories of in- 
ventories, how do present holdings 
ompare with earlier totals? 


Are Inventories Too High? 


The record value of inventory 
holdings by manufacturers and the 
recent very rapid rate of accumula- 
tion have become the subject of con- 
jecture and concern, and in some 
instances disagreement, as to the 
present significance. 

\t the outset, it must be realized 
that a rise in inventories after the 
war Was inevitable ; it was prompted 
by compulsion for speedy reconver- 
sion. In order to achieve an approx- 
imate balance between stocks of 
civilian-type goods and output, it 
was necessary to replace the liqui- 
dated war inventories as fast as pos- 
sible and then to augment them to 
support the higher potential civilian 
production. That the output of 
goods for civilian use is the largest 
in history, and that inventories have 
been built up to the point of near 
balance, is a tribute to the purchas- 
ing man. 


The natural reaction at this time, 
however, in view of the present in 
ventory situation, is to question the 
level. Are inventories too high, or 
has the postwar accumulation merely 
succeeded in filling pipelines neces- 
sary to high level peacetime busi- 
ness? 

Large inventories are made neces- 
sary by high rate of sales, since in- 
ventories are only high or low in 
relation to sales and sales anticipa- 
tions. Currently, stocks are large, 
but production and shipments are 
also high. Obviously, changes in 
inventories are associated with 
changes in shipments, though not 
always by any fixed amount or ratio. 
Obviously, also, inventory changes 
anticipate sales fluctuations to the 
extent that it is possible to project 
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them with reasonable accuracy, 
though not always by the same time 
lag. 

Weighed against the line of rela- 
tionship between inventories and 
sales which obtained before the war, 
total manufacturers’ holdings are 
not unduly out of balance. However, 
as pointed out before, there is a defi- 
nite lack of uniformity. Stocks of 
finished goods have not risen suffi- 
ciently to reflect the higher prices. 
Undoubtedly some further rise is to 
be expected, although movements in 
shipping stocks figures are never 
large. 

The level of goods-in process in- 
ventory, when related to shipments, 
shows an approximate balance even 
after the recent sharp rise. (See 
Chart 2.) Business management, as 
a rule, does not invest money for 
labor and overhead costs in proces- 
sing purchased materials unless rea- 
sonably confident that the outpul 
will flow on into sales. Though the 
relationship of working-in-process 
to shipments, even during the war 
period, is close, the normal rate of 
increase in stocks is much slower 
than that of shipments:as the slope 
of the “regression line” on the chart 
shows. A rise of $2 billion in ship- 
ments has been associated with an 
increase of only about $800 million 
in inventories, 

The value of raw or purchased 
material holdings, on the other hand, 


has reached a new peak with ship- 
ments still below earlier levels and 
now stands well above the line of 
relationship also shown on Chart 2. 
Manufacturers appear to be antict- 
pating a level of shipments equal to 
or in excess of the wartime peak; 
in terms of present volume of ship- 
ments, these inventories are high 
With respect to certain components 
and critical materials, this may not 
hold true and the lack of balance in 
stocks which prevents smooth pro- 
duction is a big factor in the current 
low output and low productivity of 
labor. Apparently, the lag in pro- 
duction time between purchased ma- 
terials and finished goods has been 
extended to allow for contingencies 
such as strikes, material shortages 
and price changes. 

In the aggregate, manufacturers’ 
inventories are not excessive in view 
of the volume of business expected 
for the early part of 1947. How- 
ever, should sales volume fail to ma- 
terialize, trouble could quickly de- 
velop, particularly since the time lag 
has become unusually long to hedge 
against production uncertainties co- 
incident with high output. It is of 
extreme importance for the future 
therefore, that purchases, and par- 
ticularly commitments, be checked 
frequently against the latest sales 
anticipations. 

The sales-inventory situation as 
between industries and _ industrv 


Chart 3. Relationship between manufacturers’ inventories 
and shipments, all durable goods industries 
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Chart 4. Relationship between manufacturers’ inventories 
and shipments, all nondurable goods industries 


groups is not uniform. The differ- 
ence in pattern during the 1939-46 
period between the durable and non- 
durable industry groups is pictured 
in Charts 3 and 4. 

Combined working stocks (raw 
materials and goods-in-process) of 
durable manufacturers (Chart 3) 
are still below the wartime peak but 
are at the same time considerably in 
excess of requirements based on 
current shipments. However, ship- 
ments are also relatively low, and 
are expected to rise markedly as out- 
put reaches more normal propor- 
tions. In light of anticipated ship- 
ments, present holdings are probably 


warranted, but the extended time lag 
is noticeable. 
In the nondurable industries 


(Chart 4) conversely, both inven- 
tories and shipments are high — 
above previous peak levels. The 
sharp rise in stocks of the past quar- 
ter carried the total somewhat above 
the line of relationship. However, 
there is as yet no great disparity so 
long as sales continue to be main- 
tained. The real test will come with 
the expansion of durable goods out- 
put —can sales of these goods be 
made without disturbing the sales of 
nondurable goods. 


Inventories and the Price Rise 
During the past few months when 
inventories were rising rapidly, 
prices also advanced. The most per- 
sistent question is: how much of the 
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inventory increase was price and 
how much represented larger phys- 
ical stocks? To this, there is no 
definite answer. Undoubtedly some 
of the rise was purely price, but it 
is impossible to determine the 
amount. There are several methods 
presently used by business account- 
ing to value the inventory, each of 
which might yield a different aver- 
age price for existing stocks. Fur- 
thermore, a good part of the value 
arises from cost of labor and di:ect 
overhead applicable to the gov 1s-in- 
process and finished goods which 
may not have changed materially 
over the recent period. A third un- 
unknown is the time interval in con- 
verting purchased materials into fin- 
ished goods shipments — the inven- 
tory turnover period. There is no 
way to ascertain how much of the 
inventory was replaced during this 
period. 

From the standpoint of the analy- 
sis of the current inventory position 
as related to shipments, however, the 
price problem makes little differ- 
ence. Any increase in prices which 
affects inventories will be reflected 
in shipments. The question of in- 
ventory adequacy — whether stocks 
are low or high in relation to ship- 
ments —can be judged in current 
price terms without reference to 
price changes. 

Quite apart from the question of 
adequacy in the present sales-inven- 
tory relationship, there are two 


points of emphasis. Inventeries will 
undoubtedly increase further, if 
merely in the process of achieving 
balance and building distributors’ 
stocks. How much inventory will be 
added and in what period of time 
are imponderables ; certainly a top- 
heavy position could be reached very 
quickly at the third quarter rate. 
The major problem in this connec- 
tion concerns the rise in sales which 
must accompany the increased stocks 
if a position of over-all balance is to 
be maintained. 

The second point is that of eco- 
nomic implication. In the realm of 
economic significance, the danger in- 
herent in a period involving an 11- 
crease in inventories is that it leads 
almost inevitably to a subsequent 
lowering of the level output. When- 
ever a part of current production is 
channeled into stocks, the amount 
available for consumption is re- 
duced. This exerts an upward pres- 
sure on prices because of the rela- 
tively short supply situation created, 
and on output in an effort to in- 
crease the supply. When inventoi .es 
stop rising, the pressure is removed 
and unless outside forces act to in- 
crease consumption, output quickly 
becomes adequate and prices less 
firm. 

The real damage in the past has 
been that in this adjustment process, 
current output is usually discovered 
to be more than adequate when in- 
ventory building subsides. Furthe:- 
more, the expansion in consumption 
needed to offset the loss of inven- 
tory buying is seldom timed so a3 
to neatly counteract any deflationary 
impact. Hence, prices drop in an 
attempt to move output into con- 
sumption, and inventories once con- 
sidered inadequate are now suspect 
or may prove too high. A recession 
in output, employment and income 
normally ensues. 

A further danger is that some 
time during the process the increase 
in inventories may shift quickly 
from a voluntary to an involuntary 
accumulation because buying slack- 
ens, Or increases less than antici- 
pated. Under these circumstances 
much the same economic reaction as 
described above develops, but per- 
haps to a more striking degree. 
Thus, in any period of rising inven- 
tories, particularly in one of a rapid 
increase, the problem is one of at- 
tempting to moderate the severity of 
the subsequent decline, and to de- 
termine, insofar as possible, the 
timing of the downturn. 

This, then, is the challenge—the 
test of the purchasing agent — to 
keep a smooth flow of materials into 
(Continued on page 320) 
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Featuring an integrated system 
of local stock control, statistical 
reporting, requirements projec- 
tions, and management summa- 
ries. 


URING World War II approx- 

imately 70,000 separate indus- 
trial and commercial organizations 
in the United States were engaged 
at various times in the production 
and delivery of spare parts, supplies 
and equipment to the Army Air 
Forces. At the present time, this 
group.constitutes about 7,000 indi- 
vidual suppliers. The number is ex- 
pected to increase as current indus- 
trial planning activities are executed 
and concurrently with the increased 
emphasis on bid contracts rather 
than negotiated procurements. The 
annual wartime outlay by the Army 
Air Forces for such items involved 
a fiscal program of approximately 
$5,000,000,000. At the present time 
a planned program of $300,000,000 
yearly is expected to prevail. The 
total number of stock items con- 
cerned approximates 600,000 in- 
cluding interchangeable and substi- 
tute numbers, grouped into 85 
property classifications from com- 
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STOCK CONTROL 


FOR PROCUREMENT 


IN THE 


ARMY AIR FORCES 


By Weldon B. Gibson 


mercial hardware to complicated 
special tools. The planned AAF in- 
ventory program involves a working 
investment of approximately $4,- 
000,000,000 with 20,000 to 25,000 
items outstanding on procurement 
as of any given time. 


Planned Procurement 


[t is readily evident that the peace- 
time procurement of the Army Air 
Forces is expected to represent a 
very sizeable relative volume, affect- 
ing in one form or another a large 
number of American industrial 
units. Therefore, it is pertinent to 
examine in some detail the policies 
and detail method of stock control 
for procurement requirements now 
being practiced by the Army Air 
Forces. This discussion is in no 
respect a historical review of past 
practices or an outline of planned 
procedures. 

The current military practice of 
stock control for procurement in 
the Army Air Forces is similar to 
methods existing in any large indus- 
trial concern. There are, however, 
certain features of the plan which 
are peculiar to military practice and 
which should be of interest to the 
purchasing profession. It is entirely 
possible that certain specific compo- 
nents of the system may suggest a 
new approach to the problem of 
procurement control in present in- 
dustrial and commercial organiza- 
tions. 

The principal features of the 
Army Air Forces system of stock 
control for procurement require- 
ments may be categorized as fol- 
lows: 

(1) Division of items into homo- 
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geneous property classifica- 
tions. 

Maintenance of local control 
by use of an integrated sys- 
tem of stock record and ac- 
tivity cards. 

Utilization of a combination 
form for requisitioning and 
shipping (order-invoice). 
Periodic statistical reporting 
of stock control data from 
all locations to a central con- 
trol agency. 

Maintenance of summary 
stock control data on a Re- 
quirements Ledger for pur- 
poses of computation of fu- 
ture needs. 
Projection of 
quirements for all items 
based upon one or more 
planning programs. 
Initiation of Procurement 
Requirements on Purchase 
Requests to contracting per- 
sonnel, 

Periodic preparation of stock 
control summaries for man- 
agement. 

With these major components in 
mind, we turn to a more detailed 
discussion of the integrated system 
evolved to provide a basic control 
for the determination of future 
AAF purchasing requirements. 


Stock Record 


The primary purpose of main- 
taining a stock record account for 
individual supply items at each 
stockage point is to: 

(1) Permit the establishment of 

a control over local stock 
levels. 

(2) Record receipts, issues, and 


(2) 


(3) 


(4) 


(6) future re- 


(7) 


(8) 
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GRAPH-A-MATIC SIGNAL IN 
VISIBLE FILE MAINTAINED AT 
LOCATION, BELOW WHICH IND! - 
CATES THE CURRENT STATUS OF 
LOCAL STOCK POSITION. 


Figure 1 — Army Air Forces stock record card system 


transfers of supplies in such 
a manner that the quantity 
on hand can always be read- 
ily ascertained ; also that the 
quantities so recorded will 
reflect an accurate statistical 
figure which may be used to 


anticipate future 
ments, 
(3) Maintain a record of fiscal 
responsibility. 
The stock record card utilized to 
achieve this purpose is composed of 
four parts contained in a single 


require- 
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visible file pocket. These compo- 
nents of the stock record control at 
individual stockage points are indi- 
cated in Figure 1. The first card is 
permanent in nature and is utilized 
to record the full stock number, 
nomenclature and description, inter- 
changeability, locations, control lev- 
els, reorder points, and other neces- 
sary information. The balance of the 
four forms are self-explanatory. It 
is desired to indicate the accounting 
concept and terminology utilized in 
the record wherein changes to the 


on-hand balance are classified as to 
“debits” and “credits”. 

The standard procedure for the 
determination of local stock .con- 
trol levels for forty-five days supply 
is to multiply the past ninety days 
issue figure by two, thereby basing 
successive stock levels on a moving 
average of issues. The standard pro- 
cedure for the similar computation 
of a sixty day local stock level is to 
multiply the ninety day past issue 
quantity by two-thirds. The actual 
calculation of such individual stock 
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Figure 2 — Army Air Forces requisition 
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Figure 3 — Army Air Forces shipping ticket 


levels is reduced to the selection of 
a pre-calculated quantity from a 
stock control table with the two var- 
iables, days and issues, along the 
two axes of the table. 

For the majority of items the 
above local stock level procedure is 
satisfactory. However experience 
has proved that issue activity of 
various items will occur in cycles of 
varying lengths. A disregard of 
such cyclical changes will create 
temporary excesses or shortages of 
stock at a given location. To elimi- 
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nate this condition and to facilitate 
the calculation of local stock control 
levels, a two year stock activity rec- 
ord is provided as a portion of the 
total stock record card. The columns 
on the middle stock record card are 
periodically summarized and the re- 
sults entered on the appropriate col- 
umns of the lower stock activity 
record. The entries on the stock ac- 
tivity record must be completed 
each month prior to the scheduled 
statistical reporting to the central- 
ized stock control agency. 


All transactions affecting the 
stock status of any given item are 
posted to the stock record card prior 
to the actual physical selection or 
movement of stock. As a result of 
this prior posting and the fact that 
processing of stock control papers 
can be accomplished more rapidly 
than selection and movement of 
physical property, there never is an 
appreciable backlog of unposted 
documents creating a temporary di- 
of actual available and 
stock record balances. It is signifi- 
cant to note that the maintenance of 
the stock record system can be ac- 
complished by mechanical means; 
however, actual practice has indi- 
cated that a visible file, hand posted 
system is the more desirable. 

The actual examples indicated in 
Figure 1 are believed to be self- 
explanatory. The stock record card 
indicates that the time has arrived 
for an additional requisition of 
“Due In” to be created in order to 
raise the stock on hand to the local 
stock level. The computed “Due In” 
has been posted in the proper quan- 
tity. 


vergence 


Requisitioning 


Replenishment requisitions for 
supplies and equipment are submit- 
ted by individual stockage activities 
in accordance with predetermined 
time schedules. Emergency requisi- 
tions may be forwarded during the 
interim between requisition dates. 
Each requisition is prepared on a 
standard “Requisition and Shipping 
Ticket”. This form constitutes not 
only the requisition but also the in- 
voice or shipping ticket which is 
returned by the shipper to the requi- 
sitioning activity both by mail and 
attached to the shipment. 

This combination ‘Requisition 
and Shipping Ticket” is composed 
of a Master Ditto form with provi- 
sions for insertion of extra carbon 
copies at the time of preparation by 
the requisitioning activity. At the 
designated point of receipt of the 
requisition, the necessary stock con- 
trol recording action is accomplished 
on the stock record card (Figure 
1), entries made on the combination 
form and the necessary number of 
copies required to accomplish ship- 
ment reproduced. This procedure, 
therefore, eliminates the necessity 
for the repreparation of the ship- 
ping ticket, locator sheet, packing 
list and other forms required to ac- 
complish the varieties of situations 
which may arise in such a transac- 
tion. « 

Replenishment requisitions 
submitted for only those 


are 
items 
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Figure 4— Army Air Forces stock statistical reporting, serviceable items 


where the serviceable balance on 
hand at the requesting activity is 
less than the reorder point. The 
quantity to be requisitioned is de- 
termined as follows: 

(Stock Control Level plus Due 
Outs) minus (Due Ins plus Bal- 
ance on Hand) equals Amount to 
be Requisitioned 

Using the figures shown as en- 
tries on the form illustrated, this 
equation is worked out as follows: 

(325 + 0) — (0 + 150) —175 

The reorder point is considered 
to be a quantity two-thirds of the 
control level ; hence when the stock 
on hand at an activity falls below the 
reorder point, the above computa- 
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tion of the amount to be requisi- 
tioned is accomplished. 

In the placement of a requisition 
all possible assets are considered. 
Those assets may include (in addi- 
tion to serviceable and reparable 
balances) certain items now in the 
process of repair, quantities esti- 
mated to be returned serviceable 
from maintenance operations dur- 
ing the period of time covered by 
the requisition, and possible in- 
creases in stock from any other non- 
requisition source. These estimated 
quantities are considered as addi- 
tional due-ins and hence deducted 
from the actual quantity to be requi- 
sitioned. 


The preparing or requisitioning 
activity does not record any entries 
in the columns indicated “Stock 
Record Action”, “Warehouse Ac- 
tion”, “Hdq. Action” in Figure 2, 
(“Requisitioning and Shipping 
Ticket”). These spaces are reserved 
for action by the shipping or requi- 
sition-action stock control agency. 
A comparison of the basic order- 
invoice form both before and after 
stock control action on the part of 
the supplying agency is indicated by 
the association of Figures 2 and 3. 


Correlating the Records 


Upon receipt of a properly au- 
thenticated requisition by a supply- 
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Figure 5 — Army Air Forces stock statistical reporting, reparable items 


ing or action agency, the additional 
entries contained on Figure 3 are 
accomplished and the pertinent 
stock control information recorded 
on the local Stock Record Cards as 
previously outlined. This process 
will normally require only a few 
minutes per requisition including 
the reproduction of shipping or ac- 
tion copies, thereby enabling the im- 
mediate transfer of the copies to the 
appropriate warehouse for action. It 
should be noted that the mainte- 
nance of such stock records near 
the physical location of homogene- 
ous properties eliminates the re- 
quirement for maintenance of sub- 
sidiary bin card records. 
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In the instance of shipments ar- 
riving at a destination, the forward- 
ed copies of the combination 
“Requisition and Shipping Ticket” 
are utilized as a receiving document. 
In those instances of receipt direct 
from vendors involving other in- 
voice or shipping forms, a standard 
receiving report must be accom- 
plished. The combination form, 
therefore, eliminates the second re- 
preparation of the same basic stock 
control information and _ conse- 
quently creates a situation through- 
out the entire operation in which 
errors of identification, transposi- 
tion of numbers, misspelling, etc., 
cannot occur. 


In the example cited in Figures 2 
and 3, the first item has been re- 
quested in a quantity of 175, all of 
which has been shipped and re- 
ceived. In the case of the second 
item, 30 items were indicated as 
shipped and 20 backordered for 
later shipment; however, only 29 
were received, thereby necessitating 
tracer action. Item No. 5 on Figure 
1 was backordered in entirety and a 
copy of the basic form routed to the 
backorder file for subsequent ship- 
ping action. 

In the event it becomes necessary 
to extract certain items on a given 
requisition to higher supply or stock 
control echelons for action, extra 
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Figure 6—Army 


copies of the form are prepared, 
marked “action” and forwarded to 
the appropriate agency. Action on 
the balance of a given requisition 
proceeds in the normal course with 
an ““X” by the appropriate item in- 
dicating to the receiver that further 
action will be forthcoming. This ac- 
tion is later indicated in the column 
headed “Hq. Action-Quantity Re- 
ceived”, which column 
for a dual purpose. 

The preparation of al! identifying 
and nomenclature information for 
a given item on addressograph 
plates followed by a selection proc- 
ess and mechanical listing on the 
requisition form further reduces the 
occurrence of clerical errors. It is 
pertinent to note that the operation 
of such an integrated requisitioning- 
shipping-receiving permits 
the accomplishment of complete 
supply action (including actual 
shipping) by a stockage point with- 
in 24 hours after receipt of a re- 
quest. Emergency requests are often 
shipped within an hour after re- 
ceipt of the requisition. 

The example cited in Figures 1 
and 2 is contained on a “Domestic” 
Form. A similar procedure exists 
for overseas use, the difference in 
the basic procedure being sufficient 
to require a slight redesign of the 
form. The principles of stock con- 
trol operation involved in the two 
plans are identical. 


is arranged 


system 


Statistical Reporting 


The above discussion has out- 
lined the basic stock accounting sys- 
tem for maintenance of stock con- 
trol in and between the many 
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Air Forces requirements computation formula 


stockage points of the Army Air 
Forces. It is necessary, however, for 
certain statistical information to be 
secured periodically trom the source 
stock record cards and assembled in 
mass at a centralized point (Wright 
Field, Dayton, Ohio). This statisti- 
then utilized for the 
purpose of redistribution, action on 
extracted requisitions and the deter- 
mination of future Army Aijr 
anticipated procurement, 
cancellation or disposal require- 
ments. 

At a designated time each month, 
tabulated lists of all items reported 
as being on hand by a given activity 
the previous reporting date are for- 
warded to each stock record account 
by the centralized statistical agency. 
In actual practice, the preparation 
of these tabulated run-offs is de- 
centralized to subordinate agencies. 
To this list of items, the reporting 
agency adds any new items now 
contained on record but not on the 
run-off list and deletes those no 
longer on stock record but still on 
the list of the previous month. On 
a definite date and hour, the local 
stock control activity enters on the 
preprinted list alongside each item 
the current statistical stock control 
data. A separate reporting is accom- 
plished for reparable and serviceable 
items. 

The tabulated lists are then card 
punched, and a summary listing of 
all items by individual location and 
status is prepared. An example of 
such a consolidated statistical report 
is shown in Figure 4 for serviceable 
items and Figure 5 for reparable 
items. The reduction of such stock 


cal data is 


Forces 


control statistical data to tabulating 
cards also permits the preparation 
of subsidiary summaries and re- 
ports other than the basic data pre- 
sented in this discussion. For ex- 
ample, each control stockage point 
secures a similar consolidated sum- 
mary for individual accounts in its 
geographical area. It is evident from 
a review of the consolidated sum- 
mary that the document serves not 
only as a source of statistical data 
for future requirements computa- 
tions but also as a means of scrutiny 
of the individual location and con- 
solidated stock position of any one 
item as of a given date. 


Computation of Procurement 
Requirements 


Based upon the individual loca- 
tion stock control and the statistical 
data described above, we come now 
to the processes involved in the pro- 
jection of future requirements for 
the purpose of determining procure- 
ment, disposal, cancellation, or other 
stock control action. 

It is accepted procedure in com- 
mercial concerns to gauge past sales 
activity and project future sales 
possibilities in terms of quantities 
of given items per day, week, 
month, or year. The actual projec- 
tion of future sales is predicated 
upon an analysis of the past sales 
activity per given time periods. Such 
factors as the type of market avail- 
able, population densities and 
trends, style changes, forecasts of 
income, mangement policies, weath- 
er conditions, advertising program, 
seasonal fluctuation, governmental 
influence, and many other affecting 
circumstances are applied in the 
form of a buyer’s judgment to the 
basic sales rate for the base period 
selected. 

In commercial practices concern- 
ing the determination of manufac- 
turing components of raw materials, 
it is possible to predicate future 
requirements upon a given manu- 
facturing program expressed in 
terms of volume or units. In a 
military service an opportunity is 
afforded to prepare a future pro- 
gram of activity similar to an indus- 
trial production or commercial sales 
schedule upon which the future re- 
quirements for materiel may be 
predicated. 

The comparable gauge of stock 
activity in military logistical activi- 
ties to the “sales rate” or “rate of 
issue” of commercial practice is 
known as a “consumption rate”. A 
consumption rate is the estimated 
average expenditure, issue, or con- 
sumption of various items of ma- 
teriel or supplies per month or 
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other time period expressed in 
terms of items per applicable base, 
such as hours of aircraft flying 
time, number of personnel, number 
of aircraft, etc. Consumption rates 
are expressed in terms of parts per 
aircraft per month, parts per flying 
hour per month, pieces per man per 
month, etc. The principal difference 
between “sales rates” and “con- 
sumption rate$”’, therefore, is the 
fact that a “consumption rate” is 
a “sales rate” stated in terms of a 
quantity of using (or buying units). 


Two Types of Programs 


There are two general types of 
forward programs available within 
a military service which may be 
utilized in the computation of pro- 
curement requirements. The first 
tvpe 1s known as a status program 
and includes all planning programs 
which do not inherently express 
action or activity but rather estab- 
lish the status of a given planning 
element as of a stated date. Aircraft 
inventory, personnel, and_ vehicle 
population projections are examples 
of status programs. The second type 
is known as an activity program and 
involves all planning programs 
which express activity or action of 
a given status program. For exam- 
ple, planned flying time (an activity 
program) expresses the action or 
ictivitvy or aircraft inventory (a 
status program). For stock control 
ind requirements purposes, an ac- 
tivity program is considered the 
most satisfactory program base. 

The theory and application of 
consumption rates in the Army Air 
Forces system of requirements 
computation is a subject for review 
in itself. It is sufficient to state here 
that a rate of usage per unit of a 
program of a given past period is 
developed and such rate applied to 
the future program of the same 
tvpe. This action is based upon the 
general principle that as of any giv- 
en time the past rate of usage of an 
item of materiel, based upon a 
representative past period, may be 
expected to indicate the expected 
rate of usage which will occur dur- 
ing a given future period. This 
principle is, of course, not appli- 
cable to items of large or costly 
equipment (which are actually rela- 
tively few in number) but is ap- 
plicable to all miscellaneous equip- 


ment, supplies, spare parts, and 
spare components. The basic for- 
mula utilized by the Army Air 


Forees in the computation of future 
procurement requirements is out- 
lined in Figure 6, 

The requirements computation 
ledger, pivotal point of the Army 
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Air Forces stock control system, is 
presented in Figure 7. This ledger 
has been designed to execute the 
requirements formula mentioned in 
Figure 6. It brings together on one 
central record all of the necessary 
summary information required to 
accomplish effective procurement 
determinations and other materiel 
control functions. In the example 
noted in Figure 7, a future procure- 
ment requirement is indicated in ad- 
dition to the quantity already out- 
standing on order. The example is 
based upon an assumed manufac- 
turing flow time of six months plus 
a procurement lead time of six 
months or a total advance commit- 
ment period of twelve months. The 
explanations contained on the ex- 
ample present the details of the 
computation including the computa- 
tion of requirements for a possible 
future mobilization period. 


Accumulating Basic Data 


The journal sheet contained in 
Figure 7, prepared as a by-product 
of the mechanical preparation of the 
requirements computation, contains 


necessary information for the mech- 
anized accumulation of certain sta- 
tistical data. The dollar value totals 
noted on the journal are accumulat- 
ed in the computing machine and to- 
talled out at the end of each journal 
sheet. An accumulation of this data 
permits the preparation of manage- 
ment summaries pertaining to the 
stock control status of all items con- 
cerned, 

It is now the policy of the Army 
Air Forces to restrict the advance 
procurement or commitment of 
funds for items of materiel to a 
maximum of twelve months and 
where feasible to six months. The 
total procurement quantity ex- 
pressed in time is always six months 
longer than the estimated manufac- 
turing flow time. Each time re- 
quirement is computed for the im- 
mediate future. It is also determined 
for a future mobilization period of 
an assumed length. No procurement 
is currently accomplished for the 
purpose of fulfilling such mobiliza- 
tion needs, although military items 
are retained for such need if avail- 
able in inventory. In order to main- 





aA form Me S100 


OBrGimar 





ew 6 Pam 40 
PURCHASE REQUEST N? 20777 
Tretiator ge Dev psec Diate ot Initsation . 
Jat 
rem Lquantiry bust tt way PRICE DESCRIPTION OF SUPPLIES OR SERVICE TO AF PURCHASED UNIT PRice satan Paes. 





i 2175 ea. $e.° 41045-55479, Cup, 











Rend ty ‘ 








TOTAL ESTIMATED COST exr of0 WO 








Tem ~UMBER OF CLASS] TOTAL acTwal COST 
42 : 














: sa? 0 C PROJECT #O 10 
DEtLiver TH 
DESIRED DELIVERY SCHEDULE MAXIMUM ACCEPTABLE EX! ENSION OF DESIRED DELIVERY SCHEDULE 3 Mon THs 

san res MAR are May JUNE wty AUG serr ocr “ov or: 

i Allowing 6 no. lead 

ime ] from tov. ‘yb) 63 L463 63 yo5 L435 L60 

bo mene Factary [ POINT OF INSPECTION Peatory 

PL MARRS (Reterem se Setpret by eember tee eetee cad tet of cabrtets and otter barrete 

1B ommended 2 ‘oe SNewld Sereet Member «cre S Teele, petterns ot Methorty + Ganrret 
Nourse Deere’ Be Anergned te & faned be Cast Remote 





le Fendixz 














No 
5. No 
we No 
Se No 
se Stoon Keplenial-ent Kote; Balance of form ecoompiished 
Te None by Fiecel and Procurerent 
Divisions. 
ITIATIONs Upon due mquery mode wee APPROVED BY APPROVED BY 
towmd that Ue antec orowm ould 
net be grerured ts ach ot The 
‘ > “ ~ the 
- & romate 
ewnt of supely wre 
brome® Tt ovesom DATE Sy MBO mate 
iNtTiatel ey Fende! sr ith APPROVED BY APPROVED BY 
1 grit 
rerone 50104 SYMBOL Tsalt sy “BOL Date SYMBOL pate 








arreuval oO CNOS The supeters ond or 
ob'+ te allotments 6! 


oe te be obtained By thie te etrement are euther:eed by. are fer the purpose set aed i= ond ore cherer 























ate a “a Pon oay Sigg o tecrense of tumde te cower actual col 
amount mat te etcoed Cae aaa i Artual «ast seereved to> De eee ee ae ee 
Guocet aD viscaL ovewcem ~~ DATE ~~ ~~ | @UDCET AND Fiscal OFFicee Date 
poe DORESS NOT ON UNAPPROVED CONTRACT 
77 — LEST ttmitio! aad dete) ~UMBER 








PURCHASE O80ER 
imeanee 











Figure 8 — Army Air Forces purchase request 
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VALUE OF REQUIREMENTS — MOBILIZATION 








Figure 10 — Army Air Forces stock control management summary 
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tain a current stock control, each 
item of stock is computed at least 
once every three months. 


Initiation of Procurement 


Having determined that a quan- 
tity (1125 in the example cited) of 
a given item must be procured in 
order to fulfill the total issue and 
stock level requirements for a 
twelve month period, appropriate 
procurement initiation action is ac- 
complished on the form indicated in 
Figure 8. If less than a twelve 
month and more than a nine month 
requirement is on hand or on order 
as of a given calculation date, no 
procurement action is taken until 
the succeeding review three months 
later. 

Inasmuch as the actual negotia- 
tion of the procurement is involved 
with various legal considerations, 
this function is handled entirely by 
a duly appointed contracting officer. 
The information obtained on the 
Purchase Request constitutes a de- 
mand that he secure the specific 
item and delivery schedule request- 
ed. The type of contract which he 
will utilize, of course, depends upon 
the amount involved, type of item, 
nature of the procurement, and the 
prevailing legal restrictions. If we 
assume, however, that in Figure 7 
the amount of outstanding procure- 
ment is 7800 instead of 1125, a 


(Continued on page 270) 
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quires a variety 


Comprehensive testing of coated fabrics re- 
of specialized equipment. 





BUYING COATED FABRICS 


ABRICS which have had pro- 

tecting or strengthening ma- 
terials applied to them are generally 
known fabrics”. The 
term is used when the coating ma- 
terial is merely coated on so it ad- 
heres strongly to the fabric surface, 
when it is “frictioned” on so it also 
penetrates through the interstices 
of the fabric, and when it is impreg- 
nated so that it furthermore pene- 
trates or impregnates the fibers of 
the threads. Thus a coated fabric 
can be anything from one which 
bears a heavy or a light coating on 
its surface to one throughout which 
the coating is so transparent and 
thin that its presence is undetected 
by the naked eye. 

Coated fabrics have been used for 
decades in such familiar items as 
rain coats, shower curtains and seat 
coverings. They have thousands of 
other uses in conveyor belts, in dia- 
phragms for everything from indus- 
trial pumps to talking dolls, in ladies’ 
hand bags, in work gloves, aprons 


as “coated 


t02 


Suitability of the finished product is 
the prime consideration; wide variety 
of properties available to buyers who 
use adequate specifications and tests 


and other industrial armor, and in 
as many other fields as anyone cares 
to take the space to name. They 
serve in the “rubber boots” worn by 
the farmer and the fisherman, the 
percussion pads which cushion the 
shocks of lithograph printing plates, 
the drapes at the parlor windows, 
and countless other products. 

New coating materials and new 
types of fabrics which may be 
coated in various ways have arrived 
on the market in large numbers dur- 
ing the past few years. And as they 
have arrived, the business of making 
and applying the coating materials 
has become complex. 


Increasing Complications 


The basically simple_operation of 
running newly coated fabrics over 
steam coils and other drying devices 
to evaporate the solvents and con- 
trol the plasticizers is an example 
of this new complexity. 

In the plant of the Hodgman 


Rubber Company of Framingham, 


@ By E. L. Cady 


Mass., in the prewar days almost 


all coatings were mixtures of natural 


rubber compounds applied to vari- 
ous grades of cotton fabrics. The 
drying machines then needed only 
simple three-speed step cone pulleys 
to provide all of the speed changes 
needed for varying the speed of 
travel of various fabrics over the 
coils and so varying the amounts of 
drying time. But now these ma 
chines are driven by D.C. motors 
controlled by rheostats to provide 
minute gradients of speed adjust- 
ment, and the exactness of control 
of evaporation rate is increased by 
carefully directing the warm air 
streams from electric fans equipped 
with steam coils. 

It is obvious that some fabrics 
will take the coating materials more 
readily than others and that the dry- 
ing process and all other processes 
will have to be varied accordingly. 
In the simpler prewar days the great 
majority of coated fabrics were cot- 
tons. Now the fabrics include ny- 
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lons, rayons and other synthetics as 
well as a far wider range of the 
“natural” fibers, and are in much 
wider varieties of weights and 
weaves. 

It is equally obvious that the type 
of coating material, whether one of 
the new plastic compounds or a syn- 
thetic rubber such as Neoprene or 
one of the natural rubber com- 
pounds, will influence this drying 
speed. And of course the matter of 
whether the coating has merely been 
coated on or has been frictioned or 
impregnated can make a great dif- 
ference. 


Controlling Desired Properties 


3evond these obvious factors are 
the matters of control of properties 
and persistence of properties, both 
of which modern coated fabrics can 
have in high degrees. 

If. for example, a fabric is so 
coated as to be water repellant un- 
less dry cleaned, but the normal 
course of housekeeping would lead 
to that fabric being sent to the dry 
cleaners, then the fabric has water 
repellance to a controlled degree but 
lacks persistence of that property 
under normal usage. 

As a more severe example, if a 
conveyor belt is to have a tacky sur- 
face so controlled that light paper 
items laid on it will neither fly off 
nor become stuck to it, then that 
property of tackiness can persist 
only so long as the belt surface does 
not become dry, glazed, hard, or 
perhaps softened and unduly adhe- 
sive. Tackiness itself is a mixture 
of coefficient of friction and of ad- 
hesiveness. _To maintain the very 
slight adhesiveness which takes part 
in this tackiness the coating myst 
continually supply to its own sur- 
face the exact and minute amounts 
of adhesive materials which are 
either removed by service or are 
evaporated, and must keep on doing 
so through a long and satisfactory 
service life. 

A similar slow but continuous 
supplying of mildly adhesive ma- 
terial or of mildly solvent material 
to a coating surface could cause a 
ladies’ handbag to adhere to any 
varnished surface on which it was 
permitted to rest for an hour or so, 
or could cause a seat covering to 
have a high affinity for dust which 
would adhere to or “crock off” on 
the garments of anyone who sat on 
it. Moreover, such undesired prop- 
erties could persist for years in a 
coated fabric which was not cor- 
rectly selected for its service. 

The selection of fabrics for given 
purposes may be decided by their 
abilities to acquire and maintain the 
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desired properties which will be im- 
parted by the coating materials. 
Properties easy to obtain with duck 
could be nearly impossible with 
some of the rayons. 


Fabrics and Methods 


The selection of the method for 
applying the coating material— 
whether coating, frictioning, or im- 
pregnating—may be very little de- 
pendent upon the strength of the 
bond to be established between the 
coating and the fabric and almost 
altogether dependent upon the con- 
trol and the persistence of the prop- 
erties which the finished material is 
to have. 

The coating material may have so 
much greater physical strength than 
the fabric and be so much stronger 
in other properties that the fabric 
becomes a mere vehicle. The coat- 
ing material, then, may in its un- 
cured state be so viscous and adhe- 
sive that only with the greatest dif- 
ficulty could it be extruded or flat- 
tened into thin sheets and be heat 
cured into its final solid state, but by 
impregnating this material into a 
fabric and running the fabric 
through the curing processes the 
handling of the coating material 


may be easy. In such cases the fab- 
ric in the finished product may add 
desirable weight and stiffness and 
resiliency, etc., but be contributing 
nothing whatever to strength. 

With all of these chemical and 
mechanical resources available to 
the houses which compound and ap- 
ply the coating materials the buyer 
of coated fabrics often finds the 
best procedure to be: Specify the 
results wanted (the properties de- 
sired) in the finished materials and 
let the coated fabrics manufacturer 
work out and recommend the ma- 
terials which will give them. 


Three Ways of Purchasing 


Coated fabrics can be bought, 
generally, in three ways. First, the 
completely fabricated item can be 
bought, as one would buy a rain 
coat or a conveyor belt. Second, 
the coated fabric can be bought, 
with the fabricating into finished 
products to be done in the buyer’s 
plant or in a contract shop. Third, 
the fabric can be bought and shipped 
to the coating house to be coated on 
contract and perhaps also to be fab- 
ricated into finished items at that 
plant. 

The advantages of buying com- 


Setting up a scrub tester. The weights on 
the levers are moved to control the pressure. 





103 








bs | 


SS 


ae 
. le e Oh % 


t.* 


Some products made of coated materials re- 
quire a final curing operation after fabricating. 


pletely fabricated items include all 
of the usual ones. In addition, 
many coated fabrics are difficult to 
join into assemblies. Some coated 
fabrics in their completely finished 
states are readily sewed, electronic- 
ally stitched, or heat sealed. Others 
which have highly desirable prop- 
erties are difficult to assemble by 
any of these methods except in their 
seini-cured or uncured states, and 
the products made of them must 
have final curing operations after 
assembly. The buyer therefore can- 
not buy these last products as other 
than completely fabricated items 
unless he is prepared to go to con- 
siderable trouble in cutting them up, 
joining or assembling the pieces, 
and performing final curing opera- 
tions. 

Coated fabrics which are to be 
cut up and joined in the buyer’s 
shop can be bought in standard 
brands having known and guaran- 
teed properties, or with special coat- 
ings for purposes which the stand- 
ard ones will not meet. Different 
makers specialize on different coat- 
ings, and some research may be 
needed to find the house which has 
the desired ones. 
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Supplying of textiles to be coated 
on contract is largely done by textile 
mills and others which can obtain 
the fabrics to better advantage than 
the coating mill. Some of these tex- 
tile mills have coating departments 
of their own but subcontract the 
work when they need coatings on 


which their own departments do not 
specialize. And in the present days 
of shortages buyers sometimes hit 
upon odd lots of yard goods which 
they can send to the coating mills 
to be coated on contract. 

Purchase specifications for coated 
fabrics can be on the simple basis of 
suitability for use in a given end 
product, or of suitability plus spe- 
cific factors, or of test specifications. 

The great majority of present 
specifications are for brand names 
of coated fabrics of known prop- 
erties and suitability for given pur- 
poses, or for special coatings which 
are to be suitable for their purposes. 
Such a specification in its simplest 
form would merely read “for use in 
ladies’ rain capes.” 


Specification Factors 


The simple suitability specifica- 
tion may not be adequate. In fact, 
for coated fabrics to be’used for 
many purposes it is being discour- 
aged as depending too much upon 
what the coatings mill means by 
“suitability”. Therefore specifica- 
tions are being amplified by such 
factors as: 

Appearance, including color, tex- 
ture, weight, pattern, etc. 

Cleanability. Some coated fab- 
rics may be dry cleaned, others may 
not. Some have such surfaces that 
if ink is spilled on them it may be 
wiped off without leaving any stain. 
Some have little affinity for ordi- 
nary household or office dusts and 
soils and may be wiped clean. Some 
are especially resistant to mildew. 

Chemical Resistance. This should 
be specified for industrial work 
gloves and aprons and other armor, 
and for many other items which can 


Assembly methods must vary according to the 
properties of the fabric and the coating. 
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be made from coated fabrics, with 
reference to the particular chemical 
action to which they will be exposed. 

Fastenability. The material must 
be suitable for the method to be 
used in assembling items to be made 
of it. Most common methods are 
sewing, cementing, heat sealing, and 
electronic stitching. 

Fire Resistance. Coated fabrics 
of common types are not fire resist- 
ant in the sense that asbestos is. 
Some types will char or melt in a 
flame but will not support combus- 
tion. The National Board of Fire 
Underwriters has specifications for 
testing these. An important point 
is that the fire resistance shall be 
persistent, that it shall not disappear 
by evaporation of compounds from 
the fabric nor as a result of normal 
cleaning or laundering. 

Abrasion Resistance. When this 
is especially important it should be 
specified by test specification as de- 
scribed in a subsequent part of this 
article. 

Resistance to Heat, Cold, Water, 
V’eather. These properties should 
be specified in terms of degrees of 
temperature and hours of exposure, 
usually amplified by test specifica- 
tions. 


Physical Properties 


Tensile and Transverse Strengths. 
In ordinary fabric the tensile 
strength and the transverse strength 
are different. The tensile is meas- 
ured parallel to (in the direction of ) 
the warp threads, which are much 
stronger than the transverse or filler 
threads. The transverse strength 
usually is called “tear resistance”. 
The tensile may be twice as great 
as the tear resistance. 

In many coated fabrics, by con- 


Coated fabries can be die cut and handled 
by other standard fabricating processes. 
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trast, the coating material is so 
much stronger than the fabric that 
the tensile strength becomes that of 
the coating and not of the fabric, 
and is greatly increased by the coat- 
ing process. And since the strength 
of the coating is the same in all di- 
rections, the tear resistance is as 
great as the tensile. 

Other Physicals. Other physical 
properties which may be specified 
are hardness, resilience and flexi- 
bility. Most single-ply coated fab- 
rics can be bent double without 
damage, but if multiple or laminated 
plies are to be used it may be wise 
to specify the smallest radius over 
which the material may be bent 
without damage. 

Special Properties. Tackiness, 
adhesiveness, coefficient of friction 
and other special properties may be 
specified. In many cases they are 
difficult to define in terms other 
than those of suitabilities for pur- 
poses. 

Useful Tests 


Test specifications should be di- 
rectly related to the end uses of 
coated fabrics. The tests should be 
made by instruments or by other 
controlled procedures. The relation 
of any such test to the suitability of 
a coated fabric for a given use is 
likely to be known only by experi- 
ence. Coating mills are rich in such 
experience and their sales engineers 
are highly cooperative in working 
out the tests necessary for useful 
specifications. 

Oxygen Bomb Test. This tests 
the effects of oxygen in the air in 
aging the material or in causing 
chemical changes which reduce the 
persistence of its controlled prop- 
erties. The material is placed in a 


; 
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closed chamber and is subjected to 
pure oxygen at fixed pressure and 
temperature for a definite time. The 
pressure usually is 300 pounds per 
square inch, the temperature 158 
degrees F. plus or minus 2, the time 
8 days. 

Scott Tests. These tests measure 
the tensile strength and the tear re- 
sistance, also the adhesion of the 
coating to the fabric. The machine 
is a standard pendulum type and 
gives readings in pounds or in 
pounds per square inch. 

Weatherometer Test. This is a 
test for persistence of properties of 
coated fabrics which are to be ex- 
posed to the weather and to sun 
light. Samples of the material are 
placed in a closed chamber and are 
exposed to strong light and to mois- 
ture for a specified time, usually 96 
hours. Samples must not harden 
nor show other signs of damage 
after test. 

Temperature Resistance Tests. 
After being kept in chambers of 
either high or low controlled tem- 
peratures for specified time periods 
so that any weakening effects of 
temperature will be obtained, the 
samples are subjected to appropriate 
oxygen bomb, Scott, Weatherome- 
ter, abrasion or other standard 
tests. The temperatures and the air 
conditions within the chambers may 
be controlled in accordance with the 
conditions which the finished fabrics 
will meet in service. 

Hydrostatic Test. This is a test 
for resistance to water and to wet 
conditions, principally to rain. As 
used in the laboratory of the Hodg- 
man Rubber Company, water 1s 
forced under specified pressures up 

Continued on page 228 


Besides acid resistance, this apron must be big 
enough and stiff enough to protect the worker. 
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BUSINESS POLICY 


By Alfred Bornemann @ 





ITH the return to peacetime 

conditions, business men 
have to readjust their activities to 
an environment in which govern- 
ment will play a far less dominant 
role. Those producing on govern- 
ment contracts during the war will 
no longer depend on priorities for 
raw materials and labor. Others, 
not then doing war work, will to a 
large extent also have to restore 
sources of supply and get satisfac- 
tory labor. All will have to build 
up markets, for those selling to the 
government had an assured market, 
while others, if they were able to 
produce at all, could usually sell 
whatever was available for sale in 




















OVERNMENT policy relat- 

ing to business is manifold 
mowadays, even in what we would 
call normal times, and discounting 
the policies prompted by national 
emergency. Among other features, 
we may note anti-trust policy, tariff 
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An analysis of the factors affecting economic 
trends and management decisions directing the 
course of business operations in adjusting to 
immediate and probable long range conditions 


I. POLICY IMPLIES A CHOICE 


the seller’s market. Cost controls 
will likewise become more impor- 
tant. 

All this suggests a consideration 
of business policy under the condi- 
tions to be expected for at least-sev- 
eral years. Business policy is of 
course closely related to business 
management, and yet on closer 
analysis a distinction might often 
be useful. Management, for exam- 
ple, may imply the application of 
more or less accepted principles in 
operating a firm. But business pol- 
icy suggests the importance of a 
choice of alternatives in connection 
with important matters. 

Thus, problems concerning cen- 
tralization or decentralization of 
production call for decisions of pol- 
icy. After the decisions have been 
made, however, and a plant is ready 
for production, the operation of it 
may be considered a strictly man- 
agement function. Similarly, deci- 


sions with respect to inventory pol- 
icy, for example, may be distin- 
guished from the management in- 
volved in acquiring and utilizing 
the amount of inventory which the 
policy decision requires. While the 
objective involved in both policy 
and management is obviously the 
same, namely, to make profits for a 
firm, the considerations entering 
into the formation of policy appear 
to go somewhat beyond what is or- 
dinarily implied by the term man- 
agement. 

Problems of business policy may 
be approached from various angles. 
In general, however, it is possible 
to distinguish two important fac- 
tors. On the one hand, government 
policy on a number of matters must 
be appraised in making decisions. 
On the other hand, the firm’s own 
long run methods and procedures in 
attempting to make profits require 
attention. 


Il, EFFECT OF GOVERNMENT POLICY 


policy, labor policy, monetary pol- 
icy, and fiscal policy. Of course, 
some government activities, such as, 
for example, food and drug inspec- 
tion, as well as some aspects of the 
work of the Federal Trade Com- 
mission, are of a somewhat routine 
nature and, in any event, affect dif- 
ferent industries in unique ways. 
Moreover, these activities are so 
numerous as to defy effective sum- 
mary in relation to business policy. 

On the other hand, however, the 
broad policies concerning business 
monopolies, tariffs, labor, and mone- 


tary and fiscal matters concern prac- 
tically all business policy makers. 
So far as anti-trust action is con- 
cerned, for instance, we find varia- 
tions in the vigor with which the 
policy is implemented. In more re- 
cent years there has been a marked 
increase in this activity. The likeli- 
hood of the continuance of this ac- 
tivity is largely dependent on Con- 
gressional appropriations to the 
Department of Justice for this pur- 
pose. Of course, variations in these 
appropriations are to some extent 
dependent on variations in popular 
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sentiment, which in turn is influ- 
enced in part by what business firms 
tend to do. 

The details of a given tariff act 
may affect particular firms directly, 
but the overall tariff policy affects 
all business. Implementation of the 
current American drive for an ex- 
tension of international trade would 
require lower tariffs as a general 
policy. But it is too early as yet to 
be certain of the extent to which 
this will materialize. A great many 
have been impressed with the desir- 
ability of greater internationalism, 
but it is doubtful whether many un- 
derstand what this entails. 

Government labor policy has 
probably not yet crystallized into a 
permanent pattern, although it is 
obvious that, after assisting in the 
creation of mass trade unions whose 
economic power is limited, govern- 





USINESS policy on matters not 
so directly influenced by gov- 
ernment policy involves many con- 
siderations, only a few of which can 
be mentioned in this survey. De- 
centralization of plants and produc- 
tion may be evaluated from various 
points of view. Nearness to raw 
materials, labor supply, and markets 
are commonly mentioned as reasons 
for a policy of decentralization, 
although to these might be added 
the inevitable advertising of a firm’s 
products if it locates plants in va- 
rious communities. Instances of sat- 
isfaction with the results of decen- 
tralized purchasing, where plants 
are decentralized, suggest review of 
overall purchasing policy by other 
similarly decentralized firms. 
Inventory policy will vary with 
price and demand expectations, as 
well as with estimates of general 
fluctuations in business activities. 
Retail inventory policy involves, in 
the shorter run, the problem of 
eliminating lower quality war time 
goods and replacing them with the 
better quality goods already in proc- 
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ment has invited the utilization by 
these unions of political power. The 
relationship between government la- 
bor policy and business policy is 
illustrated by the official sanctioning 
of a wage policy having a clear rela- 
tionship to business cost and price 
policy, including, for example, that 
in the automobile industry which 
had already encountered difficulties 
in reverting to its pre-war aim of 
effecting gradual reductions in 
prices of new models.* Recent gov- 
ernment wage policy was, of course, 
formulated under war powers and 
its continuance is in doubt. 
Nevertheless, the mass _ trade 
unions unable to wield economic 
power, may be expected to attempt 
to continue to use political power. 
The importance and effectiveness of 
such efforts will come to light par- 
ticularly in the next period of de- 


ill. PROBLEMS 


ess of production. Moreover, de- 
cisions have to be made about the 
planned turnover of inventories. 

The immediate post-war produc- 
tion of goods for sale to others for 
restocking inventories provides an 
illustration of what is known as the 
acceleration principle. This process 
goes a considerable way toward ex- 
plaining continued high levels of 
employment and output. At the 
same time, however, it is evident 
that this restocking will sooner or 
later be completed, and this at once 
raises questions of policy. Restock- 
ing of inventories is, of course, not 
the only factor accounting for high 
production levels. To it must be 
added some production for foreign 
consumption, considerable credits 
for which are being made available 
by government policy. To what ex- 
tent this will continue to be signifi- 
cant is not particularly measurable 
at this time. 

Meanwhile, quality and inspection 
requirements are increasing. These 
are clearly related to costs, which 
are also affected by raw material 
costs as well as wage costs. The 
productivity of labor is a contribut- 
ing factor of some importance. It 
appears fairly evident that labor 
productivity has been declining, but 
the explanation is not easy. Appar- 
ently the decline is partly related to 


pressed business conditions. Even 
though a relatively minor readjust- 
ment might otherwise be experi- 
enced, the fixed wage structure may 
conceivably cause considerable diffi- 
culty for business, possibly intensi- 
fied by resort to government aid on 
the part of the unions. 
Fluctuations in business activity 
are also related to monetary and 
fiscal policy, which will in any event 
require the increasing attention of 
business policy makers. Credit poli- 
cies of the Federal Reserve system 
are related to the likelihood of ex- 
pansion or contraction in business 
activity. The nature of these credit 
policies is also to some extent related 
to government debt policies. Tax 
policy is partly related to govern- 
ment debt policy, but it may also 
have a significant relationship to 
business incentives and prospects. 


OF ADJUSTMENT 


habits developed in the period of 
labor hoarding during the war, when 
costs could easily be passed on. 
Also, during all periods of high level 
production many inefficient workers 
are utilized for purposes beyond 
their capacity. 

However, in addition there are 
some matters at the plant level about 
which not very much has been dis- 
closed. These concern the exact 
limits of management authority as 
compared with that of the labor 
union representative. There have 
been many reports on collective bar- 
gaining, but concrete studies of the 
precise scope of management au- 
thority at the production level are 
for the most part lacking. Until 
these are forthcoming and publi- 
cized, the formation of labor policy 
will continue to be difficult. 

On the other hand, high labor 
costs will in some instances suggest 
better equipment and layout. In still 
other instances, they will stimulate 
efforts toward technological im- 
provements. 

Related to costs is price policy. 
Long run as well as short run mat- 
ters require consideration in this 
connection. The anticipation of 
gradual improvements in productive 
efficiency may suggest a policy in- 
volving reductions in prices over 

(Continued on page 270) 
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THE CONTAINER SITUATION 


® Reported by George E. Henry 


F' )UR speakers representing four 
divisions of the container indus- 
try reviewed new developments in 
the fields of fibre and metal drums, 
burlap bags, and heat sealed clos- 
ures, at a recent forum meeting of 
the Purchasing Agents Association 
of New York, presided over by Ed- 
gar A. Rumple, Purchasing Agent 
of Merck & Co., Rahway, N. J. The 
discussion covered both the physical 
characteristics of these container 
types and current market conditions. 
Comments on the supply situation in 
all fields indicated that current short- 
























CCORDING to Harold A. Berg- 
strom, chief chemist, The Con- 
tainer Company, Van West, Ohio, 
the Interstate Commerce Commis- 
sion has recognized the fibre drum 
as a standard shipping container 
under Specification 21-A, in which 
shipments are limited to 200 pounds. 
There are, however, a number of 
items for which packing weights up 
to 400 pounds are permitted. Above 
200 pounds the drum must be 
stronger than the I.C.C. standard. It 
is significant that within the past 
year the I.C.C. approved a fibre 
drum under Specification 23-G for 
shipment of 50 pounds of dynamite. 
Needless to say, this drum must pass 
very rigid tests. 
Mr. Bergstrom stated that the 
fibre drum industry is peculiar in 
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Purchasing forum reviews new product developments 


and market conditions in shipping container field 


ages will not be overcome until raw 
material shortages have eased. 
Since this meeting, the New Tex- 
tile Bag Mfrs. and the Burlap Im- 
porting and Bag Mfrs. Industry 
Advisory committees at recent CPA 
meeting, urged revocation of Order 
M-221—manufacture, delivery and 
use of textile bags, and M-47—sale 
and use of burlap imported from 
India, which are referred to in the 
action of this report dealing with 
Burlap Bags. They also recommend- 
ed elimination of bag set-asides from 
the cotton fabric distribution table 


in Order M-317A, though they did 
not want to surrender the percentage 
of the mills’ production guaranteed 
them under the M-317A set-aside. 

The committee said that the in- 
dustry would be able to get enough 
material for bags if the orders were 
revoked. It was predicted that the 
present heavy demand for bags 
would continue at least through the 
first quarter of next year. 

Following is an abstract of the 
discussion matter presented by the 
four speakers at the New York 
Forum meeting: 


FIBRE DRUMS 


that there is no standard equipment 
on the market for the manufacture 
of drums. Most other types of con- 
tainers are made with standardized 
machinery. Equipment for the mak- 
ing of drums, however, is especially 
designed and held a secret by the 
owner; in fact, one of the tricks of 
the industry is the “know how” of 
fabrication. 

In the past five or six years the 
industry has grown ten-fold. Mil- 
lions of containers were used in war 
service for shipment of foods, sup- 
plies and war material. One of their 
outstanding uses was in the ship- 
ment of incendiary bombs. Drums 
were developed that met all service 
requirements for protection of con- 
tents against heat, high humidities 
and vermin in the tropical climates. 

Commenting upon the feeling in 
some quarters that the fibre drum is 
a cheap container, Mr. Bergstrom 
emphasized that such is not the 
case. It is an economical con- 
tainer for the service for which it is 
adapted,” he said, “and it will com- 
pare favorably with any type of 
competitive package from the stand- 


points of service and protection. 
However, it is not manufactured on 
the supposition that it is a cheap 
container. Many of the special con- 
tainers are more expensive than the 
metal drum, and they are sold en- 
tirely on performance.” 

Resin liners and other types of 
liners are readily incorporated in the 
fibre drum, materially increasing the 
service factor of the drum for hand- 
ling a wide assortment of materials. 
Mr. Bergstrom also said that drums 
readily lend themselves to the mak- 
ing of attractive packages. 

Concluding his talk, he said that 
the outlook for the next year is not 
any too promising, and that it hinges 
almost entirely on availability of 
paper board and steel. In response 
to an inquiry as to whether fiber 
drums could be recommended as 
containers for heavy liquids, he 
said: ‘‘The answer is ‘Yes and No’. 
It depends upon what the heavy 
liquid is. Drums have been used for 
greases, printing inks, mastics, and 
materials of similar substance. Right 
now the use is limited to very vis- 
cous materials,” 
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OBERT CAMPBELL of Bay- 

onne, N. J., vice president of 
the Rheem Manufacturing Co., 
stated the first steel barrel developed 
in the United States was made about 
1900 by Cowles and Danziger, De- 
troit, Mich. The barrel was bilge 
shaped, side seam being riveted, and 
the heads attached to the cylinder by 
riveting. In 1902, the Bayonne Steel 
3arrel was developed by the Stand- 
ard Oil Co., of New Jersey. In 
1906, equipment was developed to 
galvanize the completed barrel by 
the hot dip process, the spelter en- 
tering the barrel through the 34” 
and 2” openings in the head, devel- 
oping the only known closed con- 
tainer that is galvanized inside and 
out without additional vents to re- 
lease the gases generated in the op- 
eration. 

While the first cost of the Bay- 
onne steel barrel and similar con- 
tainers is high, they are returnable 
and remain the property of the ship- 
per. In the long run, they are eco- 
nomical and remain in service many 























ONALD 5S. 
of the Textile 


FREY, secretary 
3ag Manufac- 
turers Assn., Chicago, discussed 
burlap bags. Burlap cloth, he ex- 
plained, comes from jute fibers from 
a reed-like plant which grows best 
in the Bengal Province of India. 
Reviewing the difficulties of dealing 
with the shrewd East Indians or 
Scots who may be the owners or 
managers of processing plants, plus 
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STEEL BARRELS 


vears. Many have been in service 
from twenty to thirty years. 

The present straight side steel 
drum was developed in 1907 by the 
Draper Manufacturing Co. of 
Cleveland, Ohio, to meet demands 
of the petroleum industry for a 
lighter and cheaper container to re- 
place the heavy bilge shaped barrel 
and more costly wooden barrel. 

“The advantage of the steel drum 
is that more volume can be shipped 
in a straight side drum in a given 
space than in a bilge shaped steel or 
wood barrel,” he said. 

C. T. Draper is considered the 
“father of the steel drum industry”, 
said Mr. Campbell. He developed 
the present baked-on enamel job, 
and was the first to use the electric 
resistance or flash welding machine 
to weld the ends of an 18 gauge 
black sheet 36” wide to form the 
cylinder, a method used throughout 
the industry today. 

Along with the development of 
the 18 gauge straight side steel drum 
came the 16, 14 and 12 gauge 
straight side drums with reinforced 
chimes, pressed out of I-bar rolling 
hoops, all made in accordance with 
specifications by the I. C. C. for the 
shipment of flammable and hazar- 
dous products.* Later came the de- 
velopment of drums made of 22 
gauge material and lighter, with 
electric lap welded or mechanically 


BURLAP 


OPA regulation, he said that “guess- 
ing the trends of markets or prices 
against such a background would 
have to be considered as merely a 
pastime.” The situation is further 
complicated by the fact that the food 
situation in India demanded that 
land be diverted from jute produc- 
tion and set aside for growing rice; 
also, once the jute is purchased by 
the 80-odd Calcutta mills, a steady 
supply of burlap is by no means as- 
sured, as Oriental customs and re- 
ligious practices create perplexing 
conditions. 

Though jute is woven into cloth, 
webbing, cordage, and other prod- 
ucts in Scotland, Continental Eu- 
rope, and the United States, Calcutta 


formed side seams for the shipment 
of resins, semi-solids, and tar prod- 
ucts that solidify after cooling. 

Later came the development of 
the full removable head for one-time 
shipping drums. The lever type 
drum is used extensively for the 
shipment of shortening, paints and 
many other semi-solids. With the 
use of the lever type closure came 
the development of interior lac- 
quered or coated drums to protect 
the contents. This development has 
just about started and will provide 
wider uses for steel drums. 

At the beginning of World War 
II it was found that the best drum 
for the shipment of oil and gasoline 
was one made of 16 gauge black 
steel sheet throughout, with pressed 
out rolling hoops and reinforced 
chimes made in accordance with I. 
C. C. Specification 5-B. This type 
of drum was supplied by the mil- 
lions to the armed forces. 

Mr. Campbell stated that in 1922 
the total annual production of steel 
drums of all types was 2,400,000. In 
1944, during the peak of demand 
for military uses, the steel drum in- 
industry produced 2,500,000 drums 
per month of the 55 gallon capacity, 
18 gauge and heavier, besides many 
other drums of smaller capacity and 
lighter gauges. Today 85% of the 
productive capacity is owned or con- 
trolled by the major steel companies. 


BAGS 


remains the largest producer. More 
jute is retained for manufacture 
there than is shipped in the raw state 
to all other countries combined. 
Mills in Scotland and the United 
States are devoted mainly to special- 
ties in cloth, webbing, and cordage. 

The burlap bag manufacturer 
must calculate his Calcutta ship- 
ments as being between 45 and 60 
days away from actual availability, 
he continued. “Although our indus- 
try usually purchases its require- 
ments for Calcutta shipment six 
months in advance, currently our 
total contracts for shipment within 
the next six months cover less than 
one third of our expected require- 
ments. Furthermore, while the in- 
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dustry’s peacetime inventory is nor- 
mally 120 days’ requirements, or 
about 340 million yards, currently 
our inventory is below 30 days’ re- 
quirements. Therefore I think you 
will understand why your burlap 
bag supplier cannot for the present 
give you the usual long term con- 
tract.”’ 

Mr. Frey stated that the average 
weight of a yard of burlap is 8% 
ounces. The various burlap con- 
structions are described in terms of 
ounces per yard of goods in a 40” 
width. The 40” 7'4-oz. cloth is a 
common so-called “lightweight” ; it 
represents 28% oi all burlap cut up 
for bags in 1945. The 40” 10-oz. 
cloth is a common so-called “heavy- 
weight”, and represents 22% of the 
1945 burlap bag cut-up. 

He stated that the toughness, flex- 
ibility and strength of burlap lends 
the material to any sort of handling. 
Various weights and weaves are 
available for many packaging prob- 























66’ B.HE paper bag now takes its 

place in the packaging field 
along with glass jars, tin cans, and 
other types of containers as a basic 
material for modern packaging,” de- 
clared Fred S. Hinkle of the Ben). 
C. Betner Co., Devon, Pa. One of 
the newest developments contrib- 
uting to this status he described as 
the Heat-Seal Closure, first devel- 
oped for the frozen food industry. 


The Container Forum: 








lems : loose weaves for products that 
need aeration ; tight weaves for fine- 
grain products. Burlap combines 
readily with other materials by use 
of asphalt latex or vegetable glues as 
combining agents. In this form, 
bags and containers can be made 
that are moisture-proof and water- 
proof. Sewed on the bias, in differ- 
ent widths, burlap makes a tubing 
that can be used as a cover for prod- 
ucts that run to large or small un- 
even shapes. Two small wire ties 
complete a tubing wrapped-package, 
regardless of its shape. 

Speaking of current conditions, 
he said that balancing present inven- 
tory and expected receipts for the 
balance of the year against expected 
consumption for the same period, 
indicates a shortage of a million 
yards. 

India has been falling behind on 
its commitment to ship 126,000 tons 
(4,000 yds. per ton) to the United 
States during the last half of this 


year. Argentina has persuaded In- 
dia to ship large quantities of burlap 
te that country in return for corn, 
wheat and other products, and in 
order to meet Argentina’s demands, 
India has requisitioned all of the 40” 
10 oz. due on U. S. purchase con- 
tracts. In addition, the subject is 
involved by India price ceilings. 

“An unknown quality of burlap 
and burlap bags is in the hands of 
the War Assets Administration,” he 
continued. “This burlap is gradually 
being sold at the various regional 
offices to many dubious interests and 
to a few legitimate burlap bag manu- 
facturers.” 

Concluding his talk, he said that 
the cotton bag is in general a satis- 
factory substitute for the burlap 
bag. He expressed confidence, how- 
ever, that the bag industry will 
shortly be able to meet its customers’ 
needs. The manufacturing capacity 
of the industry is adequate to meet 
present and potential demands. 


HEAT-SEALING BAGS 


After many experiments, a sheet of 
parchment paper, coated over its en- 
tire surface with a heat-sealing and 
moisture-vapor-proef coating, was 
selected. The package had a heat- 
sealed bottom, and was closed at the 
mouth by the use of heated metal 
bars. Later, other films such as cel- 
lophane, pliofilm, and similar coated 
films were introduced. 

Heat-sealing bags are now avail- 
able in a variety of papers, foils and 
films. Material selection depends en- 
tirely on the requirements of the 
product to be packaged. Kraft pa- 
pers are used for strength, with a 
double thickness where added 
strength is required. Kraft papers 
can be used in conjunction with 
other papers that give the necessary 


Hinkle, Campbell, Rumple, Frey, Bergstrom 


protection required for any given 
product. 

Papers such as glassine, parch- 
ment, and combinations of these, 
laminated, are used extensively in 
the specialty bag field. A_ single 
sheet of glassine, for example, is 
used in coffee bags as a liner for 
protection against grease penetra- 
tion. Parchment is used in pack- 
aging fresh vegetables that require 
wet strength; and for shortening, 
lard, and other greasy products 
where grease-proofness is a major 
need. Where moisture vapor protec- 
tion is required, two sheets of glass- 
ine are laminated to meet this func- 
tion. Where extremely hygroscopic 
products are packaged, three sheets 

(Continued on page 274) 
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History repeats itself only 
because people refuse to 
profit by experience and 
insist on repeating old 
mistakes 


Prosperity comes by apply- 
ing economic laws, not by 
trying to change them 


By Grey Leslie 





ECONOMICS -—- “THAT DISMAL SCIENCE” 


ATIONAL politics that affect 

all phases of industry and the 
nation’s economic life are being 
framed constantly by economists 
employed in government. Congress 
bases much of its long-range legisla- 
tion on principles and data fur- 
nished by them. Whether or not we 
agree with Carlyle’s petulant defini- 
tion of economics as “that dismal 
science’, business executives — and 
purchasing agents especially —are 
finding it increasingly necessary to 
have at least a working knowledge 
of the subject; to have positive 
opinions about it and to make their 
opinions known and effective. 

For the past decade there have 
been troops of sophisticates in high 
places parading as “economists” ; 
they have toyed with our national 
economy at all levels. Out of this 
rich experience they have widened 
the field of their experimentation to 
global proportions. The result is, 
that many government departments 
charged with the responsibilities of 
formulating policies affecting indus- 
try and our entire economic life, are 
filled with arrogant “experimenters” 
and enthusiastic “economic plan- 
ners.” They believe, as most under- 
graduate minds do, that their brand 
of “modern economics” is the key 
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to all wisdom. They have ridiculed 
and would have us discard a century 
of real economic knowledge and ex- 
perience, and have given us a decade 
of flippancies and slogans. 


History’s Lessons Scrapped 


It is a fact that the “classical” 
economists, who are so supercili- 
ously disdained by the “modernists”, 
provided the basis of the American 
system of free enterprise. They 
helped build the nation to its present 
greatness. To suggest, as some of 
our “new” economists do so often, 
that Bentham, Adam Smith, Ri- 
cardo, Bastiat and the Mills were 
abstract scientists, whose world was 
peopled with a species of robot, la- 
beled “the economic man’, is not 
merely nonsense; it is a caluminous 
Caricature of a group of men whose 
high sense of social responsibility 
has never been questioned by eco- 
nomic historians anywhere at any 
time. These men laid the founda- 
tions of the American ideology. The 
character of the early republic, to 
which they contributed so much, re- 
mains impressed upon American 
civilization. It gives substance to our 
claims of the benefits of our type of 
democracy. 

The truth is, that the science of 





economics has been sadly vulgarized. 
It has been travestied by groups of 
exhibitionists who have found spon- 
sorship under a fictitious aegis of 
liberalism. If we are to succeed in 
the war of ideologies, we must re- 
gain and refortify belief in the 
sound traditional values for which 
we have stood in the past. The 
world’s greatest achievements have 
depended as much on fidelity to tra- 
dition, as upon their own originality. 
Totalitarianism grows out of a col- 
lapse of values, beliefs and institu- 
tions that are common to Western 
civilization. The force of Santay- 
ana’s maxim, that those who cannot 
remember or who deliberately ignore 
the past are condemned to repeat it, 
gains added weight daily. 

In an incisive little book with the 
beckoning title, “Economics in One 
Lesson”*, Henry Hazlitt has done 
some broad cutting through a forest 
of current economic fallacies. He 
has hewn a welcome path to clear 
thinking. The book will be chal- 
lenged by vociferous exponents of 
huge government spending and the 
philosophy of political subsidies. It 





*Economics in One Lesson, by Henry 
Hazlitt. Harper & Brothers, New York, 
222 pp. 
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will excite an angry clamor from 
the school of “new economics’”’ op- 
posed to individual savings and 
thrift. It will attract a verbal bar- 
rage from those who discount long- 
run economic policies for the illusive 
benefits gf short-run expedients. 
Hazlitt warns us that, “Today is al- 
ready the morrow which the bad 
economist yesterday urged us to 
ignore.” 

His precis can be reduced to a 
simple lesson in a single sentence. 
“The art of economists consists in 
looking not merely at the immediate, 
but at the longer effects of any act or 
policy ; it consists in tracing the con- 
sequences of that policy not merely 
for one group but for all groups.” 


Spending Is the Popular Cure-All 


He develops his “lesson” with 
logic and conviction. He does it 
without a shadow of pedantry; but 
one quickly senses a vast historical 
knowledge compacted in this little 
book. 

Government spending is an age- 
old expedient. It has a dismal his- 
tory that extends from Ptolemy to 
Hitler. Its ultimate is painfully con- 
sistent. Pericles climbed to dictator- 
ship in Athens on a policy of public 
works, and the democracy of Athens 
was ruined by it. Augustus did it 
in Rome, and Diocletian experi- 
mented with Roman law by fixing 
prices, wages, and the places, con- 
ditions and types of human work; 
in spite of Gibbons’ theories, Rome 
finally fell largely because of these 
policies of government spending. 
Florence voted away freedom for 
the authoritarian rule of the Medici. 
France had her Napoleon. England 
tinkered with “Speenhamland” laws. 
Germany and Italy added their 
sorry spectacles with a Hitler and 
a Mussolini. 

The first principles of sound eco- 
nomics were always there, immut- 
able but ignored. History repeats 
itself only when men do not know 
enough of it to prevent a repetition 
of its errors. Hazlitt brings us up 
to date: 

“There is no more persistent and 
influential faith in the world today 
than the faith in government spend- 
ing. Everywhere government spend- 
ing is presented as a panacea for all 
our economic ills. Is private indus- 
try partially stagnant? We can fix 
it all by government spending. Is 
there unemployment? That is ob- 
viously due to ‘insufficient private 
purchasing power’. The remedy is 
just as obvious. All that is necessary 
is for the government to spend 
enough to make up the ‘deficiency’. 
An enormous literature is based on 
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this fallacy, and, as so often happens 
with doctrines of this sort, it has 
become part of an intricate network 
of fallacies that mutually support 
each other.” 


Taxes and Business Death 

Years ago we were warned 
against the temptation to sublimate 
the “State” or the “Government”. 
Yet there is a rampant herd of eco- 
nomic curiosities who assume that 
the “State” is an entity possessed of 
unlimited resources to give away. 
They tell us that the government 
can spend without stint; that it can 
continue to pile up debt without ever 
paying it off because “we owe it to 
ourselves”. The fact is that govern- 
ment or the State has nothing of its 
own to give anyone; it can only 
subsidize one group by taking a toll 
on the energy and productivity of 
another group by taxation. The 
State’s sole source of revenue is 
taxation. 

On the troublesome question of 
taxes, Hazlitt’s chapter titled “Taxes 
Discourage Production” sparkles 
with sound reasoning and shatters 
another fallacy of the “new eco- 
nomics.” When income is taxed fifty, 
seventy-five, and ninety per cent, it 
is natural that people will examine 
the necessity of working six, eight 
or ten months a year for the govern- 
ment. It means that they are per- 
mitted to retain remuneration for 
only six, four or two months’ work 
for themselves and their dependents. 
If they face a total loss when they 
lose, and can keep only a small frac- 
tion when they win, they will decide 
that it is folly to risk capital in any 
venture. 

Champions of the “new economy” 
have suggested legislation to tax 
savings and other bank deposits. 
Even insurance premiums and pur- 
chases of existing securities are in- 
cluded in their taxing system, with 
certain paternalistic exceptions un- 
der government control. 

Production suffers in direct pro- 
portion to the extent of the discour- 
agement of risking capital. If the 
scheme of the new school were to be 
adopted, it would tax away capital 
before it could be accumulated. 

It is recognized that essential gov- 
ernment functions require a certain 
amount of taxes. The indispensable 
government services supplied com- 
pensate for that drain of capital ; but 
when taxes approach virtual con- 
fiscation, the government creates and 
aggravates the problems of non-pro- 
duction and unemployment. 

Patiently retreading the road to 
first principles, Hazlitt condenses in 
chapter headings the targets of his 


telling attacks on current economic 
fallacies. On the subject of “Credit” 
he says, “All loans in the eyes of 
honest borrowers must eventually be 
repaid. All credit is debt. Proposals 
for an increased volume of credit, 
therefore,.are merely another name 
for proposals for an increasd bur- 
den of debt. They would seem con- 
siderably less inviting if they were 
habitually referred to by the second 
name instead of by the first. 
There is a strange idea abroad, held 
by all monetary cranks, that credit is 
something a banker gives to a man. 
Credit, on the contrary, is something 
a man already has. He has it, per- 
haps, because he already has mar- 
ketable assets of a greater cash 
value than the loan for which he is 
asking. Or he has it because his 
character and past record have 
earned it. He brings it into the bank 
with him. That is why the banker 
makes him the loan. He feels as- 
sured of repayment. He is merely 
exchanging a more liquid form of 
asset for a less liquid form.” 
Bankers stay in the business of 
lending money only if they can sur- 
vive rather exacting tests. If they 
make many mistakes they lose their 
own money, or the funds entrusted 
to them, and have no more. Thus 
private lenders are rigidly selected 
by a process of survival of the fit- 
test. Government lenders have been 
known to lend money for some 
vague purpose like “creating em- 
ployment”; and the more inefficient 
the work—that is, the greater the 
volume of employment it requires 
in relation to the value of the prod- 
uct—the more highly thought of the 
investment is likely to be. 


Risking Other People’s Money 


On the subject of government 
subsidies, he says, ‘““The proposal is 
frequently made that the govern- 
ment ought to assume the risks that 
are ‘too great for private industry’. 
This means that bureaucrats should 
be permitted to take risks with the 
taxpayers’ money that no one is 
willing to take with his own.” 

The copybooks we used in our 
early school days often taught more 
than penmanship. The maxims they 
contained taught the proverbial wis- 
dom of saving and thrift, against 
the consequences of prodigality and 
waste. The classical economic doc- 
trines of Adam Smith were not con- 
sidered too advanced for adolescents 
to copy: “What is prudence in the 
conduct of every private family can 
scarce be folly in that of a great 
kingdom.” 

Continued on page 230 
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Visiting salesmen are the eyes through which 
the purchasing agent broadens his observation 
of the business scene. The turning point from 
the long sellers’ market may already have 
been passed. Both buyers and salesmen must 
revise their thinking in the light of this change 











THE PURCHASING AGENT = 


Specialist 


HE relationship between purchas- 

ing and sales is probably more 
important than most business rela- 
tionships, because the field for de- 
velopment and the creative possibili- 
ties within it have as yet hardly been 
touched. Actually, production prob- 
lems have received a great deal of 
attention and, as evidenced by our 
war effort, have been in a great 
measure systematized and brought 
under effective and efficient control. 
Such can hardly be said of the dis- 
tribution program in our society. 
This distribution problem has many 
aspects, but let us consider here the 
simple relationship between pur- 
chasing agent and salesman. 

Specializing has been the constant 
keynote of business for the past 100 
vears. The salesmen are specialists 
in selling the products of industry ; 
purchasing agents are specialists, 
not alone in buying, but in the prop- 
er concept, they are specialists in 
vendor relations. This definition of 
a purchasing agent’s job, that of 
buying specialists in vendor rela- 
tions is achieving wider acceptance. 
As such, the modern purchasing 
agent, accepting the challenge of this 
definition of his contribution to 
business organization, is seeking 
closer cooperation with the sales or- 
ganizations that are serving him. 
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Relations 


®@ By Arthur G. Pearson 


Director of Purchases, American Meat Institute, Chicage 


Following through on this defini- 
tion of a purchasing agent as being 
a specialist in vendor relations, such 
a purchasing agent looks upon the 
salesmen that call on him as the eyes 
through which he can familiarize 
himself with materials and equip- 
ment that will enable his organiza- 
tion to efficiently produce the proper 
quality of mechandise. 

We might consider at this point 
another definition. Often the ques- 
tion has been raised as to what qual- 
ity of merchandise salesmen should 
attempt to sell. Actually, there is a 
simple definition which rather ad- 
equately answers this question. The 
quality of merchandise that a pur- 
chasing agent should buy, or that a 
salesman should sell or attempt to 
sell, is that quality which would re- 
sult in the lowest unit cost over a 
period for which the material is 
needed. This may mean that the 
purchasing agent should buy the 
very finest or the most expensive 
merchandise available. On the other 
hand, it may mean that he should 
buy the quality that sells at the very 
lowest unit cost. Only the purchas- 
ing agent, working together with the 
salesman, can reach the proper con- 
clusion as to what merchandise will 
come closest to fitting in with this 
definition. Actually, the definition 


of the proper quality to buy is the 
definition of an ideal situation which 
very seldom is realized. All the pur- 
chasing agent can do is to attempt 
to approach that balance of quality 
and cost factors. 

How different this relationship is 
today from the conception that one 
Chicago purchasing agent, a num- 
ber of years ago, had of his job. It 
is said that when a salesman called 
on this purchasing agent, he was 
ushered into a large office that was 
sparsely furnished. As the sales- 
man entered, the purchasing agent 
indicated a lone chair at the other 
side of the room from the purchas- 
ing agent’s desk. This did not bother 
the salesman until he sat in the chair 
and tried to draw it up to the pur- 
chasing agent’s desk. Much to his 
dismay he found that the chair was 
nailed to the floor. When the sales- 
man tried to move, the purchasing 
agent’s comment was, “You are close 
enough. I can hear all that you have 
to say from where you are.” 

In contrast to this, let us consider 
Hank Brueggemann, who until his 
death three years ago was purchas- 
ing agent at Acme Steel Company. 
Hank made courtesy a definite pol- 


Address before the Chicago Sales Club, 
October 3, 1946. 
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icy of his department. Salesmen 
coming out to visit with him were 
met at the station with the company 
car, and if they had to wait, they 
were offered coffee and rolls, or 
what have you, while they waited in 
the reception room. Hank was the 
type of man which we have all con- 
tinually admired. Just the other day, 
the Purchasing Agent’s Association 
of Chicago, offered to District 3 of 
the National Purchasing Agents As- 
sociation, an award which is to be 
called the H. L. Brueggemann 
Award. This award each year will 
be made to the man in the middle 
west who has contributed the most 
to the advancement of purchasing, 
and, who by action, precept, and 
personal characteristics most closely 
emulates the unselfish devotion of 
Hank Brueggemann. 

More and more the smart pur- 
chasing agent realizes that while he 
can get away from his desk a great 
deal to visit vendors and to visit 
departments of his own organiza- 
tion, he still is limited in his value 
to his company by what he himself 
has time to cover. If, on the other 
hand, he uses salesmen as his eyes, 
he has many men who consider it 
part of their work to watch out for 
his interests, to locate new sources 
of supply and offer him substitu- 
tions for materials that are difficult 
to get, or substitutions which will 
result in a better product at a lower 
cost. These services of a salesman 
to a purchasing agent are today of 
greater value than ever before. This 
is true because we-are in a period 
of turmoil, of changing ideas, 
changing production, of new and 
sometimes better methods. On all 
these factors the purchasing agent 
must keep himself thoroughly in- 
formed. 

It is the salesmen calling on him 
from day to day that enable the pur- 
chasing agent to keep his fingers on 
the pulse of the business world. 
When the salesmen stop calling, the 
purchasing agent loses his contacts, 
and to a certain extent becomes 
blind as to what is taking place in 
the cross currents of the business 
world. Sure, he gets reports and bul- 
letins and all the other useful forms 
of data and information, but these, 
while they may supplement the calls 
that a salesman makes, cannot by 
any measure or means take the place 
of what a salesman, as the purchas- 
ing agent’s eyes, can do for him. 

Another illustration, which I hesi- 
tate to mention because it has been 
so widely quoted, but nevertheless it 
does illustrate the point, is the 
change that is taking place in the 
past few months in the purchasing 
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organization of the Ford Motor 
Corporation. When General Al 
Browning was recently made vice 
president in charge of purchasing 
for the Ford Motor Company, he 
set out to make his purchasing de- 
partment a more valuable tool of 
management. One of the first things 
he did was to ask for a list of the 
organizations, business societies and 
clubs to which members of his pur- 
chasing department belonged. He 
was very much surpised when he 
was informed that it had been con- 
trary to the company policy for 
members of the purchasing depart- 
ment to be seen with salesmen. In 
fact, to be seen outside the office 
with a salesman was a good cause 
for being fired from the purchasing 
department at Ford Motors under 
the old regime. I understand when 
the buyers went to a ball game, the 
salesman had to be sure that some 
third person was sitting between 
them. This sounds laughable, but it 
is a situation which actually existed 
in a large purchasing department. 

Incidentally, the purchasing de- 
partment issued a blanket order cov- 
ering the cost of membership fees to 
local purchasing agents associations 
for 55 of their members. This also 
was a distinct revision of a former 
policy, because for years it had been 
impossible for any local associations 
to induce Ford Motor Company per- 
sonnel to join their associations, The 
Purchasing Department was asked 
to submit a list of clubs because they 
are expected to take salesmen out. 
This is an example of a change 
which, no doubt, many of you have 
noticed going on in other organiza- 
tions. When purchasing people look 
upon their work as career work, the 
type of work that they want to 
spend their entire life doing, you 
will find them turning more and 
more to the salesman and developing 
contacts with salesmen, because they 
know that through these men they 
are going to be able to do a better 
job. 

Through the war period, it was 
the salesman who kept the purchas- 
ing agent and his company supplied 
with materials, and now as we go 
into the turmoil of new products, 
new methods, new procedures, it is 
again going to be the salesman who 
will keep the purchasing agent in- 
formed as to what is going on. The 
smart purchasing agent, practicing 
what we in purchasing like to call 
good buymanship, encourages and 
sultivates these salesmen. 

For a long time we have heard 
about the sellers’ market. Most 
salesmen have probably spent more 
time turning down orders than ac- 





cepting orders, and have racked 
their brains to allocate the short 
supplies of items between those 
companies they want very much to 
take care of and retain. Actually, 
the situation that we have had in the 
past few years has been the sales 
manager’s dream come true — but 
only in the form of a very bad head- 
ache. That situation is probably 
further on its way to being changed 
than many of us realize. In fact the 
Business Survey Report of the Pur- 
chasing Agents Association of Chi- 
cago appears to indicate at the pres- 
ent time that the turn came some- 
time during the month of August. 
Often when a turn has been reached, 
it is hard to realize that a turning 
point has been passed until we are 
three or four months past this turn- 
ing point. However, our Chicago 
Association, for the past year in its 
Business Survey Report, has been 
able to check very closely on the 
trend of business activity in our 
community. 

We have found that these reports 
consistently give information that 
has been running one or two months 
ahead of the information available 
from other sources. This has been 
true to such an extent that both the 
Chicago Federal Bank and the Na- 
tional Reserve Bank insist on re- 
ceiving a copy of our report as soon 
as it is ready. 

A surprising thing to all of us 
was the information contained in 
the September report. Where our 
members had been continually ex- 
tending the committments that we 
were making, up to that time, we 
now find that they are reducing 
their buying policy, i. e., where 
members had been anticipating re- 
quirements by 180 days, they are 
now anticipating their requirements 
by 90 days. Processes which had 
been increasing percentagewise were 
now levelling off, and while few re- 
ported lower prices, the percentage 
reporting higher prices was lower 
than it had been for a long time. 
Backlogs of orders were decreasing, 
and in a number of cases, consider- 
able cancellations of unfilled orders 
were reported. If subsequent re- 
ports show a continuation of this 
trend, we will feel certain that a 
change has occurred. This will no 
doubt foreshadow a change in what 
salesmen, acting as the eyes of the 
purchasing agents, are going to have 
to do. 

Now more than ever, the purchas- 
ing agent is going to need and use 
good eyes. Salesmen more than 
ever, are going to have a chance to 
be of real service to the purchasing 


(Continued on page 328) 


PURCHASING 

























THE FABLE OF THE 
AMBITIOUS FROG 
AND THE 
BIGGER PUDDLE 


HIS is a drama in three acts, 
which might have been entitled 


“Purchaser’s Progress”. The hero 
might be you. 
I. 
Time: 1935. Place: Do-Well 


Diecasting Company, Middletown. 
Characters: A purchasing agent and 
others. As the scene opens, the p.a., 
a handsome, wholesome, healthy, in- 
telligent egg of about thirty, sits at 
his desk chewing a cigar and play- 
ing thoughtfully with a letter. His 
secretary sashays in. 

P.A.: “Do-Betteft Diecasting in 
Bigtown needs a director of pur- 
chases. Think I’d stand a chance?” 

Sec.: “Don’t you know when 
you’re well off, boss? Here every- 
body looks up to you. You've got a 
nice house, good friends, a steady 
income. What more can you ask? 
I always say, it’s better to be a big 
frog in a little puddle than a little 
frog in a big puddle. Or, as litera- 
ture has it, it’s better to be first in a 
little Iberian village than to be sec- 
ond in Rome, if you'll forgive my 
scholarly allusion. Anyhow, don’t 
go to Do-Better!” (She sashays 
out. A salesman enters.) 

P.A.: “Do-Better Diecasting 
needs a director of purchases. What 
do you think about—?” 

Salesman: “Oh, I don’t know. I 
always say it’s better to be a big 
frog in a little puddle than a little 
frog in a big puddle.” (He sashays 
out. Friend enters.) 
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P.A.: “Do-Better Diecasting 
Company needs a new director of 
purchases. What do you—?” 

Friend: “Don’t kid yourself. I 
always say it’s better to be first in 
New Middletown than to be second 
in New York. Longfellow and 
Caesar agree with me on that point. 
Don’t do it.” (Friend sashays out.) 

P.A., wistfully: “I’m not a frog 
and Do-Well isn’t an Iberian vil- 


lage. But—I guess—” (He tears 
up the letter as the curtain falls.) 
II. 


Time: 1940. Still at Do-Well. 
The purchasing agent is again fid- 
dling with a letter, opportunity hav- 
ing outdone herself and knocked 
twice. His secretary sashays in. He 
is silent until she sashays out. He is 
also silent as a salesman and a 
friend sashay in and out. Then he 
tiptoes stealthily over to the tele- 
phone and asks for an outside line. 

P. A., into telephone: “Western 
Union, I want to send a telegram to 
Do-Better Diecasting in Bigtown.” 

As the curtain drops, the p.a. is 
prowling uneasily about his office, 
his cigar just a tattered shred of to- 
bacco leaf hanging doubtfully from 
his mouth. He mutters. “Maybe 
I’m overrating myself, but the die 
is cast. Gosh, what if I fall flat as 
an overripe tomato?” 


Il. 


Time: the present. Scene: Of- 





THE BUYER’S 4ESOP 


By Irma Fuehr 
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fice of the director of purchases at 
Do-Better Diecasting Company. As 
the curtain rises, our hero is clear- 
ing off his desk, ready to leave for 
Do-Best Diecasting Company in 
Biggest-Town. Another secretary, 
salesman, and friend hover about 
hinr obstructingly. 

Secretary, salesman, friend, in 
chorus: “Don’t you know when 
you're well off? Here you’ve gota 
nice house, good friends, a steady 
income. Why risk it all? Like I 
always say, it’s better to be first in 
a little Iberian village than to be 
second in Rome. Also, like I al- 
ways say, it’s better to be a big frog 
in a little puddle than a little frog in 
a big puddle. You’re making one 
hell of a mistake in going to Do- 
Best Diecasting!” 


P.A., shouting as he snatches out 
a 45: “Did it ever occur to you 
that I might become a big frog in a 
big puddle? Take that, you ninnie! 
Take that, you numbskull! Take 
that, you bonehead! Take that, and 
that, and that!” 


Having shot all three, he steps 
over the dead bodies, goes into a 
clinch with his wife, who has been 
watching tenderly from the door- 
way, and with her he vanishes in a 
glorious technicolor fade-out. 


Moral: Friends may like you but 
they won’t overrate you. And/or: 
Stay in the hillage 
Of an Iberian village 
Only if you actually prefer vil- 
lages. 
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N.A.P.A. President Aljian brings greetings to the members of District No. 7 





SOUTHEASTERN PURCHASING AGENTS 


ITH registered attendance 
closely approaching the 200 
mark, the series of annual confer- 
ence meetings of Southeastern Pur- 
chasing Agents—District No. 7, N. 
A.P.A.—which had been interrupted 
during the war years, were resumed 
with a highly successful two-day 
conference at the Thomas Jefferson 
Hotel, Birmingham, Octeber 10th 
and llth. Previous conferences 
were held at Birmingham in 1940, 
and at Chattanooga in 1941. At the 
District Council meeting in Tampa 
a year ago, it was unanimously de- 
cided that this constructive activity 
should again be undertaken as soon 
as hotel and travel conditions per- 
mitted, and the Alabama Association 
volunteered to serve as host for the 
first postwar conference. 

The meeting was well timed, and 
the program keyed to current pur- 
chasing problems. Notable also was 
the representative nature of the 
gathering. Three additional associa- 
tions—Florida, Georgia, and Mem- 
phis—have been organized in the 
District since the previous confer- 
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ence, and representative delegations 
from these groups were present as 
well as from the longer established 
Alabama, Chattanooga and Louis- 
ville Associations. 

The following members of the 
Alabama Association headed the 
conference committees : 

General Chairman, George H. 
Cole, Alabama Power Company. 

District Coordination, Harlan E. 
Cross, Sloss-Sheffield Steel & Iron 
Company. 

Program, George L. Wilson, Jef- 
ferson County Commission. 

Hotel Arrangements, Clyde H. 
Porter, Alabama By-Products Cor- 
poration. 

Registration and Reception, Fred 
W. Witherington, Southern Car & 
Manufacturing Company. 

Finance, Barnie B. Jones, Jones 
& Armstrong Steel Company. 

Publicity, Quin Cather, Cather 


srothers Printing & Publishing 
Company. 
Banquet, Herschel A. Wilson, 


Long-Lewis Hardware Company. 
Golf, Allen Rushton, Birmingham 


Ice & Cold Storage Company. 

Plant Visitation and Sight Seeing 
L. C. Teague, Tennessee Coal, Iron 
& Railroad Company. 


Southern Progress 


General Chairman George H. 
Cole called the conference to order 
and presided at the opening session 
on Thursday morning. Dr. Marvin 
A. Franklin of the Highlands Meth- 
odist Church delivered the invoca- 
tion. The delegates were welcomed 
by T. Hoyt Prater of McWane Cast 
Iron Pipe Company, President of 
the Alabama Association, and Hon. 
W. Cooper Green, President of the 
3irmingham City Commission. 

Theme of this session was 
“Southern Progress Through Pur- 
chasing”. This topic was developed 
in two addresses. Lewis M. Smith, 
Vice President and Director of 
Public Relations, Alabama Power 
Company, spoke on “The Purchas- 
ing Agent and Public Relations”. 
Dr. Howard T. Lewis, Professor of 
Marketing, Harvard Graduate 
School of Business Administration, 
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and Editor of the Harvard Business 
Review, spoke on “The Economics 
of Purchasing”. Both of these ad- 
dresses are reported in detail in this 
issue. Edgar E. McCulley, Purchas- 
ing Agent of the Courier-Journal 
Job Printing Company, Louisville, 
led the discussion following Mr. 
Smith’s paper, and Martin Sunder- 
land, Purchasing Agent for the 
Memphis Union Station, discussed 
Dr. Lewis’ thought provoking pres- 
entation. 


Current Problems 


Thursday afternoon’s meeting 
was devoted to the topic, “Current 
Purchasing Problems”. W. E. Rier, 
Purchasing Agent of the Rotary 
Lift Company, Memphis, and Na- 
tional Director of the Memphis As- 
sociation, presided at this session. 
He introduced as speakers, George 
A. Renard, Executive Secretary of 
the National Association of Pur- 





IN CONFERENCE AT BIRMINGHAM 








chasing Agents, New York, and 
George W. Aljian of San Francisco, 
Director of Purchases and Packag- 
ing, California & Hawaiian Sugar 
Refining Corporation, and President 
of N.A.P.A. 

Speaking under the familiar title 
“From One P.A. to Another”, Mr. 
Renard warned of the uncertainties 
inherent in the present economic sit- 
uation, pointing out that conditions 
vary widely in respect to different 
materials and industries, resulting in 
highly selective markets and calling 
for the exercise of informed judg- 
ment on the part of purchasing men. 
While economists are divided in 
opinion as to the probable timing of 
the transition from sellers’ to buy- 
ers’ markets, he declared that no 
clearly defined trend is to be expect- 
ed—that the turning point may al- 
ready have been reached in some in- 
dustries, and that other products 
might continue in short supply for 


Excellent program and keen interest 
mark third annual District meeting 
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an extended period due to the fact 
that specialized, production facilities 
are not in balatice with immediate 
demands even though the overall 
facilities of an industry might be 
ample, judged merely on a tonnage 
basis. The fundamental responsi- 
bility of the purchasing man is un- 
changed in these changing condi- 
tions ; he must adapt his policies and 
program to the prevailing condi- 
tions. At the present time, the sub- 
jects that must have priority in busi- 
ness thinking are these: We must 
have (1) high national income, (2) 
a high rate of employment, and 
(3) high unit productivity. And in 
the long run, the law of supply and 
demand, rather than any artificial 
regulations and controls, will pre- 
vail. A more detailed report on Mr. 
Renard’s address appears elsewhere 
in this issue. 

President Aljian posed the ques- 
tion, “How Big Is Our Job?” The 
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Information panel—the “line” that stopped all the questions propounded by the con- 

ference: r.e., Alexander, of Chattanooga; r.t., Carmichael, of Atlanta; r.g., Renard, of 

New York; c., Lind, of New Orleans; l.g., Marcus, of Louisville; Lt., Porter, of Birming- 
ham; l.e., Gutman, of Louisville. 
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CLAYTON RAND 


Gulfport editor, whose sparkling wit 
enlivened the banquet session 


answer to this question, he declared, 
depends on the horizons that pur- 
chasing men set for themselves in 
the scope of their function and in 
respect to their company’s needs, 
and, equally important, on the ex- 
tent to which they equip themselves 
for making constructive contribu- 
tions to the company’s operation and 
assuming wider responsibilities. The 
potentialities are limitless, going 
beyond the obvious and routine con- 
cern with requisitions, sources of 
supply, and prices. The alert pur- 
chasing man will find possibilities 
for constructive service in anticipat- 
ing requirements and suggesting im- 
provements and economies regard- 
ing packaging materials and meth- 
ods, materials handling equipment, 
power plants, and the like, as well as 
advising on inventory policies and 
other factors of the basic materials 
program. He cited the example of 
a forward looking purchasing man 
who was constantly a year or more 
ahead of company requirements in 
his thinking and has consequently 
made of the purchasing department 
and of his own position a vital and 
leading force in company policy and 
operations. In conclusion, Mr. Al- 
jian decried the attitude that seeks 
professional status for purchasing, 
since the more complete realization 
of purchase possibilities lies in the 
direction of functioning in an ex- 
ecutive capacity. 


Information Panel 


Following these addresses, Fred 
A. Lind, Purchasing Agent of the 
Louisiana Coca-Cola Bottling Com- 
pany, New Orleans, took over the 
rostrum as chairman of an informa- 
tion panel to comment on questions 
raised by those present. In a unique, 
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fast moving, and highly effective 
method of handling his assignment, 
and in keeping with the spirit of the 
season, Mr. Lind visualized his 
panel members as a strong defensive 
football line, ready to cope with any 
difficult or baffling plays which 
might be thrown at them. He intro- 
duced the “players”: at right end, 
James M. Alexander, Purchasing 
Agent of the Cavalier Corporation, 
Chattanooga ; right tackle, J. R. Car- 
michael, Supervisor of Purchases 
and Stores, Georgia Power Com- 
pany, Atlanta; right guard, George 
A. Renard; left guard, Cal Marcus, 
Purchasing Agent of Edward H. 
Marcus Paint Company, Louisville ; 
left tackle, Clyde H. Porter, Pur- 
chasing Agent of the Alabama By- 
Products Corporation, Birmingham ; 
left end, H. W. Gutman, Purchas- 
ing Agent of the Standard Oil Com- 
pany of Kentucky, Louisville. Mr. 
Lind, at center, had the job of 
“passing the ball” to his colleagues. 
Carrying out the football theme, the 
questions were classified under four 
general headings, each group to con- 
stitute one “quarter” of the game. 


Mr. Lind blew a whistle, and the 
first quarter was on, discussing 
questions on the fundamentals of 
purchasing organization. Mr. Mar- 
cus read questions that had previ- 
ously been submitted, and further 
questions were invited from the 
floor. 


Question: Is it desirable that pur- 
chasing and stores operations be 
under one head? 


Answer (Carmichael) : Yes. Such 
organization makes for complete 
and effective inventory control; the 
purchasing department knows just 
what materials are on hand at all 
times ; the centralized authority pro- 
motes better coordination with store- 
keepers. 

Ouestion: Outline the best pro- 
cedure and flow of work in the pur- 
chasing department. 

Answer (Alexander): No one 
procedure can be set up as the best 
for all companies ; it must be adapt- 
ed to the type of industry and op- 
eration, size of company, and similar 
factors. 


Question: What educational or 
training program will best fit pur- 
chasing department employees to 
take on greater responsibilities ? 


Answer (Renard): For success 
in purchasing, it is necessary to 
serve an apprenticeship in buying, 
just as the medical school graduate 
acquires experience as an interne 
and the law school graduate starts by 
“reading law” in an established of- 
fice. By a similar process, you can 


make a pretty good purchasing agent 
of the man who has the right back- 
ground of knowledge of products 
and their uses. Desirable qualifica- 
tions include a knowledge of pro- 
duction work, stores operations, and 
the interrelationship of various com- 
pany departments. 

Ouestion: What information and 
conditions should be printed on pur- 
chase order forms? 


Answer (Gutman): It should be 
identified as a purchase order; show 
the name of the company; have a 
number, and instructions to use that 
number on shipments and in cor- 
respondence relating to the order; 
spaces for vendor’s name, quantity, 
description and price of the items 
ordered; f.o.b. point and terms of 
payment; instructions for acknowl- 
edgement and invoicing ; and an au- 
thorized signature. 

Question: What is the scope of 
purchasing department responsibil- 
ity in respect to the timing of orders 
for delivery of goods when needed? 

Answer (Porter): It is the re- 
sponsibility of management to see 
that purchasing is advised of re- 
quirements promptly enough that 
they may be ordered in time. (Re- 
nard) : Responsibility and authority 
in respect to any phase of buying 
will find their own level according 
to the purchasing agent’s ability to 
handle the problems. 


Inventory Control and Records 


After a brief intermission, the 
whistle announced the beginning of 
the second quarter, on the subject 
of inventory policy, stores control 
and records. 


Question: What is a sound inven- 
tory policy to adopt when and as 
materials again become available in 
fair supply? 

Answer (Alexander): Our com- 
pany carries no speculative inven- 
tory, but aims to adjust purchases to 
actual or estimated use. Every item 
must be separately considered, and 
policies may differ on different 
items. For example, cedar lumber 
is seasonal in supply, being largely 
produced for market in the farmers’ 
off-season ; therefore we buy all we 
can when it is available. (Gutman) : 
Timing and quantity of purchases 
must take into consideration labor 
conditions in the supplier industry, 
market price, and a variety of local 
conditions. (Porter): The war 
taught us that we can get along on 
much smaller maintenance inven- 
tories than we used to carry. 


Question: What purpose is served 
by commodity records maintained 
in the purchasing department ? 
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Answer (Carmichael): We do 
not maintain stock records in the 
purchasing department, feeling that 
this would be merely a duplication 
of information recorded elsewhere. 
This is particularly true because the 
stores department in our organiza- 
tion comes under the purchasing de- 
partment. We have available the 
record of last.cost, the inventory 
record at the warehouse, and the 
record of usage through inventory 
and “in and out” cards. The only 
exceptions to this are the purchases 
that are made for use on a specific 
job and are delivered direct without 
passing through stores. 

Question: .\What will prices do 
over the next several years? 

Answer (Renard): You will do 
well if you can figure that out for 
even the next several months. It is 
the concensus among purchasing 
agents that some few price controls 
will continue in view of the scarcity 
of materials. Otherwise the law of 
supply and demand will govern. 

Question: Has opinion on price 
control changed because of the pres- 
ent confusion 

Answer (Renard): Yes. Up to 
last spring, purchasing men general- 
ly favored the gradual relinquishing 
of controls; now they favor drop- 
ping controls. Controls should not 
have gone off abruptly as they did, 
but, once off, they should not have 
been put back on. The most effective 
method of control would be bulk- 
line pricing, establishing a price level 
that will bring out the quantity of 
production needed, but not subsidiz- 
ing uneconomical production beyond 
that point. The practical policy is 
to disregard the effect of price con- 
trols from here in. 

Question: If you buy at an estab- 
lished price at the beginning of the 
month, and prices increase at mid- 
month, how can the difference be 
charged off ? 

Answer (Gutman): By using 
average price on total inventory at 
time of use. (Renard): Last-in- 
first-out pricing is effective on fluc- 
tuating markets, and is most closely 
keyed to current markets. (Lind) : 
First-in-first-out pricing is the most 
realistic, and permits inventory valu- 
ations to be carried at actual cost. 
Any of the standard methods are 
acceptable for accounting and tax 
purposes, but you are not permitted 
to change your practice for tempo- 
rary tax advantage ; you must follow 
a consistent policy. 

After a mid-game stretch, the 
whistle blew for the‘ third quarter, 
covering the broad field of purchas- 
ing policies, escalator clauses, pro- 
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duction outlook, and considerations 
of the sectional economy. 

Question: Should the purchasing 
agent sign contracts containing esca- 
lator clauses? 

Answer (Renard): The impor- 
tant thing is to distinguish between 
a real escalator clause, which auto- 
matically adjusts the price in ac- 
cordance with variations in stated 
factors of cost, and the loose and 
inaccurate use of this term in con- 
nection with open price adjustment 
clauses. The latter are the danger- 
ous ones. A contract calling for 
“price at time of delivery” is just 
like handing a blank check to the 
vendor. There may be need for 
price adjustment clauses under pres- 
ent conditions, but they should pro- 
vide fot adjustment in which both 
the buyer and seller should have a 
voice. For example, a price change 
should not be effective without rea- 
sonable notice, such as 30 days, and 
the buyer should have the privilege 
of cancellation. (Gutman): A real 
escalator clause does just that; it is 
a case of give and take. 

Question: How does steel produc- 
tion compare with wartime produc- 
tion and where is the major tonnage 
going ? 

Answer (Porter): Steel produc- 
tion is off by 15 million tons as com- 
pared with last year. This is largely 
due to strikes, inability of producers 
to get coal, etc. Producers are not 
taking orders beyond six months. 
Exports are limited to 6% of total 
production. One of our chief diffi- 
culties is that we are off balance as 
to types of steel that can be pro- 
duced. We have plenty of capacity 
for the heavy plate needed for war 
purposes, but we haven’t enough 
capacity for the sheet and strip 
items that make up present demand. 

Question: What course should a 
purchasing agent follow when he 
has the choice of placing orders di- 
rect with a distant producer or with 
a nearby agent? 

Answer (Carmichael) : It depends 
partly on the price. You can afford 
to pay the distributor 5% more 
when you figure the saving in ware- 
house space and investment. There 
is also a question of what service 
you can get from the distant sup- 
plier. By giving the distributor 
credit for the order, this can some- 
times be used as a trading advantage 
on other items. (Porter): It is 
usually good policy to give the dis- 
tributor a break on quantity busi- 
ness. (Lind): Whenever possible, 
favor the lecal source. (Gutman) : 
Remember, you have to live with the 
local firm. 


Question: To what extent should 
a buyer consider the sectional econ- 
omy in placing business? 

Answer (Lind) : It is not always 
possible, but a good rule would be: 
(1) buy local when possible; (2) 
try to buy southeastern products; 
(3) buy the goods wherever you can 
get them. 

Question: What is the reason for 
textile mills’ failure to make the type 
of goods needed by institutions and 
industries, and what can be done 
about it? 

Answer (Louise Capps, Purchas- 
ing Agent and Vice President, Cres- 
tex Mills): It has been largely a 
matter of price ceilings. Mi£ll pro- 
duction has naturally and necessarily 
switched to the more profitable items. 
As a matter of fact, the situation is 
easing ; shoppers are finding hereto- 
fore scarce items now offered by the 
stores, and this should result in less 
active demand for household textile 
products. A good deal of this de- 
mand has_ been psychological, 
prompted by newspaper reports of 
shortages. Because of this, there has 
been an abnormal tendency on the 
part of householders to buy and 
stock such items in far greater quan- 
tity than they would ordinarily do, 
in the fear that they might not be 
able to get them when needed. It 
has been a case of “inventory hoard- 
ing” by consumers. 

Question: Can anything be done 
to curb the publication of such re- 
ports of actual and predicted short- 
ages by the newspapers? 

Answer (T. A. Corcoran, Pur- 
chasing Agent, Louisville Courier- 
Journal): It is the function of the 
press to print the news, accurately 
and completely, without regard to 





STUART F. HEINRITZ: 


“The real future of purchasing de- 
pends on what others think of us” 
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SPENCE FLINN 


Past District Vice President, presided 
over the Friday business session 


the effect on special interests of any 
group. This is a problem which is 
constantly arising in every news- 
paper office, but if news were de- 
liberately suppressed because some 
adversely affected, there 
would be no news at all and the 
press would fail in its function. 
Ouestion: When may we expect 
delivery schedules on capital equip- 
ment to shorten? 
(Alexander): No gen- 
eralization 1s Delivery 
promises now vary from 12 to 24 
months or longer, depending on the 
type of equipment wanted. (Re 
nard): It is probable that the peak 
of demand has already been reached 
or passed. When that condition pre- 
vails, delivery schedules will feel the 
effect from both ends higher pro 
duction schedules on the one hand, 
and tapering off of forward orders. 
There should be a noticeable change 
in this situation by the spring of 
1947. One other important factor is 
that we have already stopped ship- 
ping 25% of our machine tool out- 
put to Russia. 


one is 


J1nSsSwer 


possible. 


Departmental Relations 


Che fourth quarter whistle intro- 
duced a discussion of the purchasing 
department’s relationships to those 
with whom the buyer comes in con 
tact. 

Ouest n: What type of 
should the purchasing executive 
make to company management? 

Answer (Alexander): If man- 
agement is competent, it knows what 
the purchasing department is doing 
from inventory and accounting re 


ports. 


rept rt 


Management is a matter of 
team work. In our company, the 
purchasing agent sits in on the 


120 





monthly meetings where policy and 
plans are discussed, and participa- 
tion in these meetings serves the 
purpose of a report. (Carmichael) : 
The purchasing officer should attend 
all staff meetings of his company, 
and there report on price trends, 
shortages, and what is ahead for 30 
to 60 days in regard to materials. 
(Renard): It is essential for sales 
and production departments to know 
when they can get materials to proc- 
ess and sell. You can’t develop a 
production program without know- 
ing when materials for that program 
can be had. 

Ouestion: \WWhat are some of the 
ways and means by which a com- 
pany’s public relations can be im- 
proved through the purchasing de 
partment ? ‘ 

Answer (Carmichael): The best 
way, especially in a utility company, 
is to see that the customers are satis- 
fied. It is a good rule in all dealings 
to act as if you are representing the 
company, and not merely represent- 
ing the purchasing department. 

Question: To what extent should 
reciprocity be considered ? 

Answer (Gutman): Reciprocity 
is bad only when it is abused, as 
when a salesman uses the argument 
to force the purchase of things you 
don’t want and can’t use. It is legiti- 
mate and proper when it works to 
the mutual benefit of both com- 
panies involved. All other things 
being equal, the practice of reci- 
procity makes (Renard) : 
Reciprocity is the natural outcome 
of human relations. There is no 
harm in it up to the point where it 
penalizes the company in the way of 
excessive and uneconomic costs. 

The $64 Question: When will the 
sellers’ market end and develop into 
a buyers’ market? 

Answer (Renard): The change 
will come gradually, faster in some 
industries than in others. The sell- 
ers market is already a thing of the 
past in respect to some products. 
(Porter) : The change would be ef- 
fected more rapidly if artificial con- 
trols were removed. Remember that 
every seller has to be a buyer first, 
and has his own problems of pro- 
curing supplies. Scrap iron and soil 
pipe are both scarce, and you need 
the one to make the other, yet OPA 
has ruled that you can’t swap scrap 
for soil pipe. 

Chairman Lind brought the ses- 
sion to a close promptly at the sched- 
uled time, and received a hearty 
round of applause for his excellent 
handling of the forum. 

Acting on the premise that “All 
Work and No Play Makes P. A. 
Jack a Dull Boy”, 


sense. 


serious business 


was ruled off the 
Thursday evening. 
and their ladies gathered for a de- 
lightful cocktail hour and get-to- 
gether, and then proceeded to the 
banquet hall. 


program for 
The delegates 


George L. Wilson, Conference 
Program Chairman, presided at the 
banquet, introducing the members 
of the Seventh District Council and 
other guests of honor at the head 
table. There was a brief interlude 
of music and comedy entertainment 
Then Mr. Wilson introduced the 
speaker of the evening, Clayton 
Rand, editor, author, and story- 
teller extraordinary, of Gulfport, 
Mississippi. 

The subject of Mr. Rand’s ad- 
dress was “The Over-Education of 
the Unintelligent,” which he regards 
as one of the chief reasons for our 
confusion and economic troubles to- 
day. He developed his theme in a 
witty and sparkling conversational 
manner, which nevertheless had a 
serious undertone, pointing out the 
fallacies and dangers of bureau- 
cratic government. Current political 
ideologies, which are a far cry from 
the basic principles of democracy, 
constitute a serious threat to Amer- 
ican liberties and prosperity, he de- 
clared, and we had better do some- 
thing about it before it is too late. 
[If on any given date, he said, a 
representative body of Americans 
should decide not to be bound by 
clearly undemocratic regulations, we 
would quickly come back to national 
sanity. 


Looking to the Future 


The Friday morning business ses- 
sion was devoted to the topic, “Fu- 
ture Developments in the Field of 
Procurement”. Presiding at this 
session was W. S. Flinn, Purchasing 
Agent of The Simplicity System 
Company, Chattanooga, and im- 
mediate Past District Vice Presi- 
dent for District No. 7, N.A.P.A. 

First speaker was Thomas D. 
Jolly, Vice President (Purchases 
and Engineering) of the Aluminum 
Company of America, Pittsburgh. 
Mr. Jolly spoke on “The Buyer- 
Seller Relationship”. He decried the 
increasing use of over-complicated 
contract forms and clauses designed 
to shift the normal responsibilities 
and risks of sellers to buyers, and 
vice versa. A company should not 
try to sell, he said, on a form of con- 
tract that it would be unwilling to 
have its own purchasing agent ac- 
cept as a buyer. He proposed a form 
of agreement, to be entered into be- 
tween major customers and major 


Continued on page 276 
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L ING before the spring of 1945, 
when the idea of a District Ac- 
tivities Committee took definite form 
at the 7th District Council meeting 
in Chattanooga, there was a feeling 
in the minds of several purchasing 
men in the Southeast that somehow, 
and through some type of organiza- 
tion, more thought should be given 
and plans made for intensive activi- 
ties on a District-wide basis that 
would directly benefit the purchas- 
ing agents of these Southeastern 
States. 

As far back as 1939, under the 
leadership of T. A. Corcoran, then 
Vice President of District No. 7, the 
thought was disseminated among the 
national directors of the four As- 
sociations that then comprised the 
7th District of N.A.P.A.—Birming- 
ham, Chattanooga, Louisville, aid 
New Orleans—that a one-day coa- 
ference held by the purchasing 
agents of these groups for the pur- 
pose of discussing purchasing auc 
‘economic problems pertaining to this 
section would be most helpful in 
many ways. In the fall of 1940, 
these thoughts bore fruit, and cul 
minated in the first District-wide 
Conference of Southeastern Pur- 
chasing Agents at Birmingham. The 
next year the event was successfully 
repeated with Chattanooga as the 
host city. 

The war came on.. With travel 
restrictions, and with our hands full 
trying to secure sufficient materials 
to keep our plants running, the con- 
ferences were omitted from 1942 to 
the present. Ever present during 
those three years, however, was the 
dormant thought that more activities 
of a similar nature should be en- 
gaged in, and that some group with- 
in our District membership — not 
quite so busy with Association af- 
airs as our District National Direc- 
tors — should be formed to make 
plans for such further activities. 

Hence, at the spring Council 
meeting in 1945, through the co- 
ordination of ideas advanced from 
men throughout the, District, a com- 
mittee was authorized by the Dis- 
trict Council to be known as the 
“Seventh District Activities Com- 
mittee,’ to work under the authority 
of the District Council. Its purpose 
was to formulate and coordinate 
policies relative to plans and proj- 
ects especially engendering the ad- 
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By Harlan E. Cross 


Purchasing Agent 
Sloss-Sheffield Steel & Iron Company 


Birmingham 


vancement of the membership of the 
Associations of the 7th District, and 
thus both to strengthen their status 
and influence within the N.A.P.A., 
and also to work toward the ad- 
vancement of the purchasing profes- 
sion and the economic position of 
this section through sound purchas- 
ing policies and practices witain our 
area. 

District Vice President W. 8. 
Flinn appointed Harlan E. Cross of 
Birmingham as Chairman of this 
committee, with authority to form 
the committee by selecting one mem- 
ber from each Association in the 
District, now comprising seven ac- 
tive groups instead of the original 
four. The tenure of the members 
was to be for a period of three 
years. The committee was officially 
confirmed by the District Council at 


ACTIVITIES PROGRAM 


a meeting in October 1945, at 
Tampa, Florida. 

It was at the Tampa District 
Council meeting, last fall, upon this 
committee’s recommendation, that 
plans were formulated to resum2 the 
District Conferences so successt ullv 
held in 1940 and 1941, upon an en- 
larged scale. The invitation of the 
Alabama Association to hold the 
meeting in Birmingham was accept- 
ed. A major league team of confer- 
ence committees was immediately 
lined up by the Alabama Associa- 
tion. Today our hats are off to this 
group of men who have so ably 
carried out the request of our Dis- 
trict Activities Committee for a 
really first rate conference. Through 
this wonderfully planned and man- 
aged conference, the purchasing 
profession and Southeastern pur- 
chasing agents have been elevated 
and magnified, not only before the 
eyes of the Southeast, but of many 

Continued on page 322 


Report given at the Third Annual Con- 
ference of Southeastern Purchasing Agents, 
Birmingham, October 11, 1946. 
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THE PURCHASING AGENT 





By Lewis M. Smith 


Vice President 
Alabama Power Company 


Birmingham 


A three-way plan by which 
the purchasing man can help 
enhance the position of his 
company, his industry, and his 
community 


HE whole nation is turning its 

eyes toward the South. We are 
waking up. We are surprising many 
of our own people by what we can 
do. We have made tremendous pro- 
gress in recent years but the real 
job has just been started. 

Just in case some of you need 
to be reminded that the spotlight 
is on us, let me enter here the testi- 
mony of a few witnesses. 


Spotlight on the South 


The New York Trust Company 
Index has concluded that: 

“The continued industrial development 
of the South seems naturally and logically 
indicated. Its wealth of resources, its fav- 
orable climate, its ample power supply, 
and its other advantages may well make 
this region in the postwar period the new 
industrial frontier of the United States.” 

Mr. Donald Nelson, former 
Chairman of War Production Board, 
has said: 

“The South is no longer America’s 
Economic Problem Number One, but 
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America’s Economic Opportunity Num- 
ber One. It has always had great ma- 
terial resources and a favorable climate. 
But now it has in addition two other re- 
sources that it once lacked. Today, large- 
ly as a result of the war, it has industrial 
know-how on a large scale, both among 
managers and workers. Today it has sub- 
stantial accumulations of local capital. 
Throughout history, resources, know-how 
and capital have always been an unbeat- 
able combination. Add the fact that the 
level of per capita purchasing power is 
rising more rapidly in the South than 
in any other great region, and I say flat- 
ly that the South cannot be prevented 
from moving swiftly into an era of in- 
dustrial and social development that will 
astound the world.” | ; 

Mr. Carl B. Fritsche, Vice Pres- 
ident, Reichhold Chemicals, Inc., 
tells us that: 

“The trend towards: the South had al- 
ready started and it will continue so 
long as the basic raw materials are avail- 
able and so long as local state govern- 
ments create and _maintain a healthy 
climate for industrial expansion.” 

Mr. Hal S. Dumas, President, 
Southern Bell Telephone & Tele- 
graph Company, says: 

“The South, in many ways, is the hop: 
of the country as a whole. We are now 
faced with the opportunity of building in 
the South the finest and most fertile 
civilization in which men have ever lived 
a civilization in which all men can pos- 
sess a sense of personal dignity. There is 
a need to shed complacency and do the 
job that needs doing. And one of the 
most important of these is to produce 
utilizing our own resources, the goods 
the South needs and in sufficient quanti- 
ties to supply the demands of our owr 
people.” 

You will all agree, I am sure, 
that these heartwarming comments 
were made in good faith. They 
speak not only of what is happening 
in the South but of what is likely to 
happen. In every case they speak of 
expanding industry by private en- 
terprise as the thing that prompts 
such optimism about the South. 

Certainly there is no question but 
that the South is on the threshold of 
an era of great industrial expan- 
sion. New industries are springing 
up. Many existing industries are 
expanding. Large national firms 
that want to decentralize are looking 
our way. The market for goods of 
all kinds, at home and abroad is 
bigger than ever. 

A new spirit of enterprise is 
showing up. We now have more 








progressive Organizations, such as 
the Association of Purchasing 
Agents, various trade associations, 
Chambers of Commerce, colleges 
and universities, farm organiza- 
tions, newspapers, manufacturing 
plants, banks, railroads, power com- 
panies, telephone companies and 
other public utilities—all working 
for the South’s industrial and agri- 
cultural development. We have in 
the Southern Research Institute here 
in Birmingham a_ long-looked-for 
answer to new industries, new prod- 
ucts, more jobs and greater wealth. 
We must use all of these assets and 
more to fashion the kind of a South 
we really want, industrially and 
commercially. 

In discussing the purchasing 
agent and public relations we find 
that in this program for greater 
Southern progress he has three sig- 
nificant opportunities. 





Representative of His Company 


The first of these opportunities 
has to do with the public relations 
of his own company or institution. 
Today, management’s greatest re- 
sponsibilities are in the field of pub- 
lic relations. These embrace rela- 
tions with employees, stockholders, 
customers, the community, the gov- 
ernment, and with other influential 
groups. The art of getting along 
with all these groups, the making 
of more friends and fewer enemies 
among them is a job of outstanding 
importance. 

Public esteem can not be bought. 
To get it is not an accidental accom- 
plishment. Rather, it is something 
that must be deserved because of 
the policies and operating philosophy 
of the company or institution with 
respect to all groups. It is a sort of 
spiritual incentive which recognizes 
that service and good will and the 
welfare of the community come first. 

The true philosophy of public re- 
lations is to do unto others as you 
would have them do unto you. 

The purchasing agent has a splen 


Address at the Third Annual Confer- 
ence, Purchasing Agents of the South 
east, District No. 7, N.A.P.A., Birming- 
ham, October 10, 1946. 
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did opportunity to carry out the 
public relations policy of his or- 
ganization because he is in constant 
-contact with those who can help him 
build and maintain good will for it. 
He is under special obligation just 
now not only to follow the excellent 
principles and standards of purchas- 
ing practice of his Association, but 
by example and influence to seek 
to have these principles and stan- 
dards adopted as general business 
policy. Present practices in some 
quarters can lead to nothing but 
irreparable harm and to bad public 
relations for business as a whole. 
On the other hand, here are a 
few suggestions that will help the 
purchasing agent build good public 
relations for his company. These 
suggestions are not new to the mem- 
bers of this Association and they 
are introduced here only as a re- 
minder of some of your own adopted 
standards of purchasing practice. 
Good public relations implies that 
the purchasing agent will carry out 
fully every agreement that he makes ; 
that he will treat all salesmen fairly 
and courteously; that he will re- 
fuse to accept excessive entertain- 
ment or gifts and will let all sales- 
men know that such is his policy; 
that he will discourage salesmen 
who want to give him confidential 
information regarding his competi- 
tors; that he will buy only from 
firms who in the manufacture and 
sale of their products practice good 
business ethics; that he will refrain 
from trying to buy below reasonable 
prices by means of concessions to 
be obtained by unfair methods, or 
to seek to buy at prices below those 
which are available to other custom- 
ers in circumstances similar to his; 


that he will prepare purchase orders 
or contracts that are clear, fair and 
concise and will not demand ser- 
vices, quality, prices, deliveries, dis- 
counts, etc., not called for by the 
order or contract; that he will re- 
pudiate all forms of commercial 
bribery and black market opera 
tions; that he will adjust complaints 
and cancellations in an orderly and 
adequate manner and will be reason- 
able and fair when making claims 
for adusting his own complaints and 
cancellations; that he will seek to 
make every transaction fair and 
beneficial to all concerned, and a 
builder of good will; and that he 
will follow these practices consis 
tently, so that there can be no doubt 
of his sincerity, remembering that 
word of mouth circulation of repu- 
tation molds public opinion far more 
than tons of printed matter. 


Champion of Private Enterprise 


Next to his interest in good pub- 
lic relations for his own company, 
the purchasing agent, along with 
other responsible leaders in busi- 
ness, should be deeply concerned 
about keeping the private enterprise 
system in this country. 

There are those who would de- 
stroy this system and they work hard 
at the job. In my opinion, if half 
the effort now being made by polit- 
ical planners to destroy private 
business or to spend public money 
needlessly were put to encouraging 
and building up the taxpaying en- 
terprises of this country, we would 
be well on our way to better schools, 
higlier wages, a balanced federal 
budget, and government debt re- 
duction. 

The purchasing agent, feeling per- 


haps that his own individual efforts 
in this matter will be feeble and of 
no avail, nevertheless can make a 
real contribution to the mainte- 
nance of our private enterprise sys- 
tem. He can do it by helping to 
build a strong and dynamic peace 
time economy in which there will be 
more productive jobs, year after 
year, than we have ever known in 
this country before. This is not go- 
ing to be an easy objective to reach 
and we are going to be tempted to 
relax our efforts, especially while 
jobs are plentiful because millions 
of customers are spending billions 
of dollars for the goods and services 
they want. 

The importance of jobs, year in 
and year out, is not hard to under- 
stand because they are the basis of 
most of our desires, our prosperity, 
our happiness and our security. Fail 
to provide jobs and opportunities 
and the whole fabric of our dream 
will turn to ashes. Jobs do not just 
happen, however. 

In a free economy, such as ours, 
jobs result from a mixture of capital, 
management, men and opportunity, 
stimulated with the hope for profit. 
The thing that brings them together 
is an idea. If we are serious, there- 
fore, in our efforts to provide pro- 
ductive jobs, we will quit apologiz- 
ing. for living under a capitalistic 
system and will take on with re- 
newed zeal the responsibility of 
seeing to it that within the structure 
of sound economic policy we main- 
tain an environment hospitable to 
private enterprise, sympathetic with 
its incentives and necessities and 
approving of its rewards. 

The issues to be faced in meeting 
this responsibility are, as we all 
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know, very real, complex and in- 
escapable. For instance, who can 
overlook the fact that we now have 
a national debt equivalent to a $9,- 
000 mortgage on every home in this 
country? Some say that the debt is 
actually about twice that figure. We 
certainly must know that we have 
not had a balanced federal budget 
for around 16 years. There are still 
some irritating uncertainties about 
taxes, prices and wages. 

Our political, financial and trade 
relations with many foreign coun- 
tries are in disorder. lhe relation- 
ships between management and 
workers, and between government 
and industry are far from being as 
happy as they ought to be. Govern- 
ment competition with private en 
terprise is disturbing. 

We cannot be indifferent toward 
these and other important issues, 
if we want our country to be fit for 
heroes to live in. We cannot be in- 
different if we want to remain free. 

If this recent war taught us any- 
thing it should have taught us that 
a free people can out-produce and 
live better than the people living un- 
der any other form of government 
on earth. People have come to our 
shores from around the globe to see 
why we, a voung nation, should have 
the highest standard of living in 
the world. They found that we were 
not supermen, that we did not have 
a monopoly of the world’s natural 
resources, or of the world’s manual 
skills, nor ail the money in the world. 
They did find that we had freedom 
—freedom of speech, freedom of 
religion, freedom of the press, free 
dom to take a constructive idea and 
make something out of it if we 
could, freedom to follow th pur 





suits of happiness in our own way. 

Now, it’s true, of course, that 
freedom is one of the most difficult 
philosophies to realize in the govern- 
ment of a people because the very 
freedom that permits progress and 
an ever expanding standard of liv- 
ing, also unfortunately permits -some 
abuses. The thing to do is get rid of 
the abuses but keep the essential 
freedom that made this country 
great. 

Never, perhaps, have we so badly 
needed a renewed and revived in- 
telligent faith in the roots of our 
freedoms. Never has the challenge 
been so great to protect our form 
of government and strengthen our 
economic life and industrial system. 

Private enterprise has brought to 
this nation the highest standard of 
living ever known in the world. It 
has spent millions of dollars to 
create public acceptance of its prod- 
ucts. Let’s quit apologizing for it. 
Rather, let’s see that we ourselves 
understand it, all its problems and 
policies and plans and then with 
vigor and skill see that those on our 
payrolls and those we do business 
with understand it also. American 
business desperately needs good will 
and understanding. Here is a chal- 
lenge of high order for purchasing 
agents to share in a real public re- 
lations job. 


Promoting Regional Industry 


[ come now to a third suggestion. 
To develop adequately the subject, 
“The Purchasing Agent and Pub 
lic Relations,” we must go beyond 
our own business and beyond the 
system under which it operates and 
responsibility to this 
Southern region. 


consider a 


N.A.P.A. President Aljian congratulates General Chairman George 
H. Cole of Birmingham on the success of the conference. 





We have in this Southland a fu- 
ture that few realize. Never before 
have we been faced with such an 
opportunity to make the South blos- 
som as an industrial and agricultural 
empire. Purchasing agents are in a 
favored spot to help in the promo- 
tion of good public relations for 
such a conception of the South. 


For some time there has been 
considerable emphasis in this region 
on the need for greater selling ef- 
fort and for improved selling prac- 
tices in order to enlarge the market 
for Southern products. Such a pro- 
gram is essential and should be fur- 
ther developed. At the same time, 
purchasing practices also have their 
effect on the production of goods 
and on employment through the 
way contracts and orders are placed 
locally. 

It might be helpful, therefore, if 
you would determine why the in- 
dustrial and institutional establish- 
ments in the Southeast have not 
purchased processed products of the 
Southeast to a greater extent, and 
along with that inquiry find out 
what the prospects are for increased 
purchases of such products. 

It is recognized, of course, that 
the products of other regions will 
always be required in quantity in 
the Southeast. On the other hand, 
it is good business for the buyer 
to give reasonable consideration to 
nearby sources of supply, as such 
nearby sources frequently involve 
economies in cost and storage and 
are otherwise advantageous to the 
buyer. The development of a better 
balanced economy through judicious 
purchasing will reflect benefits to 
many of our Southern enterprises 
and their personnel. Cértainly, a 
reasonably industralized South will 
be a better customer of other sec 
tions and will strengthen our na- 
tional position. 

You may wish, also, to collect 
information about items which 
might be manufactured in this re- 
gion or manufactured in increas- 
ing quantities on an economical 
basis. A few days ago, I ran across 
a directory of manufacturers of 
electrically operated farm equip- 
ment. Out of nearly 18 pages of 
manufacturing firms, only 8 com- 
panies were listed from the South- 
east—2 from Kentucky, 4 from Ten- 
nessee and 2 from Virginia. 

The omission of firms from other 
states in the South was perhaps an 
oversight, but the point is we must 
be ever on our toes to see that firms 
in this region get the consideration 
that is their due. There is always, 

Continued on page 326 
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THE ECONOMICS OF PURCHASING 


Professor 
Business 


By Howard T. Lewis @ 


S| 'PPOSE we start by reminding 
ourselves of the very obvious 
fact that no one, not even among the 
professional prognosticators, really 
knows where we are, where we are 
going, or how we are going to get 
there. I doubt if ever before have 
so many people been so thoroughly 
confused, or have been so worried 
because they were so confused. Is it 
to be peace or war? One werld or 
Democracy, fascism, or com- 
munism? Scarcity or plenty? Full 
employment or bread lines? Pros- 
perity or depression? And if the 
latter, how soon and how serious? 
However troublesome some of 
the other questions may be, the 
question of what lies ahead for busi- 
ness is the most immediate and the 
most pressing. I suspect that each 


twor 








DECEMBER, 1946 





Purchasing “service” supports not only the manufacturing de- 
partments, but the company as a whole, its customers, and 
the national economy. Top executives expect the qualified 
purchasing man to think of his job on the management level 


Harvard Graduate 


Editor, 


of Marketing, 
Administration; 


of us will find ample proof to sup- 
port rationally whatever we have 
already concluded emotionally. 


Boom Times Ahead 


Certainly the outward signs, so 
well played up either for political 
reasons or because of the fear of 
undermining general confidence, all 
point to a period of prosperity such 
as we have seldom seen—provided, 
of course, we can really get moving 
before it is too late. Those who look 
for at least four or five years of a 
high level of business activity, in the 
last analysis, base their reasoning on 
the existence of a still enormous de- 
ferred demand and on the still enor- 
mous latent buying power. They 


point out that only a beginning has 
been made in satisfying that de- 


School of 
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mand. Indeed, in the automobile 
field (which many contend is the 
key industry) the supply is probably 
farther behind the demand than it 
was a year ago. 

To this fundamental factor the 
optimists add a number of intangi- 
bles, such as the demonstrated re- 
sults-of the American will to pro- 
duce, so amply proven during the 
war; the possible development of 


_ some great new industry, or even of 


such a revolutionary development in 
existing products, such as automo- 
biles, as will make present plans and 
equipment obsolete.> They point to 


Address Before The Third Annual Con- 
ference, Purchasing Agents of the South- 
east, District Seven, N. A. P. A., at 
3irmingham, Alabama. 
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the possibility of a huge foreign 
trade development. They even em- 
phasize the fabulous backlog of nat- 
ural resources in the country and 
our failure to meet such national 
needs as new roads, bridges, schools, 
flood control, and other public im- 
provements. Basically, however, the 
optimists base their arguments on 
the backlog of demand for capital 
goods, arguing that not only the 
United States, but “all the world 
needs American equipment.” 

All of these generalizations are 
supported by a great array of the 
very tangible facts. Income pay- 
ments are at an all time high. Out- 
put of bituminous coal, crude oil, 
and electric power are not only 
above what they were a year ago, 
but are well ahead of the 1941 aver- 
age. Expenditures on new plants 
and equipment more than doubled 
in 1945, and these expenditures have 
continued at a high rate in 1946. 
Retail sales are at unprecedented 
levels. Bank deposits and new life 
insurance figures are at an unbeliev- 
ably high level. 


Fear of Depression 


Yet in spite of all these very real 


bases for optimism, it is interesting . 


to note that “a basic characteristic 
of the American attitude today is 
the universality of the belief that a 
catastrophic depression is unavoid- 
able; that it will come somewhere 
about 1950 (or sooner). The una- 
nimity is striking: one of the funda- 
mental drives of the prosperity 


chasing of 1946 is the belief that the 
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Professor Lewis (left) chats with Seventh District leaders 
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boom is fleeting.” “Dr. Gunnar 
Myrdal, famous Swedish economist, 
predicts a postwar U. S. economic 
crisis that will bring to a head, with 
serious effects upon world economy, 
the deflationary crisis of the early 
‘20’s and the depression of 1929-32. 
Other economists here and in Eu- 
rope share his views. By 1950, 
hardship and hunger may be with us 
again, and the only one to gain will 
be Russia, who will attempt to use 
world economic disintegration for 
hér own ends. In such a crisis, 
world peace system of free enter- 
prise would be at stake.” 

Are there any tangible evidences 
to support this general undercurrent 
of pessimism? For one thing, the 
Department of Commerce estimates 
that the manufacturers’ inventories 
are up to a record high of $800,000,- 
000 with good prospects of another 
$800,000,000 by the first of this 
month. Half of this is in raw ma- 
terials; the other half divided 
equally between goods in process 
and finished goods. True, about 
20% of this rise, more or less, is 
due to higher evaluation, but it is 
also well known that inventories are 
very badly balanced. Furthermore, 
management has clearly lost some 
of its earlier enthusiasm. A shortage 
of skilled labor still exists, man- 
power production is very disap- 
pointing, the old argument that 
higher wages in the United States 
are offset by higher manpower pro- 
duction seems now to be open to 
some question. Strikes have and will 
continue to very seriously interfere 





with production, and it would be 
interesting to know how long we 
shall continue to “buy off strikes.” 
Profit prospects to many do not 
seem to warrant plant or equipment 
expansion on any extensive scale. 

The stock market decline is dis- 
counted, but those with long mem- 
ories recall it was just one year after 
the 1918 armistice that the stock 
market took its first big header, and 
that decline did not disturb the gen- 
eral equanimity of merchants — at 
first. World War I, too, ended with 
money rates plentiful, interest rates 
low, but to retard speculation, the 
Federal Reserve boosted the dis- 
count rate from 4 to 434 in Novem- 
ber, 1919, and to 6 in January be-. 
cause businessmen were borrowing 
to buy inventories, bank loans were 
rising, and the banks short of: re 
serves were calling on the reserve 
banks for money. 

That is all happening again. Com- 
modity prices are today higher than 
at any time since the previous infla- 
tion of 1920, the second highest 
since the Civil War. Business loans 
are reaching new highs week after 
week; interest rates are up; com- 
mercial banks are hard pressed for 
free funds, only this time instead of 
borrowing at reserve banks, as in 
1919, they are selling government 
bonds. And to continue the analogy, 
and I quote from a Federal Reserve 
Bulletin of 1920, there are “labor 
difficulties, and unrest, and foreign 
problems, strikes and threats of 
strikes, strained international rela- 
tions.” All of these things are as 
characteristic of 1919 as they are of 
today. 


It's Up To Management 


Being neither an official nor an 
unofficial forecaster, I cannot indi- 
cate when the leveling off process or 
the decline is likely to come, par- 
ticularly since to predict business 
conditions four or five years in ad- 
vance is a most dangerous under- 
taking in this uncertain world. 

I have a feeling that the current 
boom—if one chooses to call it that 
—is based primarily on the return 
of 10,000,000 to 14,000,000 men and 
women to civilian life, and to the 
fact that the non-military population 
was for four years limited to 85% 
of its prewar consumption of non- 
durable goods. This cannot go on 
indefinitely—in fact, most goods in 
this category should be in fairly 
plentiful supply by next summer or 
fall. This boom is already showing 
signs of passing. And then the real 
test will come. 

If business confidence in the fu- 
ture still continues, if reasonable 
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profits for the future are in sight, 
and if labor is willing to do its share 
(and these are real “if’s”), I am 
inclined to agree with my colleague, 
Professor Slichter, that it is quite 
probable that there may be a tre- 
mendous boom in durable consumer 
goods, and in industrial capital and 
construction. Finally, it is usually 
characteristic of business expansions 
that rising output of durable goods 
and capital goods induces, through 
augmented employment and pay 
rolls, an expansion in the produc- 
tion of non-durables. So, although 
I repeat that I am no forecaster. it 
may well be true, in spite of some 
doubts, we shall have good business 
through three or four years to come. 

But regardless of the particular 
month-by-month trend of business, 
in the years ahead the thing I should 
really like to emphasize is that our 
one chance of preserving intact our 
American system of living, and per- 
haps our one chance of preserving 
the maximum liberty and dignity of 
the individual lies in the mainte- 
nance of a high level of employ- 
ment ; that the responsibility for the 
burden of the maintenance of this 
so-called full employment is going 
to be placed pretty definitely on 
private business; and that interna- 
tional peace, in spite of clashing 
ideologies, is dependent, in the last 
analysis, on economic prosperity and 
a reasonable measure of business 
stability. For some indefinite time 
to come our backlog of postwar de- 
mand and unparalleled purchasing 
power will tend to obscure this basic 
problem, but thereafter, when this 
deferred demand has been taken 
care of, the answer to whether pri- 
vate enterprise can maintain full 
employment will depend upon the 
extent to which the American peo- 
ple can adjust themselves to what is, 
after all, a very different kind of a 
world, in most respects, from the 
world we used to know. 

The world of today is a different 
world, and it is this fact that makes 
the paralleling between 1946 and 
1919 dangerous. Somehow a lot of 
people who, in spite of experiences 
(both recent and not-so-recent) to 
the contrary, believe that planning 
in Washington will solve most of 
our problems, and even those who 
are unwilling to go quite this far are 
all too ready to turn to the Federal 
Government for a solution to their 
problems. The unemployed (in- 
cluding those who just don’t want to 
work) must be taken care of, yet 
we still turn too often to the govern- 
ment to see that it is done. Labor 
is in the saddle to a degree we have 
never known before, though it does 
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not always seem to realize that re- 
sponsibility goes with power. Cor- 
porate property, instead of being 
owned by a few individuals, is actu- 
ally owned by a larger number of 
persons than ever before. 

The educational program author- 
ized by the G. I. Bill of Rights is 
likely to have very far reaching con- 
sequences not conceived by those 
who are responsible for it, for the 
more than 14,000,000 men and 
women who have lived through a 
depression and then through the 
strained experiences of war, are not 
likely to be satisfied with outworn 
shibboleths. Basic and technical re- 
search have given us atomic power, 
radar, gas turbines, television, and 
the rocket. Indeed, many of us feel 
as though we are caught in the 
power of forces quite beyond our 
control, in the grip of which we are 
helpless and bewildered. It seems 
as though there is nothing we, as 
individuals, can do, even if we were 
fairly sure in very tangible terms of 
what our goal might be. In a meas- 
ure, this is true. We are, each of 
us, to some degree in just that frame 
of mind. But before we give up 
entirely, let’s look a little farther. 
Particularly, let us examine what 
business management generally, and 
procurement officers specifically, can 
do. 


Pooled Judgment and Enterprise 


If business management is to 
share in preventing this country 
from going into an economic tail- 
spin, and to insure that what we call 
the American way of life is to sur- 
vive, it will have to show itself pos- 
sessed of a very high order of con- 
structive vision. Merely riding the 
crest of the prosperity wave, damn- 
ing the unions, or criticizing the 
government, will not be accepted as 
excuses when the break comes. 
There is just one way that reason- 
ably full employment, economic 
stability, and world peace can be 
attained in that period when once 
the backlog of deferred demand has 
been taken care of, as sooner or 
later it will be. That way is to pro- 
duce new and improved products, 
reasonably priced, that will meet the 
demands of consumers—consumers 
who are becoming increasingly so- 
phisticated and increasingly “choos- 
ey.” These goods must be produced 
at low cost, and they must be dis- 
tributed efficiently. 

And this problem is not going to 
be made any easier if, as I suspect, 
more manufacturers are going to 
find that the margin between pro- 
duction cost and selling price will be 
smaller in the postwar than in the 





prewar years. Yet, the first respon- 
sibility of businessmen in seeking to 
keep our economy dynamic and sta- 
ble is to operate their businesses 
profitably, for surely this is a re- 


sponsibility they owe “to their 
stockholders, their associates, their 
workers, and the public. Yes, and 
to their workers, too, for only a 
profitable business offers stability of 
employment.” 


Their responsibilities are clearly 
those of management. But though 
we may be willing to accept, at least 
in essence, the things I have said, 
there is still another query that must 
be raised. Just who or what do we 
mean when we talk about “manage- 
ment?” Is it the board of directors, 
president, or the general manager? 
Is management just a chosen few 
who traditionally have somewhat 
arbitrarily both decided on policy 
and directed the method for carry- 
ing it out? There are companies, 
and many of them, operated on that 
basis, and of course in the last an- 
alysis someone must assume final 
responsibility for decisions, but I 
am disposed to agree with Mr. Wil- 
liam B. Given, Jr., the president of 
the American Brake Shoe Com- 
pany : “Business management is en- 
tering upon a new chapter in its 
evolution; one narrowly dictatorial 
in character, it is becoming more 
and more broadly democratic. Prac- 
tical experience has demonstrated 
that, save in abnormal cases of rare 
managerial genius, the pooled judg- 
ment, initiative, enterprise, and ideas 
of an organization produce a better 
end result in terms of progress and 
profits than does the autocratic ad- 
ministration of an individual. The 
growing trend toward physical de- 
centralization of large industries is 
making successful centralized one- 
man administrative control all but 
impossible.” 


Procurement’s Responsibility 


In other words, especially from 
here on, “pooled judgment” is more 
likely to insure that business will 
meet its responsibility than is “auto- 
cratic administration by an indi- 
vidual.” Now I take it, pooled judg- 
ment means the combined judg- 
ments of those persons particularly 
qualified to perform the essential 
basic functions of a business—the 
directors, chief engineers, produc- 
tion managers, sales managers—and 
the procurement officers. In short, 
the qualified procurement officer 
himself constitutes—or should con- 
stitute—part of that which we call 
management. True, he has always 
certain direct operational and ad- 
ministrative duties to perform, He 
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must know the tools of his trade. 
He must know sources of supply, 
good procedure, good record keep- 
ing, possess negotiating ability, 
maintain good buyer and seller re- 
lationships, and know all the rest of 
the techniques of his job as purchas- 
ing agent and procurement officer. 
All of these are absolutely essential 
to good purchasing operation. No 
man can do a good purchasing job 
without them, no matter what other 
qualities he may possess. 


What Management Expects 


sut if purchasing men are to meet 
their responsibilities as procurement 
officers as laid down by advanced 
management, these things are not 
enough. If you will pardon me for 
making a personal reference, I have 
spent a year or more in trying to 
reorient my own thinking, procure- 
mentwise. In the process of doing 
so, I have tried to learn not merely 
what purchasing men think their re- 
lation to management ought to be, 
but also to learn the facts as to what 
chairmen of boards of directors, 
presidents, vice presidents, and gen- 
eral managers think the procurement 
men should be able to do. In doing 
so, I have not infrequently actually 
avoided seeing purchasing men be- 
cause I wanted to get as clear a pic- 
ture as I could of what other than 
purchasing men thought. The con- 
clusions are not altogether startling, 
but they raise very definite issues. 

For years now, those of us who 
have been primarily interested in 
purchasing have said that procure- 
ment is a major function and should 
be recognized as such by manage- 
ment. If this be true, by sheer force 
of logic, since procurement is a ma- 
jor function, then its director is part 
of management itself. Yet I am 
satisfied that for every procurement 
officer in this country who considers 
himself or his job as part of top 
management there are many, many 
more who consider basic procure- 
ment decisions as the responsibility 
of some superior group of which 
they themselves are not a part. I 
am afraid a good many of us talk 
purchasing on a policy scale and 
think purchasing wholly on a voca- 
tional, departmental scale. 

For years now we have indulged 
in discussion as to how to get men- 
agement to recognize procurement 
for its true worth. Perhaps one way 
would be to make procurement offi- 
cers measure up to what manage- 
ment thinks they ought to be. Let 
me try to tell you some of the things 
advanced management expects of 
procurement. 
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In the first place, advanced man- 
agement does consider procurement 
as a major function. The reasons 
are interesting, for thev fall into 
two classes. First, it is assumed 
that the purchasing agent knows 
how to run his own internal depart- 
ment—to do the sort of things I 
referred to a moment ago as opera- 
tional duties. The second ‘class of 
reasons is interesting because, in 
spite of the great emphasis placed 
on them by management, none of 
them have much to do with what 
would be classified as within the 
narrow scope of practical purchas- 
ing procedure. Quite the contrary, 
the reasons why management con- 
siders procurement a major function 
—and, correlatively, the things its 
chief is expected to contribute — 
are: 


Functional Research 


(1) The procurement group is in 
an extremely strategic position be- 
cause of its intimate relations with 
the engineering and _ production 
groups, on the one hand, and its 
close and continuing contacts with a 
large and diverse group of outside 
sources of supply, on the other hand, 
to make positive suggestions to other 
departments in its own company re- 
garding new, improved, and substi- 
tute materials or possible improve- 
ments in design and specifications. 
And it should be expected neither to 
accept specifications and designs 
from coordinate departments with- 
out comment nor to submit those 
finally agreed upon to possible sup- 
pliers without inviting their sugges- 
tions. 

In this connection, I cannot re- 
frain from quoting from some re- 
marks by Roland P. Soule, Vice 
President of American Machine and 
Foundry Company, as to the use 
and selection of materials: 

“Research in the future is going 
to work more for the consumer and 
less.for the producer. Recall that 
research to date has been pretty 
much in the hands of the big com- 
panies and that the big companies 
have been mostly the primary pro- 
ducers and refiners of materials of 
all sorts. The objective of such re- 
search has been to force a maximum 
of nickel, of aluminum, of copper, 
of gypsum, of asbestos, of plastics, 
etc., into as many different markets 
as possible. It is a technology of 
adaptation, and its success has been 
measured by the tonnage of ma- 
terials sold by the companies financ- 
ing that research. 


“Tt does not require much imagi- 
nation to realize, however, that only 


through coincidence would the prod- 
ucts resulting from such research 
happen also to be the most suitable 
for the purpose in question. How 
many of you will admit, for ex- 
ample, that the best roofing, the best 
wallboard, and the best flooring that 
we can buy today are really the best 
that can be designed? Suppose for 
example, that a research department 
were not committed to use some one 
material in large part, but had com- 
plete freedom to select, in type or 
quantity, any material or materials 
that best fitted its purpose. Then, 
isn’t it only reasonable to believe 
that the researchers could produce 
something representing a_ better 
compromise of cost and perform- 
ance than the best now offered on 
the market today? 

“Tt seems safe to predict, there- 
fore, that in the future a smaller 
proportion of the country’s total re- 
search effort will be upon adaptation 

the forcing of a given material 
into a given market whether it has 
an inherent right to be there or not. 
There is reason to believe, on the 
other hand, that more attention will 
be paid to a new type of technology. 
Such technology takes the custom- 
er’s point of view, and can best 
be described as functional engineer- 
ing. Research of this type is most 
willingly financed by companies that 
own no mines or quarries, that have 
little or no stake in specific com- 
modities, and hence can be more 
objective in their choice of materials. 

“Functional engineering is almost 
always characterized by an increased 
emphasis upon the principle of com- 
posite construction. When it is 
practised more widely, we shall see 
many fewer products made largely 
of metal, wood, paper, textiles, plas- 
tics, or of any single material alone. 
We shall see, in their place, many 
more articles representing combina- 
tions of such materials, in which 
each material serves best its own 
particular function in a way that 
lowers the net cost of the final prod- 
uct at no sacrifice of quality. This 
increasing interest of the technolo- 
gist in the consumer, and this grow- 
ing recognition of the principles of 
functional engineering, spell real 
opportunities in research.” 


Strategic Contributions 


Returning to the matter of what 
top management expects of procure- 
ment: 

(2) Because of access to infor- 
mation regarding price trends, mar- 
ket conditions, and business outlook, 
which it is the particular need of the 
procurement group to develop, it 
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can make valuable contributions to 
the efficiency of the sales, financial, 
and other departments. Further- 
more, such assistance should not 
only be available to such groups if 
and when called for, but should be 
proffered voluntarily whenever de- 
cisions affected by such factors are 
being made. 

(3) Not only should the procure- 
ment group be aware of current and 
immediate product developments, 
but similarly it should be cognizant 
of the long-run trends in manufac- 
turing processes and raw material 
production. What, for instance, is 
the future of various critical syn- 
thetic products compared with the 
natural product? What effect will 
the mechanization of cotton picking 
have on supply or quality of the 
American product? Are there pos- 
sible shifts in the sources or quality 
of carpet wools? The answers to 
all such questions are of course 
highly problematical, and none of 
the changes contemplated is likely to 
affect operations for at least several 
years to come. But they can be most 
important factors in determining the 
long-run engineering, production, 
sales and procurement plans of the 
users of such materials, and thought 
should be given to them as far in 
advance as possible. The procure- 
ment group, because of its wide con- 
tacts and its knowledge of markets, 
should be in a particularly advan- 
tageous pesition to know of such 
trends and to evaluate their signifi- 
cance, 

(4) The procurement group 
should be constantly on the alert to 
raise questions concerning the pos- 
sibility of manufacturing in its own 
plant items now being bought out- 
side, of buving outside items now 
being produced within the plant, and 
of contributing its full share toward 
reaching sound decisions on such 
issues. 


These are four types of contribu- 
tions which companies that recog- 
nize procurement as being what 
most of us have long said it should 
be are asking for. Note what this 
involves for the individual procure- 
ment officer. He must be qualified 
to meet these responsibilities and 
when he is, he is expected as a mat- 
ter of course to participate directly 
in the formulation of final decisions 
at the top management level. This, 
of necessity, involves giving the 
procurement officer a place in the 
organization which permits direct 
participation in top management 
councils and which commands equal 
respect with other major executive 
positions. I am not talking theory 
now; I am reporting the facts as 
advanced management gave them 
to me. 


Supporting Evidence 


I want to add one additional bit 
of evidence to support my thesis 
that the aspects of procurement 
many have called academic because 
they relate to broad procurement 
policy are, in fact, equally important 
in management’s mind with the so- 
called operating policies. An associ- 
ate of mine, Professor J. Sterling 
Livingston, recently released as a 
Commander in the Navy of Supplies 
and Accounts, has just returned to 
3oston from a trip throughout the 
Middle West and Pacific Coast. In 
the course of that trip he called on 
some fifteen manufacturers in con- 
nection with certain procurement 
studies which we are conducting at 
Harvard Business School. When he 
returned to Boston, I said to him, 
“You talked to a good many top ex- 
ecutives — presidents, and so forth, 
on this trip, as well as to purchasing 
agents. Tell me if there appeared 
to be any agreement among these 
top executives as to what they felt 


they should be able to expect of 
their procurement officers? I don’t 
care what purchasing officers 
thought. I want to know what the 
others said.” 

He answered that in his judgment 
there were five things. on which 
there was general agreement: 

(1) Production planning cannot 
be most effective unless the procure- 
ment officer can actively contribute 
to the planning at the time it is 
actually being done. 

(2) The procurement officer 
should continuously make positive 
contributions to production and 
technical process development. As a 
sample example, the improvement 
of the manufacturer’s own end 
product may force the company to 
insist on definite lines of production 
development on the part of its sup- 
pliers and force the latter to make 
changes required by the former. 

(3) The president should be able 
to count on the procurement officer 
more than any one person in his or- 
ganization to maintain good work- 
ing relationships between engineer- 
ing, production, and sales. 

(4) The procurement officer 
must be competent to participate in 
the determination of all major in- 
ventory policy decisions. 

(5) There was a general feeling 
that, in view of possible (even prob- 
able) narrowing profit margins, the 
procurement officer must cooperate 
in all major merchandising decisions 
because of his influence on the cost- 
profit ratio. 

You may or may not agree with 
these findings. In one sense, whether 
you do or not is beside the point. It 
is very evidently what top manage- 
ment expects of any procurement 
man if he is to carry his weight in 
the upper councils of his company 
and be accepted as a true repre- 
sentative of a major function. 

Continued on page 224 
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A relationship that ought to be based 
on integrity and mutual confidence is 


complicated by legalistic safeguards 
inserted in intricate contract clauses 





By Thomas D. Jolly 


Viee President, Aluminum Company of America, Pittsburgh 
Past President, N.A.P.A. 
Chairman, N.A.P.A. Committee on Buyer and Seller Relationships 


BUYER=-SELLER RELATIONSHIPS 


ARK 
mark about the weather applies 
equally well to the relationship be- 


TWAIN’s 


famous re- 


tween buyer and seller. There has 
always been a great deal of talk 
about it, but no one does much about 
it. 

Although this relationship has 
existed since the earliest days of 
trade, it is an interesting fact that 
until comparatively recent years the 
buyer was generally conceded to be 
an innocent and gullible sort of indi- 
vidual. The seller, on the other hand, 
was represented as a glib-talking 
slicker who lacked morals and pos- 
sessed the instincts of a pirate. 


The first law governing market 
transactions was the Romans’ “Let 
the Buyer Beware.” Under the 
Roman laws, neither party to the 
contract was required to keep faith 
and those who desired assurance of 
the promise being kept had to exact 
an oath, a pledge, or personal sure- 
ties. Even then, however, the buyer 
needed to beware, since the courts 
seldom helped him enforce the con- 
tract. Today, performance bonds 
are still required under some con- 
tracts. 

Only a little more than fifty years 
ago Nietzsche, in his “Maxims”, 
said, “Merchant and pirate were for 
a long period one and the same per- 
son. Even today mercantile morality 
is really nothing but a refinement of 
piratical morality.” 

A search through all of the old 
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literature would reveal no such criti- 
cism of the buyer. One explanation 
of this is that purchasing agents are 
of comparatively recent origin. Be- 
ginning with Elbert Hubbard’s little 
gem, positions have altered to such 
an extent that we now find the buyer 
is a villain and the seller is the one 
who should beware. The special 
Committee on Purchase Orders — 
Patent Clauses, of the American 
Bar Association, in a report issued 
in 1944 said: 

“It may be observed that, in general, 
in an industrial system of substantially 
free competition (in normal times) there 
are at any particular moment more offers 
to sell any particular article (or its equi- 
valent) than there are offers to buy it. 
The essence of a competitive economy is 
the ability and willingness of producers 
to make more than can be sold of any 
particular commodity (or its equivalent). 
If that were not the case, there would 
be no free competition in that commodity 
(or its equivalent). (The existence of 
patented inventions does not materially 
alter the correctness of the above obser- 
vation). ; 

“Hence, in such an economic system 
the buyer has the advantage over the 
seller that he, the buyer, can bargain in 
the market for what he wants, and can 
impose terms upon the seller. That is 
unavoidable in such a system. 

“Under this general situation there has 
grown up here in the United States the 
imposition of ‘terms and conditions of 
sale’ which the buyer, by virtue of his 
generally superior position, has forced 
upon the seller. A common practice is 
for the buyer to print said terms and 
conditions of sale upon the back of the 
order blank with notice thereof, upon 
the face of the order, thereby constituting 
the order an offer to purchase the speci- 


fied goods upon the aforesaid terms and 
conditions of sale. If the seller supplies 
the goods on that order without alteration 
of the said terms and conditions of sale, 
he is bound by them. 

“An examination has been made by 
your Committee of the order blanks of a 
number of representative companies, large 
and small, and engaged in different in- 
dustries. This examination reveals an 
interesting situation. The buyer has in 
nearly every instance taken full advan- 
tage of his superior position in the pro- 
posed transaction and has generally re- 
quired the seller to indemnify the buyer 
rather extensively against the various 
liabilities, expenses and losses contingent 
upon patent infringement. Generally, the 
seller is called upon to assume liabilities 
which are quite inequitable, having re- 
gard to the true relations of the parties 
and a fair analysis of the responsibility 
of each for loss arising from patent in- 
fringement in which both are concerned.” 

The 1945 Committee reported: 

“Your committee agrees in general 
with the report of last year’s committee 
on this subject (1944 Committee Reports, 
p. 62) to the effect that many patent 
protection clauses in purchasing contracts 
are not fair to both parties to the sale 
and that something should be done about 
it. Since last year’s report gave a reason- 
ably full statement of the present situa- 
tion and how it came about, we will limit 
our report to explaining why we think 
something should be done and suggest- 
ing what we think should be done. 

“Apparently some lawyers feel that be- 
cause few suits are brought for breach of 
patent warranty clauses no one has been 
hurt by the present inequitable situation, 
and that this entire matter is a tempest 
in a teapot. Your committee does not 
share this view for several reasons. 

“In the first place the absence of suits 
for breach of patent warranty clauses 
does not prove that no one has been hurt. 
Many of us know of cases where a seller 
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has paid out considerable sums in settling 
or defending a suit in accordance with 
his obligations under a patent warranty 
clause, which obligation he believes was 
unfairly saddled upon him. An imposing 
list of examples could doubtlessly be 
compiled. 

“The mere fact that a particular client 
has never been affected is no reason we 
would fail to call his attention to the fact 
that his insurance policy is in bad shape. 
After the accident happens it is too late 
to point out that he should not have ac- 
cepted such a broad liability. 

“Furthermore, many small concerns 
have little direct contact with the Patent 
System, but practically all of them have 
had to accept patent protection clauses 
which they did not like, thus giving them 
a bad impression of the System. Prob- 
ably the greatest assistant we patent 
lawyers can render to the Patent System 
is to emphasize the fair use of patents 
and patent clauses.” 


Because both of these reports 
were written by The Special Com- 
mittee on Purchase Orders—Patent 
Clauses, neither mentions the mul- 
titude of protective clauses of other 
types that have been appearing on 
purchase contracts in increasing 
numbers everv year. 


Excessive Demands 


It is unnecessary to quote ex- 
amples of the complicated, confus- 
ing, and unfair “Hold Harmless” 
type of clause which attempts to 
cover every possible contingency. 
Numerous examples of such clauses 
can be found in the incoming-order 
files of every company and perhaps 
even on the back of our own firm’s 
order form. 

Not all of these, however, are 
liability clauses. Some are demands 
for special handling or extra serv- 
ices which are quite expensive to 
the seller although not included in 
the selling price. In most cases, this 
type of clause is thoughtlessly writ- 
ten in by the purchasing agent with- 
out considering the fairness of the 
demand or the trouble it will cause 
the supplier. To cite an example, 
the purchasing Agent of one of our 
best customers established a specifi- 
cation department which was to 
write specifications for all important 
supplies purchased. Included among 
these were aluminum alloy specifi- 
cations which had been copied from 
our booklets. They gave our stand- 
ard analysis and the guaranteed 
minimum physical properties and 
were, in fact, Alcoa specifications. 

Our Sales Department was wor- 
ried when the customer's purchase 
orders started to arrive bearing 
clause which specified that each 
shipment must be accompanied by a 
certificate showing the exact chemi- 
cal analysis and physical properties 
of the items included in the ship- 
ment. 
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Since all the orders were for 
standard production material, which 
is manufactured under close and 
careful control, it could not possibly 
pass inspection and be shipped to a 
customer unless it conformed in 
every way to the standard specifica- 
tions. For us to supply a certificate 
for each shipment, however, would 
have taken extra attention and paper 
work. In fact, the additional ex- 
pense necessary to meet this demand 
would have exceeded the profit on 
many shipments and added nothing 
to the value of the customer’s ma- 
terial. The purchasing agent’s ex- 
cuse for this demand was that a 
specification is useless if not checked 
and that it would be extremely ex- 
pensive for them to check each ship- 
ment. 


Certificates Not Required 


Although his words are true, it 
should be absolutely safe to accept 
the standard product of reputable 
suppliers on faith. If every supplier 
is required to furnish a certificate 
of specification on every shipment, 
costs will increase tremendously. In 
this case, the demand was dropped 
when we threatened to require a 
certificate for every bolt, nut and 
washer that we purchased from this 
customer. Although this is an un- 


usual case, there are many other 
clause variations, some of which 
are not altogether clear in their 
meaning. 


To protect themselves from pur- 
chase order clauses without being 
forced to employ a battery of law- 
ers to analyze the conditions in- 
cluded with each offer to buy, some 
companies have adopted a policy of 
uniformly acknowledging each order 





with what is equivalent to a counter 
proposal, in which the order is ac- 
cepted under their own “Standard 
Terms and Conditions of Sale.” 
When the purchase order con- 
tains clauses not included in the of- 
fer, it becomes a counter offer and 
the seller is bound to all the condi- 
tions if he supplies any of the goods 
covered by the order without having 
previously altered the terms of con- 
ditions. If the seller acknowledges 
receipt of the order subject to his 
own terms and conditions, supplies 
goods and has them received by the 
purchaser, the terms and conditions 
of the acknowledgment are binding. 


A Mutual Problem 


Fortunately, most business people, 
both sellers and buyers, are both 
honest and fair minded. Terms and 
conditions of purchase or sale are 
seldom the subject of lawsuits. They 
are, instead, something in the na- 
ture of a charm that wards off 
trouble which may develop because 
of some vague and untried law. But 
many constitute a hazard to the ac- 
ceptor, are the cause of confusion 
and needless expense, and may re- 
sult in lawsuits and strained rela- 
tionships. 

In general, a buyer is also a seller, 
and a seller is a buyer. The salesman 
who calls on a purchasing agent 
represents a customer, either actual 
or potential. While the purchasing 
agent may be a customer of the 
salesman, his company may also be 
a supplier of the salesman’s com- 
pany. If a seller can’t sell, he can’t 
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keep on buying. We know from 
present experience that manufactur- 
ing plants, distributing organiza- 
tions, etc., cannot operate if they 
cannot buy. Because they are de- 
pendent upon each other for their 
business existence and since neither 
can stand alone, it seems strange 
that buyers and sellers cannot agree 
on a program for their common wel- 
fare. 

There has been plenty of talk 
about the buyer-seller relationship, 
but very little action. N. A. P. A. 
“Principles and Standards of Pur- 
chasing Practice,” adopted shortly 
after the Association was formed, 
laid down a code which, if followed, 
would make fair trade laws unneces- 
sary. The National Association of 
Manufacturers established stand- 
ards of practice closely paralleling 
those of N.A.P.A. In 1936, N.A.- 
P.A. and Rick Research Institute 
both published pamphlets which 
were aimed at correcting the grow- 
ing tendency to add more and more 
“Hold Harmless” clauses and to 
shift the hazards of business from 
one side to the other. 


Clarifying the Issue 


The great difficulty has always 
been that the buyer blames the seller 
and the seller blames the buyer. 
Each believes the other should cor- 
rect his practices. And the way 
business has see-sawed back and 
forth from sellers’ to buyers’ mark- 
ets through priorities and alloca- 
tions to the present muddled situa- 
tion, has made it impossible to get 
together. 

A few years ago we proposed a 
“General Purchase and Sales Agree- 
ment.” This Agreement was to be 
about as follows: 


GENERAL PURCHASE AND 
SALES AGREEMENT 


Company “A” and Company “B” in- 
tending to be legally bound hereby, agre 
that 

(a) All purchase orders hereafter is 
sued to either party hereto by the other 
while this agreement is in effect shall 
be deemed to include the attached 
“Terms and Conditions.” All other terms 
and conditions (whether printed, stamped, 
typewritten, written, or otherwise) con- 
tained in such orders, except provisions 
relating to the description, quantity, de- 
livery schedules and price of the goods 
ordered, shipping instructions, and prio- 
rity or allocation information shall be of 
no effect. 

(b) Promptly after the receipt of any 
such order by either party, such party 
(1) shall acknowledge the receipt there- 
of and (2) if the other party is required 
to have signed acknowledgment copies of 
its purchase orders, upon written request 
of such other party, shall sign and return 
to it acknowledgment copies of its pur- 
chase orders bearing the following en- 
dorsement : 
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“This purchase order is subject to 
the provisions of the General Purchase 
and Sales Agreement between the 
buyer and the seller in effect on this 
AS eee ee date.” 


(c) Each such purchase order here- 
after received by either party while this 
agreement is in effect shall be forwarded 
by it to its home office for acceptance or 
rejection. If a written notice of rejection 
of such order shall not be sent to the 
other party by the party receiving such 
order within ten (10) days ofter the date 
of its written acknowledgment of such 
order, such party shall be deemed to have 
accepted such order subject to the terms 
of this agreement. 


(d) The attached “Terms and Condi- 
tions” shall be applicable to all such 
purchase orders accepted while this 
agreement is in effect, notwithstanding 
any other terms and conditions contained 
in any acknowledgment of such orders. 


(e) The attached “Terms and Condi- 
tions” shall be applicable, not only to all 
orders accepted while this arrangement is 
in effect, but also to all current uncom- 
pleted orders heretofore issued by either 
party to the other. This agreement shall 
not be applicable to any purchase or sale 
by one party to the other pursuant to a 
written contract, other than a regular 
purchase order, signed by the respective 
parties and expressly applicable to such 
purchase or sale. 


(f) None of the provisions of this 
agreement and none of the attached 
“Terms and Conditions” may be amend- 
ed, modified or rescinded except by a 
writing signed by officers of the respec- 
tive parties hereto expressly referrmg to 
this agreement 


(g) This agreement shall continue in 
effect until terminated as provided in this 
paragraph. Either party may terminate 
this agreement by notice in writing by 
the other, effective upon receipt of the 
other, but in such event, the attached 
“Terms and Conditions shall continue 
to be applicable to orders then uncom- 
pleted and orders accepted during the 
existence of this agreement. Any notice 
under this paragraph, if to Company 
‘A’, shall be delivered, or mailed by 
registered mail, postage prepaid, and 
addressed to it at——————_—_——— 
attention; or, if to Company ‘B’. shall 
be delivered, or mailed by registered 
mail, postage prepaid, and addressed 
attention; but either 
party may. by written notice to the 
other, change the address to which notice 
to it under this paragraph shall be so 
delivered or mailed. 





(h) This agreement and all contracts 
made by the acceptance of purchase or- 
ders pursuant hereto shall be construed in 
accordance with the laws of the State 
of—————_-———-and be governed 
thereby. 


A Fair Proposal 


Two companies, each a customer 
of the other, should find nothing 
objectionable in this agreement. 
Agreement is defined as “harmony 
of opinion or mutual undertand- 
ing.” Since this proposed agreement 
applies the same “Terms and Con- 
ditions” to both parties in all sales 
and purchases between the parties, 
it is mutual in understanding and 


should also be to their mutual bene- 
fit and profit. There should be no 
difficulty under such an agreement 
in arriving at “Terms and Condi- 


tions which are 
agreeable. 

The objection has been raised 
that such an agreement would be 
signed by the sales managers of the 
two organizations and would, there- 
fore, reduce the importance of the 
purchasing agents. 

This does not appear to be a valid 
objection. Very few, if any, pur- 
chasing agents write the protective 
clauses printed on the purchase or- 
der; just as few, if any, sales man- 
agers write the clauses on the ac- 
ceptance or order. Ordinarily, when 
a new law is passed, the purchasing 
agent asks the legal department if 
he needs protection and the lawyers, 
in turn, draw up a clause shifting 
all liability to the seller. Likewise, 
when the seller receives the order 
bearing a new and usually compli- 
cated clause which he does not un- 
derstand, he refers it to his legal 
department, and his lawyers draw 
up a longer and more complicated 
clause to be printed on the acknowl- 
edgment, thus shifting responsibility 
back to the buyer. 


also mutually 


Saves Time and Cost 


This customary practice is time 
consuming, confusing and hazard- 
ous. Both sales and purchasing de- 
partments should be glad to free 
themselves from a constant bom- 
bardment of legal clauses. If both 
parties would get together with their 
lawyers and demand “Terms and 
Conditions” fair to both and in 
plain, understandable English, they 
can get just that; but if the lawyer 
is simply asked to protect his client, 
he must, to protect himself, include 
everything possible in order to shift 
liability, regardless of the rights of 
the other party. 

The entire procedure adds con- 
siderably to the cost of doing busi- 
ness and is reflected in the price of 
goods sold. Especially in these days 
of rising costs and prices, every- 
thing possible should be done to 
eliminate useless expenditures. 

Until business becomes somewhat 
more stabilized, it is not likely that 
a simple, standardized agreement 
will be accepted by all business or- 
ganizations. That, however, is the 
aim of the N.A.P.A. Committee on 
Buyer and Seller Relationship. If 
enough purchasing agents believe 
in it and demand the same terms for 
both buying and selling, the ac- 
complishment of this goal will be 
automatic. 
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URCHASING has surely not 

slipped in importance in this 
postwar transition period if the 
plants are still operating, but in a 
great many other respects conditions 
are changing and have changed con- 
siderably at home and abroad. And 
that is what I want to discuss with 
vou, because we have a very rapidly 
changing condition in a number of 
respects. A quick recapitulation of 
our situation runs like this: 

When Uncle Sam ran low on 
meatballs, he began to get tough on 
the screwballs. In fact, we have de- 
veloped a new and descriptive term, 
that is being used “Snafucratic.” Of 
course you recognize that Army- 
Navy term “Snafu’’—situation nor- 
mal, all fouled up. Well when that’s 
done by a Bureaucrat, it’s labelled 
“Snafucratic.” 

And we find that it can happen to 
copper, linseed oil and pig iron, as 
well as meatballs. As you know, 
President Truman announced over 
the radio he was going to take all 
price controls off meat and was 
going to have practically all of our 
price controls removed by January 
lst — most of them by November 
lst. They say, of course, we will 
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retain the control over rents. Sugar 
will probably be the only food item 
to remain under control, that we will 
probably retain price controls over 
some of our heavy durable goods— 
automobiles, farm equipment, some 
household furniture and appliances, 
on the basic textile and clothing 
items, and on building materials re- 
quired for our low-cost veterans’ 
housing program. In addition, I 
think we will maintain price controls 
on basic metals — copper, lead and 
zinc. There is no doubt but what 
price controls will remain on leather. 
As a matter of fact, they are trying 
to find a new formula on Decontrol, 
and the best formula they have 
found is to remove controls on all 
materials not produced to a value 
of $100,000,000 a year. 

So you may say we are practically 
free of most Price Controls now, 
because once they announce freedom 
from any kind of control, nearly 
everyone starts operating pretty 
freely. 

In Washington this week, Com- 
modore Jack Small, who is the head 
of our Civilian Production Admin- 
istration, made this statement: “If 
things go along no worse than they 


have the last three months, the next 
four or five months will see the end 
of Government controls over ma- 
terial.” I would be inclined to 
doubt that statement as it would 
affect the building materials, because 
our Housing Administrator has au- 
thority under the law to issue his 
own Housing Controls and Alloca- 
tions, and I doubt very much if he 
will relinquish that control. And 
then Jack added this statement, 
“Moreover—and I don’t care what 
you hear, or think you know to the 
contrary — the same period should 
see the end of virtually all consumer 
goods shortages.” 

We have learned that strikes and 
labor troubles definitely limit and 
cut off production. We have learned 
that the hard way over the last year 
or so, not out of books ; but we have 
learned that lesson. We have learned 
that increased wages do increase 
costs, and you can’t get away from 
it, although some promoted the idea 
that it could be done. That is no 
longer a debatable theory, even in 
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our Office of Price Administration. 
We hear that is true in England, 
where they have a somewhat Social- 
istic form of government. It is even 
true in Russia where they have a 
Communistic government. The poli- 
ticians of all countries are up against 
those facts when they face realities. 

We know again that increased 
production, and that only, will per- 
mit shorter hours, higher wages, 
lower costs and lower prices. We 
know, and are perfectly willing to 
accept the fact, that high wages and 
good working and living conditions 
must be given as an incentive and 
reward for high production, but we 
must have the high production from 
labor. 

Now I believe that freedom from 
controls may give us a pretty quick 
boom some time in the next several 
months, and a fairly sudden reces- 
sion. Some people are talking about 
“a boom and a bust” coming within 
the next six to nine months. I think 
we will have the boom: we are rid- 
ing the crest of a boom now, but I 
don’t think we are going to have the 
bust. I think we will have a reces- 
sion, and that recession, if we op- 
erate sensibly, will be short, and I 
think we will have very good busi- 
ness conditions for a number of 
years to come. That is my quick 
recap of the situation, as I see it at 
this time. 


Peace — the First Objective 


Regardless of whose stuff you 
read, or how hard you try to spell it 
out and add it up, you seem to reach 
the same conclusion: If we can 
somehow struggle through the com- 
plicated domestic and international 
problems that confront us, we cer- 
tainly can’t afford another war. Our 
debts, our material supplies, our 
competitive business and industrial 
system, will hardly stand another 
war, So | think we can all agree 
that our first objective must be 
peace. But we know that we can’t 
get peace through surrender to, nor 
through appeasement of those who 
would destroy our way of living. So 
we must have peace which permits 
us—and others—to conduct our own 
affairs in our own way. And I be- 
lieve we want that kind of peace so 
much, as we did in the last several 
years, that we would be willing to 
fight for it again. 

Henry Wallace, one of our best 
known former statesmen, is to be- 
come an editor. He is to become 
editor of the “New Republic” the 
first of November. A great many 


of the Brain Trust boys think that 
is a mistake on Henry Wallace’s 
part. Few editors have ever become 
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President. The constant expression 
of one’s opinion is fatal to one’s po- 
litical influence, and especially if 
Mr. Wallace goes on record. The 
alibi that some obscure economist or 
statistician gave him bad informa- 
tion about the subject won’t stand 
up in editorial work as it did in 
Government. 

Mr. Wallace only last week said, 
“Communism has no place in Amer- 
ica. It will never cause us serious 
bother here until our free enterprise 
system fails to work effectively in 
providing jobs.” Now, a great many 
people in the United States think we 
should not permit Communists to 
wreck our free competitive system 
so that it will fail to provide jobs. 
That’s our real difference with Mr. 
Wallace, and it is breaking out all 
over the United States, and I think 
it is going to have a considerable 
effect in the next election. 

Mr. Paul Hoffman, whom I re- 
spect very highly — he is Chairman 
of the Committee for Economic De- 
velopment—says the principal cause 
for concern is the fact that so many 
business men accept recession as in- 
evitable. Well, let’s examine that, 
keeping in mind the comment of an 
ordinary farmer with no knowledge 
whatever of economics, who told one 
of our Congressional Committees 
out in Nebraska, that “a cow can’t 
stay strong and healthy very long 
sucking her own milk for suste- 
nance.” I believe we have begun to 
realize that truth, and I believe it is 
all to the good. 





Stock Market Barometer 


As to business prospects, which 
are the important measure of pur- 
chasing problems ahead : we are hay- 
ing a great controversy over what 
the stock market has been saying. 
The controversy over the meaning 
of the stock market decline has even 
uncovered a new theory for measur- 
ing the trend. 

The Dow Theory of stock market 
trends is based on what has hap- 
pened. When stock market averages 
go through specific points, that 
proves we are in a bull or bear mar- 
ket. The sorry part of that measure- 
ment is it tells you what is happen- 
ing after plenty has happened. In 
1937 the Dow Theory signalled a 
bear market after stocks dropped 30 
points. In September (last month) 
the Dow Theory signalled the crack- 
up was here—after the market had 
dropped 28 points in five or six 
weeks. That is not a very satisfac- 
tory signal, 

So a new and seemingly practical 
yardstick has been offered, and it is 
based on the theory, and fact, that in 








the final stages of a bull market we 
have tremendous sales of new 
stocks; corporations are raising 
money to finance new and expanded 
business. The high prices of stocks 
cause private owners of companies 
to take some profits out of business 
by incorporating and selling, dis- 
tributing part of their ownership to 
the public, through stock sales. That 
is always a feature of the top of the 
stock market boom. And whenever 
those new stock issues can be sold 
easily and profitably we are defi- 
nitely in a bull market. But when 
these new issues get sticky, stick on 
the shelves of banks and investment 
houses, and can be distributed only 
at lower prices than originally set 
by the underwriting organizations, 
that is the signal to get out from 
under. Now about the middle of 
June that became noticeable in the 
United States. By the middle of 
July there were several flops in un- 
digested securities. By August the 
regular stock market began slipping. 

I hope you have followed me on 
that, for all this new Shields Theory 
does is reflect the operation of sup- 
ply and demand. They claim that 
theory proved true in 1937, 1946 
and 1929. 

Does that prove the stock market 
influences business conditions ahead, 
or do business conditions ahead in- 
fluence the stock market ? Take your 
choice. But in purchasing you can’t 
follow The Dow Theory and stop 
buying when the markets crack wide 
open. You know that when the de- 
mand for putty and pretzels falls 
off, inventories will pile up, and 
prices are likely to fall off. It’s your 
job to watch Supply —Demand—In- 
ventory—Prices, and act on the 
changes in supply and demand and 
inventory that will influence the 
price. That is Purchasing Econom- 
ics if you want a high hat title for it. 
It is not all there is to purchasing by 
a long shot, but it is a fundamental 
on which the rest is built. You may 
use the stock market as a guide, but 
if it does forecast business condi- 
tions there must be something more 
fundamental than the stock market 
that forecasts them. 

Personally I believe The Haney 
Business Measurements and Ba- 
rometer Charts which we helped de- 
velop, and. publish regularly, are the 
best suides available, because they 
chart maladjustments in commodity 
price and business trends, just as 
the Shields Theory attempts to fore- 
cast financial trends through malad- 
justments on the stock market. 
Those barometers are not flashing 
red signals yet—they show demand 
and prices are strong. But Haney 
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says this week, “We do have a busi- 
ness recession ahead of us.” His 
barometers are beginning to show it. 
He says he does not think it will be 
very severe, if we move right. But 
watch that angle. The economists 
deal with averages. But the pur- 
chasing agent deals with specific 
commodities. Usually several items 
make up a large part of inventory 
and production needs. A dozen of 
them will cover maybe 60% or 70% 
of your inventory and your actual 
purchases. 
Unbalanced Prices 

Now it won't help you to have 
averages of prices high with the im- 
portant items of inventory declin- 
ing, and a decline in farm products 
may not reflect the situation in steel, 
copper, lead, lumber or paper. 

Our economy, to be dynamic and 
keep rolling, must have three things 
—and it must have them together— 
the lack of any one of them spells 
trouble. 

We must have high national in- 
come, and we must have high em- 
ployment, and we must have with it, 
high unit production and productiv- 
ity to support that high income and 
employment. We have those first 
two almost to an extreme, that high 
national income and employment. 
But we don’t have the productivity. 
The latest Industrial Conference 
Board figures show manufacturing 
production lower in August 1946 
than in December 1941, although 
employment and nationai income 
were much higher. 

Now demand is not satisfied 
through lower production at higher 
prices. Demand fades into desires 
and wishes as prices advance. We 
still have tremendous demand and 
shortages, but we are reducing that 
demand from both ends — by pro- 
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duction that satisfies it—by destroy- 
ing it and turning it into desires that 
cannot be afforded because of prices. 

We must adopt a course that per- 
mits representative business and in- 
dustrial organizations to expand 
production and distribution, and 
that means permitting them to func- 
tion normally, legitimately and prof- 
itably. We must allow the best ele- 
ments of business to be the guiding 
influence in determining prices and 
expanding production, or the worst 
elements will take over, and J think 
we are making that decision—that 
we want the best elements to do so. 

I talked to a housing expert in 
Washington. He said, “We have a 
lot of problems,” I said, “What is 
the most serious?” He said, “Nails. 
The Government can’t find nails to 
build homes for veterans.” I said, 
“Have you surveyed the steel mills 
through the country to determine 
how much additional production you 
could get?” He said, “Yes, we know 
that.”’ I said, ““How much additional 
production can you get?” He said, 
“We are now producing 65,000 tons 
a month, and we know we can in- 
crease that production to 85,000 tons 
a month if the mills and labor will 
work with us.” I said, “You can 
increase your production over 20%, 
and you have not done it?” “That is 
right,” he said, “that is the position 
we are in.” I said, “Why haven't 
you done it?” “Well,” he said, “the 
mills want a price increase and are 
not interested in a subsidy from us 
on part of their production.” 

From all I hear of the nail situa- 
tion, nails are probably produced at 
a loss, compared with other uses you 
can put steel into, and that is the 
determining factor in business. If 
you only have so much steel and you 
can put it into a product that makes 
more money, you are not going to 





put it into the lowest price product 
that you can make. You are going 
to put it into the product that pays 
you the best for the steel. If we 
take the price ceilings off steel that 
situation will completely change, I 
would say within two or three 
months nails will be comparatively 
easy, because we can have that in- 
crease of 20,000 tons per month. 

We talk about the tremendous 
new capacity that we built up 
through the war. Few of us realize 
that is not peacetime production ca- 
pacity. We increased production of 
steel to build ships; we did not in- 
crease production of sheets or strips, 
which is the great demand today. 

Prices are certainly the most im- 
portant factor right now in getting 
that production back into fair bal- 
ance. Prices can encourage produc- 
tion, or they can stifle it. That is the 
real purpose of prices, and we surely 
don’t want production stifled. 


Back to Fundamentals 


[ think our Government now real- 
izes that the essential business fac- 
tors—costs and profits—are involved 
if we are to get production. Parity 
prices and take-home pay are just as 
important to business men as they 
are to farmers and labor. Fortu- 
nately for everybody, good practical 
political considerations and sound 
economic considerations are identi- 
cal in the solution of this problem. 
As we get production and produc- 
tivity, which Jack Small says we are 
going to get on all consumer goods, 
we can expect some decline in prices. 
We are finding it already in New 
York in small radios, which are al- 
ready having their prices cut. The 
same thing is rapidly developing in 
two or three fields. So you can see 
how fast we get over that production 

(Continued on page 320) 
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SOUGHT IN CONTRACT SIMPLIFICATION 


Government procurement agencies invite 


suggestions 


from _ industrial 


purchasers 


on the practicability of their contract 
provisions and on possible improvements 


YOVERNMENT is exercising a 
degree of humility in its ap- 
proach to buying. Purchasing forms 
are being overhauled to eliminate 
red tape, and to bring them into con- 
formance with best current com- 
mercial practice. Suggestions from 
industry are being solicited — espe- 
cially from PA’s. 

Part of the humility is due to the 
fact that Government purchasing no 
longer dominates the industrial mar- 
ket; indeed, Government is not the 
favored buyer of prewar days when 
the market was highly competitive, 
and all buyers were courted. 

Another factor is the realization 
that protective clauses in a contract 
tend to build up the estimated cost 
of the contractor, who in turn seeks 
to protect himself against the.con- 
tingencies of performance for which 
he will be held liable. This means 
that unreasonable requirements by 
the purchaser will build up the price 
structure — and ultimately he_ will 
pay the higher price. 

To keep itself in the position of 
being an attractive customer for 
sellers, and to obtain best price of- 
fers, the Government is currently 
overhauling the Federal Standard 
Contracts. These were by-passed 
during the war by the various war 
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agencies which used special contract 
forms’— but use of the standard 
forms is mandatory on all Govern- 
ment departments and _ establish- 
ments, except where special authori- 
zations are extended to use non- 
standard forms. 

Some of the contract forms have 
not been changed for the past 10 
years; others are more up to date. 
The guiding precept in the present 
project is that practices common to 
industry constantly change, and such 
changes are more apt to take place 
during periods of upheaval. During 
the war, many suppliers were 
brought into the Government pro- 
curement picture for the first time, 
and they brought a new yardstick 
with which to measure Federal pur- 


chasing practices. 


Suggestions Are Invited 


To do the actual job of overhaul- 
ing the standard contracts, a Federal 
Standard Contract Committee has 
been set up. Membership of the 
committee includes representatives 
of civilian, military and regulatory 
agencies of the Government. The 
regulatory agency representation in- 
cludes the Government Accounting 
Office and the Justice Department, 
which means that the final contract 
forms will have the firm approval of 
the accounting and legal branches of 
the Government. 

The committee chairman is Julius 
Silverstein, Office of the General 
Counsel, Treasury Department. 

Any purchasing agent who would 
like to offer suggestions can obtain 
copies of the contract forms which 
are being revised, from any regional 
Government procurement office, or 
by requesting these forms from Mr. 
Silverstein. His address is Room 
7070, Procurement Division Build- 
ing, Treasury Department, Wash- 
ington 25, D. C. 

While all of the contract forms 
are being studied for possible re- 
vision, there are only five forms of 
general interest. 

U. S. Standard Form No. 2 is 
used when the Government leases 
property as a tenant. This is a sim- 
ple form, and although it has re- 
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mained unchanged since 1935, no 
major changes are likely. 

Standard Form No. 22 comprises 
the instructions to bidders on both 
construction and supplies. Purchas- 
ing agents may have some ideas on 
whether Government procedure gov- 
erning bidders is reasonable. The 
purchasing agent may be in the po- 
sition of providing a real service to 
industry if in his judgment this pro- 
cedure can be simplified. 


Penalties for Delay 


Standard Form No. 23 is the con- 
tract for construction, and a good 
deal of controversy arises in con- 
sideration of this form. Procedures 
and requirements on specifications 
and drawings are a matter for thor- 
ough consideration. 

The whole question of liquidation 
damages where the contractor has 
failed to perform is a highly specu- 
lative and interesting phase of this 
type of contract. 

Under the currently used contract 
form, the contractor is penalized for 
delay in performance on the con- 
tract, provided “that the right of the 
contractor to proceed shall not be 
terminated or the contractor charged 
with liquidated damages because of 
any delays in the completion of the 
work due to unforeseeable causes 
beyond the control and without the 
fault and negligence of the contrac- 
tor, including, but not restricted to, 
act of God, or of the public enemy, 
acts of the Government, acts of an- 
other contractor in the performance 
of a contract with the Government, 
fires, floods, epidemics, quarantine 
restrictions, strikes, freight embar- 
goes, and unusually severe weather, 
or delays of subcontractors due to 
such causes. .. .” 

In the case of such unforeseeable 
circumstances, the contractor must 
notify the Government within 10 
days of the cause of the delay. 

One of the factors to be consid- 
ered in reviewing this form is 
whether the 10-day period for no- 
tification is fair to the contractor. 
Another question is whether any of 
the contingencies can be foreseen. 
This latter question has been in the 
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courts, and the governing element 
has been held to be whether the con- 
tractor could have foreseen the 
delay. 

A Supreme Court ruling on this 
question stated that: 

“* * * Not every fire or quaran- 
tine or strike or freight embargo 
should be an excuse for delay under 
the proviso. The contract might be 
one to excavate for a building in an 
area where a coal mine had been on 


fire for years, well known to every- 
body, including the contractor, and 
where a large element of the con- 
tract price was attributable to this 
known difficulty. A quarantine, or 
freight embargo, may have been in 
effect for many years as a perma- 
nent policy of the controlling gov- 
ernment. A strike may be an old 
and chronic one whose settlement 
within an early period is not ex- 
pected. In any of these situations 


GOVERNMENT BUYERS WANT TO KNOW: 








there could be no possible reason 
why the contractor, who of course 
anticipated these obstacles in his 
estimate of time and cost, should 
have his time extended because of 
them,” 

Some clarification of the Govern- 
ment’s contract terminology may be 
held necessary in the light of this 
decision. 

The same question of foreseeable 

e Continued on page 324 
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Shits Contract, entered into this day 
Tus en STATES OF AMERICA, hereinafter called the Government, 


officer executing this contract, and 






(Addrene, . 





ce anti) ; INVITATIOX 
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of the reverse hereof, 
a corporation organized and existing under the laws of the State an 


a partnership consisting of 
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an individual trading as 
of the city of in the State of 
hereinafter called the contractor, witnesseth that the parties b 


ARTICLE 1. Statement of work:—The contractor shall furnish 
work fo: 
Form 23 


Is the stipulation in respect to un 
foreseen contingencies and the 10- 


day notice provision a fair and 


workable arrangement? 











eer Form 33 
for the consideration 
What do contractors. think 
im strict accordance with the specifications, schedules, and d 
hereof and designated as follows: 
a date of the M thereof, oe hae 
The work shall be commenced . =a — satorinad i ee ce a % ea a. 2 
and shall be completed 
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WHAT’S AHEAD 


Production losses 
have been serious 
this year; new ca- 
pacity may come in- 
to production in 
1947; backlog de- 
mand is unreliable; 
new applications in 
view 


IN FLAT ROLLED STEELS 





New steel making capacity must be supplemented by rolling mill capacity before it can meet 
the demand for sheets and strip. (Photo, Kaiser Company, Inc.) 


© By Robert M. Nelson 


Marketing Service Department, The American Rolling Mill Company, Middletown, Ohio 


INCE the war, sales executives 

of the steel mills and distribu- 
tors have been concerned with get- 
ting the maximum tonnage out of 
the mills and effecting an equitable 
distribution of the available supply. 
Far from being able to meet today’s 
pent-up demands, this supply has 
been considerably less than we had 
to sell before the war. As an ex- 
planation of this condition, and as a 
practical indication of what we may 
expect in the immediate future, let 
us examine the capacity and produc- 
tion picture. 


Production and Capacity 


In 1941, the practical production 
capacity of the steel industry for 
sheets and strip (excluding black 
and tin plate) was approximately 
16.2 million tons. It is also consid- 
ered that the industry operated at its 
practical capacity in 1941. 

During 1945, it is estimated that 
this practical operating capacity was 
at the same level (about 16 million 
tons), wartime additions in steel- 
making capacity having been limited 
by the government to facilities for 
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making heavy plates, forgings, and 
castings. 

With capacity production in 1946, 
then, the most that could have been 
achieved was approximately the 
1941 level of production, plus the 
small additions in capacity made 
since the latter part of 1945. Ac- 
tually, however, the production has 
been much less than in 1941 due to 
causes swith which most of us are 
familiar, such as the steel strike, the 
ore strikes, the coal strike, the rail- 
road strike, the scrap shortage, other 
material shortages, and recurring 
labor troubles. Maintenance shut- 
downs have also reduced production 
abnormally. Sheet and strip rolling 
mills are five years older, and ma- 
terials were not avaliable for ad- 
equate maintenance during or im- 
mediately after the war. 

In the first seven months of 1946 
(January through July) actual pro- 
duction amounted to approximately 
7 million tons compared to practical 
operating capacity of about 9.5 mil- 
lion tons. Therefore, in the first 
seven months 2.5 million tons, or 
29% of the possible production, was 






lost through labor troubles, mainte- 
nance shutdowns and material short- 
ages. Figures just now available for 
August show production at 97% of 
capacity, but whether this rate will 
be maintained, or decreased depends 
to a large extent on factors outside 
the control of the steel industry. 

There now exists a very serious 
scrap shortage which is affecting 
production. With most mills now 
operating on a hand-to-mouth basis 
as far as scrap is concerned, unless 
the scrap situation is improved, pro- 
duction will surely decline during 
the winter months. 

As a result of the Great Lakes 
shipping strike, steel mills will go 
into the winter with inadequate 
stockpiles of iron ore. Coupled with 
the scrap shortage this condition is 
very likely to further cut production 
in the early months of 1947. There 
is considerable talk of another gen- 
eral steel strike which, if called, 
would again paralyze the industry. 


Address before the National Association 
of Sheet Metal Distributors, Atlantic 
City, October 15, 1946. 


PURCHASING 























Aside from a strike of major pro- 
portions, the industry has been con- 
tinually plagued with localized 
strikes, with attendant labor unrest 
and lowered productivity. 

We are hopeful that the so-called 
postwar adjustment period is about 
over, that our present production 
troubles will be solved and that the 
storm clouds on the horizon will dis- 
appear, thus enabling the giant of 
American Industry to attain full 
production and satisfy the needs of 
our country for steel products. 

Generally, the industry is opti- 
mistic, for, in addition to bending 
every effort to achieve capacity pro- 
duction, it is now installing or has 
on order new facilities which wiil 
increase flat rolled steel capacity by 
3 million tons, to a total of 19 mil- 
lion tons annual practical operating 
capacity. These new facilities, rep- 
resenting an increase of 19% over 
prewar capacity, are planned ior 
completion in 1947. However, it is 
doubtful if all the increased ton- 
nages can be gained before 1948. 


Tonnages for 1947 


With the above picture in mind, 
each of vou is in as good a position 
as we are to forecast, or rather to 
guess, as to what tonnages will Le 
produced in 1947. The most hopeful 
estimate would be somewhere in the 
neighborhood of nineteen million 
tons, roughly 19% above the 1941 
production level. 

Under these conditions, unless 
there is a sudden slackening of de- 
mand, it seems reasonable to assume 
that the allotment system of dis- 
tributing flat rolled steel products 
will continue throughout the year 
1947. The fair, equitable and profit- 
able distribution of the available 
tonnage has been a most difficult 
problem for us all. We look for- 
‘ward eagerly to the return of 
normal competitive conditions when 
the sales ability of distributors will 
be the principal gage of the Indus- 
try’s shipments through these chan- 
nels. 

Lowered worker productivity plus 
increased wage rates have acted both 
to decrease production and to in- 
crease manufacturing costs. A real- 
ization on the part of labor that in- 
creased productivity must accom- 
pany increased wages, and the re- 
turn to normal pricing procedures, 
would enable the mills not only to 
get more total production but also 
to effect a different product mixture 
and wider distribution. 

Government directives for over- 
seas rehabilitation, for National De- 
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fense, and more recenily for hous- 
ing, ‘have operated to redirect a 
portion of the production into other 
than normal channels. 


Demand 


Speaking of the return of “nor- 
mal competitive conditions’, let us 
examine for a moment the factors 
making up the present demand pic- 
ture. 

First, we entered 1946 with a uve 
year backlog of commercial and in- 
dustrial maintenance, plus a con- 
siderable amount of reconversion 
work. The physical reconversion of 
production equipment was speedily 
accomplished and much building 
maintenance has been done. How- 
ever, there’s a considerable backlog 
remaining and a large amount of 
commercial and industrial building 
has been temporarily postponed. 

Second, during the war, manufac- 
turers carefully made their postwar 
plans, including production and 
market estimates, In the early days 
of reconversion it was a modest 
manufacturer who estimated an in- 
crease of only 50% over his 1941 
production for 1946. Many plants 
were keyed to operate at 100 to 
150% over their 1941 rate. Now, 
however, projected manufacturing 
programs are more realistic and it 
appears that a 15% to 20% increase 
will suffice to take up the slack. 

Third, at war’s end, manufactur- 
ers’ stockpiles of materials and 
seminished goods were extremely 
low. Also the pipeline from manu- 
facturer to consumer was empty. 


Department of Commerce statis- 
tics have shown a steady rise in in- 
ventories in 1946, and a sharp rise 
of 800 million dollars in July to an 
all time high of 18 billion dollars. 
The July rise was coincident with a 
slight drop in shipments and a de- 
crease in the volume of new orders. 
in the opinion of some economists, 
the widespread publication of these 
figures was an important cause of 
the stock market break. August fig- 
ures just now available show another 
rise in inventories of 325 million 
dollars although shipments jumped 
more than a billion dollars. 


Steel Inventories 


There are two angles to the inven- 
tory picture that may decrease the 
effective demand for steel. On the 
other hand, there is definite evidence 
in some consumer durable goods 
items, notable radios and small ap- 
pliances, that the supply lines are 
filling up. In the case of major ap- 
pliances and automobiles, steel is not 
the limiting factor in many cases. 





Some buyers are giving more study 
to inventory control and balance 
based on what production of fin- 
ished items can be achieved. In other 
words, why continue to pile up steel 
and semifinished parts when a short- 
age of lead, copper, or motors pre- 
vents complete assembly. Ironically, 
the shortage of castor oil (for braxe 
fluid) is seriously limiting new car 
output. 

We also entered the postwar pe- 
riod with a five year backlog of de- 
mand for home maintenance and 
consumer durable goods, supported 
by wartime savings. Recent surveys 
of appliance dealers have shown that 
a considerable portion of their “or- 
ders” evaporate when confronted 
with actual delivery, and that the 
backlog of solid orders is much 
smaller than the first over-optimistic 
estimates. 

Undoubtedly, in many cases the 
purchasing power supporting dur- 
able goods demand has been dissi- 
pated through strikes and the pur- 
chase of other types of goods. Cer- 
tainly the sharp rise in prices has 
acted to decrease the market for 
many consumer durable goods items. 


For example, due to increased 
manufacturing costs, notably influ- 
enced by lowered productivity of 
labor, automobile prices are today 
66% above the 1940 level. Even 
with increased earnings it is reason- 
able to believe that the market for a 
small car is considerable less today 
at $1500 than it was for the same 
car at $900 six years ago. This con- 
dition also applies to homes, radios, 
washing machines and many other 
manufactured items. As long as a 
scarcity exists, the effect of these 
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increased prices on the market is 
not seen, as the “must have” buyers 
and the “spendthrift’’ buyers take 
what is available. But when this 
cream is skimmed off and the “it 
would be nice to have’ buyers aud 
the “judicious” buyers are reached, 
the effect will be quickly felt. 

These and other business sign- 
posts indicate that the present con- 
ditions of short supply may disap- 
pear sooner than generally expected, 
and that with increased production 
the time may not be far distant when 
the demand and supply curves will 
again meet. At that time all of us 
charged with the distribution of 
sheet steel and steel products will be 
confronted with the necessity for 
constructive and vigorous merchan- 
dising. 


Return of Competition 


If recent articles in the daily press 
are correct, there exists considerable 
concern and perhaps fear in some 
minds at the thought of a return of 
a buyer’s market. Now, there’s no 
reason for this, as the buyer’s mar- 
ket is the normal condition. It brings 
out the true spirit of competitive 
enterprise. The only reason a 
fighter should fear the ring would 
be that he is flabby and out of con- 
dition due to inactivity. 

A recent magazine survey sug- 
gests that business generally is not 
prepared citing such figures as: 


1. Two thirds of the firms sur- 


veyed confess their selling 
strength is 25% less than pre- 
war. ; 


2. Loss in sales punch is esti- 
mated as high as 60%. 
3. Salesmen on the average are 


140 


JUNE JULY UGC 
1946 - MONTHS 
@ SOURCE: AMERICAN IRON AND STEEL INSTITUTE 





oct NOV DEC 





five years older. 
Can organizations in this condition 
sell a volume of 25% to 50% above 
prewar, in a normal competitive 
market ? 

Unless we are badly mistaken, the 
time is again coming when merchan- 
dise of all kinds will need to be: 

Of good quality 
Competitively priced 
Adequately stocked 
Widely advertised 
Competently sold, and 
Promptly delivered. 

What can distributors do now to 
make ready for this situation? Here 
are a few suggestions: 

Build and re-train your sales 
force 

Improve your warehouse and 
service facilities 

Properly balance your lines of 
merchandise 

Better organize your sales ter- 
ritories 

Re-study the requirements of 
your customers and prospects, 
and then 

Get in shape to better serve 
them. 


New Developments 


Many distributors can go beyond 
their own organization and “spread 
the gospel of preparedness” to their 
manufacturing customers and retail- 
ing customers. Much will depend on 
how well they in turn are prepared 
to meet competition. Spur them on 
to product development, proper pric- 
ing, adequate stocking, competent 
selling and improved customer serv- 
ice. 


From the research laboratories of 





the steel industry you will have new 
and improved steels to sell, and sev- 
eral specialty steel products, intro- 
duced just prior to the war, will 
have many new applications. For 
example there are: 

Zinc coated sheets that can be 
formed and drawn without rup- 
ture of the coating. 

Galvanized sheets specially 
treated to take and hold paint. 

Flat rolled steel in coils for bet- 
ter warehousing and use in con- 
tinuous manufacturing processes. 

Alloy and stainless steel in 
sheets, strip, bars and wire for a 
multitude of new uses. 


Noteworthy Installations 


Stainless steel is rapidly widening 
its list of industries and applications 
served. Public acceptance of stain- 
less steel is sufficient today to give 
every product made of it a decided 
sales boost. Of special interest is 
the increasing use of stainless steel 
in architecture. In this field two 
noteworthy installations of national 
interest are now being planned: the 
Time and Life Building in New 
York, and the General Motors Tech- 
nical Center, Detroit. Stainless steel 
is being considered for the exterior 
and interior wall covering. A new 
and revolutionary design utilizes 
steel truss construction, curtain 
walls or “skin” of stainless steel 
sheets, with light weight insulation 
filling the wall spaces. No heavy 
stone of masonry is to be used above 
the foundation. It is estimated that 
in the new Time and Life Building, 
the additional office space gained 
through the use of this construction 
will produce $30,000 monthly in 
rents. Stainless steel is also panned 
for window frames, building hard- 
ware, outside doors, elevators, lobby 
and ornamental iron work. 


Other Opportunities . 


These two large jobs are the fore- 
runners of thousands of smaller 
ones which it will be our oppor- 
tunity to sell. Many remodeling proj- 
ects and new store fronts will use 
stainless. Stainless steel roof drain- 
age installations made 10 years ago 
have recently been inspected and 
found to be in perfect condition. 
More and more sheet metal shops 
are finding they can fabricate and 
sell stainless for the better more 
profitable jobs. These are but a few 
highlights of new developments that 
will hold great promise for those 
sheet metal distributors who are 
properly equipped, competently 
staffed and alert to new marketing 
opportunities. 
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BACK TO FUNDAMENTALS 


The head of a big purchasing department, several 
of whose buyers were recruited during the war years 
and had to acquire their experience and knowledge 
of buying on the job, got the shock of his life recently 
when he discovered in the course of a casual con- 
versation that one of these buyers had no idea what 
the symbol “f.o.b.” meant. For three years this man 
had assumed that the term merely referred to the 
vendor's plant location, and he had written nearly 
two million dollars’ worth of purchase orders on that 
basis. 

Pursuing his investigation further, the purchasing 
agent discovered that this was not an isolated case. 
There were no less than seven men in his depart- 
ment in the same state of blissful ignorance on the 
subject. Some of them were issuing purchase orders, 
and some were checking vendors’ invoices. 

This purchasing executive has long had in mind 
the desirability of introducing an informal training 
course in his department, to be started when he got 
around to it and as time became less of a problem. 
He had gone so far as to jot down a few notes on 
courtesy to salesmen, escalator clauses, reading the 
business barometers, and the like. 

The course has been started in a hurry, but the 
curriculum doesn’t follow the original pattern. It’s 
on company time, taking precedence over depart- 
mental routine for one hour every Monday after- 
noon. It deals with the ABC of buying. The first 
lesson was on “‘f.0.b.” 
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FINE PRINT CLAUSES 


A purchasing agent friend of mine has found 
the perfect method of dealing with the fine print 
evil that still persists on some of the forms vendors 
expect us to sign—and occasionally on the backs 
of purchase orders, too. The other day he was 
confronted with a particularly horrible example— 
twenty numbered paragraphs, in type so micro- 
scopic as to be scarcely legible at best, and printed 
in a faint gray ink. 

“Why have you chosen this impossibly difficult 
way of presenting such an important part of the 
agreement?” he asked. 

“They are just the standard terms and condi- 
tions,”, he was assured. “We have to wse small 
type to keep them within a reasonable space, and 
the gray ink is an advantage because it doesn’t 
show through on the face of the order.” 

“On the contrary,” said the P.A., “I believe they 
are printed that way so that | will not read them, 
and that is a fact. My eyesight isn’t what it used 
to be, anyway. Yet you will agree that obviously 
| cannot sign what | haven’t read. Suppose you 
pull up a chair and read them to me.” 

The hapless salesman had to comply. For twenty 
minutes he stumbled through the obscure script 
while the buyer listened, gravely attentive. Several 
times he paused to rest his strained eyes, and 
twisted the sheet to get a better light. At the end 
he confessed to a violent migraine headache. My 
friend now has a staunch ally in the adversary’s 
camp, trying to have the condition corrected. 









HOW HEUBLEIN BUYS. 


ERE is a simple but efficient 
system of Purchasing Depart- 
ment forms used by G. F. Heublein 
& Bro., Inc., of Hartford, Conn., 
involving a minimum amount of 
forms and necessitating a minimum 
amount of paper work. The forms 
used consist of the following: 
1. Purchase Requisition 
2. Purchase Order 
3. Price Record and Vendor Card 
4. Inventory Record Card 
The Purchasing Department con- 
sists of the Purchasing Agent, an 
Assistant Purchasing Agent and one 
secretary-stenographer who takes 
care of necessary clerical work on 
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Purchasing Agent, G. F. Heublein & Bro., Inc., 


purchase orders as well as office 
dictation, typing of orders, filing, 
etc. 

The system starts with a purchase 
requisition which is made out by the 
department ordering the material, 
equipment or supplies. The quan- 
tity desired, the description or speci- 
fications and the date needed are all 
filled in by the department ordering. 
All other information on the requisi- 
tion is completed by the Purchasing 
Department. The requisition is in 
duplicate with one-time pencil car- 
bon, the original orange and the 
duplicate blue. The duplicate copy 
stays with the department ordering 








Hartford, Conn. 


for their own records. The requisi- 
tions are furnished the various de- 
partments in covered pads of 50 sets 
each. 

When the requisition is turned in 
to the Purchasing Department, it is 
checked and the name of the vendor, 
price, delivery instructions and 
other necessary information insert- 
ed. It then goes to the typist for the 
tvping of a regular purchase order. 
The purchase order is a six part 
form; the first copy (white) is 
mailed to the vendor; the second 
copy (blue) is a working copy for 
the Purchasing Department and is 
immediately filed in an open order 
alphabetical file; the third copy 
(red) goes to the Accounting De- 
partment for record, distribution of 
cost, and other information; the 
fourth copy (yellow) goes to the 
department ordering to be used as a 
Receiving Report when the material 
is received; the fifth copy (tan) 
goes to the receiving clerk so that 
he may have knowledge of what ma- 
terial is coming in and may dis- 
tribute incoming material or sup- 
plies to the proper department; the 
sixth copy (green) is the follow-up 
copy and goes into a date file. 


Follow-up Postcard 


A follow-up inquiry postcard is 
sent to the vendor usually about 10 
days after an order is placed if the 
order has not been acknowledged or 
unless delivery has been requested 
at a later specified date, in which 

_case the green copy of the order is 
‘filed under the proper date for fol- 
low-up. 

At the time the original purchase 
order is typed and before mailing to 
vendor, it is entered on the price 
record and vendor card, which is 
filed alphabetically by commodity 
and gives a full record of past pur- 
chases as well as the current order 
including the quantity ordered, date, 
date received, order number, sources 
of supply, prices paid, terms, etc. 
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All incoming invoices are checked 
by the Purchasing Department for 
quantity and price and noted on the 
Purchasing Department’s working 
copy of the order, on the price and 
vendor card, approved for payment, 
and forwarded to the Accounting 
Department for arithmetical check- 
ing, distribution and payment. 


Upon receipt of the receiving re- 
port (yellow copy), the working or- 
der is marked “completed” together 
with the date, and transferred by 
the clerk from the open order file to 
the completed file, which is also an 
alphabetical file kept by years. Par- 
tial receipts of material are reported 
to the Purchasing Department on a 
partial receiving report. All receiv- 
ing reports then go to the Account- 
ing Department for checking and 
matching with their copy of the 
order, after which they are filed 
numerically, as completed. 


rhe final step by the Purchasing 
Department in its paper work is in- 
ventory control. A Kardex system 
is used. Invoices are posted to the 
inventory card and deductions made 
therefrom as the material is used 
and reported to the Purchasing De- 
partment. Only labelling and bottling 
materials such as bottles, cartons, 
caps, labels, etc., which are used in 
extremely large quantities, are in- 
ventoried by the Purchasing Depart- 
ment. All other inventoried ma- 
terial is taken care of by the Ac- 
counting Department. 

The Purchasing Department of 
G. F. Heublein & Bro., Inc., with 
three employees, regularly purchases 
over 500 different items. including 
all operating supplies and materials 
and equipment for two plants, one 
of which manufactures food special- 
ties among which is “A.l Sauce”, 
and the other liquor specialties in- 
cluding “Heublein’s The Club Cock- 
tails”, “Milshire Gin” and other 
products all nationally famous since 
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JSentlemen: 


Please refer to our Purchase Order 


for 





to be shipped 





We are in early need of this item. 


Very truly yours, 


Purchasing Dept. vartford, 1, Conn. 
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Please advise earliest possible shipping date. 


3. F. HEUBLEIN & B0., 
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YNONTRARY to the opinion of a 
majority of purchasers, a seller 
may he liable for $5,033 damages, 
although the actual damage sus- 
tained by the purchaser is only $33. 
In other instances sellers have been 
held liable for more than $10,000 
damages when the purchaser suf- 
fered as low as $25 actual damages. 
These extraordinary damages are 
“punitive” or “exemplary”, and are 
allowable where the circumstances 
are such that the court believes an 
“example” should be made of a sell- 
er who practiced fraud, malice, de- 
ceit, or the like, on the purchaser. 
Thus “tort” must be connected with 
the transaction before the seller can 
be held liable for “exemplary” dam- 
ages. 

It is an old and established prin- 
ciple of law in suits to recover dam- 
ages for “tort”, which always in- 
volve the ingredients of fraud, 
malice, or insult, the jury may go 
far beyond the rule of mere com- 
pensation of the purchaser, and 
award exemplary or punitive dam- 
ages. This rule of law was distinctly 
recognized in early decisions. As far 
back as 1859, Brinkerhoff, Chief 
Justice, stated that this rule was 
considered established and elemen- 
tary in jurisprudence. Brinkerhoff 
said further that in cases of this 
kind a jury acting under oath is not 
likely to do any great wrong, and 
that the power which this rule con- 
fers upon a jury may, in practice, 
operate as “a salutary restraint upon 
the evil passions of bad men.” 

Punitive damages also are recov- 
erable in many cases where the sell- 
ers conduct shows a wanton or 
reckless disregard of the legal rights 
of the purchaser. 

In some jurisdictions the theory 
is that exemplary damages are 
awarded by way of compensation, 
though they incidentally operate by 
way of punishment, but in other 
states punitive damages are allowed 
as a punishment to the offender, and 
as an example to deter others from 
offending in a like manner. 

Therefore, exemplary damages 
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Purchaser can recover only the amount 
of actual damages unless he can prove 
that the element of fraud is involved 


not only compensate the purchaser 
for actual loss, but punish the seller, 
and as an example to deter other 
sellers from committing the like of- 
fense. Such damages are given as 
“smart” money in the way of pe- 
cuniary punishment. The allowance 
of such damages rests not upon the 
ground of abstract or theoretical 
justice, but upon the ground of pub- 
lic policy, a policy which seeks to 
promote the public safety, to punish 
through the medium of a civil pro- 
ceeding a fraudulent, malicious, in- 
sulting, or willful wrongdoer, and 
to hold him up as a warning ex- 
ample to others, to deter them from 
offending in a like manner. 


Origin of Law 
According to some legal authori- 
ties the practice of allowing exem- 
plary damages had its origin in cases 




















involving elements of recovery in- 
capable of pecuniary estimate, and 
hence peculiarly within the discre- 
tion of the jury. Another theory 
advanced has been that the doctrine 
had its origin and foundation in a 
failure of estimated time and to 
recognize items of recovery for 
which compensation should have 
been allowed. 

Whichever theory may be correct, 
the right of a jury in certain cases 
to award exemplary damages has 
been said to be as old as the right of 
trial by jury itself, and, while objec- 
tions have been advanced, the doc- 
trine is now one of general accepta- 
tion. 


As a general rule exemplary dam- 
ages are not recoverable in suits for 
the ordinary breach of contracts, 
irrespective of the motive on the 
part of seller which prompted the 
breach. In other words, no more 
can be recovered as damages than 
will fully compensate the purchaser. 

On the other hand, where the acts 
of a seller constituting a breach of 
contract also amount to a cause of 
action in tort, there may be a re- 
covery of exemplary damages. As 
sometimes stated, exemplary dam- 
ages are recoverable for a tort com- 
mitted im connection with the breach 
of contract, where the essentials of 
an award of such damages concern 
the tort and not the breach of con- 
tract itself. In order to permit a 
recovery, however, the breach must 
be attended by some intentional 
wrong, insult, abuse, or gross negli- 
gence which amounts to an indepen- 
dent tort. 


Deceit Is Punitive 


By no means does every legal 
wrong entitle the purchaser to re- 
cover exemplary damages. 

For example, modern higher 
courts consistently hold that any 
person may sue and recover dam- 
ages based on deceit. Therefore, a 
buyer who has been induced by the 
fraud of the seller to purchase mer- 
chandise may ordinarily maintain a 
suit in the nature of deceit to re- 
cover damages resulting from the 
fraud. But, as above explained, a 
suit based on deceit to recover dam- 
ages for fraud inducing the making 
of a contract by a purchaser is not 
based on the contract but on the 
tort. Moreover, full completion of 
the contract by the seller does shield 
the latter or preclude recovery of 
damages for the fraud. 


Acts of Employees 


Considerable discussion has arisen 
from time to time over the legal 
question : When is a seller liable for 
exemplary or punitive damages re- 
sulting from deceit or fraud of his 
salesman, or representative? The 
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answer to this question is: An em- 
ployer may be held liable for ex- 
emplary damages where the act 
complained of by the purchaser was 
authorized or subsequently adopted 
by the employer, or where the em- 
ployer participated in and ratified 
the wrongful act of the salesman or 
representative. 

For example, in the case of Saber 
v. Green Jewelry Company, 60 N. 
E. (2d) 224, reported July, 1946, 
the testimony showed facts, as fol- 
lows: A man named Saber pur- 
chased thoroughly worthless recon- 
ditioned merchandise believing that 
it was new. Saber sued the seller, 
or employer, for $33, the price paid 
for the merchandise, plus $5,000 ex- 
emplary damages. 

During the trial Saber testified 
that the seller’s representative had 
stated that the merchandise was 
new. However, the salesman denied 
that he so stated. But Saber proved 
that the seller consistently advertised 
that he sold only “quality” merchan- 
dise. The jury refused to allow 
Saber $5,000 exemplary damages, 
but the Supreme Court reversed its 
verdict and held that the jury should 
have decided from the testimony 
that the seller was guilty of deceit, 
fraud and malice, because he knew 
or should have known that his rep- 
resentative had practised fraud. 
Thus, in this case, although the jury 
decided that the seller could not re- 
cover $5,000 punitive or exemplary 
damages, the Supreme Court re- 
versed the decision. This court 
quoted law, as follows: 

“The fact that an employer re- 
tains an employee, after knowledge 
of the latter’s willful and malicious 





conduct, tends to prove ratification 
of the employee's act sufficient to 
support a verdict against the em- 
ployer for exemplary damages... . 
The record shows that the manager 
who sold the watch was retained 
thereafter in the employment of de- 
fendant (employer).” 

Therefore, it is quite apparent 
that the courts apparently take the 
view that the subsequent retention 
or promotion of the employee guilty 
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of the wrong is legal ratification by 
the employer of the deceitful or 
fraudulent acts previously commit- 
ted by the employee. 

On the other hand, many courts 
have held that if the employer dis- 
charged the employee on learning of 
his fraudulent act this testimony 
proves disapproval of the employee’s 
conduct and relieves the employer 
from liability for exemplary dam- 
ages. 


Knowledge of Seller 


Another important point of law 
is that a seller never is liable for 
torts of his salesman who acts with- 
out authorization or knowledge of 
the seller. 

In the case of Tracy v. Athens & 
Pomeroy, 152 N. E. 641, it was 
said: 

“A principal, therefore, though 
of course liable to make compensa- 
tion for injuries done by his agent 
within the scope of his employment, 
cannot be held liable for exemplary 
or punitive damages merely by rea- 
son of wanton, oppressive, or mali- 
cious intent on the part of the agent. 
In other words, where that which is 
tantamount to punitive or exemplary 
damages is to be recovered by reason 
of the willful character of the 
wrongful act, proof of this knowl- 
edge and willfulness on the part of 
the party producing the wrong must 
be made. The employer cannot be 
punished for the personal guilt of 
his servant or agent, unless the em- 
ployer authorized, ratified, or par- 
ticipated in the wrongdoing.” 


Must Prove Tort 


Modern higher courts consistently 
hold that no purchaser may recover 
punitive or exemplary damages from 
a seller unless he proves that the 
seller is guilty of tort. At least the 
purchaser must introduce testimony 
which proves, through circumstan- 
tial evidence, that the seller com- 
mitted tort. 

For example, Judge Robinson 
said at page 146, 136 N. E.: 

“While the facts in this case might 
well have justified in pleading charg- 
ing a tort, we are unable from the 
petition itself to reach any other 
conclusion than that the gravamen 
of the complaint is the breach of the 
contract... .” 

Therefore, if a purchaser merely 
proves that a seller breached a con- 
tract he can recover only actual 
damages sustained as a result of the 
breach. In other words, where a 


purchaser merely proves that a seller 
breached a contract, there are no 
circumstances under which the court 
will hold the seller liable for punitive 





or exemplary damages. The element 
of deceit, fraud, malice, or similar 
unlawful influence must have en- 
tered into inducing the purchaser to 
make the contract. 





According to the law, in the va- 
rious states, when there is a breach 
of warranty by the seller, the buyer 
may, at his election—(a) Accept or 
keep the goods and set up, against 
the seller, the breach of warranty 
by way of recoupment in diminution 
or extinction of the price; (b) Ac- 
cept or keep the goods and file a suit 
against the seller for damages for 
the breach of warranty; (c) Refuse 
to accept the goods and maintain a 
suit against the seller for damages 
for the breach of warranty; (d) 
Rescind the contract and refuse to 
receive the goods, or if the goods 
have already been received, return 
them or offer to return them to the 
seller and recover the purchase 
price. 

Also, modern higher courts con- 
sistently hold that after the mer- 
chandise has been delivered to the 
buyer, he cannot rescind the sale if 
he knew of the breach of warranty 
when he accepted the goods, or if 
he failed to notify the seller within 
a reasonable time of his election to 
rescind, or if he failed to return or 
to offer to return the goods to the 
seller in substantially as good con- 
dition as they were in at the time 
the merchandise was accepted by 
the purchaser. 


Obviously, if deterioration of 
goods is due to the breach of war- 
ranty, such deterioration will hot 
prevent the buyer from returning or 
offering to return the goods to the 
seller and rescinding the sale con- 
tract. 


Quite naturally, neither a buyer 
nor seller may sue and recover more 
than actual damages, under these 
circumstances, for the other's 
breach of the contract, unless tort, 
as willful or malicious conduct, is 
conclusively proved. 


Another important point of law 
is that if a buyer legally accepts a 
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shipment of merchandise which, 
through mere error of the seller, 
does not conform with the terms of 
the contract the purchaser can only 
sue and recover actual damages sus- 
tained 

It is important to know that legal 
acceptance of merchandise by a pur- 
chaser is (1) acceptance of a ship- 
ment without making a complaint 
of its price, quality or quantity 
within a reasonable time after the 
shipment arrives; (2) acceptance of 
a shipment, with prompt and justi- 
fiable complaint, and afterward be- 
ing negligent in safeguarding the 
goods whereby a portion or all of 
the merchandise is lost, disfigured 
or damaged; (3) acceptance of a 
shipment, with prompt and justifi- 
able complaint, and subsequent use 
or sale of a portion or all of the 
goods; (4) acceptance of any por- 
tion of a shipment of unsatisfactory 
merchandise is legal acceptance of 
the complete shipment. 


Prompt Inspection 


The law requires a buyer to in- 
spect merchandise within a reason- 
able time after it was delivered un- 
der a contract of sale. If there are 
any apparent defects, and the pur- 
chaser retains the shipment an un- 
reasonable period without com- 
plaint, he cannot refuse payment. 
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If, however, the defects in the mer- 
chandise are not apparent or readily 
discoverable, the purchaser is not 
deemed to have legally accepted the 
merchandise until sufficient time has 
expired in which other reasonable 
and prudent purchasers of the same 
kind of merchandise have discov- 
ered such defects. But if a purchas- 
er fails to inform a seller of intend 
ed uses of merchandise, there can be 
no breach of the seller because such 
a sale is “as is” and responsibility 
for satisfactory merchandise shifts 
to the purchaser. 

See Standard Company v. War 
ren Company, 159 N. E. 508, where 
a salesman accepted a verbal order 
for merchandise from a buyer. The 
salesman’s employer immediately 
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“accepted” the contract and shipped 
a portion of the merchandise. Later 
the buyer acknowledged that the 
merchandise was satisfactory. Sub- 
sequently when another shipment 
was received by the purchaser he 
claimed that the merchandise was 
defective for the reason that it was 
not adaptable to be used in an auto- 
matic machine. 

Since the purchaser had not noti- 
fied the seller that he intended to 
use the merchandise in an automatic 
machine the higher court held the 
purchaser bound to pay for the mer- 
chandise. 

Therefore, in order that merchan- 
dise shall be “legally” defective, it 
must be shown that the purchaser 
either purchased the merchandise 
under definite specifications, or no- 
tified the manufacturer regarding 
the intended use of such merchan- 
dise. A purchaser who buys specifi- 
cally described merchandise assumes 
full responsibility, particularly if 
the seller made no false statements 
before the contract was signed. But 
if such statements were intentional- 
ly fraudulent, malicious, or insulting 
the seller may have performed a le- 
gal “tort” and, therefore, is not only 
required to refund the contract price 
to the purchaser, but also account to 
him for punitive or exemplary dam- 
ages many times more than actual 
damages sustained by the purchaser. 

Guarantee Liability 

As clearly held by the higher 
court in the above explained case 
of Saber v. Green Jewelry Com- 
pany, 60 N. E. (2d) for punitive or 
exemplary damages amounting to 
more than one-hundred times the 





purchase price of the merchandise, 
if either the seller or his represen- 
tative intentionally falsely guaran- 
teed the merchandise. This rule of 
law is applicable, as a general rule, 
exclusively to expressed guarantees. 
Guarantees are classified as “ex- 
pressed” and “implied”. Where the 
buyer and seller have orally or in 
writing agreed to the exact terms of 
the warranty, it is an expressed 
guarantee. However, an implied 
guarantee exists where the seller 
does not intend to make a warranty, 
but the circumstances are such that 
the court will imply a warranty, ir- 
respective of the contrary conten- 
tions or denials of the seller. 

In other words, frequently the 
circumstances and the intended uses 
of purchased merchandise are such 
that a purchaser is compelled to rely 
upon the honesty of the seller to 
supply merchandise reasonably fit 
for these intended purposes known 
by the seller. 

In all such controversies the pur- 
chaser may win the suit if he proves 
to the satisfaction of the court that 
the subject of the sale failed to ren- 
der the same degree of efficient 
service, as may have been expected 
and demanded by other prudent and 
reasonable purchasers of the same 
class of merchandise. See Universal, 
140 S. E. 653. 

For other higher court cases in- 
volving punitive and exemplary 
damages, see: Gibson, 198 S. W. 
412; Melead, 221 S. W. 961; Mut 
ten, 85 N. Y. Supp. 883; Trout, 
130 S. W. 136; Hunt, 60 So. 530; 
Jones, 280 Pac. 942; Larrend, 44 
S. E. 520: Rvder, 102 So. 428: and 
Memphis, 163 S. W. 1153. 





Hot Water Pipe System 
For Snow Removal 


Snow removal system consisting 
of hot water pipes embedded in con- 
crete pavement has been installed at 
plant of American Cyanamid Co., at 
Bridgeville, Pa., in 600 ft. long two- 
lane roadway. The roadway is 24 ft. 
wide, constructed of 8-inch concrete 
slab. Embedded in the concrete at 
the bottom of the slab are eight lines 
of black wrought iron pipe which 
provide two pipe lines 18 inches 
apart between each wheel track in 
both lanes. 

Hot water at an average tempera- 
ture of 165° will be circulated 
through the pipes at the rate of 50 
gpm against a head of 17 ft. The 
water is to be heated by steam from 
the plant’s boilers in a converter 
used especially for the snow melting 


system. Sufficient anti-freeze solu- 
tion will be added to the system to 
prevent freezing during periods of 
non-operation, thus obviating pos- 
sible damage to the pipes. 

Under maximum operating condi- 
tions the system is expected to ac- 
complish the removal of a minimum 
of one inch of snow or \%th inch of 
ice per hour. It is calculated that 
snowfalls in excess of this rate are 
unusual and it is not considered 
practical to design such melting sys- 
tems for greater capacity. The pipe 
runs, it is estimated, will provide 
snow-free, ice-free wheel tracks 
about two or three feet in width. 
Residual water will be quickly evap- 
orated from the warm surface by 
natural air currents. 
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THE NEW ARITHMETIC IN STEEL 








Are You Wrestling with Manufacturing Problems? 
You Can Get More Products per Ton—Befter Products 
per Ton —with N-A-X HIGH-TENSILE Steel 


Manufacturing experience proves it true: N-A-X HIGH-TENSILE steel 

enables the average user of hot- and cold-rolled sheets to increase pro- 
. . ~- P . ° . . 

duction of units 339% without increasing steel consumption. 


With this low-alloy, high-tensile steel, less metal is required for each 
unit. Sections are thinner, yet have equal strength and greater durability. 
This saving may well make it possible for you to produce four parts 
where you normally produce three. 


N-A-X HIGH-TENSILE steel can be drawn and formed to intricate shapes. 
It has excellent weldability, high fatigue- and corrosion-resistance and 
great impact toughness. These superior qualities bring you not only 
a better product—but also important economies in handling, fabricating 
and finishing. 


The full extent to which N-A-X HIGH-TENSILE can 
increase and improve your production depends, 
of course, on your own particular products and 
methods. Our metallurgists and engineers will be 
glad to help you investigate fully. 


GREAT LAKES STEEL 


HIGH-TENSILE STEEL Y 


GREAT LAKES STEEL CORP. 









N-A-X ALLOY DIVISION «+ DETROIT 18, MICHIGAN 
UNIT OF NATIONAL STEEL CORPORATION 











Finishes, Equipment, etc. 





Purchasing Agents and their Assistants are invited to check 
the pre-paid “Ask Purch” postcards on Pages 19 and 20 
for late catalogs and bulletins on New Products, Materials, 








CENTER DRILLING MACHINE 


HIGH production 


center drilling 
machine with au- 
tomatic centering 


and clamping de- 
signed to handle a 
wide range of 
shapes and_ sizes, 
and drill concen- 
tric centers in 
stock ranging from 
% to 2% inches outside diameter, is an- 
nounced by Detroit Tap & Tool Com- 
pany, 8432 Butler Ave., Detroit, 11, 
Michigan. Self-centering vise automati- 
cally clamps the work in concentric 
alignment with the centering drill. Drill 
head is of cartridge type with precision 
ball bearing ways. Drill has three speeds, 
1540, 2400 and 5200 rpm. 





METAL LEK TROMESH 
SCREENING metal screening and 

filter cloth is an- 
on nounced by The C. 


O. Jelliff Mfg. 
Corp., Southport, 
Conn. It is a one-pieée solid metal prod 
uct which cannot ravel. It is extremely 
resistant to tearing. Hole diameters are 
extremely accurate. It is stiff, strong and 
wear-resistant and readily fabricated by 
drawing, stamping, welding, soldering and 
other operations. Mesh patterns can be 
produced in various metals. Meshes vary 
from 40 to 400. 


PRESSURE GAGES 


STREAMLINED 
pressure gage with 
non-breakable crys- 
tal and  easy-to- 
read dial, of the 
Bourdon approved 
type, is announced 
by the Dayton Rog- 
ers Manufacturing 


Co., 2835 12th Ave. 





‘J 


S., Minneapolis 7, 
Minn. Movement is so constructed as 
to obsorb all shocks from severe uses, 
and maker states it cannot corrode from 
steam, water, air, etc. Gage is suitable 
for use with any liquid or gas. 
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REMOVES SOLID or liquid 
PARTICLES particles from plant 
FROM discharge gases 
NANT GASES = Se sumone 

by the Koppers- 


Elex Electrostatic 
Precipitator announced by the Koppers 
Company, Inc., Koppers Building, Pitts- 
burgh, 19, Pa. The precipitators are de- 
signed for maximum removal or recov- 
ery of boiler fly ash, tar, acid mists, 
soda ash, fluorides, catalysts, dust and 
other nuisances or valuable byproducts, 
and are engineered specifically to the 
needs of individual plants. 


SOUND-SLIDE FILM EQUIPMENT 





ILLUSTRATION shows the Explain- 
ette “100” model sound-slide film unit 
announced by Operadio Manufacturing 
Co., St. Charles, Ill. This unit is designed 
to meet demands for audio-visual aids in 
sales training, point-of-sale selling, em- 
ployee training and visual education. Unit 
is compact and portable and designed 
and engineered for small and medium- 
sized audiences. 


ELECTRODE RESISTWEAR is 
DEPOSIT name of hard-sur- 
400 TO 500 facing rod an- 
BRINELL nounced by Ameri- 


can Manganese 

Steel Diy., Chica- 
go Heights, Ill. It is a high carbon, 
chrome, molybdenum shielded electrode 
that can be deposited on any ferrous base 
metal. Deposit hardness is said to be 
approximately 400 to 500 Brinell. Resist- 
wear is available in coated form only for 
a-c and d-c application in %”, 5/32”. 
3/16” and %4” diameters, 14 inches long. 
Bulletin W-20-B describes Resistwear in 
detail. 












METAL CLEANING TANK 


NEW _ automatic 
motorized washing 
and dipping metal 
cleaning and rust- 
proofing tank in 
sizes from 60 to 
300 gal. capacity 
is announced by 
D. C. Cooper Co., 
1467 South Mich- 
igan Ave., Chica- 
go, 5, Ill. Known as Cooper’s Automatic 
Motorized tank it is designed for auto- 
matic washing and cleaning of metal 
parts, giving continuous agitations. Hand 
dipping is eliminated. Tank can be sup- 
plied for cold dipping, hot cleaning or 
dipping and can be heated by electricity, 
gas or steam. Can be used for wax dip- 
ping and rust-proofing operations. 





FLEXIBLE- PRACTICALLY 
CORRUGATED any overall design, 
PRINTING as well as trade- 
SERVICE marks and slogans, 


can be printed in 
one color on flexi- 
ble corrugated by equipment installed by 
Sherman Paper Products Corp., Newton 
Upper Falls, Mass. In addition to its 
advantages as a low cost advertising 
medium, printing on flexible corrugated 
packaging provides protection against 
substitute products. 


TUBE CUTTING, FLARING MACHINE 
ELECTRIC tube 
cutting and flaring 
machine is an- 
nounced by C. J. 
Unger Manufac- 
turing Co., Day- 
ton, Ohio. It is de- 
signed to cut, flare 
and trim copper or 
aluminum _ tubing 
in one operation 
Capacity, 5000 
flares in eight hours. Any length of 
tubing can be handled. Removable jaws 
for various sizes of tubing are available. 
Motor, % hp. 


(Continued on page 150) 
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eal Cost 


ys. Dollar Cost 


the answers 


This book gives 
_,. when it comes ie) 


7 Role): TREATMENTS. 


It’s not what you pay per gallon for floor finishing 
material that counts. The real cost is the satisfac- 
tion and service you get per dollar spent. To help 
you prove to yourself that Continental ‘‘18’’ looks 
better, stays clean longer, and outwears any floor 
treatment you now use... yet costs no more. 
Continental Car-Na-Var offers you a guaranteed 
plan for buying floor treatments. 


Under this plan you test Continental ‘‘18’’ on 
your own floors, in your own way, for any reason- 
able length of time. YOUR judgment as to results 
is final. To protect you, Continental Car-Na-Var 
guarantees in writing that cost of the new materials 
will not exceed your usual cost for the same period. 
Savings in manpower due to fewer applications 
are an extra benefit for you. 


Try Continental 18”... made only of finest 
materials and proven cheapest in the long run in 
thousands of schools, hospitals, office and public 
buildings all over America. For full information 
concerning the Guaranteed Cost Equalization 
Plan, write for FREE booklet, today! 






Product of CONTINENTAL CAR-NA-VAR CORP. 


1653 E. National Ave., Brazil, Ind. 














A SPECIALISTS IN HEAVY DUTY FLOOR TREATMENTS 



























GUARANTEED 


COST 
EQUALIZATION 











lg 


ER FLOOR FINis,, 


Cl casts wo more! 





(Continued from page 148) 
AIR COMPRESSORS 





FIVE new models of Super-Duty Two- 
Stage Air compressors, available in 7, 
9, 13, and 21 cubic foot capacity, with 
80 gal. storage tanks or optional 60 
gal. tank with 7 cubic ft. unit, are an- 
nounced by Motor Generator Corp., 
division of Hobart Bros. Co., Troy, Ohio. 
Compressors are self contained type with 
motor and compressor mounted steel base 
welded to 80 gal. horizontal air receiver. 
They are fully automatic and controlled 
by centrifugal type unloading. valves 
which guarantee against motor burn-out. 


18-FOOT FORK-type power 
REACH industrial truck 
FORK with an elevating 
TRUCK reach of 18 ft. 


ibove floor level is 

announced by the 
Elwell-Parker Co., 4205 St. Clair Ave., 
Cleveland, Ohio. It is especially useful 
for high tiering materials. Capacity is 
rated at 4000 Ibs. for lifting to a height 
of 11 ft., and 3000 Ibs. to 18 ft. It is 
electrically driven, with three separate 
motors: one for traveling, one for op 
erating the elevating mechanism, and the 
third for tilting the upright column. 
Tilting limit is 15 degrees backward 
and 5 degrees forward from vertical. 
Lifting speed with capacity load is 13 
ft. per minute. Truck is mounted on 4 
wheels. 


THREADING WORK HOLDER 





ILLUSTRATION shows the Mosley 
full-floating holder which is designed to 
take the “guess” out of threading opera- 
tions. It is a hardened and ground pre- 
cision tool of quality steel adaptable to 
drill presses as well as most types of 
hand operated screw machines. Maker 
states that it operates on all types of 
material from the toughest steel to hard 
rubber, permits faster spindle speeds, re- 
duces labor and material costs, and is a 
guarantee of greater production of high 
quality work. It is made by the Mosley 
Manufacturing & Sales Co., Syracuse 3, 
N. Y. 
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NEUTRALENE HEAT treating 
GAS without decarburi- 
PRODUCING zation with the new 
EQUIPMENT Neutralene gas 


producer is an- 

nounced by Indus- 
trial Heating Division of General Elec- 
tric Co., Schenectady, N. Y. Neutralene 
gas atmosphere is especially suitable for 
bright annealing, clean hardening, and 
furnace brazing of medium- and high- 
carbon steels, hardening of high-speed 
steels, and sintering of high-carbon fer- 
rous metals. Basic unit of this new 
equipment is a complete and portable as- 
sembly, mounted on a single base and 
interconnected with piping and wiring. 
Neutralene saves about 18 kw hours per 
thousand cubic feet of gas produced, or 
over $1000 per 6000-hour year with a 
one cent per kw hr. The 
equipment lends itself to adaption as a 
“central” atmosphere gas producing plant 
to supply gas to multiple furnaces, mak 
ing for uniformity and lower costs. 


power rate of 


VERSATILE FLUID MOTOR 





NEW Fluid Motor of axial piston de- 
sign in 3 hp and 5 hp capacity, with 
9 without speed control valve, with or 
without gear-head units of 
various gear ratios; and with selection 
of brackets for mounting in any position 
iesired, is announced by the Denison En- 
gineering Co., Columbus 16, Ohio. Motor 
is featured by “Floating Drive” wherein 
constant pressure contact is maintained 
without use of mechanical linkages or 
connecting rods. It is self starting; op- 
erates efficiently in either directions; can 
be instantaneously reversed, and is self- 
lubricating. When equipped with speed 
control valve, motor can be preset to 
operate at any speed within its capacity. 


choice of 


PICKLING NEW _ spray-type 
WASHING machine for con- 
METAL tinuous pickling 
PARTS and washing of 


metal parts requir- 

ing surface prep- 
aration for application of enamel or other 
coatage or removal of scale is announced 
by B. F. Goodrich Company. Each unit 
is designed individually to suit the par- 
ticular manufacturing problem, and is 
lined with rubber. Maker states straight 
line operation is obtained and production 
can be standardized. Pickling time for 
one operation is reduced to four minutes 
from 15 minutes required in dip process. 
Confinement of acid and acid fumes in 
the chamber provides greater safety. 
Simplicity of operation reduces labor 
costs; no complex conveyors are involved. 


ADDED FIRE PROTECTION 





SCREENING nozzles designed to cut 
off or “sereen” a fire’s oxygen supply, 
for use with standard carbon dioxide fire 
extinguishing systems are announced by 
Walter Kidde & Co., Inc., Belleville, 
N. J. The nozzles throw a curtain of 
carbon dioxide across openings. They 
usually operate in conjuction with a 
built-in extinguishing system using the 
same high pressure gas supply and pip- 
ing. They not only “screen” a fire’s oxy- 
gen supply, but also tend to stop fire 
from spreading to nearby areas. 


CORROSITE AIR-drying plastic 
AIR-DRYING film named Corro- 
PLASTIC site, completely re- 
COATING sistant to most 


acids, all alkalis, 

and many chemi- 
cals, is announced by Baker Synthetics, 
Inc., 51 E. 42nd St., New York. It is 
recommended for uses involving abra- 
sives, corrosion or weathering, such as 
bridges, ships, factory floors, the chemi 
cal and metallurgical industries, etc 
Maker says it will bond to practically 
uny clean surface, and that it is electro- 
lytically impervious. Smoothness is said 
to compare favorably with porcelain 
Will not crack or chip and will with- 
stand temperature up to 250° F. It is 
available in black, clear, aluminum and 
gray. 


ELECTROPLATING GENERATOR 





LINE of low voltage electroplating 
generators is announced by Motor Gen- 
erator Corp., Troy, Ohio. It includes 6 
models ranging in size from 100 amps 
at 6 v to 2000 amps at 6 volts, or 1000 
amps at 12 volts. Illustration shows 130 
Model which is rated 1000 amps at 6 
volts or 500 amps at 12 volts. Generator 
is driven by a 10 hp motor at 1200 rpm. 
Standard tank size normally used with 
this model is 6’ x 30” x 30”, or a tank 
containing 250 gallons of solution. 


(Continued on page 152) 
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To you ‘‘scrap’’ may be just 
worn-out machinery, broken pipe and such 
junk---worth nothing to your business. 


But it IS worth a lot to your business deliver- 
ed to the steel producer. Scrap may be the 
means of supplying you with more of the new 
steel and steel products you want. 


As every buyer knows, steel! is pro- 
duced by “blending” hot pig iron and 
scrap in the open hearth furnace. 
Each ton of available scrap can 
replace atonofpigiron. The great- 
er the shortage of scrap, the heavier 
the drain on pigiron supply to produce 
a given tonnage of steel. 


But every extra ton of pigiron produced calls 
for the use of approximately two extra tons of 
iron ore, one extra ton of coal and one extra 
half-ton of limestone, processed in a blast fur- 


nace, involving many extra hours of time and 
labor. It is obvious that there is a limit to 
America’s blast furnace capacity. So the quick- 
est, most effective way to produce maximum 
steel tonnage now is to find and use more scrap. 


Help yourself to more steel by starting more 
scrap into the channels that serve the mills. 


a \ 


YOUNGSTOWN 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


YOUNGSTOWN 





Speed burring Jobs 


with VILSTUNE FILES 


Grinding Wheel rit 
... and ALL File! 


Whether it be the 
skillful stoning of the 
countless teeth in 
these giant reduction 
gears or single stroke 
passes on thousands of small machined parts—burring is a 
production operation 





India Oilstone files, by Norton Abrasives, speed burring 
jobs—with a corresponding cut in production cost—for 
two reasons. They are made of aluminuin oxide, grinding 
wheel abrasive, and they’re all file—not just rows of cut 
teeth. They cut hardened steels as well as untreated, and 
permit easier control of stock removal. 

Factory oil-filled for greater chip clearance, India Oilstone 
files offer Industry a complete size and shape range of over 
a hundred standard stock items with a finish spread includ- 
ing coarse, medium and fine grits. Ask your distributor or 
write for booklet, “Oilstone Files.” 


Photo courtesy of Westinghouse Electric Corp. 


BEHR-MANNING - TROY, N. Y. 


(DIVISION OF NORTON COMPANY) 
ALSO QUALITY COATED ABRASIVES SINCE 1872 
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AIR CONTROL CYLINDER 





NEW line of air cylinders designed 
to expedite material holding operations 
for drilling, reaming, tapping, milling, 
grinding, injection, and ejection, is an- 
nounced by Air-Trol, 2651 West Lake 
Street, Chicago, 12, Ill. Sizes range from 
14” up with a power factor from 1.76 
times air line pressure. Air Control Cyl- 
inders are designed for single or mul- 
tiple (production line) setups. 


QUICK QUICK-acting sol- 
ACTING vent for removing 
PAINT tough coats of old 
REMOVER paint, varnish, 


enamel, shellac and 

lacquer, known as 
Bull Dog Remover, is announced by 
Gillespie Varnish Co., Dey St. Jersey 
City 6, N. J. It is supplied in liquid and 
cream form and can be used on upright 
surfaces as well as flat surfaces. Maker 
states it will stay moist and deep cutting 
as long as 24 hours, reducing hard finish 
coats to a quickly yielding sludge. It is 
free from acid and alkali reactions and 
is non-corrosive; will not raise wood 
grain; will not damage fibre or injure 
user or brush used to apply it. Liquid 
is recommended for furniture, Bakelite 
varnishes, clear varnishes, synthetic clear 
finishes and all flat surfaces. Cream is 
recommended for all vertical surfaces, 
boats and marine work, etc. 


SMALL PARTS ASSORTER 





NEW Kari-All Parts Assorter, con 
sisting of a number of compartmented 
trays set in a ferris wheel arrangement, 
is announced by Diagraph-Bradley Indus- 
tries, Division of Diagraph-Bradley 
Stencil Machine Corp., St. Louis, Mis- 
souri. Assorter comes in two sizes, the 
Jumbo, 18” long handling about 65 dif- 
ferent small parts, and the Standard, 12” 
long, handling over 30 parts. Bins can 
be adjusted for part sizes. Assorter can 
be fastened in an upright position from 
a side wall or from ceiling. Assorters 
are made of steel. 

(Turn to page 154) 
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FOR TODAY'S TOUGHER JOBS, 








153 


HER’S ANEW TFOUGHER MOTOR 






WHERE IT'S WET Wet 
weather doesn’t both- 
er the new totally-en- 
closed Tri-Clad mo- 
tor. Neither do fre- 
quent “washdowns” 
in food. plants. 


WHERE IRON DUST 
FLIES Harmful iron 
dust and metal filings 
can’t get past the in- 
ner wall. Bearings are 
protected from dust. 






WHERE IT’S CORROSIVE 
Acids, alkalis, and 
fumes are kept out of 
these new Tri-Clads. 
Cast-iron enclosures 
are corrosion-resist- 
ant, extra strong. 


WHERE QUARTERS ARE 
CLOSE When space is 
limited for a totally 
enclosed motor, you'll 
like these trim, com- 
pact new Tri-Clads. 






WHERE IT’S DIRTY Dirt 
and dust can’t get into 


‘these Tri-Clads to 


shorten their life. 
Smooth surfaces are 
convenient to clean. 


WHERE EXPLOSION 
HAZARDS EXIST The 
new Tri-Clad motors 
are available in explo- 
sion-proof construc- 
tions where needed. 








THE G-E 72/ CLAD TOTALLY ENCLOSED MOTOR O 


(1 TO 1000 HP) 


In 1940 you welcomed the Tri-Clad open motor with it’s 
extra protection features. More Tri-Clads have since gone into 
service than any other integral-horsepower motor. Now 
G.E. is ready with a new line of tough, totally enclosed 
Tri-Clad motors for use in adverse atmospheres. We believe 
they are industry's most dependable motors. Their longer life 
and lower maintenance will make them a sound investment 
on almost every job. Apparatus Dept., General Electric 
Co., Schenectady 5, N. Y. 













10-POINT PROTECTION 
1. A cast-iron, double-wall frame | 
completely 


General Electric Company 
Schenectady 5, N. Y. 


C) Please send me GEA-4400, which describes the 
new Tri-Clad totally enclosed motors. r 


[) Please send me GEA-4131, “Motors and Control 
for Hazardous Locations.” 


3. A pressure-relief greasing system, ment includes windings ef *Formex 
which can be packed with jong-life lu- magnet wire. : 
bricant, protects the bearings. 
4. The cast-iron conduit box is diagon- able to simplify maintenance; 
ally split for easy wiring. Boxes are in- ing type in explesion-proof motors. 


dependently explosion-proof on Class 1 10. individyal dynamic balance of ro- NAME nn nonennnenmennntncncnpeencneageneeennennnseecemii 
motors. , tors and external fans protects against COMPANION. gs er ee ae 
5. Nenshrinking compound round vibration hazards, even under severe 
3080 
*Trade-mark Reg. U.S. Pat. Of. ee ee a, et ee wee 


GENERAL 






It’s the Twisted Cross Bar 


that affords safe, sure footing under 
all conditions. See how hard it is to 
slip on Blaw-Knox Electroforged 
Steel Grating. Its rigid, one-piece 
construction makes it easy to install, 
easy to keep clean. Admits maximum 


light and air. 


BLAW-KNOX DIVISION 


OF BLAW-KNOX COMPANY 
2075 Farmers Bank Building, Pittsburgh 22, Pa. 










ELECTROFORGED 
STEEL GRATING 


BLAW-KNOX 
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ELECTRIC HOIST REEL 





ELECTRIC hoist reel designed es- 
pecially for use with traveling hoists 
is announced by Appleton Electric Com- 
pany, 1701-59 Wellington Avenue, Chi- 
cago, 13, Ill. Reel automatically takes 
up, pays out conductor cable. No ex- 
posed current collectors, trolleys or wires. 
It is designed to team up with any trav- 
eling electric hoist within its rated ca- 
pacity. Serves any stretch of track— 
straight, or with one or more bends up 
to double its cable length. Reel is sim- 
ple to maintain and has oil-less bearings 
at all points of rotation. Swivel base 
permits rotation up to 335 degrees. 


WATER FILTERS 








NEW series of water filters for swim- 
ming pools and industrial water filtration 
is announced by Bowser Inc., Fort 
Wayne, Indiana. The Fig. 611 Bowser 
filters range in capacity from 15 to 500 
GPM with 7 to 248 square feet of filter- 
ing area. Bowser filters are said to oc- 
cupy only 1/20th the space required for 
conventional sand filters. Filtered im- 
purities are backwashed to waste and no 
manual cleaning operations are required. 
Filter elements are tubular plastic im- 
pregnated cartridges. Particles as small 
as % micron (approx. .00002) are re- 
moved, including dirt, oils and other 
foreign matter. 

(Turn to page 156) 
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“From hook to hook a line of steel” —that’s the Yale Spur- 
° geared 


to make light, safe work of heavy lifting jobs. It cuts hoist- 


Geared Hand Chain Hoist. It’s a “muscle of steel” 


ing time—makes spotting easy—allows workers more time 
for production. With a No. | reputation throughout in- 
dustry for years of efficient performance, the Yale Spur- 
Geared Hoist is the No. 1 hand hoist for reducing produc- 
tion costs in your plant. 


Get all the facts about this precision-engineered and 











Sturdaly -built production tool. At the same time, ask about 


the money-saving advantages of Yale Electric Hoists, 
Iland Lift and Electric Trucks, and Yale-made Kron 
Seales. All are efficient material handling ma- 
chines that take “muscle money” off your 
payroll. Phone or write to the nearest repre- 
sentative for complete information. The Yale 


& Towne Manufacturing Company, 4530 





Tacony Street, Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT. . . PROMOTES SAFETY 





LIFT AND ELECTRIC 


It's good business to keep your small utility 
buildings out of the shanty class. You can 
do it at low cost and get much better struc- 
tures by specifying standard ARMcO 
SreELOXx Buildings. 

This way your utility buildings, tool 
houses, and other buildings have the two 
big advantages of a permanent structure 
— long life and low upkeep — plus easy 
portability should conditions change. They 
can be taken down and reassembled in 
another location as many times as you 
wish. 

SreeLox Buildings are adaptable to 
many requirements. They can be quickly 
wired, easily insulated, or may be left un- 
insulated without affecting weather-tight- 
ness. All-steel construction is an excellent 
fire-barrier, while interlocking joints help 
keep out dust and vermin. The galvanized 
PaIntGRip surface of Srertox can be 
painted immediately — assures long paint 
life. 

SrEELOXx Buildings are prefabricated in 
a wide range of standard sizes. They are 
easy to handle and are erected quickly by 
unskilled labor. 

Write for prices and complete informa- 
tion on standard ARMCO STEELOX Build- 
ings. Armco Drainage & Metal Products, 
Inc., and Associated Companies, 2905 
Curtis Street, Middletown, Ohio. 


Seed 


a 
BR ES Cea Rises oe a 


STEELOX BUILDINGS 





EMULSION _ of 
Dow Corning Sili- 
cone Mold Release 
Fluid has been 
made available as 
a release agent in 
the molding of various types of synthetic 
and natural rubber. It is known as Emul- 
sion No. 35. It is said to give effective 
release for several moldings and to _per- 
mit faster molding cycle because molded 
products can be removed from the mold 
before completely cooled. It does not 
build up the mold surface, and eliminates 
the breaking in period normally required 
for new molds. Folder available. 


SILICONE 
MOLD 
RELEASE 
FLUID 


MEASURES THICKNESS MOVING 
MATERIALS 


GAGING instrument known as Meas- 
uray, utilizing X-Ray and electronic ap- 
plication for non-contact, continuous or 
spot checking of thickness of all types 
of moving materials, is announced by 
the Sheffield Corp., Dayton, Ohio. Ac- 
curacy can be held to better than one 
percent of material being checked. Metal 
foil can be checked as easily as sheet 
materials 3/16” thick. Concentricity can 
be checked to measure a wire surrounded 
by insulation. Speed of movement, 5’ or 
5,000’ per minute, has no effect on ac- 
curacy of the unit. Measuray compares 
thickness of material with sample, varia- 
tions of thickness being indicated in per- 
centages. Contact with material to be 
gaged is wmnnecessary. Four standard 
units available. Thickness, density and 
type of material determine which of 
units is to be applied. 


NEW instrument 
said to be so sen- 
sitive to variations 
in the percentage 
of COg in flue gas 
that it records 
changes 3% seconds after COg content 
has reached analyzing cell is announced 
by Davis Emergency Equipment Co., 
Inc., 180 Halleck St., Newark 4, N. J. 
Recorder works on thermal conductivity 
analysis principle. Flow rate through 
gas sampling line does not exceed 250 
cc per min.; minimum flow required is 
20 cc per min. Brown Electronik re- 
corder is used. It is furnished with 24- 
hr. circular charts with range of 0 to 
20 COs. 


RECORDER 
DETECTS 

CO2z IN 

3% SECONDS 


PURCHASING 


UNIT SUBSTATIONS 


HIGH voltage incoming line, trans- 
former, and low voltage feeder sections 
are combined in one compact assembly 
in the new all-in-one Unit Sub- 
stations built by Wagner Electric Cor- 
poration, St. Louis. Substations are stan- 
dardized in ratings 100, 150, 200 and 
300 KVA, 3 phase, 60 cycles. Choice 
of combinations of different types of 
transformers and high and low voltage 
equipment makes them suitable for wide 
range of applications. Units are delivered 
ready to connect. Accompanying illustra- 
tion shows streamlined construction of 
the substation with air-cooled transformer 
for indoor installation. 


ADDITION of 75- 
ton hydraulic press 
to its press line is 
announced by the 
Watson-Stillman 
Co., Roselle, N. J. 
Machine is well fitted to handle many 
kinds of light embossing, laminating and 
similar work. Four-way valve affords 
complete manual control of the press at 
all times. Operating pressure is 3000 Ibs. 
psi. Pump is separate unit. 


ANNOUNCE 
NEW 75-TON 
HYDRAULIIC 
PRESS 


INTERNAL MEASURING INSTRUMENT 


NEW Precisionaire internal measur- 
ing instrument for the accurate check- 
ing of small rings from 5/32” to 1” 
internal diameter is announced by the 
Sheffield Corporation, Dayton, Ohio. In- 
strument indicates taper, bellmouth and 
out-of-round conditions and has an am- 
plification of approximately 35,000 to 1. 
Rings may be explored to a depth of 
9/16". Instrument can be set up quickly 
and is easily adjustable. No matrix im- 
pressions are necessary. 

(Turn to page 158) 
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PROTECTION 


AGAINST SUDDEN PRESSURE 
INCREASES WITH EDWARD 


RELIEF VALVES 


Economical Edward forged steel relief valves protect 
expensive equipment against sudden and dangerous 
pressure increases. 
Widely used in power, chemical process, petroleum, 
hydraulic, marine and general industrial service, 
these relief valves are particularly suited for pump 
lines, drums, heat exchangers and unfired pressure 
vessels generally. Regularly available with either 
carbon or stainless steel springs, for water, steam, oil 
or vapor service. 

Seat and ball disk are precision machined of EValloy 
stainless steel. The hardened stainless steel bearing 
plug gives point contact with the disk for quick and 

tight reseating after operation. 


DIMENSIONS AND WEIGHTS—Fig. 141 

















Angle Relief Valve 
” 4 ; 
SIZE  e we) | aa | ie) 2 
Center to End | 1%|1%12%1| 2%| 2%| 3%| 3% 
Center to Top | 644 | 734 | 934 | 1034 | 1235 | 1413 | 164 
Weight—Lbe. | 2% | 43,/6% 113 | 19% | 31 | 40 


























Valves in stock for relieving pressures up to 900 lb. 


Since every valve is factory set for the required relieving 
pressure, orders should include information con- 
cerning service, frequency of operation, and 
mae, relieving pressure. For data on other standard 
Edward globe and angle stop, check, gate, 
blow-off, non-return, feedline, gage and plug 
valves and strainers. Write for Catalog 103. 


© 
held alves, zs. 


Subsidiary of Rockwell Manufacturing Co. 
EAST CHICAGO, INDIANA 
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Fluorescent and Incandescent Lamps for industry bearing the 
Champion diamond mark are shining examples of: 


1 Quality — the result of forty-six years of concentration on fine 
lamps for industrial service. Guaranteed to equal or exceed Federal 
Specifications and backed by the resources of one of the largest 
lamp producers in the industry. 


Lighting Service — trained lighting experts at all times available 
in the freld to give you competent and unbiased recommendations 
on correct lighting applications for every shop and office purpose. 


Economy — Champion production and distribution is organized 
to insure minimum lighting cost and lower lamp costs. 


Look for the lamps with the Champion diamond mark. 
A competent industrial distributor near your plant stands 
ready to supply you with CHAMPIONS. Let us give you 
his name. 


CHAMPION LAMP WORKS 


l yun, Massachusetts 





Speedex 7 


by the General Cement Manufacturing 
Co., 919 Taylor Ave., Rockford, Ill. Kit 
includes the Speedex and 7 interchange- 
able blades in steel case. 
that in production average operator can 


strip 800 


shows Di 


anical pressure gage 
for indicating pres- 


sures in 


assemblies. The gage 


makes it 
measure 
loads 
spots, 
states it 
especially 
space and 


quickly. Models are compact and of light 
weight, the 0-100 pound model measuring 


354” long 


weight 1% Ibs. 


check pr 
machine 

press pla 
sion in t 
Range is 


10,000 Ib. 


Dillon Ce 
go, Ill. F 


POWDER METALIZING UNIT 





ILLUSTRATION shows new type of 
powder metalizing unit announced by the 


Wall Co 
Detroit 3 


welder and is for use with powdered 
compositions. 


possible 
both wel 


is first used to apply overlay and then 
as welding torch to fuse overlay to the 


base met 


bond identical to that obtained when the 


same all 
acetylene 


KIT for stripping the insulation of any 
wire from size 8 to 30, known as the 


ASSEMBLY PRESSURE GAGE 


ILLUSTRATION 


in 
and maker 


PURCHASING 


WIRE STRIPPER KIT 





33-K Stripper Kit, is announced 


Maker states 


to 1000 wires per hour. 





llon mech- 


mechanical 







possible to 
working 
“tight” 









has heen 
designed to slip into a small 
give accurate engineering data 


x 2 3/32" high and 134” high; 
It can also be used to 
essure between spot welding 
electrodes, pressures between 
tens, moving rollers, and ten- 
noving tread, twine, wire, etc. 
from 100 to 5,000 Ibs., with 
model in development. W. C 
»., 5410 W. Madison St., Chica- 
>rinted matter available. 





Imonoy Corp., 19345 John Rd., 
, Mich. It is known as the spray- 


Unit is said to make it 


to combine the advantages of 
ding and metalizing process. It 


al to obtain fusion or molecular 





oy in rod form is applied in 
welding. 
(Turn to page 160) 





RECOGNIZED BY REPUTATION... 





Division 





160 PURCHASING 


ARKETEX 


CERAMIC GLAZED STRUCTURAL TILE 












Versatility combined with 
practicability . . . a combination that 
means the finest in ceramic glazed struc- 

tural tile .. . Arketex. 





Available in several sizes, textures, and more 
than a dozen permanent colors, Arketex needs 
only soap and water cleaning; the perma- 
nently glazed surface is impervious to oils, 
grease, moisture, acids, or alkalies . . . will 
not scar, mar, crack, or craze. 


When planning theaters, hospitals, schools, restaurants—public build- 
ings of all kinds—practical architects and builders choose Arketex 
for both interior and exterior walls. An ideal combination of rare 
beauty and modern utility, Arketex is a permanent wall and finish all 
in one... the first cost is the only cost! 
Always specify Arketex .°. . first with the 
finest in ceramic glazed structural tile. 


Net ly 
Pe 
BETTER WALLS 


lH ASEGE CERAM GLAZED SFRUC TURAL 


ARKETEX CERAMIC CORPORATION + BRAZIL, INDIANA 
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always in 
as to count, size, 


and quality 





Ordering. stocking and handling of screws and washers are all 

simplified when you order SEMS .. . for SEMS bring you both washer and 

screw pre-assembled as a single unit. There’s no chance for the washer 

to fall off . . . inventories always balance . .. and both parts have matching finish. 
You can be sure that your workers are using the right size and type of washer 

for it is permanently held under the screw head by the rolled thread. 

Yes, SEMS mean simplified methods, improved quality and reduced costs! 


Try them yourself. Send for samples today! 






the /0ZERN 


fastener unit 


SEMS are Pre-Assembled Washer and Screw Units in which the Washer 
is held on the Screw by the Rolled Thread and is free to rotate. 








Chandler Products Cor Gate: Manetectorinn Co. The etiam alli Gh ‘Scovil 


cate es New England Screw Co. ville, Conn 
Continental Screw Co. Keone, W. H. Shakeproof Inc. . 
New Bedford, Mass. ee ee eet arevieeiny CO. psi ot is To Works : 
billie Scns Division Russell, Burdsall & Ward ge gee 


The American Hardware Corp. -—“National Lock Co. - Bolt & Nut Co. 
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Cap Screws in 
All Sizes and 
All Four Heads 


CAP AND SET 








nown around the World... 


Tough, rugged, TRIPLEX threaded 
fasteners have a world-wide reputa- 
tion for quality. They are engineered 
for hard service and long life. 

Cap Screws in particular have to 
“take a beating’’.in today’s high 
speed machinery and equipment. 
Using TRIPLEX Cap Serews will 
minimize your service and mainte- 
nance problems. 

A turn to TRIPLEX is a turn to 
the better. Write for our new catalog. 
It’s a handy-dandy. 


THE TRIPLEX SCREW COMPANY 


5331 GRANT AVENUE 
CLEVELAND 5, OHIO 


) THREADED 


FASTENERS 


BOLTS, NUTS AND RIVETS 








PURCHASING 


FLEXIBLE METALLIC PACKING 





FLEXIBLE metallic packing for 
steam and air rods, centrifugal pump 
shafts, valve stems and expansion joints 
where the temperatures do not exceed 
450° F. or surface speed is not greater 
than 600’ per minute, is announced by 
Raybestos-Manhattan, Inc., Asbestos 
Textile & Packing Division, Manheim, 
Pa. It is a resilient flexible metallic 
packing incorporating a cross sectional 
composition of non-frictional foil com- 
bined with asbestos yarns. Construction 
produces a compressible metallic pack- 
ing that is sensitive to gland adjustment. 


PEEL-OFF FILMITE is name 
SPRAY of fluid compound 
BOOTH sprayed or brushed 
MASKING on walls of paint 


spray booths, form- 

ing a tough skin 
over non-hardening base, which readily 
peels off, announced by the DuBois Co., 
Cincinnati 3, Ohio. It is water soluble, 
never sets hard, halts paint penetration 
and is non-flammable, non-corrosive, and 
non-toxic. Maker states it saves up to 
90% of labor in booth cleaning. 


LIGHTWEIGHT B BATTERY 





NEW 45 volt B_ battery having 
only half the weight and size of prewar 
models has been developed by Eveready 
Batteries for use with electronic indus- 
trial test equipment, tripping circuit 
breakers, electronic and telephone devices 
and other equipment. It utilizes the 
“Mini-Max” principle developed to power 
the tiny radio sets in proximity fuses. 
The 45 volt B battery displaces only 76.6 
cu. in. as compared to the 179 cu. in. 
in old-style layer-built battery, and weighs 
4 lbs. 8 oz. as compared to 8 Ibs. 6 oz. 
Outside dimensions are 5%“ x 2 1/16” 
x 714". 


(Turn to page 164) 
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METAL-CUTTING LUBRICATION 





Tool Life Increased 50% 
with 
Improved Cutting Oil 


TRANSPARENT, STAIN-PROOF OIL PRODUCES 
GRATIFYING RESULTS 


“We knew from certain operating 
conditions on a Landis automatic 
threading machine at a prospect's 

plant* that we could do 


lubrication a better job with Chillo 
Engineer's No. 3 than was being 
Report done with a competitive 


product having approxi- 
mately 14% lard and 19% sulphur 
compound. 


‘The operation being performed was 
threading 14 to 16 foot bar stock 
from all grades of materials as to 
hardness and all sizes from ' inch to 
2 inches. On 16 foot bars of 1 inch, 
144 inches and 1™% inches dimen- 
sions the average output was four bars 
of 64 feet per chaser grind with the 
14% lard and 1% sulphur compound 
oil, and on under one inch bars the 
average output was 6 bars or 96 feet. 
The average speed or RPM while 


threading was 50 to 64 on the one inch 
and over, while the average on the 
under one inch was 61 to 84, depend- 
ing on the hardness of the metal. 


“Although the threads were good 
and acceptable with the oil in use, we 
produced a much more uniform and 

smoother thread with 
Tool Life Cities Service Chillo 
Increased No. 3. We increased 

the tool life from four 
bars on the one inch and over to six 
and sometimes seven or an average of 
100 feet per chaser grind. The under 
one inch production per chaser grind 
was increased to nine bars or ap- 
proximately 140 feet. 


“We stepped up production by in- 
creasing the RPM on 
the under one inch bars 


Production 
Stepped Up 


to 84. 90, or 106, de- 
pending on the hard- 
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ness, and increased the larger stock 
bars to 64 and 84 RPM. 


“We were requested to supply a 
transparent oil that would not leave 
stains on the finished product. With 
this in mind and knowing that the 





plant would be very critical should 

some work become stained, we rec- 

ommended Chillo No. 3 for the job 

with very gratifying results.” 

Cities Service makes available to any 

industrial organization operating in 
its marketing territories 


Engineering ast of the Rockies, a 
Service highly specialized lu- 
Available brication engineering 


service. If you're facing 
a metal-working problem—don’t de- 
lay—call your local Cities Service 
office (in the South call Arkansas 
Fuel Oil Company), or write to Cities 
Service Oil Company, 60 Wall 
Tower, New York 5, N. Y. 


* Name on request. 





FOR EVERY 


LUBRICATION PROBLEM 


cau Cities Service 
FIRST! 
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iT 


MAY BE BIC.. 


IT MAY BE SMALL 





Regardless of the size and type of bend required in your 
installation, Swan specialized experience in bending, coiling 
and fabrication of piping and tubing offers you skilled engineer- 
ing service, precise manufacturing facilities, and economical 
handling of the job from blueprint to on-time delivery. 


We are prepared to submit designs, specifications and estimates 
on intricate coils and bends in any of the standard metals or 


alloys. 





SWAN ENGINEERING CO., Inc. 
12-58 Nelson 
Bloomfield, N.J. 


Street 

















SHIFT 


Your Production 


Parts Problem 
TO OUR SHOULDERS 


We have the plant capacity and 
the know how .. . are completely 
equipped to turn out completed 
parts (threaded or unthreaded) 
or to do threading only. We 
specialize in specials, handle 
complete assemblies. 


Single and multiple spindle. 
Screw machine products up to 
3% inches from steel, brass or 
other metals. 


SPECIAL STUDS 


Try us on special studs; ma- 
chine screws, nuts and bolts; 
special headed and threaded 
parts. Threaded rods, 10 to 12 
foot length. 


Send us your specifications and 
let us quote. 


KRAMER AND KRAMER 
3629 MEDFORD ST. 
LOS ANGELES 33, CALIF. 


103 S. Sangamon St 








Widely Used to 
Keep Count! 





industry's favorite “Watchdog of Produc- 
tion” since 1906 . . . Redington Counters are 
widely used on punch presses, pumps, screw 
machines, packaging machines . . . conveyor 
lines, can making and box making machin- 
ery . .. in fact, all types of machinery .. . 
and production lines. Easy to install . . 
100% accurate. Write for new catalog. 


F.B. REDINGTON CO. 


Chicago 7, Ill. 











PURCHASING 


PIRANI TUBES 





ILLUSTRATION shows Pirani tube, 
suitable for pressure gages and leak de- 
tectors in evacuating apparatus and au- 
tomatic pressure recording equipment, 
made by Electronics Divn., Sylvania 
Electric Products Inc., 500 5th Ave., 
New York, N. Y. Readings may be ob- 
tained with plus or minus 5% accuracy 
within a pressure range of one to one 
thousand microns. Overall length of tube 
is approximately 8”. Tubes are designed 
to operate at 1.5 volts, 100 millamperes. 
Cold resistance of the filament is 6.6 
ohms. Hot resistance at 100 millamperes 
in evacuated tube ranges from 15.5 to 
17.0 ohms. 


FACE SHIELD 


FACE-shield  de- 
signed to give ex- 
tra over-all protec- 
tion, especially on 
jobs such as bab- 
bitting, handling 
chemicals and so 
on, is announced by 
the American Op- 
fh tical Co., South 
bridge, Mass. The 
extra large window, 1834” x 10” is of 
cellulose acetate .040” thick. It extends 
around the face, covering the ears. Fibre 
headguard protects upper forehead and 
covers the entire top of the head. Easily 
adjusted to varying head sizes. 





MILLING MACHINE 





TWO stage machine called “Hy-Mac” 
for milling the bosses of cylinder head 
castings is announced by Hydraulic 
Machinery, Inc., 12825 Ford Road, Dear- 
born, Michigan. Machine is hydraulically 
operated and electrically controlled. As 
operator unloads and loads part in station 
away from work position, milling head 
moves in, machining part at work station. 
Milling head then retracts and the part 
operator has just loaded moves into 
work station and process is repeated. 
Production: 90 per hour @ 80%. 
Machine is 48” wide, 60” high, 72” long. 

(Turn to page 166) 
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From the smallest machine screw sizes to the largest taps, 
Winter Taps are made with that exacting precision and 
. . ‘ . . 

finish that assure smooth accurate threads at big savings. 


Winter Taps — large and small — are built to handle 
@ tough production assignments as well as the finest 
@ precision work. Try them! 


’ The broad experience of Winter field engineers par- 
ticularly fits them to help you with your threading 
problems. Call your local Winter Distributor — your 


one source of complete tapping service and supply. 


inter Brothers 


COMPANY RAR Wrentham, Massachusetts. U.S.A. 


BRANCH STORES SAN FRANCISCO. CALIFORNIA - CHICAGO. ILLINOIS- DETROIT, MICHIGAN 
A DIVISION OF THE NATIONAL TWIST DRILL & TOOL CO., ROCHESTER, MICHIGAN 
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ADD THE RIGHT 


STARRETT 
TOOL 


Add a Starrett Vernier Height Gage 
to the photo above and you have a 





picture that is familiar wherever fine 
precision work is done. Starrett Tools 
inspire the confidence of those who 
use them — help them make the most 
of their skill and experience. That’s 
why it pays to insist upon Starrett 
Tools for all important measuring and 
inspection jobs. Be sure to specify 
Starrett when you requisition precision 


measuring tools. 


Buy Through Your Distributor 


THE L. S. STARRETT CO. 


ATHOL 


MASSACHUSETTS - JU. S. A. 


W orld’s Greatest Toolmakers 








PURCHASING 


4,000 LB. FORK LIFT TRUCK 





PNEUMATIC tire 4,000 Ib. fork-type 
lift truck, known as the Hyster-40, is 
announced by the Hyster Co., Portland, 
8, Ore. Using Wisconsin air-cooled 
motor, trunion steering and 7:00 x 12 
pneumatic tires, truck is said to be well 
adapted for use over any type of indoor 
or outdoor road surfaces. 


IMPERMEABLE CORROSITE is 
AIR- name of practically 
DRYING impermeable _air- 
COATING drying film, said to 


be completely re- 

sistant to most 
acids, all alkalis, and many chemicals, 
introduced by Baker Synthetics, Inc., 51 
E. 52nd St., New York. It is a com- 
bined thermoplastic and thermosetting 
film. Maker says it will bond to any 
clean surface, and also that it is electro- 
lytically impervious, also, that smooth- 
ness compares favorably to porcelain, 
and that it will not crack, chip, or lift 
and will withstand temperatures to .250° 
F. It is available in black, clear, alumi- 
num, and gray. 


NEW MULTIBREAKER 





STREAMLINED MO-4 Multibreaker 
designed especially for the protection of 
4 single phase circuits or less, is an- 
nounced by the Trumbull Electric Mfg. 
Co., Plainville, Conn. Unit has automatic 
overcurrent and short circuit protection 
for branch circuits. Combined thermal 
and magnetic characteristics give the 
MO-4 greater speed in tripping. It is 
made to protect circuits of 10 and 20 
amps, plus 31 amps, (to conform with 
new code wire ratings effective Novem- 
ber 1, 1946.) 

(Turn to page 168) 
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Patented and 
Patents Pending 





From the 


compact 
Model 22... 


—to the 
hard - hitting 
Model 20... 


every Kidde Portable works 
the same fast, simple way... 


AIM AT THE FIRE — PULL THE TRIGGER! 


With any size Kidde Carbon Dioxide Portable, the natural way to 
fight a fire is the right way too! Simply aim the nozzle at the flames 
— then press the trigger. It's just as easy as that. 

The dry, clean carbon dioxide from Aidde Portable Extinguishers 
is deadly to fires in flammable liquids or electrical equipment—but 
harmless to everything else. No danger of shock when used on elec- 


trical equipment. No after-fire mess to clean up. 


Carbon dioxide capacities: 2!4, 5. 10, 15 and 20 pounds. Write for 
full information. 


Walter Kidde & Company, Inc., 1250 Main Street, Belleville 9, New Jersey 








The word “Kidde” ond the Kidde seal are trade-marks of Walter Kidde & Company, Inc. 

















Capacities from “th to 1 
ton. Available for plug- 
inon 110,220 or 440 volt 
circuits. One-hand con- ~ 
trol. Prices from $130. 











Materials handling is said to represent the largest 
single labor cost in industry—the largest single 
use of manpower. CM Comet Electric Hoists can 
make this same man (and woman) power more 
productive, more efficient and with less fatigue. 
From “receiving”, through the production line, 
to “shipping”, CM Comets are doing an outstand- 
ing job in making both ends meet. Write today 
for CM Bulletin 138 for entire illustrated details. 


AISHOLMEsMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 
GENERAL OFFICES AND FACTORIES: 136 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York, Chicago and Cleveland 











PURCHASING 


PORTABLE COMPRESSOR 





NEW model 60V portable compressor 
is announced by Davey Compressor Co., 
Kent, Ohio. The compressor produces 
60 c.f.m. at 100 Ibs. pressure and is 
available in standard skid and 2-wheel 
pneumatic tired trailer mounting weigh- 
ing 2100 lbs., or with flanged wheels for 
railroad work or as an “Auto-Air” com- 
pressor for truck mounting. Skid, trail- 
er & railway models are powered by 
Hercules IXB Engine. 


DEVOE PAINT brush 
PAINT cleaner, known as 
BRUSH Devoe Brush 
CLEANER Shampoo, an- 


nounced by Devoe 

& Raynolds Co., 
Inc., 44th St. & First Ave., New York, 
N. Y., is said to be equally efficient for 
cleaning hardened paint, lacquer, varnish, 
shellac or enamel, and to clean right 
down to the heel of the brush. It is 
non-injurious to hog bristle, nylon, set- 
ting compounds, or painters’ hands. 
srushes can be cleaned, rinsed under 
faucet without staining the sink or wash 
basin. 


INDUSTRIAL TRUCKS 





APPLICATION of the warplane 
swiveling gun turret to the Salsbury 
Turret trucks results in a new type of 
industrial truck announces Salsbury 
Motors Inc., Pomona, California. Mount- 
ed in small industrial trucks, with the 
drive wheel on the ground, the Turret 
powered with a 6 h.p. gasoline engine 
can be turned to provide power in any 
direction, thus eliminating the need for 
a reverse gear. Automatic transmission 
and clutch eliminate gear shifting. Three 
models available: Turreteer for two-ton 
load; the Turretug, tractor-built for 
trailer systems; and, Turretruk, cargo 
truck with large deck. Printed matter 
available. 

(Turn to page 170) 
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How a prominent manufacturer protects equipment, loads and floor sur- 
faces. A trailer truck equipped with Bassick “Floating-Hub” Casters. 

















*Double value because it combines of materials handling . . . with maximum protection 
swe dictince features... for equipment, loads and floor surfaces. Write today 
for full information about the advantages of Bassick 
1. BASSICK’S new precision - built caster engineered “Floating-Hub” Trailer Truck Casters in your own 
specifically to take the abuse and shocks of power- production. THE BASSICK COMPANY, Bridgeport 
pulled trucks .. . with Timken swivel-thrust bearing 2, Connecticut. Division of Stewart-Warner Corpora- 
. top quality in every detail of construction. tion. Canadian Division: Stewart - Warner - Alemite 

2. BASSICK’S ‘Floating-Hub” wheel construction, Corporation, Belleville, Ontario. 


with: Built-In Spring Action... Built-In Resilience 
...+ Built-In Shock Absorption... which give your \ Vv 


; ; . a hp i f the latest - ° 
trailer trucks... Smoother Riding . . . Easier Han- Ger @ poaviow 6F Sie ae Co => = 


dling... Longer Life. 


opments in casters and wheels, visit 
Bassick’s Display at the National 


Materials Handling Exposition .. . \ L} 


Cleveland Auditorium, January 


combination is raising efficiency and lowering costs 14-17, 1947. hse) 


Wherever the going is fast, rough and tough, this 


advanced new super caster and ‘‘Floating-Hub” wheel 


Bassick 














—for Progress 
in Industry 


ee ee a 
modern two-range portable compressor unit 
capable of infloting tires at 80 to 100 Ibs 
pressure or charging pneumatic londing geor 


already depended upon Thermoid for struts of 1600 to 2000 Ibs. pressure. One 
flexible, durable air hose | 


In the day of right-hand drives and high- 
pressure tires, compressor manufacturer: 


Thermoid super high pressure air hose serves 
both pressure ranges 





More and more Thermoid hose is being used as original 
equipment because original equipment manufacturers realize 
that Thermoid hose will make the difference between satis- 
factory and unsatisfactory performance of their equipment. 
Therefore, for the same reason, you should use Thermoid 
hose to cut your replacement hose costs. You can rely on 
Thermoid for any hose—air, welding, hydraulic, oil and 
gasoline, water, suction, creamery and many special purpose 
hoses to deliver satisfactory service. 


Consult your local Thermoid Jobber or direct factory repre- 
sentative for the right solution to your hose, belting or friction 
material problems. Thermoid brings you the engineering 
skill and industrial rubber experience of more than 60 years. 


THE THERMOID LINE INCLUDES: 


Transmission Belting « F.H.P. and Multiple hermol 
V-Belts and Drives + Conveyor Belting « 

Elevator Belting « Wrapped and Molded tities 
Hose « Sheet Packings «+ Industrial Brake 


Linings and Friction Products. 


Contributor la Industrial Aduancement Since 1880 











PURCHASING 


UTILITY WHEELS 





RUBBER tired steel utility wheels 
for general industrial use are announced 
by Palmer Manufacturing Co., 115 Clin- 
ton Rd., Cleveland, Ohio. Palmer wheels 
are said to have withstood individual 
vertical load tests of over 1,000 Ibs. and 
are used for industrial wagons and carts, 
mobile fire-fighting units, dollies, mobile 
engine racks, acetylene tank carts, etc. 
Elimination of cross axle does away with 
limitation of width or stability in vehicle 
design. Wheels come in 8” and 54” 
diameters in sets of four with stamped 
steel assembly fixtures, or as individual 
wheels with both %” and 3“ bushings. 


WORK POSITIONER 


WORK positioner 
known as the Pow- 
rarm Universal 
Positioner, for 
holding and posi- 
tioning virtually all 
kinds of bench- 
work, is announced 
by the Garfield En- 
gineering Corp., 
oo Troost Ave. & 
Bannister Road, Kansas City 5, Mo. Po- 
sitioner illustrated holds light or: heavy 
work and permits turning 360° at any 
angle on horizontal or axial planes, and 
180° on vertical planes. Company an- 
nounces wide assortment of attachment 
for various types of work. Unit is also 
available with attachment for facing or 
hard welding. Powrarms .are produced 
in hydraulic and mechanical models. 


MELTING FURNACE 





ALUMINUM gas or oil-fires melting 
furnace designed for moderate produc- 
tion needs of pattern shops, smaller 
foundries etc., is announced by Kindt- 
Collins Company, 12651 Elmwood Ave., 
Cleveland, 11, Ohio. Aluminum can be 
melted and poured directly from alloy 
metal pots which can withstand more 
than 100 heats. Quick melting with low 
fuel consumption. Available in 50 Ib. ca- 
pacity single units, or 100 lb. capacity 
double units. 


(Turn to page 172) 
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“We use Phillips Screws on 27 differ- 
ent products,” Lionel’s chief engineer 
told the Peck Co. investigator, on an- 
other study of assembly savings made 
by prominent manufacturers using 
Phillips Screws. 


“PHILLIPS SCREWS ELIMINATE DRIVER SLIPS 
THAT USED TO COST A HALF MAN-HOUR EACH. 
On most parts for Lionel locomotives, 
cars, and accessories, the finish is ap- 
plied before assembly, so that a driver 
slip meant disassembling the product 
and either junking the part or stripping 
off the paint for refinishing. The time 
lost would average about 42 man-hour 
per slip. This time is saved since we 
switched to Phillips Screws. 


“PHILLIPS SCREWS MAKE DIFFICULT ASSEM- 
BLIES EASIER, FASTER. Fastening the mo- 
tor base inside the body of a model 
locomotive is one example. Space here 
is too small to allow holding a screw 
with the fingers. In many assemblies 
the space is too small to permit using 
even a screw holding attachment. 
Phillips Screws stay on the driver tip, 
make it a trouble-free, one-hand job. 


“FINE APPEARANCE OF PHILLIPS RECESS IM- 
PROVES APPEARANCE, and contributes to 


smart, modern design that appeals to 
our customers.” 


A WEALTH OF ASSEMBLY INFORMATION 
is available to you in the full report of 
this independent investigator’s find- 
ings at the Lionel plant. Send for this 
and other reports, on metal, wood, and 
plastic products. Use coupon. 


PHILLIPS 2 perjead SCREWS | 


Wood Screws * Machine Screws * Self-tapping Screws * Stove Bolts 


American Screw Co. 
Atlantic Screw Works 
Atlas Bolt & Screw Co. 
Central Screw Co. 
Chandler Products Corp. 
Continental Screw Co. 
Corbin Screw Div. of 
American Hdwe. Corp. 
The H. M. Harper Co. 
international Screw Co. 
Lamson & Sessions Co. 


26 


Milford Rivet and Machine Co. 
National Lock Co. 

National Serew & Mfg. Co. 
New England Screw Co 
Parker-Kalon Corporation 
Pawtucket Screw Co. 
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INDEPENDENT INVESTIGATOR TELLS HOW... 


LIONEL 


Fastening motor base to structure of Lionel 
model 182 electric crane with Phillips Screws. 
One push with a spiral driver finds the 
thread and sends home the screw without 
driver skids, and assembly slow-down. 


The small flush-type Phillips Screw in the 
eccentric pin on this Lionel locomotive shows 
how the ornamental Phillips recess adds to 


smart, realistic design. 
peport NO- 12 
VINGS 
ASSEMBLY SA 
wiTH ——e scaews 
Ligne ¢ “CORP ¥. 
¥- 

















e Phillips Screw Mfrs., c/o Horton-Noyes + 
Pheoll Manufacturing Co. e 2300 Industrial Trust Bidg., Providence, R. 1. e 
rew . . 
eer gh eee = fy 4 Ward a Send me reports on Assembly Savings with Phillips Screws ‘ 
Bolt & Nut Co. GMI Fin si, caidinreCoclhdicchinigchoenastaieddiaina on 
Seovill Manufacturing Co. | FROUID aiisinerencncerconssiernevsckbistinnsnssesoencpbenshuiebehaameneanetahics sdgbubaoagiareetabeuians a 
Shakeproof Ine. © CRI Sg ivves cicesiciznsitntintrigtcariepletaeaimaaidaietG aae ° 
The Southington Hardware Mfg. Co. . . 
The Stee! Company of Canada, Ltd. © Ge ononccsnciadsnccceenstecsnssctnetnintedusaiptbinainagteliaaipdad ae 
Sterling Bolt Co. e e 
Stronghold Screw Products, Ine. . rT: / , oe oe nd Se Pes Ss Pee P-12 ~~ 
Wolverine Bolt Company a mee ch es ebbetiee ae USS SORE 
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You can See 


'" CESCO 
SAFETY EQUIPMENT 











The gently-resting 
comfort « bridge on 
CESCO spectacle 


geggies is an exciu- 
sive quality feature. 


CESCO'S acid hood 
offers, among other 
outstanding features, 
Acitex material which 
resists the 5 most in- 
jwrious acids. 


The exclusive air-dis- 
tribution tube in this 
CESCO welding hel- 
met represents only 
one of its quality fea- 
tures you can see. 


@ Look at any CESCO product. In 
each you'll see features and work- 
manship that represent Quality. 

Like the comfort + bridge on CESCO 
goggles, the texture of the acitex 
hood, the molded goggle cups, and 
the engineering details of the Air- 
Flow Helmet—each CEsco product 
has distinguishing quality features. 

CEScCO quality starts with the de- 
signing of a product. Quality is added 
during experimental and job-testing 
periods. And, quality is then manu- 
factured into CESCO equipment 
through exacting attention to detail 
and expert workmanship. 

Consider Cesco Quality when you 
buy safety equipment. 


CHICAGO EYE SHIELD COMPANY 


2320 Warren Bovlevard 
| 


Chicago 12, IIlinois 
b FOR SAFETY. 





SELF POWERED CONVEYORS 





MOTO-TRIMMER is the name of 
self-powered conveyor developed by the 
Bosworth Engineering Co., 6723 Denison 
Ave., Cleveland 2, Ohio, for all types 
of material handling from packaged prod- 
ucts to sand and gravel, fuel and metal 
parts. Capacities of standard models 
range from 40 to 75 tons per hour. Con- 
veyors will discharge materials up to 
height of six feet. Illustration shows 
endless cleated belt loader with adjust- 
able loading chute which “will handle 
anything from 300 mesh material up to 
and including large size cartons.” Power 
source optional. 


COMPLETE COMPLETE new 
AMMETER line of de moving 
VOLTMETER vane type am- 
LINE meters and _ volt- 


meters with long, 

easy to read scales 
is announced by the U. S. Gauge Div. 
of American Machine & Metals, Inc., E 
Moline, Ill. Pointer oscillation is said to 
be reduced to a minimum by new high 
torque lightweight USG movement. Dials 
have scale length of 80° of arc on cente1 
zero type, 60° of arc on zero off-center 
scales. The 80° type leads to greater ac 
curacy, it is said. Numbers and gradua- 
tions are lithographed on warp-proof 
metals dials. 


CONCRETE BRICK MACHINE 





VI-BRIK-CRETE is the name of 
vibrating concrete products machine an- 
nounced by the R. S. Reed Corp., 134 
Hoffman St., Three Rivers, Mich. It 
is equipped with 7-brick multiple mold- 
ing unit. Concrete brick made with the 
machine is said to have unusually high 
compressive strengths and low moisture 
absorption factor. Company claims that 
machine will produce 28 concrete bricks 
per minute. Electronic control allows op- 
erator to vary the amplitude of vibration, 
permitting wide range of mixes and ag- 
gregate selections. 


PURCHASING 


MILL THE Hy-Speed 
FOR mill, designed for 
GRINDING a _wide range of 
USES grinding uses with 
more than a gal- 
lon-a-minute ca- 
pacity, is announced by Morehouse In- 
dustries, Los Angeles, Calif. Model SB- 
1400 has interchangeable parts, dual bear- 
ing mounts and a 6-Spline coupling to its 
20 hp motor. It measures 5’ x 18”, can 
be used on a wide variety of substances, 
and is adjustable while mill is in use. 


ALUMINUM GASOLINE ENGINE 





LIGHT-weight compact gasoline en- 
gine is announced by Power Products 
Corp., Grafton, Wis. The 1 hp engine, 
814" x 11” x 144%", weighs 16 Ibs. The 
engine is of 2 cycle, air coolgd design 
Aluminum castings and stampings ar: 
used throughout except for piston rings 
cylinder sleeve, crankshaft, bearings, etc. 
Gas tank capacity .4 gal. 


STOPS RUST AN industrial 
AND CAN BE paint that can be 
PAINTED applied directly 
OVER RUST over rusty  sur- 


faces without 

cleaning or scrap- 
ing, said to prevent further oxidation 
and to provide an ideal base for decora- 
tive paints, is announced by Speco, Inc., 
Cleveland, Ohio. Rustrem (rust remedy) 
is a black paint claimed to seal rusty 
surfaces, stop rust permanently. It is 
recommended for use wherever metal 
must be protected regardless of sub 
mergence in water or exposure in moist 
or fume-laden atmosphere. 


PNEUMATIC ATOMIZER NOZZLE 


SPRETSED WOR 
Gas Om Steam 





LARGE-capacity pneumatic atomizing 
nozzle for %” pipe connections is an- 
nounced by Spraying Systems Co., 4075 
W. Lake St., Chicago 24, Ill. Capacities 
of 20, 40 or 60 gal. per hr. are provided. 
Nozzles are internal mixing type, operate 
with compressed air, although other gases 
or steam can be used. Made of brass or 
stainless steel, with or without shut-off 
needle. 

(Turn to page 174) 
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HOLDER-RETRIEVER 
MH-15 


ONE LINE COMPLETE 
aie We ic 


STILLSON WRENCH 


i ae, 

meme Hs » Gee 

————— es a4 *2 
» -_ 


From Adjustable Wrenches to Zerk Fitting Tools... 

here’s the complete Line of Mechanics’ Hand Tools for 
mill, shop and factory. It’s the New Britain Line of gua- 
ranteed performance—a stock of widely varied Hand Tools, 
standard and special. Clever design helps speed production 
and ease your problems of plantand machinery maintenance. 


WRENCH SET 


The right Tool on the job saves time and effort. That's —- 


why it pays to look to New Britain for Hand Tools for 
every job. You'll find almost any Tool you'll ever buy in 
this one, great Line. 

New Britain builds positive knuckle and job insurance 


into every Tool—no chance for slips, no sudden breaks. 


TOOL MARKER 


With famous Greater Strength—Better Fit you're sure of TM-115-60 


extra safety. Be sufe to see this money-making, labor-saving 


New Britain Line. Ask your Mill Supply Jobber TODAY! 








The New Britain Machine Co., New Britain, Conn. 


TUBE CUTTER 
T-130 
The complete New Britain Line for 
Automotive, Aircraft, General Main- 
tenance & Prdéduction Needs is sold 
by leading Jobbers. 


GREATER STRENGTH © BETTER FIT in OOS 

































HAM OEE - 100! Uses 


Reg. US. Pat. OF 


It’s quick, it’s deft, it’s conveniently small, 
yet the Handee Tool packs a terrific wallop! 


Handee is the original, single hand con- 
trolled, electrically driven tqol — and it’s the 
finest today. It can be used at the bench or 
carried right to the job. It reaches hard-to-get-at 
places on machinery, touches up perishable 
tools, grinds dies, chip breakers on 
broaches, removes burrs, etc. Runs 

at a cool 25,000 r.p.m. AC or 
DC. Wt. 12 oz. 


Combined with its accessories 
and exclusive attachments, 
the Handee Tool performs 
more operations with greater 
accuracy than any other port- 
able electric tool at any price. 
PRECISION ATTACHMENTS. Fit Handee only. 
Offhand carving, routing, shaping is exact 
as to depth of cut, accuracy of line. Indis- 


pensable to pattern shop. Set of 6, postpaid, 
7.95. 


HANDEE KIT — Strong, compact steel carrying 
case holds the Handee Tool and a complete 
assortment of accessories. Postpaid, $27.50. 
Handee with 7 accessories only, $20.50. 


GRINDS @ DRILLS © CUTS 
SAWS * ROUTS © POLISHES 
ENGRAVES ® CARVES ® SANDS, 
ETC. 


CHICAGO ACCESSORIES FIT ANY POWER TOOL 





. 


THE MOST COMPLETE LINE AVAILABLE 





OVER 500 — ALL FINEST QUALITY 





WRITE FOR 64-PAGE CATALOG 


CHICAGO WHEEL & MFG. CO. 


1101 West Monroe Street, 
Dept. PG, Chicago 7, Illinois 





PURCHASING 


ROTARY SHACKLE LOCK 





ILLUSTRATION shows rotary 
shackle lock which is made without 
springs or rivets, and which the maker 
states cannot jam. Shackle rotates, and 
Strain is on the body and not on the 
locking piece. Master keys will operate 
a series of 75 Senior or 60 Junior locks, 
or any multiple thereof. Made of cold 
rolled steel; cadmium plated, brass inner 
workings. Available in two sizes: 2%” 
dia. and 134” dia. Sterling Lock Co. 
1301J South Third St., Minneapolis 4, 
Minn. 


COOLANT PORTABLE coo! 
PUMP ant pump and tank 
AND with a flat ma 
TANK chined flange that 


permits use 01 

most wet machin 
tools is announced by Delta Mfg. Div. of 
Rockwell Mfg. Co., 600 E. Vienna Av: 
Milwaukee 1, Wisc. Pump has capacity 
up to 30 gpm at low heads, will delive: 
water up to 2 gpm to a 14’ head. % hp 
motor is fully enclosed. Tank capacity is 
16 gal. 


JIG AND FIXTURE COMPONENTS 





STRAIGHT, angle and wedge-screw 
designs, cam-type lever-operated units 
for work-holding requirements are in- 
cluded in line of jig and fixture com- 
ponents announced by Morton Machine 
Works, 2422 Wolcott St., Ferndale, 20, 
Michigan. Typical units are illustrated 
above. Each is available from stock in 
a range of sizes. Unit parts are made 
of heat treated alloy steel. Literature 
available. 


(Turn to page 176) 
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INDUSTRY CALLS IT 


"PALLETIZING’ 











Palletizing is the 
modern method of handling materials 
in unit loads...a method that 
eliminates bottlenecks in shipping 
and receiving departments, and 
keeps goods moving with savings in 
time and handling costs. Much of 
the lifting, hauling and stacking is 
done by electric industrial trucks 
powered by Exides, the batteries 
that assure peak performance and 


full shift availability. 


There are Exides for every storage 
battery need. Exides furnish safe, 


dependable motive power not only 
for the efficient, time-saving elec- 
tric truck, but also for mine loco- 
motives and shuttlecars. Exides supply 
power for many tasks on railroads, 
in ships and aircraft. They crank 


Diesel engines, provide power for 


Exide 


BATTERIES 
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emergency lighting, fire alarm cir- 
cuits and central station operations. 
And on millions of cars, trucks and 
buses they continue to prove that 
“When it’s an Exide, you start.” 


For 58 years, the name Exide has 
stood for dependability, economy, 
safety and long-life. Information 
regarding the application of storage 
batteries for any business is avail- 
able upon request. 

THE ELECTRIC STORAGE BATTERY COMPANY 


Philadelphia 32 
Exide Batteries of Canada, Limited, Toronto 














WASHERS 


STANDARD AND SPECIAL 


Every Type 
Every Material 
Every Purpose 
Every Finish 


Over 22,000 Sets of Dies 


STAMPINGS 


OF EVERY DESCRIPTION 


Blanking 
Forming 
Drawing 
Extruding 





Let us quote on 
your requirements. 





WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF 


SOUTH BAY .STREET e MILWAUKEE 7, WISCONSIN 





WASHERS 










BETTER GRINDING? 
WANT } SHARPER DIAMONDS? 
( FEWER DRESSINGS? 








Put the new Booth 3-Angle Turret Diamond 
Holder on that “finish” dressing job and see 
how it improves the cut of your wheel. See the 
automatic, self-leveling action maintain the dia-' 
mond point at a fixed level with 30°, 20° and 
10° drag angles. 3 drag angles give 3 cutting 
points—double diamond life—reduce re-sets. 


Angles assure a sharp, clean-cutting diamond—| 


make dressings accurate, improve grinding—+save 
diamonds, save wheels, increase production. 


Available on a rental basis of $2.00 per month, 
yable six months in advance. Rental includes 


urret, Block, Adapter Rod, maintenance, repairs,| . 


and engineering installation service. Satisfaction 
guaranteed. (Give make, type and size of grinder' 
when ordering). Specify Booth Turret equipment 
on your new grinders. 


Loc-Key-Set Diamonds (Common 12.00 Carat, 
Medium 24.00 Carat, Select 48.00 Carat) mounted 
to fit Turret. Specify Carat size and Quality in 
ordering. 


DIAMOND TOOL CO. 


(Not Inc.) 
Sheldon M. Booth, President 





936 E. 41st St. Chicago 15, Ill. 
Customers’ Overnight Quarters 








PURCHASING 


ADJUSTABLE BI-METAL THERMOSTAT 


HIGHLY responsive adjustable bi- 
metal thermostat, especially designed for 
applications requiring close temperature 
control and long life, is announced by 
the Stevens Manufacturing Co., Mans- 
field, Ohio. Silver contacts are spot 
welded to the contact springs. Units can 
be supplied with either lava or mica 
insulation. Single through hole provides 
for quick mounting with screw or stud. 
Heating capacity is listed as 15 amps, 
115 v, a-c. 


HOT NEW type of hot 
PROCESS process water soft- 
WATER ener that incorpor- 
SAVER ates a sludge blan- 


ket design is an- 

nounced by Per- 
mutit Co., 330 W. 42nd St., New York 
City. Equipment is built in 4 models 
for use with every type of steam genera- 
tor and is said to result in improved 
boiler feed water and savings in chemi- 
cals required for water softening. Fur- 
ther claims are that it reduces turbidity 
of softened water, lessens load on filters 
reduces amount of backwashing and 
lowers amount of silica left in water. 
Softener has automatic desludging valve. 


MOBILE CANTEEN 





CANTEEN service cart, the Meal- 
pack Mobile Canteen Model 83, that 
provides for compact storage and quick 
dispension of hot or chilled meals, is 
announced by Mealpack Corp., of Amer- 
ica, 152 W. 42nd St., New York. When 
fully provisioned, canteen serves from 
250-300 complete luncheons or dinners, 
including hot (or chilled) courses from 
pre-packed individual Mealpack contain- 
ers, salads, pastries, ice cream, coffee, 
milk and soft drinks. Packed containers 
simplify loading, replenishing (see illus- 
tration). 

(Turn to page 178) 


































































At your call—200 factory-trained engineers in 38 coasi- 
to-coast Service Stations—one specifically assigned to you! 
These men don’t stop with advice. They are working engineers 
who help you determine the correct cutting speed, saw pitch, 
temper, set, width, feeding pressure, etc., so important in 
machining today’s many different materials. 


This ‘‘on-the-spot’’ service is backed up by the DoALL 
Research Laboratories — largest of their kind. Here special @ 200 FACTORY-TRAINED 
tests that are beyond field facilities are made for you without ENGINEERS 
charge. Here you get the last word in technical ‘‘know-how”’ 
on sawing because of day-to-day information on all modern ? 
materials developed by leading industries everywhere. a ssaurca Stu? 


Don‘t hesitate to write for DoALL assistance. 
@ DoALL RESEARCH 


LABORATORIES 
») 
7 
£ 
(| FP hy 7 
fi sales 
ss 
DoALl en a a SMALL TOOL DIVISION 
IN PRINCIPAL CITIES DES PtAINE LINOTS 































































Man hours in assembling operations can be 
saved at the drawing board! The right 
fastening for each application, specified 
in the design of your new products or when 
re-designing old products, will reduce 
production time and costs. Keep a copy 
of the Continental Screw Company illus- 
trated catalog in your Engineering Dept. 
It contains comprehensive fastening data, 
full listing of all sizes, dimensions, weights, 
diagrams, recommendations and other 
helpful information. 


Cut Sastening Jime 507 


Time study records show 50% and more 
saving in fastening time when HOLTITE- 
Phillips recessed head screws are used. 
Precision recess and mated tapered bit 
permit safe power driving, even on finished 
parts. Replace old screw driving method 
with this modem, cost-cutting fastening 
practice. Specify HOLTITE-Phillips. 


“y | = 


mm 
‘ 
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score eee SCREW CO, Vere 
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PURCHASING 


ALARM SYSTEM SIGNALS 
PROCESSING DANGERS 


Signalling assembly and system that 
will sound an alarm when predetermined 
industrial processing temperatures, levels 
or pressures are reached, is announced 
by the Brown Instrument Co., Phila- 
delphia, Pa. It is said that the new as- 
sembly will warn of excessive flow, pres- 
sure, temperatures or other factors which 
ordinarily are subject to manual control 
and human error. It is adapted to in- 
herently dangerous processing, especially 
in the manufacture or use of highly ex- 
plosive chemicals or elements. System, 
which is marketed under the name of 
“Air-O-Larm”, is capable of providing 
either audible or visual warnings of un- 
desirable or dangerous conditions. 


..F ¥ 


PORTABLE METAL CUTTING SAW 


Illustration shows new portable metal 
cutting saw made by Machine-Craft Man- 
ufacturing Co., 3805 Avalon Blvd., Los 





Cuts any size or shape to 2%” O.D. 


Angeles 11, Calif., which the maker char- 
acterizes as a perfect all-around tool for 
cutting off pipe, conduit and solid bars 
of ferrous or non-ferrous metal. It cuts 
any size or shape of stock to 2%” O.D.. 
and will cut flush and square to any wall 
or surface. Features include geared uni- 
versal motor, high-speed steel blade, and 
vise-jaw with non-slip grip. 


sr £ 


THE VALUE OF PIPE INSULATION 


“Control of Industrial Heat and Power 
Losses” is the title of a new 20-page 
manual presented by the Industrial Min- 
eral Wool Institute, New York City. 
Nine case histories, illustrated and de- 
scribed in full detail, cover a variety of 
typical situations in which piping, flanges, 
drumheads, driers, boilers, and other 
heated surfaces were figuratively drip- 
ping with wasted fuel-dollars until proper 
insulation confined the “hot money” with- 
in the power system. Calculations show 
that investment in insulation paid off in 
full savings in an average of about 8 
months for coal, 544 months for oil, and 
4 months for gas. Descriptions and pic- 
tures of the various forms of mineral 
wool insulating are offered; also defini- 
tions, conditions, and formulae for de- 
termining heat-loss economies on many 
types of equipment. Material is supple- 
mented by inclusion of a practical “Heat 
Loss Estimate Sheet” with complete 
instruction and necessary tables for its 


(Continued on page 180) 
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TO DEFEAT RUST 





“ GORROSION 


Rust... corrosion... deterioration of metal parts 
often means loose assemblies and breakdowns 
unless the bolt or screw is equipped with a spring 
lock washer. 

A spring lock washer, like a Diamond G Lock 
Washer, will keep a constant tension between the 
bolt, the metal parts and the nut. Any loosening 
that may take place because of rust or corrosion 
is immediately taken up by Diamond G Con- 
trolled Tension. 


GEORGE K. GARRETT CO., INC. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


Remember there is only one Diamond G Con- 
trolled Tension Lock Washer. This exclusive 
tension quality is built into every Diamond G 
Lock Washer by precision fabrication and heat 
treating. It permits full tightening of bolt and 
screws, safeguarding against excessive vibration, 
shock and wear. 

Next time specify Diamond G's! For samples 
and full details on the new ASA and SAE specifi- 
cations on spring lock washers just write to... 








MANUFACTURERS OF 








S 
DIAMOND <> PRODUCTS 


LOCK WASHERS 





FLAT WASHERS STAMPINGS « SPRINGS HOSE CLAMPS SNAP AND RETAINER RINGS 


Used in 
+ INSTITUTIONS 
* FACTORIES 
* SCHOOLS 
+ OFFICES 
* CAFES 


Ideal Protection 
For Heavy Traffic Areas 


Wherever constant foot- 
pounding batters busy floors, 
Rubberlike floor runner fills the 
bill for low-cost, durable pro- 
tection. This modern composition 
product has rugged corrugations 
that cushion and quiet footsteps ... 
it’s a cinch to clean, needs no 
special maintenance, can be put 
down in a jiffy without cement- 
ing. Won't curl at edges. 





LESS THAN 


‘ PER 


SQUARE FOOT 

















vbberlike 


RUNNER CUTS FLOOR 


UPKEEP COSTS! 


Water doesn’t make it slippery 
—a boon where splashings or 
tracked-in mud are safety hazards. 
Used in thousands of heavy traffic 
spots — hotels, factories, institu- 
tions, schools, offices, cafes. In 
rolls 27 in. by 100 ft. or 36 in. by 
75 ft. Order from Supply House or 
write for free sample to Bird & 
Son, inc., Dept. 912,East Wal- 
pole, Mass. *Reg. U.S. Pat. Off. 





BIRD & SON, inc., EAST WALPOLE, MASS., NEW YORK, SHREVEPORT, LA. CHICAGO 














Ready-Made Work Benches of Steel 





Pig. 732 
Pat'd & Pat. Pen'd 
Drawer is extra 
© First choice of workers in shops and plants. 
* Available in more than 1300 interchangeable combinations. 


« Five different heights — seven standard lengths that can be bolted together 
to make almost any length. 


* Smooth, splinter-proof tops. 


® Sturdy All-Steel construction — can be moved, taken apart and rearranged 
conveniently, as could never be done with wooden benches. 


“Unbrako” and “Hallowell” products are sold entirely through distributors. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. 
Branches: Boston * Chicage «* Detroit « Indianapolis « San Francisco + S. Lovis 
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(Continued from page 178) 
practical use in any given situation. A 
copy of the manual may be obtained 
without charge from the Industrial Min- 
eral Wool Institute, 441 Lexington Ave- 
nue, New York 17, N.Y., or from any 
of the members and associate members 
of the organization. 


FF 


LARGER INDUSTRIAL TRUCKS 
FORESEEN 


Ultimate load capacities of electric pro- 
pelled industrial trucks are limited only 
by the needs of industry, according to 
B. I. Ulinski, chief engineer, Automatic 





15-Ton Fork truck handling sheet steel 
in rolling mill. 


Division, Automatic Transportation Co., 
Chicago, who designed the 30-ton plat- 
form truck and the 15-ton electric fork 
truck shown in the accompanying illus- 
trations. Mr. Ulinski states these are the 
largest of their type ever built. He is 
now drawing up plans for a 30-ton ca- 





Low-lift 
Hudson Motor Car Company 


platform truck used by 


pacity fork lift truck for the steel in- 
dustry. The 30-ton electric platform 
trucks are equipped with motorized load- 
ing and unloading pins which automati- 
cally pull heavy dies onto the platform 
and slide them into place on forging 
machines. 


.¢. ¢ 


NEW COMPOUND FOR 
STAMPING AND DRAWING 


A new drawing compound has been 
perfected in the laboratories of The Texas 
Company. Called Texaco Drawing Com- 
pound No. 2, the new product is adapted 
particularly for use in stamping and 
drawing operations. This product, which 
has a pastelike consistency, is easily 


washed from a completed piece with 
water. 


(Turn to page 182) 
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THE ALL-ELECTRIC 
ADJUSTABLE-SPEED DRIVE 
FOR A-c. CIRCUITS 





TO UNLIMITED SPEED SELECTION!” 


Reliance V*S is the All-electric, Adjustable- 
speed Drive, which operates from A-c. Circuits. The flexibility it 
brings to machine operations can increase your production and cut 
your costs—as it has already done in thousands of installations. Here 
is the simplest, most efficient means of securing an infinite range of 
stepless speed changes from your plant’s A-c. circuit for all process- 


ing jobs. Bulletin 311 will bring you more of the important facts 
about the V*S Drive. Write for it today! 


RELIANCE 





Conveniently- packaged, RELIANCE ELECTRIC & ENGINEERING CO. 
pansies we rv > aes 1056 Ivanhoe Road . Cleveland 10, Ohio 
200 horsepower. Appleton, Wis. * Birmingham ¢ Boston * Buffalo * Chicago ® Cincinnati * Denver « Detroit * Gary © Grand Rapids © Greenville 


Houston * Kansas City * Knoxville * Los Angeles * Milwaukee * Minneapolis © New Orleans © New York © Pittsburgh 
Portland, Ore. * Rockford * St. Lovis * San Francisco * Seattle * Syracuse * Tampa * Tulsa © Washington, D.C. 
Sao Paulo, Brazil 


RELIANCE“); MOTORS 


“Motor-Drive is More Than Power” 
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AMMERS en MALLETS 


z 


C/R hammers have malleable iron 


heads with replaceable coiled rawhide faces. 


When hammers and mallets must take stern punish- 
ment in long, hard service... when they must give 
forceful blows with maximum protection to fine fin- 
ishes and expensive machined parts...it will pay you to 
insist on Chicago Rawhide. Made from tough, resilient, 
carefully selected hides, C/R hammers and mallets 
won't crumble, split, mushroom or erase, and they 


hold their true striking surfaces. Rawhide protects ... 


Chicago Rawhide protects most. 


a aco (amhide MFG.CO. 





1203 ELSTON AVENUE . CHICAGO 22, ILLINOIS 
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ECONOMIES IN MELTING-CASTING 
MOLTEN ALUMINUM 


Aluminum processing temperature 
measuring equipment announced by the 
Brown Instrument Co., Philadelphia, is 
said to make for more accurate control 
and appreciably large economies in melt- 
ing and casting molten aluminum. The 
equipment consists of a new assembly that 
is said to be resistant to attack by molten 
aluminum. The device is described as 
“a thermocouple for molten aluminum pot 
temperature measurement.” It contains a 
silicon carbide protecting tube which it 
is claimed will out-perform cast iron in 
durability. 


= F 


UNIQUE USE OF PLASTICS IN 
PLASTICS DESIGNER’S OFFICE 


A novel design for fluorescent lighting 
has been effected by William B. Petzold, 
industrial designer for the General Elec- 
tric plastics divisions, in his new office 
at One Plastics Avenue, Pittsfield, Mass. 





Interior of the office 


Petzold utilizes an egg-crate pattern of 
a blue-gray walnut dropped about two 
feet from the ceiling and covering ap- 
proximately three-fourths of the room. 
Each 24” module is covered by panels 
of a G-E translucent laminated plastic 
material which gives an even distribution 
of light without any semblance of glare. 

The G-E plastic material is produced 
in thickness from .020” to .060” in sheets 
up to 18” by 108”. The material may be 





Egg-crate pattern of ceiling drop. 
Each module is covered with translu- 
cent plastic 


formed in a large variety of shapes which 
are limited to the use of generous radii 
for all bends. The material is light weight, 
flexible and has low light absorption. For 
example, a sheet .020” thick has 70% 
light transmission, 28% reflection and 
2% absorption. 

The upper picture shows a portion of 
Mr. Petzold’s office, with sofa covered 
with a black Vinylite plastic and chairs 
webbed of the same material. Door pull 
of Lucite is fashioned from designer’s 
initials. 
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HUNTER 














HUNTER PRESSED STEEL COMPANY © 


Springs, Metal Stampings, Wire Forms, Mechanical and 


Au this to test Spri : 


PeorLe who follow our advertisements or pop in on us at Lansdale often say, 
“Why so much equipment just to test a spring?” Good question! 

Making and testing a few springs is one thing. Making and testing hundreds, 
thousands or millions of springs is something else again. A very different something 
else if you want the kind of springs that can breeze by close specifications. 

In order to implement our statistical control of quality (so effective in insuring 
better springs)... in order to give you springs that really meet tolerances and to 
know that we know they are right . . . we found it necessary to conceive, design and 


then even to build our own testing machines. 


We show you a few of the machines on these two pages, some mechanical, some 


electronically operated. 





Lansdale, Penna. 


Electrical Assemblies 
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BACKLOG OF DEMANDS 


“The hint that business generally has 
overestimated the backlog of demands 
for all products is becoming increasingly 
stronger,” comments Public Relations 
News of the Indiana Lumber and Build- 
ers Supply Association. “Dramatic illus- 
tration is furnished by one of the big 
household equipment manufacturers. One 
metropolitan dealer who had been crying 


SOMETHING { AN BE DONE for washing machines received two. He 


had to notify 13 priority holders before 


ABOUT RISING cosTsS he found one ready to take delivery. Auto- 


mobile dealers have also been reporting 


OF MANUFACTURE rejections when the customer learns the 


complete particulars surrounding the 
Hand operations can be speeded up by | purchase of a new car.” 

the right tools. Seconds of time can be a 
saved with a tool that does the job quicker, 


or serves where two or more tools were BATTERY POWERED WELDER FOR 
required before. FLASH WELDING ALUMINUM 
PLIERS THAT ARE WRENCH AND New storage battery powered flash 


CUTTERS AS WELL welder designed and developed for the 


BERNARD-Parallel flash welding of aluminum, is announced 
Action PLIERS (#402 by the Progressive Welder Co., 3050 
Be ye ay fae E. Outer Drive, Detroit 12, Mich. Stored 
on outside of head for 
easy, quick use. Com- 
pound leverage action 
for greater power. 


















energy machines have the ability to pro- 
vide high weld current rates with a con- 
siderable lower line load than required 
for a-c machines. Of three basic types 
of stored energy machines—magnetic, 
condenser discharge, and battery powered 
-only the battery type lends itself to 
flash welding since flash welding de- 


LIGHT METAL SNIPS THAT CUT CURVES mands continued current flow rather than 
IN BOTH DIRECTIONS a single “shot” of short duration as 


provided in the other types. Machine 
Snips (7 388— 1054") is said to be far less critical as to con- 
have spring action an trol requirements when welding light 
Gompopad Teyesese. metals than are a-c machines. The 
machine may be installed anywhere there 


age reduce ha f fatigue 
in repetitiveoperations. 


curves in either direc- 


wa 
= 
« 
a 
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Cam. is adequate power supply to operate a 
10 or 15 hp 3-phase motor. 

Order these or other BERNARD hand tools 

from your Mill Supply distributor. ro- F 

li For a information on a STEEL STRANDS USED TO 

ine o iers, ni rs, Cutters, punches 

sendider Gatatngen Please ate coup an. REINFORCE TIRE CASINGS 


Fine steel wires, .0059 inch thick, are 


being produced by the American Steel ; pwReley hs 5 
and Wire Co., U. S. Steel subsidiary, to 


form the plies or layers of material which 


ar a are saturated with rubber and form the 
Wm. Scholihorn Co., New Haven 9, Conn. inner core or body of the tire. The wires 
“Quality Tools Since 1870” are twisted into a strand, six strands 


being laid around a central core to form 














promo orrrrrrr- und 
« Wm. Scholihorn Co. ‘ « |a cord 1/32” in diameter. The cords are EQUIPMENT ae 
; 6012 Chapel St., New Haven 9, Conn. , | Placed parallel to each other, coated with 
i Sirs: Please send me your free catalogue of ; | rubber, producing a ply of extreme 

hand tools for industrial use. . - - 
{ 1} strength and resistance. Four metallic 
! NAME '] plies are said to be the equivalent in DARNELL CORP LTD 
. 7 es ee ee strength and durability of approximately LONG BEACH 4 CaLIFOReHA 
; STREET d , | 20 fabric plies commonly used in heavy- oe waunen St ew WORE 
, pe * ; | duty tires. The metal sheath thus formed . 

° ° . . 46 Cl TO CHI ee C HLL 
} CITY ate STATE. ; | is highly resistant to punctures, bruises = NON ee 
© Our Mill Suppl 4 ' and blow-outs. At the same time - the 
ur Mi upply source is_ , 4 

| nag camino iinae r agen aye cence will (Continued on page 188) 
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WRIGHT HOIST UNIT 





Here is a compact lifting unit, and abbreviated | 
tram-rail system,.which comes to you as a com- 
plete package ready for installation. Your own 


mechanic can install it in a few minutes. ; 


This Wright hoist unit consists of an Improved High-— 
Speed hoist, a Self-Aligning Roller Bearing trolley, 
15 feet of I-beams with end stops, and two Utility 
universal hangers. 


It is speedy, convenient, indispensable in the 
garage, receiving or shipping room, or any place 
where loads must be moved a short distance. 
Capacities: + to, 2 tons. Ask your local Wright dis— 
tributor (see metropolitan classified telephone book). 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 
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THE CONTAINER 15 “PART OF THE PRODUCT” 





saved from 50% ta 90% in 


materials handling) We are 
now in full pr ucfion of pal- 
lets for all industry. Our engi- 
neers will design a pallet best 
suited to your specific needs. 


Write today for Pallet Book. 





“Generalift” 
Pollet 


General 
Corrugated 
Box 





Write today for your 
free copy of booklet on 
GENERAL'S“ Part of the 
Product” Plan. 


ENGINEERED SHIPPING CONTAINERS 


General sox company 
GENERAL OFFICES: 48 W. Illinois St., Chicago 10, jill. 
DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Lowis, Kansas City, Lovisville, Milwaukee, 
New Orleans, Sheboygan, Winchenden. 


Centinental Box Company, inca 
Hevsten, Dalles. 





General All-Bound 
Box 


ER ALS MOLE IPT ET ME 
ea a orwren — — 


N 


." 





Lack to the Lobster 


for perfect product protection . . . and 
look to General for engineered ship- 
ping containers that are also a ‘Part 
of the Product.’ 








They're laboratory designed for the 
better, more economical! shipment of 
today’s modern products. Better be- 
cause they're compact and often rein- 
forced with blocking and interior pro- 
tection. More economical because they're 
lightweight and quickly and easily as- 
sembled. Result: conservation of space, 
saving of shipping costs and man- 
hours, and speeding of production. 

Our engineers are broadly experi- 
enced in the design of shipping con- 
tainers for all types of products. They 
will also be glad to help you design a 
shipping container that is really worthy 
of your product . . . that is actually a 
“part of your product.” 


Write today for more information 
on this important subject. Remember, 
don’t just put it in a box . . . put it 
in a General Engineered Shipping 
Container. 





General Nailed Box 


General Clected 
Corrugated Container 









A 
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A ANE Dy General Wirebound Crate 
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(Continued from page 186) 


thinner structure provides greater re- 
siliency and eliminates the creation of a 
large amount of heat. The metal core 
ply also eliminates casing stretch. 

The wire used is extremely high grade 
with tensile strengths ranging from 325,- 
000 to 400,000 psi. It lends itself to nu- 
merous other uses such as reinforcement 
of V-belts, power transmission belts and 
conveyor belts. 


ne 


RICHARDSON BAG CLOSER 
AGAIN AVAILABLE 


Richardson Scale Company, Clifton, 
New Jersey, announces reestablishment of 
its Richardson Bag Closer production 
lines, which were discontinued because of 
material shortages during the war. Again 
they have appointed the Bemis Bro. Bag 
Co., with its many strategically located 
branches and sales offices throughout the 
country, as exclusive distributor of this 
100% portable machine. 





The bag closer weighs but eight pounds 


No motor or electric power is necessary 
in operating the Richardson Bag Closer— 
it functions as a friction drive. As the 
Richardson Bag Closer is drawn across 
the bag, friction rollers rotate on double- 
row, felt-sealed ball bearings, which re- 
quire no lubrication and transmit power 
to the needle through a train of gears 
operating on oilless bearings. 

The case is sturdy but light in weight 
—the complete machine weighs only 8 
pounds—and is made as an aluminum die 
casting with a highly polished mirror- 
finish which prevents the collection of 
dust. 


FF oF 


ALL-ALUMINUM BRIDGE SPAN 


What is said to be the first all-alumi- 
num span in history was installed recently 
on the Grasse River bridge of the Mas- 
sena Terminal Railroad at Massena, N. Y. 
Bridge was designed py the Aluminum 
Company of America, and fabricated by 
the Bethlehem Steel Company at Rankin, 
Pa. The bridge is built entirely of alu- 
minum alloys. The span is 100 feet long 
and weighs 53,000 pounds as compared to 
128,000 pounds for similar steel spans. 


(Turn to page 192) 
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BAY STATE ABRASIVE PRODUCTS CO. ¢ WESTBORO, MASSACHUSETTS, 4, 


BAYFLEX RAISED HUB DISC WHEELS 


are outwearing coated abrasive discs on thousands of jobs. This is really good news 
for foundries, welding shops, sheet metal shops, automobile and truck body repair 


shops, or wherever grinding and polishing of any type of welded or brazed metal 
is a problem. 


ADVANTAGES: 


1—Flat surface and edge can be used for grinding. Edge can also be used for cutting off. 
2—Excellent for grinding aluminum castings. 

3—No “loading” under normal conditions. 

4—Unexcelled for grinding into grooves and corners, ond large radii on castings. 
5—Wwill fit any standard machine using coated discs. 


6—Bayflex discs, unlike coated discs, can be used efficiently right down to the nut. 
This means time and money saved. 


7—Available in a variety of abrasive grit sizes. 
A trial will prove their worth. Write for bulletin for further information. 


Branch offices and warehouses — Chicago — Detroit. Distributors — All principal cities. 


Consistertly D 
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Particles of grit and moisture, creeping into diesel and 
gasoline engines during shipment, can cause havoc later. 


Cnemy: 








Bauer & Black Industrial Adhesive Tapes provide effec- 
tive barrier against dirt, water vapor...in engine openings. 





defense: 





Sealed with Industrial Adhesive Tape, this Buda engine 
will reach consignee free of foreign abrasives and moisture. 





victory: 








THE BUDA CO., of Harvey, IIl., took 


no chances on letting grit and mois- 





ture ruin a fine product. A Bauer & 









Black Technical Consultant was 
called in for help with the problem. 
His solution—airtight sealing of all 
intakes, exhausts and spark-plug 
holes. The Bauer & Black Industrial 
Adhesive Tapes chosen (Nos. 133, 
101, 214 and 223) did a neat, quick 
job of protecting Buda gasoline 
and diesel engines, insuring future 


performance. 


NEED A LIFT? — YOU CAN GET IT FREE 
Bauer & Black experience, gained in 
working with engineers in hundreds 
of industries, is at your disposal, free. 
If a pressure-sensitive tape might 
take the kinks out of your production 
line, improve your product or save 
you money, a Bauer & Black Tech- 
nical Consultant will be glad to help 
you work out the details. To have 
him call, write Dept. 212 today. Ask 
also for our FREE monthly Auto- 


motive News Letter. 


Products of 





(BAUER 2 BLACK). 














Production Short Cuts to Reduce Costs 





Division of The Kendall Company ¢ 2500 S. Dearborn St. @ Chicago 16 


Industrial Adhesive T 


PRESSURE SENSITIVE 


ape 





Research to Speed and Improve Methods 





MAN’S ABILITY TO PRODUCE IS LIMITED ONLY BY THE SUBSTANCES HE USES 





EXPLORING WITH SIRVENE—opens new frontiers in product development 


When new product designs are stymied by extraor- 
dinary protection or sealing problems, Sirvene 
engineers can help you work out the answer. 
Proceeding beyond established formulae, they 
develop a new Sirvene compound for each appli- 
cation and design a new pliable part which will 
meet difficult operating conditions. 

Every possible combination of oil resistant elas- 
tomers is explored in the production of Sirvene 


mechanical pliables. Manufactured under strict 









ove sd 


laboratory control and subjected to constant tests 
for uniformity, each Sirvene part possesses the 
proper degree of elasticity or hardness; will main- 
tain dimensional stability in contact with water, 
oil, gasoline and other solvents; and remain flex- 
ible in extremes of heat or cold, as performance 
specifications demand. 

Sirvene’s vast laboratory, research and produc- 
tion facilities are always at your disposal when 
you need unusual pliable parts. 








» & g wi ah VEE. 
SIAVENG 


A Product of the Synthetic Rubber Division 


1305 Elston Avenue Chicago 22, Illinois 













































































When you want 
accurate.and depend- 
able automatic tempera- 
ture or humidity control for 
Industrial Processes, Heating or 
Air Conditioning Systems, callina 
Powers engineer. With over 50 years 
of experience and a very complete 
line of self-operating and air oper- 
ated controls we are well equip- 
ped to fill your requirements. 
Write for Circular 2520 
2792 Greenview Ave., Chicage 


Offices in 47 Cities—See “Oo 
your phone directory. 


THE 


POWERS REGULATOR CO. 
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New Cellulose Derivative 


Announced by Hercules 


Water-soluble but can be made water insoluble; Adhesive but not sticky; Forms 
tough films; Insoluble in organic solvents; Relatively non-hygroscopic; 
Emulsifying Agent; Many other Properties 


Hercules Powder Company has an 
nounced the commercial manufacture of 
CMC, a new cellulose derivative. This 
water-soluble cellulose gum has such a 
unique combination of properties that 
in a short time it has found application 
in a wide variety of industries including 
textile, paper, paint, lacquer, ceramics, 
rubber, cosmetics, and printing. 

This unusual cellulose gum possesses 
many properties of water-soluble starch 
es, gelatins, and gums, as well as the 
additional qualities found in processed or 
synthesized hydrophillic colloids. 

Hercules CMC is the sodium salt of 
cearboxymethyl-cellulose formed by the 
reaction of monochloroacetic acid with 
alkali cellulose and is available in three 
viscosity types: 

Low-25 to 50 cps. at two per cent 
concentration 

Medium-400 to 600 cps. at two per 
cent concentration 

High-Approximately 2000 cps. at one 
per cent concentration 

Unlike many chemicals whose uses are 
circumscribed by specific property limi 
tations, the applications of CMC «con 
tinue to multiply as chemists study its 
unique combination of properties and dis 
cover new uses for them. 


Properties 


Included among the many properties 
which make this cellulose gum so in- 
teresting and suggest many industrial 
ues are the following: 

It is water-soluble yet it can be made 
relatively water insoluble; CMC is ad 
hesive but not sticky; it is insoluble in 
organic solvents; CMC ‘forms tough 
films; CMC not only acts as an emul- 
sifying agent in oil-in-water emulsions 
but it also protects the emulsion. 

CMC greatly increases the viscosity 
of water and it is also possible to care- 
fully control the viscosity of any solu- 
tion in which CMC is used; CMC is 


relatively non-hygroscopic both in solu- 
tion and film; CMC is compatible with 
many water-soluble materials such as 
gums, plasticizers, and resins; CMC 
presents no fire hazard as it chars only 
at temperatures above 235° C. 


Industrial Applications 


CMC’s ability to increase and con- 
trol viscosity of water, plus excellent 
film-forming properties, have resulted in 
several applications. In textile manu- 
facture it is used in sizes and finishes, 
as well as for printing pastes, where it 
is added to the color box. 

CMC can also be used in ointment 
bases, in the thickening of rubber latex, 
in can-sealing compounds, and for grease- 
proof coatings for heavy stock papers 
and paperboards. 

As an emulsion stabilizing or suspend- 
ing agent, this cellulose gum is extremely 
useful in lotions and other cosmetics, 
in tooth paste, and in many types of 
oil-in-water emulsions. 

Its stabilizing and film-forming prop- 
erties make it ideal for use in emulsion 
paints and lacquers where it also aids 
in pigment dispersion. 

While CMC is not solely an adhesive, 
it can give adhesive or binding proper- 
ties for special purposes. For instance, 
in leather pasting or in preparation of 
ceramic glazes, where a modified adhe- 
sive is needed, CMC provides the re- 
quired adhesion, yet is easily washed 
off 

In crayons and head pencils, CMC acts 
as a flexible binder that reduces break- 
age. It is also used in book binding and 
for other similar modified adhesive ap- 
plications. 

Although this cellulose gum has been 
known to Europeans for many years as 
sodium cellulose glycolate, little of it has 
been made in the United States until 
recently. 





METCO METALLIZING HANDBOOK 


Complete collection of technical and 
operating data or the Metallizing Process 
is contained in Fuurth edition of Metco 
Metallizing Handbook, announced by the 
Vetallizing Engineering Co., Inc., Long 
Island City 1, New York. In addition 
to data on preparation of surfaces, metal- 


lizing technique and finishing procedure, 


the handbook contains data on corrosion 
resistance, specific gravity, hardness, bond 
strength, tensile strength and _ relative 
shrink. 

Profusely illustrated with pictures, 
drawings, diagrams, charts and graphs; 
86 pages; price $2.00. 





ELECTRIC STEAM BOILER 


Boiler which utilizes electricity to gen- 
erate steam for pressures up to 200 pounds 
per square inch and in volume up to two 
boiler hp, is announced by the Living- 
stone & Co., 89 Broad St., Boston, Mass. 
Statement is made that until now the 
development of electrically heated boilers 
has lagged due to the cost of heating 
elements, their susceptibility to damage 
from low water and the cost of large 
diameter vessels necessary to hold them. 
The Livingstone Speedylectric steam 
boiler, it is claimed, overcomes these ob- 
jections by employing solid rods for 
(Continued on page 196) 
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eee WHAT IT MEANS IN 
GREATER DEPENDABILITY 
AND LONGER SERVICE 
FROM PIPING SYSTEMS 


Controlled Quality is the distinguishing 
feature of every product in the complete 
Ladish line. Seamless Welding Fittings, 
Forged Steel Fittings and Forged Steel 
Flanges... all are produced under exact- 
ing metallurgical control and rigid inspec- 
tion of physical dimensions. 


tts 


SEAMLESS 


Ladish Controlled Quality... made effec- WELDING 
tive by one of the most modern and com- FITTINGS 


pletely equipped metallurgical engineering 
laboratories in the industry... provides 
complete determination of chemical com- 
position and physical properties of steel 
together with constant application of proper 
forging procedures and heat treating. 


FORGED STEEL 
FITTINGS 


Thus users of Ladish Fittings and Flanges 
obtain higher dynamic strength... greater 
toughness... and increased resistance to 
shocks, strains and stresses common in 
piping installations. Advantages resulting 
from Ladish Controlled Quality provide FORGED STEEL 
the ultimate economy of longer life and FLANGES 
greater dependability. ee 








A COMPLETE LINE PRODUCED UNDER ONE RESPONSIBILITY 








Ladish catalogs, to assist in the design of 
piping installations and the proper selec- 
tion of fittings and flanges, will be supplied 
upon request. 






(ordrolled Quallly 
LADISH DROP FORGE CO. 


CU DAH Ye WIS €C ON S I WN  (witwauxee susurs) 
District Offices: NEW YORK » BUFFALO « PITTSBURGH e CLEVELAND « CHICAGOeST. LOUIS*e HOUSTONeNEW ORLEANSe LOS ANGELES 
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“Devil-may-care” 


... and the devil on the right is proof of that! 
He's composed of a number of different plastic 
parts made by Continental. He has a plastic 
gearshift knob for a head. And his horns and 
tail are plastic hand es. In fact, with every 
part of him goes a plastic success story. 
Working with experienced care, our staff 
of designing and research experts solve “per- 


nickety” product problems. The plastic parts 





or accessories, themselves, have all those qual- 
ities one expects in a plastic . . . lightness, 


strength, durability, and economy. 


Remember, you can always depend on 
Continental’s engineering “know-how”. So CONTINENTAL CAN COMPANY, INC. 
whenever you think of plastics, be sure to 


remember Continental. 


PLASTICS HEADQUARTERS: Cambridge, Ohio 


Sales Representatives in all 


DIVISION Principal Cities 
COMPRESSION-INJECTION 


Other Continental Products: \letal Containers « Fibre Drums 





Paper Containers + Paper Cups -« Steel Containers 


Crown Caps and Cork Products « Machinery and Equipment 


FOR CUTTING FINE THREADS 
CLOSE TO A SHOULDER 


Use No. 0OGA RELEASING DIE HOLDER 
FOR “ACORN” DIES .. . a highly efficient 
tool designed for use where a small, fine pitch 


thread is to be cut and held to a definite length, 
as when threading close to a shoulder. An 
adjustable screw on the front of the holder 





governs the length of the thread automatically 
— independently of the reversal of the spindle. 
When the screw contacts the edge of the front 
box nut over the nose of the spindle, the for- 
ward movement of the die stops. Embodied 
in design of this tool are provisions that per- 
mit die to back off the work when spindle is 
reversed. 





FOR TURNING TAPER ON END OF 
WORK ADJACENT TO THE CHUCK 


Use BROWN & SHARPE ANGULAR CUT- 
TING-OFF TOOLS to turn a clean, sharp 
tapered point or cone with single point tool 
on work requiring pointing adjacent to the 
chuck. Tool severs the piece from the stock 
when cut is complete. These tools may also be 
used internally for chamfering. Brown & 
Sharpe Mfg. Co., Providence 1, R. L., U. S. A. 


Whatever your screw machine 
operations, you can turn out 
better work — faster — with Brown 
& Sharpe Screw Machine Tools! 


We unge buying through the Distributor 


BROWN & SHARPE 
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Bond 136-A Caster. Com- 
bines easy swiveling with long 
service. Special double ball 
race design... built of durable 
Bond Caster metal. Pressure 
lubricated throughout. Wheel 
sizes from 4“‘to 12° dia.; load 
capacities from 600 to 1700 Ibs. 
per caster. 


Which is the right caster for your needs? Let 
Bm —specialist in built-for-the-job 
truck casters — recommend the caster that 


meets your actual service conditions. 


Bu recommendations are always 
impartial because there’s a Bue 


caster for every industrial requirement. 
Speed your materials handling with these 
easy swiveling... sturdy casters. Do the 


job right... get the caster that’s precisely 


right. Send for the free ona 


catalog— it’s a step in the right direction. 


BOND FOUNDRY & MACHINE CO., MANHEIM, PA. 
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electrodes and utilizes the water between 
them as the resistance element. This per- 
mits producing a sizable volume of steam 
—about 65 Ibs. per hour—at any desired 
pressure, in small diameter vessels, such 
as 8-inch or 10-inch. steel tanks. Low 
water danger is eliminated because in the 
absence of water to make a contact be- 
tween the electrodes no current can pass 
and no steam can be generated. 


, 


MATERIALS USED BY 
AUTO INDUSTRY 


The automobile is perhaps the most 
diversified article in the world to manu- 
facture and, as a result, production is 
affected by work stoppages in any section 
of the country, according to Harry J. 
Klingler, general manager of Pontiac Mo- 
tors Divn., and vice president of General 
Motors Corp., who cited the following 
materials used by the automobile industry 
in a normal year: 

7,500,000 gross tons of steel; 500,060 
tons of malleable iron; 1,000,000 tons ot 
gray iron; about 20,000,000 tires as origi- 
nal equipment; 120,000,000 sq. ft. of plate 
glass ; 400,000,000 board feet of hardwood 
lumber; 15,000,000 sq. ft. of upholstery 
leather ; 20,000 tons of aluminum; 150,000 
tons of copper; 15,000 long tons of tin; 
320,000 tons of zinc and lead; 20,000,000 
Ibs. of nickel; 750,000 bales of cotton; 
7,000,000 Ibs. of mohair; 500,000,000 
board feet of soft wood lumber ; 50,000,000 
yards of cloth upholstery and as many 
pounds of hair and padding; 17,000,000 
gallons of paints and lacquers. 

“Thus, it can be seen that so far as 
the automobile industry is concerned, 
there is no such thing as an isolated strike. 
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REDUCED TOOL COSTS OPEN 
NEW USES FOR MYCALEX 


Developments in the molding technique 
of G-E mycalex, the ceramic-like plas- 
tics, may easily quadruple the number of 
peacetime applications for this material 
in the coming five years, according to 
Donald S. McKenzie, sales manager of 
the General Electric Chemical Depart- 
ment, Pittsfield, Mass. 

“Advances made in the injection mold- 
ing processes of G-E mycalex during 
wartime and improved methods that have 
resulted in reduced tool costs is certain 
to make this material economically prac- 
ticable for an increasing number of in- 
dustrial applications,” he said. 

“Before the war G-E mycalex in mold- 
ed form was used almost entirely for 
electronic equipment because of the lim- 
ited number of shapes which could be 
produced. Our ability to injection mold 
the material into such a variety of shapes 
today opens the way for a great broaden- 
ing of uses for industrial applications. 

“We expect that the uses to which the 
mateiral will be put will quadruple in 
the next five years when the product will 
be applied extensively in rotating equip- 
ment, control equipment, heating devices, 
motor parts, welding equipment and. in- 


(Continued on page 198)*"~ 
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this fine Valve 


© It is designed for severe throt- 
tling service. It is precision-made of 
rigidly controlled materials—for high 
working pressures. It is a Bar Stock 
valve—originated, developed and im- 


; We believe that’s worth remember- 


MANUFACTURERS OF 
READING CAST STEEL VALVES AND FITTINGS « PRATT & CADY BRASS AND IRON VALVES 
D'ESTE VALVE AND ENGINEERING SPECIALTIES 


fam proved by R-P&C engineers. But that 


is only a part of the story. 


This fine. valve is one of a line that 
is still made under the “high working 
pressure’ of wartime demands—in 
spite of the ‘severe throttling’’ of war- 
time shortages. And yet these Bar 
Stock valves are the best ever pro- 
duced by Reading-Pratt & Cady. 


It is a fact that R-P&C are making - 


better valves today than ever before. 


ing next time you need valves. 


R-P&C Bar Stock globe and 
angle valves for lines up to and 
including 1". Ratings 500 Ibs. 
to 4000 Ibs. at 150° F.—made 
in brass, carbon steel, stain- 
less steels. Some materials 
permit their use at 1000° F. 
(475 S.W.P.) Compact and 
sturdy for their ratings—low 
in price for their superior per- 
formance and long life. 


R-P&C offers you a single responsible source for bronze, 
iron and steel gate, globe, angle and check valves—cocks 
and Lubrotite gate valves—bar stock valves—cast steel fit- 
tings—D’Este Automatic Valves and Engineering Specialties. 


Reading , Pa. « Atlanta « Baltimore ¢ Boston « Chicago « Denver ¢ Houston e Los Angeles ¢ New York e Philadelphia 
Pittsburgh © Portland, Gre. e¢ San Francisco e Bridgeport, Conn. 


READING-PRATT & CADY DIVISION 
AMERICAN CHAIN & CABLE 
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sulation for aeronautical ignition equip- 
ment to mention a few. We have every 
reason to believe also that the materia: 
will have greater use in the electronic 
field with the developments in radio, 
television and radar.” 

G-E mycalex is a stone-like product 
composed of ground mica and a special 
glass. It can be molded to the desired 
shapes with or without metal inserts by 
either the compression or injection mold- 
ing processes and can likewise be ma- 
chined. An electrical insulator, it pos- 
sesses a combination of features to a 
degree found in no other material. 


a ie 


SMOKE PREVENTION FOR 
STATIONARY PLANTS 


Modern overfire jets as perfected and 
silenced by Bituminous Coal Research 
Inc., Pittsburgh, Pa., are “new tools for 
smoke prevention”, according to William 
S. Major, BCR development engineer, 
who states that operation of the jets re- 
duces the amount of soot and carbon 
carried in the gases entering the boiler. 
In addition, study of exit gas tempera- 
tures shows that there is an improved 
heat transfer rate. 
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MICARTA USED FOR BEARINGS 
IN STEEL INDUSTRY 


Application data, installation informa- 
tion and records of performance of Micar- 
ta in the steel industry are contained in 
new ll-page booklet, B-3776 available 
from the Westinghouse Electric Corp., 
P.O. Box 868, Pittsburgh 30, Pa. 

The booklet describes special features 
of Micarta fabric base bearings, long 
life, increased power savings (25 percent 
average), fewer adjustments and shut- 
downs, increased tonnage and other fac- 
tors. Micarta bearings are used in rod 
mills, merchant mills, strip mills, bar and 
billet mills, structural and rail mills, hot 
steel mills, blooming mills, and other re- 
versing mills. 
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DEVICE IMPROVES QUALITY 
OF RUBBER GOODS PRODUCTION 


Device. called a rugosimeter, which 
measures roughness of rubber sheets, and 
paves the way for improved quality and 
efficiency of rubber goods production, 
was recently announced by Dr. M. 
Mooney of the United States Rubber 
Company’s general laboratories, Passaic, 
N. J. When sheets of rubber are rolled 
out for production of rubber footwear 
and other products, their surfaces are of- 
ten too rough and buckled for use, ac- 
cording to Dr. Mooney, and the rugo- 
simeter is used to measure this processing 
defect. It operates by measuring the re- 
sistance to passage of a stream of com- 
pressed air between the rough surface 
being tested and a smooth plate resting 
upon it. If the rubber surface is rough, 
the air passes easily through the “val- 


(Continued on page 202) 
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SAFETY 


(Reg. Trade Mark) 
WEDGE GRIP 
LETTERS & FIGURES 





Pat. No. 2,089,794 


For tough stamping jobs. 
® Deeper impression with less exertion 
® Any size character from 1/16” to 1” 


® 25% to 50% more service 


WRITE FOR LITERATURE 
HELP PREVENT AN ACCIDENT TODAY. 








A WNNINGHAM Co. 
~~, STEEL STAMPS 


154 E. Carson St., Pittsburgh 19, 




















SIMMONDS: 
GEARS 

















QUALITY GEARS OF ALL TYPES 
.--- MADE TO YOUR ORDER 


SPUR - BEVEL - MITRE 
WORMS - WORM GEARS: RACKS 
Cast and Forged Steel, Gray Iron. 
Bronze, Silent Steel, Rawhide, 
Bakelite 


Distributors of RAMSEY Silent Chain Drives & Couplings 


THE SIMONDS 
GEAR & MFG. CO. 








25TH AT LIBERTY 
PITTSBURGH 22, PA. 
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LARGEST NUTS—EMPIRE Nuts larger than 114” bolt size are pro- WORLD’S LARGEST —This cold-punching machine, fed rectangular 
duced on machines of this type, espe cially adapted to RBAW require- bars, punches the hole, cuts the blank, chamfers, retrims, repunches to 


ments. Sizes up to 614” across the flats are processed. clear and center the hole, burnishes the sides — everything but tapping. 


We spent millions... 


You pay no more for RBGW 
EMPIRE Nuts, when you buy 


their superior strength, accuracy 
and finish . . . and you also get 
freedom from assembly trouble and 
the permanent dependability as- 
sured by the millions RBGW has 
invested in special equipment and 
quality control. 

Quality control is found in 
actual processing as well as in 
the laboratories and inspection 
departments. For example, the 
method of cold-punching 
which RB&W developed has 
the valuable asset of insuring 
continuous inspection as part 
of the manufacturing process. 
Faulty bars cannot escape de- 
tection . . . the nuts must be 
uniform in size... and the 
hole must be central and con- 


ACCURATE BEARING —RB&W Semi-finished Nuts have an irate bearing surface at right . f : 
angles to the axis of the thread Special facing equipment and quality control insure satisfaction. centric after repunching. 
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NEWEST MACHINES —RB&W works constantly to develop and per- 
fect new processes. These machines are radically different in design and 
principle . . . are the only ones of their kind in the world. 


HIGHEST SPEED—One thousand 14-inch Square Nuts a minute is the 


pace of this machine which eats up a ton of steel every three hours. The 
raw material is cold-rolled in RB& W's own bar mill. 





WIDE RANGE —RB&W produces light, regular and heavy nuts, hot- 


pressed, cold-punched, semi-finished and slotted. The 11,040 6-32 nuts 
in the pile are equal in weight to the single 4” nut. 


LARGEST PLANT — RB&W's Coraopolis (Pa.) plant is the world’s 
largest devoted exclusively to manufacturing cold-punched nuts. Sev- 
eral millions of nuts are produced and shipped each day. 


RBcW The complete quality line 
101 YEARS u Stheng Ye things that make America Sthong 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 


LYTP ROP LON oS sLEL TS. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY _ 
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ONLY YOU CAN CHANGE A LINE 


ON Th whight 


Age, frequent trips in and out of file, 
scores of printings — none of these 
ever affect the clean sharp prints that 
Arkwright Tracing Cloths produce. 
Your vital drawings stay just as they 
left the board . . . only you with an 
eraser can change them. 

These cloths never grow brittle 
with age, never pick up dust or off- 
set to other drawings, because 
Arkwright’s translucence —designed 
for perfect reproductions — is liter- 
ally built into every fibre by a special 
mechanical process. There are no 
surface oils, waxes or soaps to dry 


4 


Bolt by 








out and discolor. Arkwright’s trans- 
parency is permanent. 

And erasures mean little to this 
time-proven tracing cloth. It can 
take erasure after erasure without 
wearing through, and re-inking after 
a revision will not cause feathering. 

Why not check these advantages 
yourself, in your own drawing room, 
at our expense. Send for generous 
working samples, and see what we 
mean when we say “lines as clear as 
if suspended in air”. Arkwright 
Finishing Company, Providence, 
Rhode Island. 
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leys”. If the surface is nearly smooth, 
the air has difficulty getting through. The 
resistance to the passage of air through 
the irregular channels is measured by 
comparison with the resistance offered 
by an adjustable needle valve. 
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FILM SHOWS TRUE COLORS 
OF MOLTEN STEEL 


The vivid changes occurring during a 
heat within the walls of an electric arc 
furnace are shown in motion picture 
“Melting of Huron Die Steel” produced 
for the Allegheny Ludlum Steel Corpora- 
tion at its Dunkirk, N. Y., plant. The 
film reveals what the human eye never 
has been able to observe — the true color 
of the molten steel and slag. The film 
creates the impression of actually being 
inside the furnace during the melting 
process. The film is available free of 
charge. Another Allegheny Ludlum film 
available for free showing is entitled 
“Corrosion” on mechanism of corrosion 
attack, and development ef stainless steels. 


ee F-F 


“INDUSTRIAL LOGISTICS IN PAPER” 


Action pictures which tell the story 
of modern materials handling in the man- 
ufacture and commercial uses of paper 
feature a booklet entitled “Industrial 
Logistics in Paper”, issued by Elwell- 
Parker Electric Co., Cleveland, O. 

In 48 pages, 8% x 11 inches, it pre- 
sents 147 halftone illustrations of electric 
power industrial trucks at work in pro- 
duction of pulp, processing and distri- 
bution of paper, printing and publishing, 
and fabrication of principal paper prod- 
ucts. 


Sixth Booklet in Series 


Representative companies throughout 
the country using Elwell-Parker equip- 
ment cooperated in preparation of the 
booklet which reveals how adequate fa- 
cilities for load-handling are essential to 
specialized manufacturing equipment and 
techniques. Characteristic similarities are 
noted in many industrial practices for the 
movement of goods from _ receiving, 
through storage, processing and shipping, 
yet important differences in details are 
apparent to those interested in the sub- 
ject of industrial logistics. 

While improved methods present op- 
portunities for reducing costs, there are 
no guarded secrets pertaining to the gen- 
eral use of power trucks. Visual evidence 
of difficult jobs accomplished therefore is 
of practical value. 

The booklet is sixth in a series so far 
issued by the Elwell-Parker Company. 
The first bears the general title “Industri- 
al Logistics”, and others deal separately 
with the logistics of boxes, barrels, bags 
and bales. 

“Industrial Logistics in Paper” and 
any of the five preceding booklets are 
available to executives or department 
managers on request to Elwell-Parker 
Electric Co., 4532 St. Clair Ave., Cleve- 
land, O., or its field representatives. 


(Turn to page 204) 
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MANY MANUFACTURERS have asked us 
whether it is possible to make an assembly or 
part in another metal temporarily, and still 
use the fabricating and stamping tools, when 
the time comes, for the preferred metal. 


It's not only frequently possible ... Colgate is 
doing it. By designing double purpose dies 
so that they may be used, during this interim 
period with a second-choice material, and 


later converted, Colgate is breaking the 
bottleneck of the metals shortage. 


STAMPING « FORMING «+ DRAWING 


Dies engineered to serve a double purpose is 
just one example of Colgate Engineered 
Service in sheet metal fabricating and stamp- 


ing of aluminum, magnesium, stainless steel 
and many other light metals. 


If your product is ordinarily made of steel 
(let's say), perhaps some other material could 
be used. Then, when steel becomes available, 
in many cases the tools can be converted, at 


reasonable cost, through Colgate’s Engineered 
Service. Write for more information. 


WELDING «+ FINISHING - 


ASSEMBLING 
























Gray Iron 


CASTINGS 


§.A.E. or A.S.1.M. 


Specifications 


Class 20-Class 30 
Class 40 


Special Facilities 

for Rollover — Cope- 

and-drag production 
to 150 pounds 


Other castings up to 
1000 pounds 
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Dimension Standards for 
Fractional-Horsepower Motors 


Motors 1/20 Through % Horsepower to be Built in Three Standardized Frames. 
Standardized Dimensions Will Eliminate Initial Application as Well as Replace- 
ment Difficulties Now Encountered. 


By J. L. McKINLEY* 
Wagner Electric Corp. 
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FRAME DIMENSIONS IN INCHES 
NUMBER D E F BA H 
42 2 %, | ¥, a» 2 7; 3¢ SLOT 
56 3% 2 "“%e I% 2% | Ysestot 
ae 4’, 2'%e| 2% 3% "5, 0-SLOT 
% FRAME NUMBER SYSTEM IS PROPOSED. SEE DISCUSS- 
ION OF "STANDARD FRAME NUMBERS" 

















A broad new program of standardiza- 
tion for fractional-horsepower motors 
was announced early in September of 
this year by members of the Motor and 
Generator Section of the National Elec- 
trical Manufacturers Association. At that 
time, the initial or basic standard pro- 
viding a specific method of defining motor 
rating and performance in coordinated 
terms of horsepower, speed, breakdown 
torque and service factor was announced. 
This basis of rating standard was estab- 


*Member of the Fractional-Horsepower Sub- 


division of the Motor and Generator 





Section of NEMA 


lished in order to eliminate initial appli- 
cation difficulties and to insure proper 
performance and long life insofar as the 
electrical characteristics of the motors 
are concerned. 

Although the specific basis of motor 
rating will be a-key factor in obtaining 
maximum efficiency by both users and 
manufacturers of fractional-horsepower 
motors, its principal value results from 
the fact that machinery or appliance man- 
ufacturers can obtain proper motors from 
all suppliers without having to continually 
go through exhaustive engineering tests 


(Continued on page 208) 














DECEMBER, 1946 


205 











NEW JERSEY —annuol purchases: $3 billion — mostly packaged. 


CONTAINER CORPORATION OF AMERICA : = Save Waste Paper 


™ 








PURCHASING 


YOU FURNISH 
LYON vill 


STANDARD LYON PRODUCTS 











Shop Boxes 





Adjustable Sheiving 





Kitchen Cabinets Filing Cabinets 


Water Cooler Containers Storage Battery Racks Testing Cabinets Office Equipment Stands 
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THE STEEL 


make the product 


Lyon facilities for the production of a wide range of sheet steel products are far 
in excess of sheet steel receipts. Steel producers have been doing the best job in 
the face of current difficulties but there just isn’t enough steel to go around. But, if 
you have steel on hand, or available, Lyon can give you help in one of two ways: 


1 STANDARD LYONS PRODUCTS 


To complete your plant expansion or conversion program, we will accept 
your sheet steel (12 to 24 gauge and certain sizes of band steel) and 
supply you pound for pound with any selection of “Lyon Standard 
Products” currently in production, a few of which are: Steel Shelving, 
Lockers, Shop Equipment, Kitchen Cabinets, Filing Cabinets, and 
Gravity Conveyors. 


2 SPECIALIZED CONTRACT PRODUCTION 


We will manufacture to your specifications: assemblies, sub-assemblies 


or parts, in gauges No. 8 and lighter up to No. 30; in Lyon production 
run quantities. 





Get in touch with your Lyon Dealer... or your closest District Office 


LYOn METAL PRODUCTS, INCORPORATED 


General Offices — 1233 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 











Special Parts Electrical Control Units Home Appliance Stands 
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for each application or make of motor. 

A standard basis of rating cannot, by 

itself, eliminate many of the costly diffi- 

culties encountered by those who design 

machines and apply motors to them. Nei- 

ther can it alone help users of these 

: machines who must service and maintain 
them with a minimum of expense and 


loss of productive time. A greater por- 
GRAIN CEMEN 


tion of the actual manufacturing and 
service replacement difficulties with motor 
driven machines and devices are of a 
mechanical nature. 

The great variation in mounting di- 
mensions and overall sizes of motors of 
different makes has been of no little 
concern to the machinery manufacturer, 
user and service man. To provide for the 
use of two or three makes of motors in 
one design of machine, many universal 





Fx stainless steel . . . for steel 


castings ... for die casting . . . for brass . . . for mounting bases, adapter plates and other 

Why not write to aluminum . . . for steel . . . for whatever job you arrangements have been devised by ma- 
Hanson-Van Winkle- need polishing wheels try this powerful, im- chinery manufacturers. On the other 
Munning about this proved adhesive. Try Klinch Grain Cement—it hand, motor manufacturers have many 
improved adhesive for stays on the wheels longer; it’s stronger, more times supplied mounting bases and end- 
polishing wheels? It lasting. This recently developed, efficient plates different from their own in order 
a co yk ae a 50 H-VW-M adhesive does away with many of to properly adapt their motor to a ma- 
, pote yuna i iieaion i : 5 chine already designed for some other 
oot. steel drome. PS ey ene oe en @isos make of motor. This resulted in high costs 





of tooling and loss of production time. 
Similar difficulties are experienced by 
users attempting to replace a motor of 
one make with that of another make and 
still obtain satisfactory performance and 
dependability from the motor-driven de- 
vice. 


HANSON-VAN WINKLE-MUNNING COMPANY 
MATAWAN, NEW JERSEY 


Manufacturers of a complete line of electroplating 

and polishing i U 

Plants: Matawan, New Jersey * Anderson, Indiana Sales Offices: Anderson * Chicago 
Cleveland * Dayton * Detroit * Matawan * Milwavkee * New Haven * New York 
Philadelphia * Pittsburgh + Rochester * Springfield (Mass.) * Stratford (Conn.) * Syracuse 
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New Dimension Standards 

Realizing the savings to be gained by 
machinery manufacturers, motor manu- 

INGERSOLL facturers and users, NEMA also initiated 
the study of dimension standards in 1944. 
h te BUY WORD” After two years of work, these standards 
t e 7 have been adopted. The new dimension 
standards provide for three motor frame 


. 
in Shovels sizes with dimensions as shown in Fig. 1. 


At the present time, no horsepower and 
speed ratings will be assigned to these 


No Split — No Curl — No Bend frame sizes. 





End to end—no better shovels As indicated in Fig. 1, the dimensions 

: . apply to both rigid and resilient or cushion 
made! That’s because every base motors. These dimensions apply to 
Ingersoll is made of Tem-Cross motors 1/20 through 34 hp, 1800 rpm 
Tillage Steel — with blade (1 hp, 3600 rpm). The “H” dimension 


edges GUARANTEED NOT TO | % [/*Cinch slot and “BA” dimension 


of 3% inches in the largest frame has 
SPLIT. Electrically heat-treated been established for the purpose of match- 


for springy ruggedness on ing the integral horsepower 203 frame 


= (1 hp, 1800 rpm) which has an “H” 
toughest jobs. Smooth, polish- dimension of 13/32-inch hole and “BA” 


ed hardwood handles. All of dimension of 3% inches. This will provide 
which is why Ingersoll is the for interchangeability on belt driven ma- 

a chines, using both fractional- and integral- 
“buy-word” with so many buy- 


horsepower motors. 
ers. How about you? Standard Frame Numbers 





INGERSOLL STEEL DIVISION Each motor manufacturer now has a 
Borg-Warner Corporation separate and distant system of frame 

New Castle, Indiana designations. Some manufacturers em- 

ploy numbers, some letters, and others 

Plante: wag —— Boy eee as a combination of both to designate the 


various motor frame sizes. There are 


niches encept very few cases of similarity in the numer- 

cated? Shovels ae Scoops, G 3 od Se 0 LL ous systems. Consequently, purchasers 

which may be furnished with either and users of fractional-horsepower motors 

face or back polished. P have found them confusing and of very 
SAZ0ve€s oer 


(Continued on page 210) 
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® ENGINEERED AND MOLDED AT NO. 1 PLASTICS AVENUE 








A clear case for plastics 


@ Here’s the battery that speaks for 
itself. Its transparent case lets you sec 
the liquid-level at a glance . . . and a 
hydrometer, molded into the case, tells 
the charge. It’s the storage battery for 
the G-E self-charging portable radio. 

During the war, plastics battery cases 
proved their value in walkie-talkies, 
storm lamps, and other military items. 
For this Willard storage battery, the 
leakproof, acid-resistant case is injec- 
tion-molded to exacting specifications 
by General Electric. The material is poly- 


styrene—lighter than glass and stronger 
than hard rubber. G. E.’s complete 
plastics service covers every step in 
the design and manufacture of plastics 
products, 

Have you a plastics product to de- 
sign? Consult General Electric—world’s 
largest manufacturer of finished plastics 
products. We'll be glad to send youa 
new booklet, “What Are Plastics?” 
Write Plastics Divisions, Chemical De- 
partment, General Electric Company, 
1 Plastics Avenue, Pittsfield, Mass. 


GENERAL 96) ELECTRIC 


GENERAL ELECTRIC PLASTICS FACTORIES ARI 
FORT WAYNE, IND., TAUNTON, 


LOCATED AT SCRANTON, PA., 


CD 46-a18 


MERIDEN, CONN. 


WEST LYNN, AND PITTSFIELD, MASS. 
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G-E Complete Service— 
Everything in Plastics 


BACKED BY 52 YEARS OF EXPERIENCE, 
We've been designing and manufacturing 
plastics products ever since 1894. G-E Re- 
search works continually to develop new 
materials, new processes, new applications. 


| PLASTICS AVENUE —Ccomplete plastics 
service—engineering, design and mold-mak- 
ing. Our own industrial designers and engi- 
neers, working together, create plastics parts 
that are both scientifically sound and good- 
looking. Our own toolrooms are manned by 
skilled craftsmen—average precision mold 
experience, 12 years. 


_ TYPES CF PLastics. Facilities for com- 
pression, injection, transfer and cold molding 
... for both high and low pressure laminating 
... for fabricating. And G-E Quality Control 
—a byword in industry—means as many 
as 160 inspections and analyses for a single 
plastic part. 














These Allen-head screws are genuine Allen-made 


Because —they’re tied in with the ALLEN HEAD trade-mark which 


identifies only the product of The Allen Manufacturing Company. 


Through 36 years of specialization the Allen name has become synony- 
mous with hex-socket screws, so that many buyers accept Allen - type 
screws that are not Allen-made. Even buyers who for three decades 


have purchased “Allens” by name, have also purchased other makes 


in the name of “Allens”. 


IF all hex-socket screws were as serviceable as “Allens”, all would be 
well in ordering merely the type. But if you want or need the Allen 


strength and precision you do need to specify the make — and get it. 


If you order from your local Allen Distributor, he will see that you are 
not disappointed by so-called Allen screws that are Allens in type only. 
Look for the ALLEN HEAD trade-mark on labels and literature — so 


you'll find the quality you expect in the showdown tests. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD .x* ALLEN %e CONNECTICUT, U.S. A. 
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In order to make the new dimension 
standards more useful and effective, a 
standard system of numbering frames has 
been proposed. This proposed system has 
been modeled after the integral-horse- 
power system which employs frame sizes 
203 through 505. Those associated with 
the application and use of integral-horse- 
power motors would be the first to give 
their approval for a similar system for 
numbering fractional frames because of 
the great success of the former which 
has been in use for approximately 16 
years. 

In the proposed system for numbering 
the frames, the frame number will be 
16 times the shaft height (D dimension). 
By referring to accompanying diagram, 
it will be noted that the three frames 
will be 42, 56 and 66. The BA, E, F 
and H dimensions will be constant for 
any given “D” dimension or frame size. 
Suffix letters will be used to indicate 
the same features now indicated in the 
integral system, and, therefore, the same 
frame numbers with proper suffix let- 
ters (when assigned) would be used for 
vertical and flange motors as are des- 
ignated for the horizontal motors of 
corresponding sizes. Individual manu- 
facturers may use any letter preceding 
the frame number, but such a letter would 
have no reference to standardized dimen- 
sions. For example, a number 66 frame 
might be designated as “66” by one 
manufacturer and as “A66” by another 
manufacturer, but the D, BA, E, F and 
H dimensions of both frames will be 
identical and will be the values shown 
in Fig. 1. 


y° #: 


G-E TRANSFERS POWER ELECTRONIC 
DIV. TO ELECTRONICS DEPARTMENT 


Announcement of the transfer of Gen- 
eral Electric’s Power Electronics Division 
from the Apparatus Department to the 
Electronics Department was recently 
made by W. R. G. Baker, G-E vice- 
president in charge of the Electronics 
Department. 

Herbert D. Brown was named manag- 
ing engineer of the new division. The 
division’s headquarters will be at Sche- 
nectady, N. Y. 


 -¥. F 


FILMS ON MAGNESIUM 
“TREASURE FROM THE SEA” 


“Treasure from the Sea” is the title of 
Walt Disney motion picture in techni- 
color, produced for the Dow Chemical 
Company, illustrating the use of magne- 
sium in both the consumer and industrial 
fields. This film runs for approximately 
ten minutes. To increase the program 
time to the half-hour found desirable for 
industrial group and other types of meet- 
ings, a 20-minute film on the extraction 
and processing of magnesium, entitled 
“Magnesium — Metal from the Sea” is 
also offered. The films are available for 
showing from The Princeton Film Cen- 
ter, Princeton, N. J. 


(Turn to page 212) 





MINE SAFETY APPLIANCES COMPANY 
Braddock, Thomas and Meade Streets ° Pittsburgh 8, Pa. 


District Representatives in Principal Cities 
In Canada: MINE SAFETY APPLIANCES COMPANY OF CANADA, LTD., TORONTO 
MONTREAL + VANCOUVER + CALGARY + WINNIPEG « NEW GLASGOW, N.S 
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If you're faced with the problem of de- 
signing and building an unusual, high- 
precision experimental engine or test 
MERZ for a sound 


machine, look to 


solution. MERZ is equipped with the 
best in men, machinery and methods 
... plus the experience of building the 
most exacting machines for leading re- 
search organizations. 

Pictured above is a typical example of 
MeRz work in this specialized field—a 


single-cylinder, high-precision engine 


‘et Merz Solve Your 
Inusual Problems 








of Precision Design 


with piston-balanced crankshaft and ac- 
cessories for testing aircraft cylinder 
head assemblies—plus testing and de- 
veloping fuel and ignition systems for 
high-altitude flying. The extreme accu- 
racy and efficiency in-built in this ma- 
chine is representative of the workman- 
ship in other MERZ specialties—stand- 
ard A.G.D. and special gages, tools, dies 
and other precision products. Write for 
the full facts on MeRz “four spheres of 


service’ today! 


WATCH FOR SPECIAL ANNOUNCEMENT SOON ON NEW MERZ AIR GAGES! 


’ 


uginccring Company 











National Distributors 


DOUGLAS FIR PLYWOOD 


Since 1921 
Mills: OREGON, WASHINGTON 


Home Office: 


TACOMA 


1, WASH. 


Six Branch Offices and Warehouses 


CHICAGO &, ILL. 
GARWOOD, N. J. 


ST. PAUL 4, MINN. 
BALTIMORE, 31, MO. 


KANSAS CITY 3, KAN. 
LOS ANGELES 21, CAL. 
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FINED FOR VIOLATING 
SILVER AND TIN ORDERS 


Two Providence, R. I., jewelry firms 
have been fined in the Providence Federal 
District Court for violations of Civilian 
Production Administration~silver and tin 
conservation orders, CPA’s Compliance 
Division announces. 

Joseph Migliori and Daniel A. Scullian, 
doing business as the Rainbow Jewelry 
Co., Inc., of Providence, were fined $5,301 
and $4,712 respectively on October 30 
after pleading guilty to using silver in 
excess of quotas. These violations of 
CPA’s Order M-199 occurred prior to 
revocation of the order on August 20, 
1945. The case had been referred for 
prosecution to the U. S. District Attorney 
by CPA’s Compliance Division. Order 
M-199 had restricted foreign silver to 
war uses and restricted use of domestic 
silver to specified quotas. 

Herman Sohn, doing business as the 
Artcraft Jewelry Co., of Providence, was 
fined $450 on the same date after plead- 
ing guilty to using tin for costume jewelry 
in violation of CPA’s Order M-38. The 
order restricts usage because of the short- 
age of tin for essential purposes. CPA 
had referred this case also to the U. S. 
District Attorney for criminal! action. 

Morris S. Verner, Jr., director of 
CPA’s Compliance Division, pointed out 
that revocations of CPA regulations do 
not relieve violators of penalties incurred 
for violations while the regulations were 
in effect, and that the Department of 
Justice and the courts will act on such 
violations of a criminal nature. 

For example, he said, two operators of 
a night club in Du Quoin, Ill, recently 
were fined a total of $30,000 in a Dan- 
ville, Ill., Federal Court for violation in 
August, 1945 of the War Production 
Board’s construction limitation 
1.-41, which was revoked in October, 
1945. John (Tiny) Kristics was fined 
$10,000 and Brean Greer was fined $20,000 
after pleading guilty to violations of Or- 
der L-41. The tavern and restaurant in 
Du Quoin, known as Tiny’s Night Club, 
was ordered closed for a year and a 
sign was ordered posted on the night 
club stating that it was closed by court 
order. 


order 


. v9 


SPECIAL CONTROLS ON IRON AND 
STEEL SCRAP ISSUED BY CPA 


Special controls on receipts of iron 
and steel scrap by consumers and deal- 
ers recently became effective in a move 
to spread the current small scrap supply 
equitably among all users, the Civilian 
Production Administration said. 

The new regulation, an amendment to 
the general steel order (M-21), follows 
the general outlines of the scrap restric- 
tion plan approved by the Iron and Steel 
Scrap Industry Advisory Committee on 
October 3rd. This committee includes 
both consumers of scrap and scrap dea!- 
ers. 

Consumers’ stocks of iron and steel 
scrap, which account for about 50 per 


(Continued on page 214) 
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Profits will fly your way 
when you use the speed 
of AIR EXPRESS 


Business delays mean that overhead 
goes up, profits go down. When tools, 
replacement parts and critical materials 
are needed fast, when a customer wants 
an item that’s “fresh out” — specify 
delivery by Air Express. 

This speedy delivery service brings 
distant suppliers and warehouses. mere 


hours from your door. So keep things 
moving by Air Express. This way, cus- 
tomers stay satisfied, profits stay up. 

The cost? Much less than you'd 
think. Rates have been slashed 22% 
since 1943—all the more reason why 
the nation’s business finds Air Express 
essential to profit-making. 


Specify Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight 
between principal U. S. towns and cities, with 
cost including special pick-up and delivery. _ |muss|?®*|*8*|2°™*|*08* | cons per! 


Same-day delivery between many airport towns an ated Bed BAR ALL 
and cities. Fastest air-rail i d f se T tal Gal Gat asl ae 
ar ; Ss. Paste: alr-rall service to an rom 549 | 107} 142] 384) 614] 15.35 | 
23,000 off-airline communities in the United [tow [v.17] vse] 7ee[t2208| a0 70 
States. Service direct by air to and from scores — 242-4“) 253/745] 2026) 701 

. . . ~4 ? 
of foreign countries in the world’s best planes, j22l'“i°“/"“|""| “SS 


giving the world’s best service. 









GETS THERE FIRST 





RATES CUT 22% SINCE 1943 (U.S. A.) 





Alm Over 40 ibs. 












































INTERNATIONAL RATES ALSO REDUCED 








Ask Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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cent of the steel-making materials, had 
dropped to around 2,900,000 tons at the 
end of August, which is less than a 
month’s supply for the steel industry. 
This was a 368,000 ton drop from the 
previous month. Scrap dealers’ stocks 
were down to 438,000 tons, considerably 
below normal, according to a Bureau of 
Mines report. 

New restrictions in the 
M-21 order were as follows: 
1. For consumers, including steel mills: 

Inventories of usable scrap, except cast 
scrap, whether prepared or unprepared 
and including both home (self generated) 
and purchased scrap, are limited to 45 
days’ supply. 

Because of the greater scarcity of cast 
scrap, inventories of this type are limited 
to 30 days’ supply. 

2. For scrap dealers or brokers: 

(a) A scrap dealer or broker may not 
accept scrap in any one month which he 
does not expect to ship in the following 
two months. This restriction applies to 
each month separately. 

(b) Effective on January 5, 1947 and 
on the fifth of each succeeding month, a 
dealer or broker must report to CPA 
when his shipments in the two preceding 
calendar months have been less than the 
tonnage required to be shipped to bal- 
ance receipts for the third preceding 
month (e. g., November-December ship- 
ments as compared with October re- 
ceipts. ) 

Where such receipts and shipments do 
not balance as indicated above, a scrap 
dealer or broker must furnish the follow- 
ing information to CPA: 

His receipts of scrap during the past 
three calendar months (in tons, by 
months). 

His shipments of scrap during the past 
two months (in tons, by months). 

The reason he was unable to balance 
his receipts for the third preceding calen- 
dar month by his shipments during the 
past two months. 

His current inventory. 

Scrap dealers and consumers of scrap 
must adjust and if necessary cancel 
orders when changes in operations would 
cause their scrap receipts to vary from 
the above restrictions. 

The order also stipulates that where 
a person or company maintains more 
than one operating unit and keeps sepa- 
rate inventory records for each unit, then 
these limitations apply to each operating 
unit independently. 


- ¥ €£ 
INSECTICIDE MARKET STABLE 


The insecticide and fungicide market 
has shown no pronounced effect of OPA 
decontrols, according to the Agricultural 
Insecticide and Fungicide Association, 
New York, which states that the removal 
of controls will permit purchases in world 
markets of raw materials, such as arsenic, 
and will undoubtedly increase supplies of 
vitally needed materials. Some price in- 
creases can be anticipated incident to 
increased costs of labor, containers and 
raw materials. 


(Turn to page 216) 
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Need Nuts 


(We can delioce Speed Nuéid 
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The new C7000 Series SPEED NUTS are available now 
in the following sizes: 
wn For Use On 


Machine Screws \ 4-36 6-32 8-32 10-24 %-20 * 


For Use On \ 
Sheet Metal Screws { 


Nene y, 


Advantages The immediate availability of these SPEED NUTS is 


made possible by new, improved dies and high speed 








4A 6A 8A 110A 14A 

















1. Prevent Vibration Loosening production machines. We are, therefore, able to produce 
2.4 more SPEED NUTS at prices actually lower than ordi- 
- Applied Faster 

3.: Eliminate Lock Washer nary threaded nuts, plus lock washers. 
Each SPEED NUT in this new series has been engi- 

4. Eliminate Use of Wrench neered to a precision formula based upon the diameter and 
5. Will not clog or “‘freeze’”’ strength of the screw with which it is used. As a result 
6. Weigh Less these SPEED NUTS are more compact, withstand higher 
7. Minimize Shipping Damage torque tightening and provide greater tensile strength. 
® Cot Rees Thee Tiededed Every threaded nut and lock washer on your product 
Nuts and Lock Washers is now a potential cost-saving assembly spot. Write for 


C7000 sample box containing all 10 sizes today and you'll 
soon be assembling the SPEED NUT way! 


TINNERMAN PRODUCTS, INC. 
2050 FULTON ROAD, CLEVELAND 13, OHIO 
wo" \ In Canada: Wallace Barnes Co., Ltd., Hamilton, Ontario 

i In England: Simmonds Aerocessories, Ltd., London 


In France: Aerocessoires Simmonds, $.A., Paris 
In Australia: Aerocessories, Pty. Ltd., Melbourne 


* Trode Mork Reg. U.S. Pot. Off 
MORE THAN 4000 
fe ae ee £28 Tf 8 8 t 8 Se 
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PATENTED 


SHAPES AND SIZES 








® Bulletin 60 Motor Drive offers the » 


Cla Lil t@5 ~ 


@ 1, All parts immediately accessi- ¢ 


ideal means for remote control of 


single or multi-plate Rheostat As- 


semblies. It is built on a 13” di- ble by removal of dust-tight cover. 
ue ri 
ameter steel plate for operation of * 2. Precision type snap action ad 
justable limit switches. 
Rheostats up to three plates and is * 3. Motor with heavy duty gear ° 
‘ ; . P b tected b lip-clutch. 
available with either series or shunt tpg, ee ee e 


4. Cast mounting base for motor, 
motors for II5 or 230 volt operation. gears, limit switches and drive 
*shaft maintains allignment. ° 


Send for Bulletin 60A 
which gives complete 


information and prices 


RELAYS RESISTORS RHEOSTATS © 2,"*,.¥2"¢ {sonore 


a Smal! Motor Drive 
Electric control _ devices since 1892 for Rheostats. 





WARD LEONARD ELECTRIC COMPANY 
50 SOUTH STREET, MOUNT VERNON, N. Y. © OFFICES IN PRINCIPAL CITIES 
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SOFT but 
TOUGH 
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Best Buy 
for All-Purpose Hand Sawing 


The improved NEW GRIFFIN blade, sometimes known as 
Griffin Soft Center, is flexible as a soft-back blade, tough as an all- herd. 
Has flexible but tough 7 hard back, extra hard teeth. Does no 
bind, sag or shatter. Hand frame sizes only . . . Other Griffin Best Buy 
Blades include Griffin High Speed Steel, 18-4-1 tungsten, and Griffin 
Special Alloy, molybdenum high speed steel, for power machine use. 
And Griffin Non-Strip for hand sawing thin sheet and tubing without tooth 
breakage . . . Write for Price List, 


JOHN H. GRAHAM & CO... INC. 
General Sales Agent, 105 Duane St., New York 8, N. Y. 


(Tidal 
Hack Saw Blades. 


VERY HARD 














Heck and Coping Sow Blode Specialists Since 1880 





MADE BY G W. GRIFFIN CO., FRANKLIN, N. 
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SAYS AUTOMOBILE INDUSTRY 
APPROACHES BUYER’S MARKET 


Competition in the sale of automobiles 
is likely to be in effect by next sum- 
mer, D. U. Bathrick, general salesman- 
ager of Pontiac Motor Division, pre- 
dicted at recent meeting in Kansas City. 
Speaking before 450 Pontiac dealers, 
Mr. Bathrick warned: 

“By next summer you may be in a 
competitive market because of one or the 
other of two economic factors: rising 
prices which have so reduced the ranks 
of new car purchasers that each becomes 
a real prize, or—increased production 
has satisfied the emergency market for 
new cars and left a residue of not-so- 
bad-off customers who can buy or wait 
a year, as they see fit. 

“The day is coming, and coming fast, 
when automobiles again must be sold 
and not doled out like prizes. Some be- 
lieve that day will be a long time com- 
ing—that cars are wearing out faster 
than we can build them. But I say we 
are approaching a Buyer’s Market right 
now. The buyers are not lining up with 
the same enthusiasm as they did six 
months ago. How can the demand lessen 
without an appreciable increase in pro- 
duction? Simply because the customer’s 
money is being diverted to other needs 
before he gets a chance to buy the car 
he wants and needs so much.” 


a a 


WAR ASSETS ADMINISTRATION 
DEFINES “SMALL BUSINESS” 


At the request of its regional directors 
and zone administrators, War Assets Ad- 
ministration has issued an interpretation 
of its definition of small business. 

The agency’s standard definition of 
small business as given in various of 
the WAA regulations is not changed, but 
the interpretation spells out certain cri- 
teria to be used when factors other than 
the number of employees are required in 
order to arrive at a determination as to 
whether a commercial, industrial or 
agricultural enterprise is a small busi- 
ness. 

WAA’s standard definition of small 
business is: 

“Any commercial or industrial enter- 
prise or group of enterprises under com- 
mon ownership or control which does 
not have at the date of purchase of sur- 
plus property more than 500 employees, 
or any such enterprise which by reason 
of its relative size and position in its in- 
dustry is certified by WAA to be a small 
business.” 

Because its field officials desired more 
specific criteria for their guidance in 
arriving at determinations of small busi- 
ness when factors other than number of 
employees were to be used as the basis 
for determination, the new interpretation 
sets the following standards for “size” 
and “position” 

(a) A small business may be defined 
as an independent commercial, industrial 
or agricultural enterprise, or group of 
such enterprises, under common owner- 
ship or control, which is not dominant 


(Continued on page 220) 
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THE MODERN NAMEPLATE 
USED ON THOUSANDS OF PRODUCTS 


Meyercord Decalcomania is a durable, flexible material that can be quickly 
applied to practically any commercial surface . . . at production line speeds. No 
rivets or screws. No sharp corners or edges. Simple, easy-to-use methods assure 
smooth, legible. lasting adhesion. 


Nameplates, trademarks, operating instructions, lubrication guides, patent data 
and scores of other nomenclature can be reproduced in any number of colors, 
sizes or designs. Meyercord Decals are washable, resistant to acids, moisture, 
abrasion, vibration and hard use. They can be applied to concave, convex or flat 
surfaces with equal success. 

Investigate Meyercord Decals, the modern stream-lined method of product 
identification used by manufacturers to save time and material cost. 


Send for free MEYERCORD DECAL SELECTOR. Tells how and 
where to use Decals. Firm letterheads, please. Address Dept. 61-12 





©1946, Meyarcord Co. 


THE MEYERCORD oe 


World’s Largest Decalcomania Manufacturer 
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Get the right gasket... faster 
ORDER THESE STANDARDIZED MATERIALS 





For speedier gasket service, specify Armstrong’s standardized 
sealing materials. Five basic types, available in 71 different formula- 
tions, provide a range of properties that can meet almost any gasketing 
specification. You can count on fast delivery of a performance-proved 
material without production delays or costly, to-order compounding. 

Get expert, unbiased recommendations—backed by 34 years of gas- 
keting research and experience—from an Armstrong representative. Or 
write to Armstrong Cork Company, Gaskets and Packings Department, 


7212 Arch Street, Lancaster, Pa. 








wa 








Armstrong's Cork Compositions Armstrong's Cork-and-Synthetic Rubbers 
28 different materials af- 19 compositions offering 
fording a broad choice of varying degrees of true 
densities, degrees of com- compressibility combined 
pressibility, high frictional with the desirable proper- 
value, and other properties. ties of the synthetic rubbers. 
Armstrong's Synthetic Rubbers 
19 precisely compounded 
materials. Available molded, 
die-cut, in sheets or tapes 
and in extruded rings. 
Armstrong's Rag Felt Papers Armstrong’s Fiber Sheet Packings 
2 types. Dry or impreg- 3 types. No. 841, tough, 
nated. Can be die-cut to resilient fibrated leather. 
specifications. Also avail- No. 143, non-corrosive. No. 
able in sheets, rolls, strips, 1242, low-cost, general- 
tapes, and laminations. purpose fiber sheet packing. 
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Special Purpose Steels... 


—to meet the many widely gene re- 
quirements of product designers. bong 
a steel for almost every sty 9000 e ps 
whether you are looking for toug yp 
strength, corrosion-resistance or — 
ability,—or any of the many other "_ = 
available in these Special Purpose Steets: 


U-S-S STAINLESS AND HEAT-RESISTING rp a 
to assure high resistance to corrosion and heat, 
d to reduce weight. 
U-ss CARILLOY STEELS—Alloy steels for the 
ial jobs of industry. 
US'S HIGH STRENGTH STEELS to resist atmos- 
pheric corrosion and increase strength without 
dding weight. 
uss COPPER STEEL to give at least twice the 
atmospheric corrosion resistance of regular 
steel at little additional cost. - 
U-S-S ABRASION-RESISTING STEEL to comba 
and friction. 
uss HOT-ROLLED AND COLD-ROLLED = 
to provide the basic advantages of steel, Pp na 
maximum economy in accordance with the 
ds of each job. 
266 PAINTBOND—A galvanized, wpe 
sheet that permits immediate painting on 
holds paint tighter. 
U-s-s VITRENAMEL—Sheets designed especially 
f orcelain enameling. 
uss ELECTRICAL SHEETS for motors, genera- 
tors and transformers. 


















9 times out of 10 


STEEL 


will do it better 














- « - it is the one BEST metal to use where 


parts are subjected to concentrated stress, 


wear and shock 


Because steel is tough ... tougher than any other 


metal... it is the basic raw material for countless 
products that must be built to take abuse. 

Yet steel, to be tough enough for the specific use, 
has to be designed that way. And therein lies its re- 
markable versatility. 

Steel can be designed to combine toughness with a 
wide variety of other metallurgical characteristics 
that will best adapt it to the many different jobs it 
has to do. It can be made tough and elastic .. . tough 
and ductile . . . tough and hard. It can be made almost 
anything it has to be. 

That’s why, when you are ready to select steel for 
your product, it will pay you to check with our 
metallurgical experts. Tell us what you want the 
steel to do and we'll tell you which steel of the thou- 
sands available has just the right combination of fea- 


tures to do the best job at the lowest cost to you 
and your customers. 


CARNEGIE-ILLINOIS 
STEEL CORPORATION 


Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY 
San Francisco, Pacific Coast Distributors 
TENNESSEE COAL, IRON & RAILROAD COMPANY 


Birmingham, Southern Distributors 
United States Steel Supply Com 


pany, Chicago, Warehouse Distributors 
United States Steel 


Export Company, New York 








220 

















ree —————————— SC CC 


Except for Black Eyes 
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| 
...-there’s a Turco Industrial Cleaning Com- | 
pound for just about everything. For Turco : 
scientists, through famous Turco Surface Chem- | 
istry*, have developed hundreds of specialized | 
cleaning products and processes for all types 
of business, industry and institutions. There’s : 
a skilled Turco Field Serviceman in your neigh- | 
borhood. Call him today. | 
| 

*The scientific application of all the factors in | 
| 

| 

| 

| 

| 

| 

| 


cleaning toa specific problem 





URCO 


INDUSTRIAL CLEANING COMPOUNDS 


TURCO PRODUCTS, INC. Main Office & Factory 6125 S. Central Ave., Les Angeles 1 
Offices & Factories: 125 W. 46th St. Chicago $ . 1606 Henderson Si. Houston 1, Texas 
Hew York Office: 21 West Street, New York G . Offices & Warehouses in All Principal Cities 


SN 
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(Continued from page 216) 
because of its size or standing in its 
specific field of business; and 

(b) Is not financially or otherwise in 
any way controlled by a commercial, in- 
dustrial or agricultural enterprise which 
occupies a dominant position in its field 
of business activity. 

Wholesalers buying without priority 
are permitted to purchase surplus goods 
at lowest prices if they sign an agree- 
ment to resell it only to small business 
as defined by WAA. 

Only two classes of small business buy 
war surplus goods with priorities: 

1. The veteran who is establishing 
himself in a small business (this group 
has No. 2 priority). 

2. Small business buying through the 
Reconstruction Finance Corporation 
(this group has No. 3 priority). 

The Surplus Property Act does not 
define small business. It is WAA’s re- 
sponsibility to make the definition per- 
taining to the first group, and RFC’s 
responsibility for the second group of 
buyers. By joint agreement, the two 
agencies have adopted similar definitions. 


ee ae 


100,000-MILE TIRES AND LIGHT 
METAL BODIES FOR TRUCKS 


Commercial motor vehicles equipped 
with lighter, stronger, and more endur- 
ing bodies of aluminum, magnesium, and 
stainless steel were described before re- 
cent SAE National Transportation & 
Maintenance Meeting in Chicago, as 
early future developments. Speakers told 
members of the Society of Automotive 
Engineers that these light-weight body 
materials have withstood the tests of 
experimental use and have demonstrated 
that they can contribute substantially to 
the speed, economy, and convenience of 
commercial highway transportation. 

J. H. Dunn, of Aluminum Co. of 
America, New Kensington, Pa., reported 
that aluminum bodies for motor trucks 
assure savings on the order of 10 per 
cent less fuel consumption, 25 per cent 
greater tire mileage expectancy, and 10 
per cent step-up in acceleration. Mag- 
nesium was characterized by Mr. Dunn 
as eminently suitable for truck bodies, 
with commensurate savings. Both alumi- 
num and magnesium were said to aug- 
ment other economies by this resistance 
to corrosion. 

Speakers asserted that trucks with 
lighter bodies were much more agile on 
the road and that fewer trucks conse- 
quently could perform more work. They 
explained that light-weight body mate- 
rials tend to localize unavoidable dam- 
age, and actually protect engine and 
chassis by absorbing shocks. 

F. O. Lewis, of Dayton Power & 
Light Co., Dayton, Ohio, presented an 
experience record of aluminum-body 
trucks to show that large increases in 
miles per gallon of fuel, large decreases 
in operating costs, were possible. Sav- 
ings in license fees alone, Mr. Lewis 
said, more than offset the increased costs 


(Continued on page 222 
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SPEED UP ASSEMBLY! 
GET BETTER WORK! 


Take time to take a look 
at your fastenings! Are 
they the best type for the 
job—or are you losing time: 
—and money? 
Sems washer assembled! 
screws offer important ad 
‘vantages. The washer’s 
permanently fastened—yet 
free to rotate. Easier, faster 
driving. No fumbled, lost, 
or forgotten washers. 
Matching finish on both 
parts. Easier ordering. Bal- 
anced inventories. 
If you use fastenings in 
mass production—see what 
Scovill can do for you. And 
if you use special fasten- 
ings in large quantities, 
contact Scovill. Fill out the 
coupon below and mail 
it—now! 








: 
: 
f 
t 





3 Special SCOVILL engineered 
adaptations of multi-toothed 
washers, and variations of fibre 
or metal, plain or spring, stand- 
ard washers. Here SCOVILL in- 
genuity enables you to fit the 
right type of fastening to the 
exact requirements of your job. 





) SCOVILL MANUFACTURING COMPANY PB) 4 ‘4 
WATERVILLE SCREW PRODUCTS DIVISION 

WATERVILLE 48, CONN | 
Please have your soles engineer call 


SCOVILL MANUFACTURING COMPANY it eaitsip hienetbibainiie 
WATERVILLE .°°"*”. DIVISION A ros ltolesen steep 8 TH 








PRODUCTS | PHILLIPS Recessed Head Screws 
_— [] CLUTCH HEAD Screws 
WATERVILLE 48, CONN. |f5u| TEL. WaTeRsuRY 3-315! CO) Specic! Cold-forged Fastenings 
NAME_ witness —— — 
NEW YORK, Chrysler Building « DETROIT, 6460 Kercheval Avenue e« CHICAGO, 135 South COMPANY | 
LaSalle Street « LOS ANGELES, 2627 South Soto Street « SYRACUSE, Syracuse-Kemper Insur- Wye . sgn cs y | 
ance Building « CLEVELAND, Terminal Tower Boilding « SAN FRANCISCO, 434 Brannan Street ADDRESS __ pa EF = 











SS WASHERS 


We offer you the advantage of more than 25 years of 
specialized experience in designing and manufacturing 
Special Washers. During these years we have accumulated 
over 10,000 sets of tools, one of which may exactly fit your 


specifications. 


STAMPING 


As in the case of Special Washers, we can supply Small 





Stampings in any metal, in any quantity. Hundreds of 
satisfied customers are testimony to our high quality and 


reasonable prices. Send us your specifications or prints. 


THE MASTER PRODUCTS co. 


6400 PARK AVENUE «+ CLEVELAND 5, OHIO 


























py 
TO HEIGHT THAT'S RIGHT 
FOR ANY WORKER! 





Solve your industrial seating 
problems simply and easily by 
specifying Kewaunee Automatic 
Adjustable Chairs and Stools. 
Especially designed to insure 
correct body alignment, they 
adjust instantly to proper height 
without the use of tools or fuss- 
ing with “gadgets.” Merely raise 
seat and it stays put. 


AUTOMATIC ADJUSTABLE CHAIRS and STOOLS 


Will fit any man or woman, tall or short, light or heavy. Available in 4 
height ranges—12-15", 15-21", 18-27” and 24-36”. May be had 
with adjustable foot rest if desired. 
Write today for circular and full details. We'll be glad to send you 
a Kewounee Automatic Adjustable Chair or Stool on 30 days’ free 
tricl—no cost or obligation to you! 
Cc. G. Campbell, President 


KEWAUNEE MFG. CO., ADRIAN, MICH. 
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(Continued from page 220) 
of aluminum over steel, or wood-and- 
steel bodies. 

Truck bodies of stainless steel were 
recommended by V. M. Drew, of Frue- 
hauf Trailer Co., Detroit, Mich., as help- 
ful in converting dead weight into rev- 
enue-producing payload and in minimiz- 
ing maintenance and frequency of re- 
placement. 

The 100,000-mile tire already is avail- 
able, the meeting was told by Ben Sorci, 
of Sorci & Bryant, Chicago, Ill. Mr. 
Sorci explained that failures to obtain 
greater mileage from commercial vehicle 
tires may be ascribed directly to inef- 
fective tire maintenance. Under present 
methods of operating, Mr. Sorci assert- 
ed, the average owner gets no more than 
50 per cent of the mileage actually built 
into his tires. 


I a 
STANLEY SAFETY CHARTS 


To help prevent accidents in industrial 
plants, and to stimulate interesf in safe- 
ty practices among plant employees, 
Stanley Tools has prepared a series of 
thirty-six Safety Charts. Each Chart 
gives one complete safety message. 

Illustrations for the Stanley Safety 
Charts are humorous drawings, enlivened 
by color and accompanied by brief word- 
ing. Mounted on both sides of heavy 
cardboard, each Chart measures 18” x 
12”. Charts have two metal grommets 
at the top to permit hanging on hooks, 
if desired. Surfaces of the Charts are 
lacquered so that they may be cleaned 
easily. 

It is suggested that one or two of 
the Charts be displayed on the safety 
bulletin board, or elsewhere in the Plant 
each week. In this way one set of the 
Charts can be used for several months 
or more without duplication. 

Stanley Safety Charts are offered to 
industrial plants at the cost of printing 
and postage, $2.50 per set anywhere in 
the U.S.A. (Canadian price is $4.10 per 
set, payable in Canadian funds), Check 
for proper amount should be mailed with 
order to Stanley Tools, Educational De- 
partment, New Britain, Conn. 


2. ¢ 


PIPE NIPPLES, COMMERCIAL 
STANDARD CS5-46 MODIFIED 


At the request of copper and brass 
manufacturers, that portion of paragraph 
7 and table 1 showing three grades of 
brass pipe nipples, Commercial Standard 
CS5-46, Pipe Nipples — Brass, Copper, 
Steel and Wrought Iron, has been 
changed to show red brass as the only 
brass for the manufacture of brass pipe 
nipples. Modification was made because 
it is thought that red brass is more 
satisfactory to meet the various water 
conditions found in different parts of the 
country; also it will eliminate need for 
carrying three grades of brass pipe nipples 
in stock. TS-4149 covering change was 
recently released by Division of Trade 
Standards, National Bureau of Standards, 
Washington, D.C. 
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WHAT—NO “FEATURES”? 


.. in Gast Vacuum Pumps (to 28 in.), Compressors (to 30 lb.), and Air Motors (to 1 h. p.) 


The Gast 1s-so remarkably free of 
“features” and complexities that users. 
say truly, “Ie practically works with- 
out works.” 





ENGINEERING TEST OFFER 
.. $0 You Can SEE IF YOU'RE 
MISSING SOMETHING! 


Could anything be less prone to trou- 
ble, or more likely co work, than. A 
slotted rotor, with one-piece vanes 
which slide outward against the cyl- 
inder walls, and seat themselves, and 
take up their own inconsiderable 
wear, because centrifugal force won't 
let them do anything else? 


Simply write our Engineering Department and 
explain the operation you think air might 
hendle, or describe the job air is already 
doing for you Our Engineering Department 
will study your problem, select or design a 
Gast unit to do the specified work at less cost 
or at greater efficiency or both Then, without 
cost or obligation, the recommended unit will 
be shipped to you for your performance tests 


That's all there 1s to a Gast. That's 
why Gasts work so dependably, why 
they deliver MORE per pound of 
weight and MORE per horsepower, 
and why they can be so well built, yet 
»~ 7easonably priced. 

















The logic of Gast simplicity appeals 
strongly to men who manufacture 
machines. They see that simplicity in 
terms of sales, and in terms of care- 


6G @ 





free operation in users’ hands. More 
and more of them are sending for the 
Gast catalog, and arranging for a 
Gast Engineering Test. Very possibly 
it will pay you to do the same 


GAST MFG. CORP. 
150 Hinkley Street 
wenton Harbor Michigan 





Gast Vecuum Pumps as Standard equipment on a Camera 


Vanes: Self-seating 
. self-adjusting . . 
springless. Centrifu- 
gal force holds them 
inst cylinder wall. 
they “work without 
works”. . . Continu- 
ous, non-pulsating 
flow. . . More air per 






R 
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VACUUM PUMPS: AIR COMPRE 


pound of weight, 
more air per horse- 
power. . . Forced- 
sir cooling: long life, 
oil economy, no hot- 
oil odor . . . Auto- 
matic sheft seal: no 
packing, no leaking, 
no adjusting. 





sd 





A Gast Compressor in Combined Vacuum and Pressure 
Duty on a Printing Press Feeder 
























SSORS:AIR MOTORS 


IDEA- CATALOG 


ls nox only tells bow Gasts 
are buslt and all about them, 
but suggests uses that may 
not bave occurred to you. 
Write for tt; ao charge or 
obligation: 





o 
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Use the right blade 








MAKES IT! 


For the right saw for any given job, 
see the man who sells STAR Blades! 
Star makes blades for cutting every- 
thing a hack saw or band saw can cut 
—a complete line. Be sure! Tell your 
Star supplier the job you want to do. 
He'll tell you — quickly, expertly — 
what STAR Blade will do it best! 


FREE BOOKLET OF HACK SAW 
HINTS. Answers blade ques- 
tions for you as they arise: 
what speed to use... coarse 
teeth or fine... what causes 
dulling . . . blade lengths 

.» prices. 

Ask your Star supplier for 
your copy of "Metal Cut- 
ting.” Helpful... free. 





00 ™ 


STAR 

















Sold only through recognized distributors 


£ LEMSON 


CLEMIOM 2805 ma. Middletown 4! 








Economics of Purchasing 
(Continued from page 129) 

What conclusions would be drawn 
from all this? It seems to me that 
simply stated they are these: 

(1) Unless we continue to have 
economic stability after the dammed- 
up postwar demand has been met 
and the huge free spending power 
has been spent, then we shall have 
unemployment, bread lines, New 
Deal philosophies, refurbished 
though antiquated doctrines, and 
quite possibly, another war. 

2) Top business mariagement 
must contribute its full share to 
maintaining that stability. 

(3) If procurement is a major 
function then procurement men 
must be qualified to consider and he 
considered as themselves part of top 
management 

(4) To do this they must think 
far beyond the departmental and 
operational limits of a traditional 
purchasing department. 

And this brings me to the N.A.P. 
A. and its responsibilities. My first 
suggestion is that the Association 
develop some kind of a program 7 
addition to the present one, that 
shall lead qualified, experienced pro- 
curement men to thinking in terms 
of broad policy. For various rea- 
sons, the numbers of members in- 
terested in doing this may not be too 
numerous. But for those who are, 
the opportunity should be there. For 
procurement men to fail to give 
these matters adequate emphasis is 
to condone a limited perspective in- 
consistent with our own preaching. 

It seems to me, too, that there is 
another thing we might consider. I 
believe one way to broaden our- 
selves and at the same time to con- 
vert non-procurement skeptics to the 
true gospel would be to develop far 
beyond what the Association has 
done thus far a series of research 
projects conducted jointly with other 
trade associations. We have com- 
mon problems with sales, engineer- 
ing, production, accounting, and re- 
search groups. Why not undertake 
more joint studies on specific prob- 
lems? Why not make joint reports 
to the respective associations as well 
as to our own? Industrial advertis- 
ing and industrial selling groups 
surely could be interested in work- 
ing jointly with industrial purchas- 
ing agents on common problems. 
Such joint efforts might well go 
considerably further in correcting 
misconceptions on both sides than 
merely trying to argue out the de- 
batable issues in print. 

Much has been said about pur- 
chasing as a service department. No 
single statement has done the pur- 
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chasing profession more harm than 
this one. Purchasing is no more a 
service department than is produc- 
tion or sales. There are at least two 
fundamental errors underlying this 
contention. The first mistake is that 
of believing that because purchasing 
is not engaged in processing ma- 
terials, it is therefore not producing. 
The second mistake is that of believ- 
ing that the “service” which pur- 
chasing renders is primarily to pro- 
duction, whereas, in fact, its contri- 
butions are—or should be—not to 
any one department but to the com- 
pany. For a purchasing agent to 
reason otherwise makes it impos- 
sible for him to have the proper con- 
ception of his responsibilities. It 
distorts his whole thinking and 
clouds his vision. 

What would you think of a sales 
manager who said, “Sales is a serv- 
ice department for production—try- 
ing to sell what we are offered to 
sell,’ or of an engineering depart- 
ment that argued that it was only a 
“service department” whose func- 
tion was limited to drawing plans 
and setting specifications for prod- 
ucts to be made in the factory; or 
of a medical department whose 
“service” was thought to be limited 
to rendering first aid to injured en:- 
ployees instead of working on acci- 
dent prevention. or of increasing 
production and lowering cost of pro- 
duction through study of lighting. 
ventilation, rest periods, vacations” 

Isn’t it clear that a man makes 
of his job only what he sees in 
it? A procurement man who thinks 
of his job as merely a “service de- 
partment to production” by no 
stretch of the imagination ever can 
develop it into that service to the 
company, to its customers, and 
through its customers to the public, 
that rightly should be expected of it. 
The kind of purchasing man man- 
agement is looking for is one who 
thinks of his job as one of service 
to the entire company, and through 
it to the national economy. The re- 
sponsibilities placed upon procure- 
ment men were never greater than 
those imposed by present day condi- 
tions. I am confident they will be 
met with understanding and courage. 
And if at times those responsibili- 
ties seem too large, and our indi- 
vidual contribution of no moment, 
perhaps it will help a little to recall 
the words of Canon Farrar: 

“T am only one, 

But I am one. 

I cannot do everything, 

But I can do something. 

What I can do, 

And I ought to do; 

By the grace of God I will do.” 
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This THERMOCOUPLE SELECTION CHART 
. . . is in the BROWN BUYERS’ GUIDE 


As one of the features of the new Brown Pyro- 
meter Supplies Buyers’ Guide, this chart will help 
you get better service from pyrometers in your 
plant. It’s not a scientific treatise, but a really prac- 
tical, easy-to-understand guide for selecting and 
ordering pyrometer supplies. In addition, a table 
lists seventy-seven industrial applications with the 
recommended thermocouple style, protecting tube, 


etc. 
The Brown Buyers’ Guide ts chuck-full of infor- 
mation for pyrometer users — all arranged in easy- 


to-find reference fashion. 


iMBROWN 


PYROMETER SUPPLIES 





Any thermocouple or part can be found quickly 
in the unique Illustrated Table of Contents. Then, 
on individual pages, complete specifications and 
prices are clearly set out for each style. 


Purchasing, maintenance and engineering depart- 
ments have.found this book a boon to their work. 
Write for your free copy today. THE BROWN 
INSTRUMENT COMPANY, a division of Minne- 
apolis-Honeywell Regulator Co. 4408 Wayne Avenue, 
Philadelphia 44, Pa. Offices in all principal cities. 


TORONTO, CANADA LONDON, ENGLAND 
STOCKHOLM, SWEDEN AMSTERDAM, HOLLAND 


MAIL THIS COUPON FOR YOUR FREE COPY 


THE BROWN INSTRUMENT COMPANY, Pyrometer Supplies Department 
4408 Wayne Avenue, Philadelphia 44, Pa. 
Gentlemen: 


Without obligation, please send me copy of “Pyrometer Supplies 
Buyers’ Guide No. 100-1.” 


PRMD cccccccdnepetccnsecusevecded esvechasé ee ee, ee ee 
NINE onc ccncbnewdentssna4 55.40 646s sund esta aea see 
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2 Se IS A SELECTION, from the Crucible Library, 
which every user of specialty steels should have. Among 
these six titles you will find the answer to questions on 
composition, analysis, type, grade, selection, prepara- 
tion, treatment, and use of Crucible’s full range of 
High Speed... Tool... Die 
Stainless ... Alloy... Machinery 
Special Purpose Steels 

Whether you are looking for the most efficient cutting 
tool, hints on improved die design, a special corrosion- 
resisting steel, the best stainless for machining followed 
by welding, or the right steel for a time lock encasement, 
Crucible has it; and the data is here. 


REX 


HIGH SPEED 
TOOL Bits 


PRACTICAL ENGINEERING SERVICE 


Behind the Crucible Library stands the experience of 
Crucible’s mill men, metallurgists, field specialists, and 
sales engineers... available to you through the nation- 
wide network of Crucible sales offices and warehouses. 
Regardless of the location of your plants, one of the 26 


Crucible sales offices is near enough so that you can get 


personal help on your specialty steel problems. There’s 
no obligation on your part, for Crucible, as one of the 
country’s leading producers of specialty steels, is natu- 
rally interested in seeing that these steels are put to use 
most effectively and economically. Whether you use 
Crucible’s steels or not, your request for any of the 
literature listed will be filled promptly. 


Branch Offices and Warehouses 


































Crucible’s nationwide warehouse network. Contains 
working instructions, tables, and other material helpful 
in specifying, heat treating, and use of these steels. 


yr | Data Sheets — Individual four-page data sheets, 
ew a, { be punched to fit standard 3-ring binder, are avail- 

—— . able on a full range of grades under each of the follow- 
ing types of steels. Tabbed manila separator sheets are 
available for each section. ; 





HIGH SPEED STEELS OIL HARDENING 


HOT WORK TOOL STEELS TOOL STEELS 
Die Casting Die Steels WATER HARDENING 
Plastic Molding Steels TOOL STEELS 
AIR HARDENING ALLOY STEELS 





TOOL STEELS MACHINERY STEELS 





These data sheets contain complete information on type 
of steel, uses, critical temperature, forging, annealing, 
hardening, tempering, and hardness, together with com- 
plete time-tempering-transformation curves. You should 
have in your working library the data sheets on all the 





types of steels you use. 


The metal-working man’s basic 


Phone your nearest Crucible branch warehouse for 


libra ry... yours for the asking. one or all items (phone numbers on opposite page), or 
mail the coupon to Crucible’s New York office. 

















Oo Steel Analyses — Handy twelve-page wall chart, ae 

8% x 11, listing analyses of leading Crucible () CRUCIBLE STEEL company] 4) of America ) 
Steels, with AISI and S AE numbers, and heat-treat, High Speed * Tool © Stainless * Alloy * Machinery Special Purpose Steels 
quench, and temper data on all high speed, tool and die CHRYSLER BUILDING 
steels. 105 LEXINGTON AVENUE, NEW YORK 17, NEW YORK 


Characteristics of Rezistal Stainless Steels — 
&'% x 32 table listing all the Crucible Rezistal 


grades with analyses, physical properties, electrical 















properties, heat treatment data, mechanical properties, Crucible Steel Company of America, 
Dept. D-5, 405 Lexington Avenue, 


New York 17, N. Y. 


heat resistance, and temperatures and conditions for 


forging, cold working, drawing, machining and welding. 


Tool Steel for the Non-Metallurgist—A complete Kindly send me free copies of the following Crucible litera- 


discussion of the several types of tool steels, their ture: (Check numbers corresponding to illustrations and 


descriptions above.) 


0 2 © 4 9 6) 


qualities, and suggestions for their heat treatment, 
quenching, and tempering. A thirty-two-page book that 
is easy to understand. Full of useful information. 


Rex High Speed Tool Bits — An eight-page 


folder giving the characteristics and applications 


Send Data Sheets on 
of the Rex line of high speed tool bits, with useful sug- 


gestions on tool grinding included. 


Crucible Warehouse Stock Book — Lists the 


full range of steels — high speed, tool, die, alloy, 


( State types of steels and analyses if known) 


; : ; NAME TITLE en, 
stainless, machinery, special purpose — available from 
COMPANY 
STREET 

cyy BO ivsivcnictedentiate 
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VUL- COT, .5x i S 


Save money in handling waste 


Made of hard vulcanized fibre, VUL-COTS give 
increased service and wear, reduce maintenance 
and replacement costs. Attractive, lightweight, 
convenient sizes and shapes for every use in 
office and factory. Guaranteed for 5 vears! 

VUL-COTS are available in rich Maroon- 
Brown, Olive-Green or Walnut. Special colors 
for slight additional cosi. 


NATIONAL VULCANIZED FIBRE CO. 
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The swivel base 


brake. 


one piece. 


Connecticut. 





all the way round like an automobile 
You swing the vise to the easi- 
est position, turn the wrench, and your 
work, the vise and the workbench are 
Ask your distributor about 
the other five features of Parker Vises. 
The Charles Parker Company, Meriden, 


eee ee 





on Parker Vises locks 


America's First Vise Maker 


with “BRAKE BLOCK” 
HOLDING POWER HERE 


PARKER VISES 












PURCHASING 


Buying Coated Fabrics 
(Continued from page 105) 


to 100 psi. against the surface of the 
fabric. Any penetration by the 
water and any leakage through the 
fabric will cause the gage pressure 
to drop. 

Tabor Test. This tests resistance 
to the actions of abrasive material. 
A sample of the fabric is placed flat 
on a table. Rollers having surfaces 
of specified abrasiveness—there are 
several standard roller surfaces— 
rest upon the fabric. The ends of 
these rollers are joined to a common 
shaft and the rollers extend from 
that shaft like the spokes of a 
wheel. As the common shaft is re- 
volved the rollers roll on the fabric. 
Since the distance which any sec- 
tion of a roller periphery must 
travel in a single revolution of the 
common shaft is governed by the 
radius distance of that section from 
the common shaft, and no two of 
these radii can be alike, the rollers 
must impose varying amounts of 
sliding or abrasive motion as well 


“as of true rolling motion upon vari- 


ous areas of the fabric. The pres- 
sures of the rollers upon the fabric, 
the abrasiveness of the roller sur- 
faces, and the number of cycles to 
which the material is subjected, are 
varied in accordance with the end 
uses of the fabric. 

Wyzenbeek Abrader Test. This 
is a test of the ability of the fabric 
to withstand rubbing against itself. 
One piece of the fabric is mounted 
on the surface of a standard sized 
drum. Another is clamped by its 
ends and its surface is brought into 
contact with that of the first, the 
pressure between the two being 
specified. The drum oscillated at a 
specified speed. The test is main- 
tained for a specified time, or until 
failure occurs. 

Scrub Test. This tests the fa- 
tigue resistance of the adhesion of 
the coating to the fabric, and alse 
tests abrasion resistance and genera 
fatigue resistance. A piece of the 
material is doubled over so that one 
area bears against another under a 
specified weight. The machine then 
causes the areas to rub together 
with a reciprocating motion which 
has specified speed and length of 
travel. The coating may not break 
nor lift clear of the fabric during a 
specified time duration. 

Shore Durometer Tests. These 
tests are for hardness, resilience, 
plasticity and tackiness. A needle 
of specified point contours is 
mounted on a weight and the weight 
is allowed to fall freely for a speci- 
fied distance and thus to cause the 

(Continued on page 230) 
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Gould Batteries Give Extra Protection 


In Gould Kathanode Batteries all useful 
active material is retained in the grid 


Just as deep sea fishermen wear a special harness 

to absorb the pull of big fish, so is Kathanode 

reinforced against the strains of charging and 

discharging in industrial truck service. For Kath- 

anode this extra protection maintains capacity 
_for the entire service life of the battery. 


a 
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and heve te the Keavon why - 


In Gould Kathanode each positive plate is faced with spun 
glass mats, held in place by a porous rubber envelope. 
This is the famous Kathanode unit. It keeps the active 
material in place until it is entirely spent, where without 
this special construction the oxide would flake off before 
being spent, and settle to the bottom. Prove this yourself 
by comparing the sediment in a Gould battery with any 
other battery not having glass mats. 


Get all the facts on Gould. Write Dept 212 for Cata- 
log 100 on Gould Kathanode Glassklau Satteries for 
Industrial Truck and Tractor Service. 


HATHANODE 


BATTERIES 


GOULD STORAGE BATTERY CORPORATION, Depew, N. Y. Service 

Centers: Atlanta @ Boston @ Buffalo @ Chicago @ Cincinnati @ Cleveland 

Detroit @ Kansas City @ Los Angeles @ New York @ Philadelphia @ Pittsburgh 
St.Louis @ St.Paul @ San Francisco @ Seattle @ Zanesville 
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Buying Coated Fabrics 


(Continued from page 228) 


needle point to penetrate the sample. 
The height of the rebound of the 
needle and weight is observed and 
interpreted. The depth of penetra- 
tion of the needle point into the ma- 
terial also is observed and inter- 
preted. A hard material may cause 
high rebound with low penetration, 
a resilient material high rebound 
with deeper penetration, a plastic 
material lower rebound with deeper 
penetration, a tacky material will 
exert friction on the needle and re- 
duce the rebound. 

The values of many of these tests 
and of the specifications which may 
be based upon them depend largely 
upon the skill of the man who does 
the testing. But the trend among 
many of the most technically ad- 





Lunkenheimer ‘‘Visible’’ Bottle Oilers on roller shaft bearings of paper-making machine, Taylor , "e( “Oz : S ouses sc ( : 
Fibre Compony, Norristown, Pa. This machine manufacturers paper for Taylor Vulcanized Fibre va I - ating’ h USES 1S tO do their 
and paper-base grades of Taylor Phenol Fibre own specifying by these tests and to 


<—@o> encourage the buyer to do likewise. 
SS 
»  & oti x 


Economics — That 
BOTTLE OILERS Lubricate Dependably, Dismal Science 
° . (Continued from page 112) 
; Save Time, Labor, Oil and Trouble... Hazlitt concludes his “Lesson” 


Old-fashioned hand oiling methods have no place in the otherwise with a sentence that might well be- 
come a 20th Century copybook max- 


im: “*To see the problem as a whole 
and not in fragments—that is the 


streamlined efficiency and economy of modern industry. Such laborious, 
costly operations are a steady drain on profits. 


Industries the nation over have found an answer to this excess-cost goal of economic science.” 

lubrication problem—in LUNKENHEIMER “Visible” Bottle Oilers. These There have always been squan- 
efficient, dependable Oilers are fully automatic, and being always in derers and wastrels—even the Bible 
clear view, can easily be checked. They feed the right amount of oil, gives instances— but never have 
in the right way, at the right time, to the right place and only when there been so many theorists to ra- 
the bearings are in operation. When machinery stops, the oil feed stops. tionalize their improvidence. Haz- 


litt uses Bastiat’s classic example of 
the two brothers, Alvin and Ben- 
jamin, with some patient additional 
arithmetic, to discomfort the “new 
economists” in their assaults on sav- 
ing. 

The vast modern literature accu- 
mulated on this subject of Savings 
includes numerous theories of the 
“new economists”. Many of the 


With these Oilers there is no wastage or hazard due to oil spilled on 
floors, no oil drip on product, and none of the loss of time incident to 
frequent hand oiling. Plant production is 
speeded up...machinery and repair costs 
















lowered power consumption reduced... 
fire and accident possibilities lessened. De- 
scriptive Circular No. 560 available on request. 


SEE YOUR LUNKENHEIMER DISTRIBUTOR 


Lunkenheimer. Distributors are located in ideas that are considered brilliant 
principal industrial centers. There is one innovations and advances, are in 
nea- you, fully equipped to assist with your fact revivals of ancient errors. Fre- 
maintenance and operation problems. Call quently they are presented by facile 
on him! writers whose shallow flippancies 


pass as devastating epigrams and 
the ripest wisdom. The copy-book 
maxims of earlier days contained 
more sense and a better use of the 
Fig. 1815—BOTTLE OILER—Globe Body English language. ‘ 
Fully automatic, insures efficient, uni- There is a widely-held assumption 
orm, economical lubrication of bearing. : ‘ . oe ‘ 
Feeds oi! only when shaft is in motion. today that ; production and “ pur- 
a ” . . 
chasing power” are two entirely dif- 


THE LUNKENHEIMER CO., Cincinnati 14, Ohio ferent things. “Production’ _ is 


thought of as goods; “purchasing 


NEW YORK 13, CHICAGO 6, BOSTON 10, PHILADELPHIA 7. . 
EXPORT DEPARTMENT: 318-322 HUDSON ST., NEW YORK 13, N. Y. (Continued on page 232) 
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ON NEW ROCKER ARM 


® Slash Labor Costs 

® Cut Production Time 
® Guarantee Accuracy 
® Simplify Maintenance 


at As 
“ae 
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Weve FOUND TRUARC A NATURAL FOR 
AUTOMOTIVE APPLICATIONS!” reports Twin 
Coach Company, of Kent, Ohio. Their new 
Fageol Twin Coach engine uses a total of 52 
Waldes Truarc Retaining Rings—48 on rocker 
arm, 4 on water pump and oil pump drive—to 
develop the remarkable efficiency of 1 hp. per 
4.7 lbs. (the average pre-war gasoline bus en- 
gine produced | hp. for each 9 lbs., diesel 
engine | hp. for each 10 lbs.) 


48 WALDES TRUARC RETAINING RINGS 
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Automotive designers are specifying Truarc 
rings in transmissions, clutches, brakes, steer- 
ing mechanism, and other vital assemblies. 
Production and maintenance men find that 
Truarc cuts costs sharply, is a superior solu- 
tion to fastening problems because of its 
never-failing grip, its patented design assuring 
constant circularity. Send us your drawings; 
Waldes Truarc engineers will be glad to show 
how Truarc can help you. 


Visit Truarc Booth - Power Show - Grand Central Palace, New York - December 2-7 





WALDES : 
PIO) THY Hh |) J 


rn 
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Neniytllea ts ie Se) Cad 


AT y 


TRADE MARK U. &. PAT. RE. 16,144 


RETAINING RINGS 


WALDES KOHINOOR, INC., LONG ISLAND CITY 1, NEW POR Aiencsinsaticinamchinnancidaniniiniatenihaeaaaaiaon 






Waldes Kohinoor, Inc., 47-10 Austel Place 30-1 
Long Island City 1, N. Y. 


Please send Catalog No. 4 on Truarc Retaining Rings to: 
Name 





Title 





| Company 
| Address— 
! City 








“| 
| 
| 
| 
! 
! 
! 
! 
! 
| 
| 
! 


State. 


Zone. 
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CS ee ee “en ne a care Economics—”’ Dismal Science” 
H OW to ST F p U (Continued from page 230) 


power” as money. Hazlitt proves 


° a e,e ° ff ae that purchasing power grows out 
air condi tl onin g e iciegnc y of production. The great producing 


Dorex Air Recovery Units increase plant capacity without perch es are the great consuming 

increasing conditioning equipment, automatically control = sae = ¢ 

odors, and save power and fuel The 20th Century world con- 
’ é 


sumes vastly more than the 18th 
Century world did because it pro- 
duces vastly more. Supply of wheat 
gives rise to the demand for auto- 
mobiles, radios, shoes, textiles and 
other things that the wheat producer 
wants. The supply of shoes gives 


great percentage of the heated, cooled, humidified and cleaned 

air that is ordinarily exhausted because it is stuffy, odorous 
or stale can be economically restored to original freshness and 
recirculated. This reduces the load on heating, refrigerating and 
humidifying equipment, lowers operating cost and expands the 
capacity of the system. 





N . ° . ° . : » + - . ¢ c . - 4 
 can8? Nothing is added to the air. The specially processed rise tO a demand tor W heat, motion 
ae activated carbon used in Dorex Air Recovery Equip- pictures, automobiles and _ other 
——<<—} ment extracts all odorous impurities that originate things that the shoe producer 
oy from people and their habits, from tobacco smoke, wants. In our modern world all this 
| aR food and liquor, oils and solvents. Obviously, when hap} ens, not by direct barter, but by 
——) you remove these impurities from the indoor air, indirect exchange through the me- 
| * ess outdoor ventilation air is needed, which ma- dium of money. This may compli- 
. Rishi be D terially reduces the conditioning load. cate the essential process, but does 
“i Se te apes as not change it. In the aggregate, sup- 
PROOF: We will be glad to send the details of typical installations or ply and demand are not merely 

estimate on planned or existing systems. Write Dept. P-7 or call our a et sf 2 

District Representative equal but identical, since every com- 


W. B. CONNOR ENGINEERING CORP modity may be considered either 


as supply of its own kind, or as a 
AIR DIFFUSION AIR PURIFICATION AIR RECOVERY demand for other things. The con- 
dition of equilibrium is essential. 
ew York 16, N. Y. It is necessary that the proportions 
: between various goods and services 
must be right, that the price rela- 
tionships between different commo- 
dities must be right. It assumes the 
existence of free competition and 
free markets to bring about these 
proportions and price relations. It 
is conditioned upon the absence of 
paralyzing government interference. 
ut these qualifications do not change 
the central truth of the doctrine. 

It is possible to have postwar 
prosperity and full production when 
free enterprise and free markets 
are permitted to bring about the es- 
sential conditions of equilibrium. It 
is senseless to keep pouring money 
into the spending stream through 
endless government deficits; that 
is not the way to sound prosperity 
but rather the short way to uncon- 
trolled inflation. 

It is difficult to resist the tempta- 
tion of extravagance in praising this 
little book; but if the reader will 
take the trouble to read it, he will 
find a solid package of information 
—reasoned, competent and illumi- 
nating. He will be grateful for light 
on a subject that concerns him more 
vitally than he realizes, for the re- 
statement of the fundamental truths 
of human experience in terms of 
clear language inexorable logic. 
Furthermore, it’s both interesting 
and constructive. After learning 
Hazlitt’s “lesson”? on economics, he 
will be able to discount Carlyle’s 
gloomy definition as a revelation of 
the man rather than the topic. 






112 East 32nd Street 


IN CANADA: Douglas Engineering Co., Ltd., 1405 Bishop St., Montreal 25, P. Q. 





In ony season, the dependa- 
ble performance of Halsey 
Taylor Coolers proves a star attraction to both management and 
workers alike. Workers, assured of a reliable source of drinking 
water supply, do a better job, and production stays at peak. 
Moximum sanitation and trouble-proof service through the years! 
Get our catalog. The Halsey W. Taylor Company, Warren, O. 
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COOLER FOUNTAINS 
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with STRAIN-TEMPERED STEEL 


IT is fhe “balanced” physical properties 
of Strain-Tempered Bars which make 
these B&L Steels so well adapted for 
specialized applications ... as for vital 
automotive or other machine parts 
where dependable service is a “must” 
requirement. 


Strain-Tempering is a controlled furnace 
treatment of Cold Finished Bars, used to 
develop or modify the ductility, tough- 
a | ness, machinability or hardness of the 
2" steel, or provide a combination of these 
physicals, best suited for a given job. 
This treatment also relieves cold work- 
ing strains in the bar... minimizing ten- 
dencies toward warpage or distortion 
after machining... an advantage in 
fabricating precision parts, such aslong, 
threaded drive shatts. 

For further information, contact your 
B&L distributor or a B&L service engi- 


4iuCil. 














Strain-Tempering 
BULLETIN 
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New York—Baltimore—Washington 
Executive Night Meetings 


President George W Aljian, Vice Che over-all theme at these meetings 
President James Coon: { the Eighth Was on getting back to the fundamentals 
District, and Executive-Secretary George of industrial purchasing and doing a 
A. Renard of the National Association real job of procurement in contrast with 
of Purchasing Agents, completed their what was lightly characterized as an ex 
visits to member groups of the National pediting job during the war period. Of 
with rousing meetings at New York particular interest was a warning by 
(October 22nd), and Baltimore, Mad., Executive Secretary Renard of an im- 
(October 25), the latter being a joint minent chaotic price situation, in which 
meeting with the Purchasing Agents he emphasized that men in purchasing 
Association of Washington, D. C., whose should resist unwarranted price advances. 
men’s and women’s divisions were At the conclusion of the Baltimore 
represented by some sixty delegates (Continued on page 240) 





President George W. Alijian of National, President David M. Meeker of the 
New York Association, and Vice President James Cooney, Eighth District. 





Officers and Directors of the Baltimore Association at the joint Baltimore- 
Washington Executives Meeting. 





PHILADELPHIA AND WILMINGTON 
START PURCHASING COURSES 


Under the auspices of the Educational 
Committee of the Purchasing Agents’ 
Association of Philadelphia, a compre- 
hensive program of education in purchas- 
ing is now in progress in that city. Pre- 
liminary announcements of the project 
received such an enthusiastic response 
that plans were laid on the basis of four 
basic courses in “Purchasing Policies 
and Procedures” and two advanced dis- 
cussion groups on “Purchasing Policies 
and Administrative Problems, with em- 
phasis on techniques of How to Buy”. 
Registration in each group was restricted 
to 30 students. Participation in the ad- 
vanced courses was confined to associa- 
tion members; in the basic courses to 
personnel from member companies, npt 
more than six from any one company. 

Registration fee was set at $25 for the 
advanced course, including dinners and 
copy of Lewis’ “Selected Case Studies” : 
$10 for the basic course, including text. 
The association is underwriting the dif- 
ference between the fee and the actual 
cost of presenting the courses. Full reg- 
istration was promptly made for all four 
sections of the basic course, with 120 
men, and 52 registered for the two sec- 
tions of the advanced study. 

The courses got under way during the 
week of October 21. Two of the basic 
courses meet on Monday evenings, and 
two on Tuesday evenings, from 7:30 to 
9 :30, in conveniently located high schools. 
The classes will meet every week for 
20 weeks. The instructors are: Prof. 
Miles E. Hoffman of the School of 
Business and Public Administration, 
Temple University; Prof. V. S. Kara- 
basz of the Wharton School of Finance 
and Commerce, University of Pennsyl- 
vania; Robert M. Liversidge, purchasing 
agent of the Lehigh Coal & Navigation 
Co.; and Morris H. Merritt, purchasing 
agent of John T. Lewis & Bros. Co. 

The advanced courses are held every 
other week at the Bellevue-Stratford 
Hotel, starting with a dinner at 6 o’clock, 
followed by the forum, which adjourns 
at 9:30. The courses will run for ten 
sessions. Moderators for the two classes 
are H. F. Jones of E. I. du Pont de 
Nemours & Co., and John K. Conant 
of the American Viscose Corporation, 
both of Wilmington. Discussion subjects 
are selected in advance by vote of the 
class members, and the plan of proce- 
dure is to have brief introductory talks 
by qualified speakers, outlining significant 
aspects of the evening’s topic, followed 
by an hour of round table discussion, 
auestions, and comment. The opening 


(Continued on page 242) 
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“With the Modern 10% Extra Capacity Feature 


A development which has brought greater efficiency and lower costs to 
many users of electric trucks is the extra capacity storage battery. 
Pioneered by Philco, this modern improvement in batteries provides 
10% or more additional capacity with no increase in overall battery size. 
Equip now for heavier work schedules. Write today for new catalogs 
giving specification data on Philco extra capacity Types XL, XVL and 
the famous Philco “Thirty”... the battery with 30% longer life. 


Philco Corporation, Storage Battery Division, Trenton 7, New Jersey 


? H i LC O FOR 50 YEARS A LEADER IN 


INDUSTRIAL STORAGE BATTERY DEVELOPMENT 











Seattle Women’s Group Holds Annual Anniversary-Salesmen’s Night 


Over a hundred members and guests 
attended the annual Anniversary-Sales- 
men’s Night sponsored by the Women’s 
Group of the Purchasing Agents Associ- 
ation of Washington, Seattle, Wash., 
which was held at the Gowman Hotel, 
Seattle, on October 3rd. 


Purchasing 


The Purchasing Agents Association of 
Wichita with an initial enrollment of 
approximately 35 members has_ been 
organized at Wichita, Kansas, with the 
following officers. 

President, Del Roskam, Cessna Aircraft. 

Vice President, Harold Fryar, Cole- 
man Co 


Honor guests were Mayor and Mrs. 
Devin; and Guy Fredericks, President 
of the Purchasing Agents Association of 
Washington. Mr. Fredericks made a few 
comments to which Frank Carson re- 
sponded on behalf of the salesmen. Mayor 
Devin also made a short talk. 


Vice President, James Duncan. 

Secretary-Treasurer, Neil McCormick, 
Roeing Airplane Co. 

National Director, John M. Pierce, City 
of Wichita. 

Alternate Natl. Dir., W. W. Grisamore. 


Committee chairmen are as follows: 





Here are the 35 charter members at the first meeting of the Wichita Association. 
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The principal speaker for the evening 
was Linton P. Bennett, whose topic was 
“Something for Nothing.” Entertainment 
features of the meeting included: Dinner 
music by accordion trio; vocal numbers; 


and community singing 


Agents Organize at Wichita, Kansas 


Constitution and Bylaws, B. I. Mar- 
shall, Farm Credit Administration. 

Membership and Eligibility, Dale Cor- 
bin, Kansas Gas & Electric Co. 

Program, Thomas Madgen. 

Meetings will be held on the first and 
third Thursdays of each month. 





Secretary-Treasurer of the Wichita 
Assn., Neil McCormick and Presiden’ 
Del Roskam. 
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ronze Bearings do not rust or deteriorate in storage. 
Bunting Cast Bronze Bearings canbe withdrawn from stock 
and installed with the assurance that quality is unim- 
paired by lapse of time. Our engineers are qualified 
to assist in your bearing design. The Bunting Brass and 
Bronze Co., Toledo 9, Ohio. Branches in Principal Cities. 
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WALWORTH 





The greatest improvement 
in high-pressure, high-temperature 


valve design 


WHY? 

Because the fundamental principle of the design of 
the Walworth Pressure-Seal Valve is such that the in- 
ternal pressure makes the body-to-bonnet joint tight. 
This tightness extends over the range of all practical 
conditions, including “carry-over’’, sudden changes 
of temperature, and sudden changes of pressure. 





-————- LOOK AT THESE ADVANTAGES —— The body-to-bonnet joint is easily disassembled and 
assembled in a minimum of time, reducing the period 
1. BONNET TIGHTNESS 6. DISC TIGHTNESS the pipe line is out of service. 
Valve maintenance is reduced to a minimum. 
2. NO BONNET BOLTS 7. IMPROVED GUIDE These valves have a semi-flexible disc which com- 
OR WELDS pensates for changes in the body shape due to temper- 
+. es Sw ature and pressure variations. 
3. IMPROVED YOKE DEsIaN An improved guide extends over the entire travel 
DESIGN of the disc, making the Walworth Pressure-Seal Valve 
9. EASY TO CLOSE , 
easier to open and close. 
4. EASILY AND QUICKLY 4. EASY TO OPEN Valve ports and guides are designed to give stream- 
ASSEMBLED line flow. 
ll. VALVE STRONGER The strength of Walworth Pressure-Seal Valves is 
5. EASILY AND QUICKLY greater than that of previous designs, even though 
DISASSEMBLED 12. WEIGHT REDUCED the weight is reduced approximately 50 per cent. 


Walworth Pressure-Seal Valves are now available 
in the following sizes: Series 900 — 3” and larger; 
Series 1500 — 1” and larger. 


WALWORTH 


valves and fittings 
60 EAST 42nd ST., NEW YORK 17,N. Y. 
DIStTertrsesevTonens tM PRINCITPAL CENTERS THROUGHOUT THE WORLD 


13. SPACE REDUCED 
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ORCO 


fastens rubber to metal 


"Quick as a wink" is the way rubber is locked to 
metal with the ORCO Quick-Clip method of 


fastening. 


Note the integral stem on the molded rubber part. 
The stem goes through a hole drilled in the metal. 
A metal clip slips over the rubber stem. Presto! The 
rubber part is fastened to the metal permanently. 
(No tools needed.) 


The number and position of stems on a molded 
rubber part are dependent upon the size, shape and 
other factors relating to the specific rubber and 
metal parts to be fastened. Likewise, the design, 
size, and shape of the metal clip is subject to 
numerous variations to meet specific conditions. 






Branch Offices: DETROIT - NEWYORK - 


Factories: WILLOUGHBY, OHIO * LONG BEACH. CAL. * CONNEAUTVILLE, PA, 
CHICAGO 


Furthermore, the ORCO Quick-Clip method is not 
restricted to molded rubber parts. Under certain 
conditions, the method has practical application 
to extruded rubber parts. 


Speed of application and permanency of fasten- 
ing rubber to metal are two chief advantages of 


the ORCO Quick-Clip method. 


Although numerous conditions still call for the 
usual ORCO rubber-to-metal bonding processes, 
the new ORCO Quick-Clip method extends the 


scope of rubber-to-metal applications. 


Inquiries for further information are invited but 
present conditions make it impossible to make 
definite delivery commitments. 


CLM 


> INDIANAPOLIS + CLEVELAND - 


239 





BOSTON 
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SUNROC 
Wallet Coolers 


This Sunroc Water Cooler—Model 
NM3B—is specially designed for in- 
stallations where demand is heavy, with 
Operating temperatures normal. It de- 
livers 15 gallons of cooled drinking- 
water per hour; is equipped with two 
bubblers and a glass-filler. 

In a highly competitive field, Sunroc 
Coolers have won and held the reputa- 
tion of offering ‘‘the best value for the 
money.’ Lowest cost per year—proved 
by performance—is the all-important 
factor that has sold Sunrocs by the 
thousands 

Business, industrial, and institutional 
users, now selecting from Sunroc’s full 
post-war line, buy with an eye to sound 
long-term. investment. Most Sunroc 
Coolers are now available in a wide 
range of modernly styled AC and DC 
models. Your Sunroc dealer is ready to 
survey your needs, install the coolers 
you require. Write Dep't P-12, Sunroc 
Retrigeration Company, Glen Riddle, Pa. 





There's nothing like a cool drink of water” 


SUNROC 
Wallet Cocters 





GLEN RIDDLE, PA. 
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Deliberation—George A. Renard, George W. Aljian and Charles L. Sheldon 
at New York meeting. 


(Continued from page 234) 
meeting, President Wm. J. Young of the 
Baltimore Association, pres¢ nted Mr. Al- 
jian with a copy of the “Manual on the 
Origin and Development of Washington” 
on behalf of the Washington Association, 
autographed by members of that asso- 
ciation, and on behalf of the Baltimors 
Association, a copy “Maryland Main 
and the Eastern Shore”, autographed by 
members of the Baltimor 

President E. W. Meeker 
the New York meeting, with an at- 
tendance of approximately 250, and 
President Wm. J. Young presided at the 
Baltimore meeting which had an at 
tendance of about 150 


National Membership 9850 


Vice President J. A. Cooney, in a 
short address reviewed the organization 
of the National Association, its division 
into districts, and membership represen- 
tation from the “bottom-up” through the 
local national directors. In 1930, the Na- 
tional association had 5100 members; in 


association 


presided at 





1940, 5500; and on September Ist, 1946, 
the roster showed a total of 9850 mem- 
bers. Since V-J Day the membership has 


increased 537, and from May 


1946 to 


September Ist of this year, the increase 


was 150 members. 


Commenting upon the growth of the 
focal and National bodies, and > grow- 
ig recognition being accorded men in 
purchasing, he said: “Something hap- 


pened during the war. Perhaps 
chasing profession has been 
management because of sheer 


the pur- 
“sold” to 
achieve- 


ment. We are holding our gains, and we 


are adding to them. 
“As to the benefits to be 
the National 


lerived from 
Association”, he continued, 


“you of course must be the judge as to 


whether it is worth while. The 
alone is worth three times the 
I pay in dues. 


Hold the Line 


Secretary 
Association in 


Executive George 


of the National 


(Continued on page 246) 


Bulletin 


amount 


Renard 
one of 


From Washington by Bus—Secretary A. W. Alexander and President C. 
Irving Hanson of the Washington Association, President M. Byrne of the 
Washington Women’s Division, and Clifton E. Mack, Director of Procure- 

ment, Procurement Division, Treasury Department. 
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“a The new A-O Rubber Frame Goggle has a single large acetate lens which provides ex- 
Have Sweep-Vision Lens ee hee ee erie PeSH: 
ceptional wide-angle vision. Frame is molded from non-irritating, acid-resisting synthetic 
SAS ARR OER , 
rubber, which will stand up under long, hard wear. It is scientifically designed to con- 
Provide Protection form to face contours, providing an acid- and dust-tight fit. Cushioned and ventilated 
for maximum comfort. May be worn over personal prescription glasses. Especially rec- 
against Chemical and ommended for maintenance men on acid lines and storage batteries; for workers on 
metal plating baths, foundry shake-out, railroad car and coal handling apparatus clean- 
Dust Hazards ing,andin ship holds and engine cabs where dust is a dangerous factor. Send for bulletin 


which fully describes the various outstanding features of this new A-O development. 


American & Optical 


. 


Safety Division 





SOUTHBRIDGE, MASSACHUSETTS 
BRANCHES IN PRINCIPAL INDUSTRIAL CITIES 
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® Picking up a load and placing it 
on the exact right spot is only as 
efficient as the crane that lifts and 


carries and lowers its cargo. 


Balanced drive gears with auto- 
matic oil bath lubrication—perma- 
nent alignment—anti-friction bear- 
ings—give Shepard Niles cranes 
precision control operation and 
more dependability under constant 
load handling. Shepard Niles cranes 
are designed and built for tough, 


long service with a thorough knowl- 


CRANE & 


Shepard Niles 


HOIST CORPORATION 





edge of the performance expected 


of them. 
xk * * 


Our staff of engineers are ready today to 
help you to plan a better, more economical 
handling system. Write them. 





For smooth, constant, dependable lifting 
and handling, select a Shepard Niles hoist. 
The completeness of the Shepard Niles 
line of electric hoists permits the selection 
of the most efficient lifting and load-mov- 
ing equipment for any requirement 


462 SCHUYLER AVENUE e MONTOUR FALLS,N. Y. 
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(Continued from page 234) 
sessions, on October 28 and November 
5, were devoted to the topic “Profits from 
Purchasing”. Speakers at these sessions 
were E. P. Scully, director of purchases, 
Engineering & Research Corp., River- 
dale, Maryland; E. H. Hawkins, direc- 
tor of purchases, E. I. du Pont de 
Nemours & Co., Wilmington, Delaware; 
and S. F. Heinritz, editor of PUR- 
CHASING, New York. 

The Educational Committee of the 
Philadelphia Association consists of John 
K. Conant (chairman), George L. Her- 
zog, H. F. Jones, Morris H. Merritt, 
and A. H. Reynolds. 

A similar program is under way at 
Wilmington, under the auspices of the 
Educational Committee of the Wilming- 
ton Industrial Buyers Group, also head- 
ed by Mr. Conant. It includes two basic 
courses, led by Charles N. Lanier, Pro- 
fessor of Economics and Business Ad- 
ministration, University of Delaware, and 
one advanced course. All classes are held 
in the Assembly Room of the Dupont 
Company. In the absence of association 
subsidy, the fees in this case are $25 for 
the basic course and $45 for the advanced 
course. Registration totals 44 in the basic 
courses and 23 in the advanced seminar. 

By means of these facilities, 239 pur- 
chasing men in the Philadelphia-Wil- 
mington area will be regularly engaged 
through March in the study of purchasing 
problems and policies—unique and strik- 
ing evidence of the interest and serious 
purpose of these industrial buyers in the 
advancement and performance of their 
function. 
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FUNCTIONING OF PURCHASING 
MILWAUKEE MEETING 


The Milwaukee Association of Pur- 
chasing Agents held its November meet- 
ing at the Rainbow Room of the Hotel 
Racine, Racine, Wisconsin, on the 12th. 
C. E. Krause, secretary and manager of 
Procurement and Supply of Massey- 
Harris Co., Racine, Wisc., spoke on the 
topic of “The Comprehensive Function- 
ing of Purchasing”. Plant visitations were 
also resumed for the first time since the 
war with members visiting the Walker 
Manufacturing Co., and the S. C. Jolin- 
son Co., both in Racine. 

The October meeting, held at the Mil- 
waukee Elks’ Club, Milwaukee, Wisc., 
on the 8th of October, heard Mr. Forrest 
Nagler, Chief Mechanical Engineer for 
the Allis Chalmers Manufacturing Co., 
talk on the subject of the “Fifth Atomic 
Bomb”. Mr. Nagler was an eye-witness 
to the last Bikini Lagoon test, and gave 
a vivid picture of his experience in ob- 
serving the much publicized experiment. 
Highlights both in the development and 
ultimate results of the bomb were dis- 
cussed insofar as secrecy restrictions 
would permit. At that meeting Gunnard 
Odelberg, of Vincent McCall Co., and 
R. E. Thomas, of Dumore Co., were 
accepted as active members. Du Wane J. 
Busse, of Durant Mfg. Co., and Edmund 
A. Koepke, of Lakeside Bridge & Steel 


(Continued on page 244) 
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WHICH BEARING 


WILL WEAR THE LONGEST? 44 





They’re all exactly alike in size, shape and quality of bronze. 
But there’s a mighty important invisible difference—the alloys. 


That slight change in composition—often only a fraction of one 
per cent—can make a huge difference in service. Through years 
of research N-B-M has perfected scores of “minor” variations for 


different requirements which give bronze bearings and parts far 
longer life. 


A new N-B-M alloy may be just the answer you're looking for. 
Na a 
| BRONZE BEARINGS AND PARTS 
AMERICA 
Brake Shoe NATIONAL BEARING DIVISION 


OMPANY 














ST.LOUIS > NEW YORK 


PLANTS IN: ST. LOUIS, MO. * PITTSBURGH, PA. * MEADVILLE, PA. © JERSEY CITY, N. J. * PORTSMOUTH, VA.° ST. PAUL, MINN. * CHICAGO, ILL. 











CCURATE measurement is one of many essential 
A requirements in the successful manufacture of 
extruded rubber. Careful selection of material, proper 
testing for physical properties, and skillful workmanship 
must also be incorporated in every step of the processing. 
Continental is fully qualified by forty years’ experience 
to furnish extruded rubber products to meet your most 
exacting requirements. 


Consult your nearby Continental branch. 


BRANCHES 


Baltimore, Md. Dallas, Texas Kansas City, Mo. Philadelphia, Pa. 
Boston, Mass. Dayton, Ohio los Angeles, Cal. Pittsburgh, Pa. 
Buffalo, N.Y. Detroit, Mich. Lutz, Fla. Rochester, N. Y. 
Chicogo, Ill. Greensboro, N. C. Memphis, Tenn. St. Louis, Mo. 
Cincinnati, Ohio Hartford, Conn. Milwaukee, Wis. San Francisco, Col. 
Cleveland, Ohio indianapolis, ind. New York, N.Y. Syracuse, N.Y. 


* Continental also manufactures molded and lathe cut goods, os well as a 
complete line of hose, packing and other industrial maintenance items. 
SEE OUR CATALOG IN SWEET’S 


4% CONTINENTAL 


RUBBER WORKS 
es ERIE*PENNSYLVANIA*‘U.S.A 
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(Continued from page 242) 

Co., were accepted as associate members. 

Eugene Galdabini and Walter H. 
Quade, both of Prefex Corp., and Irving 
M. Temen, Automatic Products Co., were 
accepted as active members by the Board 
of Directors, and Elmer R. Hasz, Rundle 
Mfg. Co., as associate member; and Roy 
Barrett Miller, Ford Motor Co., Iron 
Mountain, Mich., as non-resident mem- 
ber, at the November meeting. 
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“AS | SAW BIKINI’ 
TOPIC AT DAYTON MEETING 


Dr. Carroll A. Hochwalt, Central Re- 
search Director of the Monsanto Chemi- 
cal Company, was guest speaker at the 
Dayton Purchasing Agents Association’s 
October meeting. Dr. Hochwalt, who was 
a member of the official group witnessing 
and studying the atomic bomb test, gave 
a lecture with a colored film entitled 
“As I Saw Bikini’. He opened his discus- 
sion with remarks concerning atomic en- 
ergy and indicated that atomic energy 
by-products would be available on a 
commercial basis in the not too distant 
future. The lecture was a description of 
the preparation for the bomb test, the 
actual bombing and a study of the per- 
formance of the elements afterwards. The 
heat wave was felt 18'%4 miles away. 
32,000 tons of shipping sank instantly. 
314,000 tons of shipping were heavily 
and slightly damaged. 10,000 instruments 
were used to record all the details. 

At the same meeting Economist Dr. 
Henry G. Hodges presented his discussion 
of “Economic Trends”, a regular monthly 
feature of the Dayton meetings. Dr 
Hodges called attention to the possibility 
of five and ten cent increases in hourly 
pay and that the uncertainty of control 
of labor leaders over their membershiy 
adds to the confusion that is so prevalent 
Steel prices should increase by the first 
of the year which will be about the time 
that the I.C.C. authorizes an increase in 
freight rates, he said, adding that the 
“break-even” point in steel operations 
has advanced from fifty to seventy-five 
percent. 


re ee 


NATIONAL DISUNITY DISCUSSED 
AT LEHIGH VALLEY 


The October meeting of the Lehigh 
Valley Purchasing Agents Association 
was held at the Northampton Country 
Club, Easton, Pennsylvania, with one 
hundred and twenty-five members and 
guests present. 

Rev. George A. Kreitz, Pastor of 
Easton’s First Reformed Church and a 
former Marine Chaplain, was guest 
speaker for the evening. Rev. Kreite, who 
saw service in Guam, Okinawa, Pearl 
Harbor and Japan, decried the lack of 
unity which, he said, has characterized 
this country since the end of the war. 
Disillusioned veterans, who formerly 
wanted nothing more than to get out of 
the armed forces, are now seeking to 
re-enlist to get away from a country and 
a world which they feel has no economic 
future 


(Turn to page 248) 
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NEW! 





“WELDING ALUMINUM” 

A new handbook on aluminum welding gives de 
tailed information on Il aluminum welding proc 
esses from edge preparation to finishing. Fully 
illustrated with photographs, charts and tables. 
Price: $1.00. (Check space in coupon.) 


“ALLOY SELECTOR” 


Just two settings to place at your finger tips the 
mechanical properties, chemical composition, 
physical constants, thermal treatments, and speci- 
fication numbers of 18 aluminum alloys. Price: 
$1.00. (Check space in coupon.) 


“METALS WEIGHT CALCULATOR” 

One of the handiest metal weight calculating de 
vices ever developed . . . simple... accurate... 
fast. Calculates weights of aluminum, magnesium, 
steel, brass, copper, and nickel. Only $.50. (Check 
space in coupon.) 
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process manual on > 


"MACHINING ALUMINUM 
ALLOYS” 


SPECIFIC RECOMMENDATIONS FOR MACHINING 


OPERATIONS IN COMPACT CHART FORM 





There are a lot of practical, up-to-date facts about machining 
aluminum alloys packed into this new 124-page handbook 
compiled by the technical staff of Reynolds Metals Co. 

For instance, eight double-page charts give specific usable 
data on tooling, speeds and feeds for eight important types of 
machining operations: ‘Turning, milling, shaping and planing, 
drilling, reaming, tapping, filing and sawing. 

In addition there are detailed discussions on general ma- 
chining characteristics of the various aluminum alloys, with 
chapters on machining conditions, tool materials and designs, 
cuts, speeds and feeds, lubricants, coolants and cutting com- 
pounds. 

“Machining Aluminum Alloys” is profusely illustrated with 
photographs, charts and tables. A fully itemized cross-index 
serves for ready reference. 

his is just one of several recent technical aids put out by 
Reynolds Metals Company that help bring you up to date on 
the latest developments in the aluminum industry. Just fill out 
the coupon below and mail with one dollar. Reynolds Metals 
Company, 2500 South ‘Third Street, Louisville 1, Kentucky. 


i PLEASE PRINT OR TYPE CAREFULLY 1281-Al-9B 








Reynolds Metals Company 
{ 2525 South Third Street, Louisville 1, Kentucky 


Please send me “Machining Aluminum Alloys.” I enclose $1.00 (check or 
8 money order*) to cover the cost of printing and mailing. 


1 NAME 








1 rirLle 





a COMPANY 





i ADDRESS 





i CITY ~~ ZONE 70S: A ee ene 





B (+) Please send me a copy of “Welding Aluminum.” I enclose $1.00. 
E() Please send me a Reynolds Aluminum Alloy Selector. I enclose $1.00. 
‘ ) Please send me a Reynolds Weight Calculator. I enclose 50 cents. 
= 


*Please do not send purchase orders, cash or stamps! 
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MAKE 


YOUur OWN 





with the Roovers Type 
Embossing Presses and 


Hand Label Embossers 


ADAPTED TO 
ALL INDUSTRIES 


HERE are a 

thousand and 
one needs of inaus- 
try that can be filled 
by these durable 
metal name plates, 
tags and labels. 


Roovers single- and 
nultiple-line Type 
imbossing Presses 
are available with 
letters from 1%” to 
44,” high .. . any 
desired wording or 





Above — Power Press 
—This model provides 


SeEeeewnes tensth . . . oy 
metal. Hand- and 
power-operated. Easy to operate. 


Economical to buy . .. and to use. 


Write now for descriptive literature 
and price list. 


Where few tags are 
sufficient, Roovers 
Hand Label Em.- 
bosser is ideal and 
low in cost. Circu- 
lar on request. 


SPECIALISTS IN 
METAL TAPES 
JOSEPH M. LOTSCH, 


Pres. 


3603 - 14th Ave., Brooklyn, 





















months will see the 
comtrols, 


period will see thi 
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The Women’s Division of the Washington Association headed by President 
Margaret Byrne was well represented at the Baltimore-Washington 
meeting. 


(Continued m page 240) 

One P. A. to Another” 
the five 
end of all government 


his pithy “F 
talks, stated 


rom 
that next tour or 
quoted a Washington 
that the 
end of all 


and also 


iuthority to the effect same 


consumer 


shortages. 


( 


of his 


I 
1 


“We have that 
lo incféase costs”, he said in 
talk. “It is no longer debatable 
office of the OPA; 
tis also true in England where they have 


learned increased wages 


the course 


iot even in the 


a socialistic government, and in Russia 
where they have a communtst govern 
ment. We know that only increased pro 


a quick boom, and then a 


\r our situation 
mtrol may 


luction is a 
“2 believe 


remedy fe 
that de give us 


sudden reces- 


sion—not a bust—and then we will have 
a good. period for a long time to come. 
‘The important message I want to 


of the 


t 


fiber 
resists all un 


get over, however, is to stiffen the 


buyer so that 
whether they 
will 
Don't 


warranted price advances 
are legal or illegal. You 


chaotic price situation. 


go into a 
weaken!” 


How Big is Our Job 


George W. Aljian, gave 
much to think about in a 


President 
his hearers 


alk on “How Big is our Job?” Among 
other things he recommended that the 
Eighth District hold conference meet- 


ings such as are being held by some of 


the other district groups of the National. 


Baltimore Veterans—A. J. Peroutka 
and J. H. Gaston. 


Commenting on the current status of 
the purchasing profession, he stated that 
a goodly percentage of the members of 


the Association are so-called war P. A.’s 
that is, persons who have joined the 
ranks within the past five years. A 


wonderful job was carried out during the 
war period, he said, a job of procuring 
and expediting. However, he warned, 
men in purchasing must not let’ their 


fine war record “go to their head.” We 
must now get back to fundamentals. It 
has been a long time since we have 


followed the 
thing of the 
Every 
that 


years we 


policy of buying the right 
right quality at the right 
move we now make must 
as our principle. In the last. 
lived in a world stripped 
of competition. We were interested only 
in getting materials regardless of the 
supplier. Many of us have forgotten how 
to be buyers. We must rid ourselves of 
that kind of thinking if we want to get 
higher up into management. 


price. 
have 
five 


Back to Fundamentals 


“Many purchasing men are now doing 
a clerical job. They receive requisitions ; 
they sort them; they give an order to the 
supplier who may be the lowest bidder 
and so on. The important thing is to get 
back to fundamentals.” 

“The answer to getting recognition 
from management”, he said, “lies in our 
finding out what the problems of manage 
ment are. In other words, to be of help 
to management, we must know its prob- 
lems. The answer lies in branching out— 
purchasing has a peculiar relationship to 
other departments of the company, and 
we must learn to fully collaborate with 
other departments. It is the purchasing 
agent’s responsibility to become thor- 
oughly familiar with the other depart- 
ments of his cémpany. 

“For instance, if the P. A. is buying 
much packaging and his company does 
not have a packaging engineer, it is 
the purchasing agents job to learn all 
that he can about packaging, for the 
potential savings are tremendous. The 
same reasoning applies to material 


(Continued on page 250) 
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ARE BUILDING 


Iti: so, people may be beating a path 
to your door - - - but, if you are not making 
mousetraps, you may be manufacturing some 
of the other billion and a half dollars* worth 
of household specialties made in this country 
each year. Then, you probably rely for sales 
appeal on some of the 171 million set-up boxes 
sold to this industry each year. This big business 
— household specialties — expects an increase 
in unit sales volume next year of 14% over 
1943 high figures. They say they prefer set-up 
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A BETTER MOUSETRAP? 


boxes two to one over other containers because: 


. A set-up box is custom-built to the product. 

. A set-up box has greater strength. 

. A set-up box sells easier on sight. 

. A set-up box gives better product identification. 
. A set-up box has added “take home” appeal. 

6. A set-up box has smart style value. 


Vk WN = 


*Write to the National Paper Box 
Manufacturers Association for survey No. 93, 
“Household Specialties Industry”, compiled by 
the Postwar Planning Committee. 


NATIONAL PAPER BOX MANUFACTURERS 


AND COOPERATING SUPPLIERS 
Liberty Trust Building * 


Philadelphia 7, Penn. 
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Snother: Use fer 
Vonnelly Kelley 


Prectiton Glass Parts 





“ GLAREPROOF 


Priismattc 
MIRROR 


@ This prismatic rear-view 
mirror deflects 90% glare. 
Made for the Guide Lamp 
Division of General Motors 
Corporation, this piece is 
an example of the finest 
quality mirror-surfacing and 
fabricating that is making 
Donnelly-Kelley famous for 
precision glass parts—in the 
industrial world of today. 
May we help you, too, with 
your flat glass problems. 
We invite you to send us 
your inquiry. 
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National Committee on Education Meets in N. Y. 


With F. Albert Hayes, chairman, pre- 
siding, the Committee on Education of 
the National Association of Purchasing 
Agents, and consultants, met at the Wal- 
dorf-Astoria, New York, on October 
22nd, for the discussion of numerous 
agenda items, including committee pro- 
cedures, educational work by the local 
associations, proposed republication of 
the N. A. P. A. Handbook, educational 
matter distributed by the National Office, 
training programs, and the character of 
industrial purchasing courses in the cur- 
ricula of colleges and universities. 

Seven members of the committee were 
present, namely: F. Albert Hayes, New 
York, chairman; Donald G. Clark, Pitts- 
burgh; G. A. Fay, Cleveland; Stanley 
W. MacKenzie, New York; E. P. Scully, 
Washington, D. C.; George W. Aljian, 
San Francisco; and George A. Renard, 
national secretary, New York. Two mem- 
bers were absent—Clyde Porter, Birming- 
ham, Ala., and Ben R. Newberry, Dallas, 
Texas 

Consultants present: John K. Conant, 
Wilmington; Stuart F. Heinritz, editor of 
Purchasing Magazine, New York; How- 
ard T. Lewis, Harvard University, Cam- 
bridge, Mass.; Clifton E. Mack, Wash- 
ington; Robert G. Matley, Detroit; 
Charles L. Sheldon, Watertown, Mass. ; 
and Fred G. Space, Seymour, Conn. 

Guests present were: James A. Cooney, 
Syracuse, N. Y., vice president, Eighth 
District; H. W. MacIntosh, national di- 
rector, New York Association; George L. 
McCaffrey, Syracuse, N. Y.; Wyman S. 
Randall of Boston; and E. H. Weaver, 
Los Angeles. 

To increase the effectiveness and scope 
of the activities of the Committee the 
subject of its reorganization was dis- 
cussed, and a motion was approved rec- 
ommending to the Executive Committee 
of the National Association that “the 
structure of the National Committee on 
Education be enlarged to include the ap- 
pointment of a district representative by 
the district vice president and District 
Council, and the appointment of local 
representatives to work with the District 
Chairman in promulgating the program 
of the Education Committee.” 


Republication of Handbooks 


The outcome of a discussion on repub- 
lication of the N. A. P. A. Handbooks 
of Purchasing Policies and Procedures 
(Volume One and Volume Two), re- 
sulted in a formal recommendation to the 
National Executive Committee that: (1) 
the handbooks not to be republished 
without first being fully revised, and (2) 
that the handbooks be revised and re- 
published bringing them completely up- 
to-date, only at such time and under 
such: conditions as the Education Com- 
mittee must decide.” 


Educational Matter 


Secretary Renard stated that numerous 
requests had been received from schools 
for Prof. Lewis’ book “Selected Cases” 
and the “Manual for Use with Selected 
Cases”, developed for advance courses, 


and also from individual members for 
use in company courses. It was recom- 
mneded to the National Executive Com- 
mittee that the “Manual for Use with 
Selected Cases” be made available to 
schools, colleges and others who request 
copies for educational purposes. Mr. 
Renard stated that sufficient copies are on 
hand to meet such requests. 

Mr. Renard reported that while no new 
commodity data sheets had been written, 
and were not contemplated, work is pro- 
gressing on Commodity Studies and that 
these would be available for distribution 
in the near future. 

Editor Stuart Heinritz of Purchasing 
Magazine opened a discussion on the 
responsibility and duty of the National 
Committee concerning text matter used 
by instructors of purchasing and sales- 
manship in schools and universities. It 
was felt that the local associations were 
best in position to make recommenda- 
tions to professors and deans as to au- 
thoritative materials that should be used. 
In this connection, the National office 
will distribute copies of Mr. Heinritz’s 
article “The ABC of Purchasing” which 
appeared in the August issue of Purchas- 
ing Magazine. 

A report prepared by the Education 
Committee summarizing the responses to 
a questionnaire survey to determine the 
extent to which industrial purchasing is 
included in curricula, showed that 116 
schools are teaching purchasing in some 
form. Sixty-one schools give 78 separate 
courses in industrial purchasing, and 55 
schools include purchasing in various 
other courses. 

The subject of training in “How to 
Buy” was given considerable attention. 
Mr. Conant said that “How to Buy” 
material is to be worked into the educa- 
tional program being instituted by the 
Purchasing Agents Association of Phila- 
delphia. At the conclusion of the discus- 
sion on this subject, Mr. Scully, Mr. 
Clark and Mr. MacKenzie were ap- 
pointed members of a sub-committee of 
the Education Committee to formulate a 
program on “How to Buy” education 
material for consideration by the Na- 
tional Committee. 


a 


NAMED ASSISTANT EXECUTIVE SECY. 
OF NOR. CALIF. ASSN. 


Richard H. Krinkel has been named 
assistant executive secretary of the Pur- 
chasing Agents Association of Northern 
California, according to announcement by 
Ed Chambers, executive secretary. 


,.2 


NEW ORLEANS WELCOMES 
FIVE NEW MEMBERS 


Five new members were welcomed by 
the Purchasing Agents Association of 
New Orleans at their monthly dinner 
meeting at the Jung Hotel, on November 
11. Arrangements have been completed 
for the association’s annual New Year’s 
Eve Party. 

(Turn to page 250) 














DecEeMBER, 1946 


249 





Too much cannot be said about the impor- 
tance of using only the best and most reliable 
materials for functional parts of electrical 
equipment. Metallurgical research has brought 
about the development of modern copper- 
base engineering alloys with superior prop- 
erties that give longer care-free life. 

The reliable spring properties and high 
fatigue resistance of Bridgeport’s Improved 
Phosphor Bronze give greater dependability 
to contact arms, springs and similar parts. 
For example, it is widely used for contact 
arms in relays which vibrate rapidly and must 
endure millions of cycles of flexing. 

Where a combination of high electrical con- 
ductivity, stiffness and wear 


resistance to 


and Electrical Performance 


and arcing are required, specify Bridgeport’s 
Cadmium Copper. It has exceptionally high 
conductivity (85% minimum) and uniformity. 

To attain the utmost reliability in switches, 
relays, condensers, and other parts used in 
electrical or electronic equipment, design 
engineers should investigate the properties 
of Bridgeport’s special engineering alloys in 
addition to the standard brass mill products. 
They are described in “Bridgeport’s Tech- 
nical Handbook,” available upon request made 
on company stationery. 


° Distribution 


panel and fuse 
BRIDGEPORT BRASS COMPANY 


cabinet parts— 
“Br, dgep 
BRIDGEPORT 2, CONN. Established 1865 


Co a Inc. 


Courtesy Federal 
Electrical Products 


Sea 


. For Superior Mechanical 











Warehouse and Jobber Stocks Available for Prompt Delivery 
BRANCH OFFICES AND *WAREHOUSES 


Adanta 3, Georgia...701 Volunteer Building 
Boston 16, Massachusetts...524 Statler Bldg. 
*% Chicago 32, Illinois..... 3453 W. 47th Place 
Cincinnati 2, Ohio....... 1703 Carew Tower 


* Cleveland 6, Ohio....... 1921 E. 119th Street 
* Denver 2, C ‘olorado....... 1962 Blake Street 
Detroit 26, Michigan....... 2328 Buhl Bldg. 


Grand Rapids 2, Mich. 200 N. Division Street 


STRIP 


* Houston 1, Texas...... 2216 Walker Avenue 
Indianapolis 4, Indiana..Circle Tower Bldg. 
* Los Angeles 12 , California, 130 S. Hewitt St. 
Milwaukee 2, Wi isconsin, 715 N. Van Buren St. 
*% Minneapolis 1, Minnesota. 100 N. Second St. 
. Newark 8, New Jersey..... 325 Jelliff Avenue 
New York 17, New York. .420 Lexington Ave. 
New York—Jobber Stocks Available 
Philadelphia 3, Penn. .... Broad St. Sta. Bldg. 


fs 
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ROD WIRE TUBING 


oeee2135 


Pittsburgh 19, New ny nee 1322 Gulf Bldg. 
* Providence 3, Rhode Island 
Rochester, New Y ork,8 16 Reynolds Arc. Bldg. 
St. Louis 8, Missouri ..414 Continental Bldg. 
* St. Louis 3, Missouri. . 
St. Paul, Minnesota.... 
* San Francisco 3, California .. 
Washington $, Dc. 


. +» 60 Clifford St. 


Imar Blvd. 
- 703 Ashland Avenue 
- 1155 Bryant St. 


-715 Southern Building 
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BRIDGEPORT BRASS 














METAL 


Cutting BANDS... © 


. » » THAT GIVE 
MAXIMUM PERFORMANCE 


Millers Falls metal cutting bands are quality-built to meet 
every modern requirement. They are the result of years of 
experience in the field on all types of machines and on all classes 
of work. 

Ferrous metals require a wide range of speeds. depending 
on their analysis, while non-ferrous metals and other materials 
require an entirely different range. For maximum performance, 
the band must have the proper type of set and form of tooth 
for the particular metal being cut. 

Millers Falls’ vast experience and research in metal sawing 
problems of every description are at your service without obli- 
gation. One of our well-posted sales engineers would welcome 
an opportunity to survey your problems and make some well- 


worthwhile recommendations. Write, giving full particulars. 
MILLERS FALLS COMPANY 
GREENFIELD, MASSACHUSETTS 
One Thing in Common — Quality! 


MILLERS FALLS 
TOOLS 












PURCHASING 


(Continued from page 246) 
handlings, to the use of substitutes, and 
all other problems concerning produc- 
tion, operation, maintenance, and even 
sales. 

Concluding his talk he’ said: “We did 
a good job of war expediting. But let’s 
do a real job of purchasing. from here 
in.” 

2 


CANTON ASSOCIATION HEARS 
TALKS ON EDUCATION 


The Canton, Ohio, Association at its 
regular meetigg at the ‘Onesto Hotel, 
October 16th, heard a report given by 
National Director M. J.-Birzer, Jr., on 
the recent 6th District. Céuncil Meeting 
held in Cincinnati. The program for the 
evening, arranged by H. A. Grauman oi 
the Program Committee, consisted of a 
talk by Raymond M. Schildler, Director 
of Kent State University—Canton Branch, 
on the set-up of that institution. Following 
this Fred Domer, president of the Can- 
ton Board of Education, reviewed the 
situation of the Canton schools with re- 
spect to the physical plant and the plans 
being made for new buildings and im- 
provements on existing buildings. The 
Canton Association joined with the Akron 
Association for an Executives’ Night 
Meeting held m Akron on November Ist, 
where National President George W. 
Aljian, and Sixth District Vice President 
Ralph O. Keefer were guest speakers 
The Canton Association announces new 
memberships of James B. Hoon and Da- 
vid B. Abbuhl, both of Hardesty Chemical 
Co., Inc., Dover, Ohio. 


t¢ ¢ ¢ 


NON-FERROUS METALS, LACQUER 
PRODUCTION TOPICS AT 
RHODE ISLAND MEETING 


Frank J. DeBisschop, president of the 
United Wire and Supply Corp., ad- 
dressed the Rhode Island Purchasing 
Agents Association at its October meet- 
ing in the Narragansett Hotel Ballroom, 
Providence, on the subject of “Non- 
Ferrous Metals — World Suppliers Ver- 
sus Local Suppliers”. Also W. I. Mc- 
Gowan, sales manager, Chemical Products 
Company, spoke on the subject of “Sub- 
stitution Problems in Lacquer Produc- 
tion”, referring to the use of lacquers in 
plasticizing, particularly in the textile 
industry. New members admitted to mem- 
bership at the meeting were: Edward J. 
3otting, Associated Grocers of Rhode 
Island, Inc., and Howard L. Snow, Jr., 
of the Rumford Chemical Works. 


re 2 


CONTINENTAL MOTORS HEAD 
SPEAKS AT GRAND RAPIDS 


C. J. Reese, president of Continental! 
Motors Corporation, Muskegon, Mich., 
was guest speaker at industrial executives 
dinner sponsored by the Purchasing 
Agents Association of Grand Rapids, at 
the Rowe Hotel, Grand Rapids, October 
8th. Mr. Reese, former purchasing agent 
at Continental Motors, was made presi- 
dent and general manager in 1939. 

(Turn to page 252) 
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You Can COUNT ON VEEDER-ROOT 


<r Take a rolling mill, a 


machine tool, jet plane, 
juke box — or what have you? Odds 
are long that there’s a place ready and waiting, 
though perhaps as yet undiscovered, for Veeder-Root 
Countrol in your product-design and sales-promo- 
tion plans. 
And now’s the time to find out. Ask a “Counting 
House” engineer to count up the ways in which 
you can profit by building into your product or 
process the right Veeder-Root Device (standard 
or special)... like, for one instance, the stan- 
dard Medium Size Rotary Ratchet Counter 
shown above. 
Remember, too, that Countrol can profit your 
customers as well as yourself...can help to 
keep you on friendly terms by proving your 





product’s guarantee. Find out just how much 
you can count on. Write today to Veeder-Root 
Inc., Hartford 2, Conn. In Canada: Veeder-Root 
of Canada, Ltd., 955 St. James St., Montreal 3. 
In England: Veeder-Root Ltd., Dickinson Works, 
20 Purley Way, Croydon, Surrey. 


Give your product this extra Merchandising 
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PURCHASING 


INTERVIEWING SALESMEN TOPIC 
AT METROPOLITAN CLUB 


Feature of the November 12th meet- 
ing of the Metropolitan Purchasers’ As- 
sistants Club held in Midston House, New 
York City, was a forum discussion on 
salesmen interviews led by’ C. H. Berry. 
It was emphasized that there is a great 
deal of lost motion incident to salesmen’s 
calls for the reason that many salesmen 
have not acquainted themselves with a 
company’s manufacture and its equipment 
and material requirements, and that the 
easiest and most practical way to handle 
such cases was to give the salesman copies 
of the company’s advertising literature so 
that he may acquaint himself with its re- 
quirements and be able to key his sales 
pres: tation accordingly. Also, it was 
state. tnat a buyer should be well ac- 
quainted with his company’s products 
and production facilities in order to in- 
telligently discuss requirements with 
salesmen, and to get the most value for 
each dollar spent. It was also stated that 
sometimes engineers and others placing 
requisitions “get hazy” ideas, and it is 
the buyer’s responsibility to be familiar 
with requirements in order that he meet 
them to the best advantage. 

“We should aim to promote better re 
lationships between seller and buyer” 
said one speaker. “Right now materials 
are scarce, and many salesmen are in 
position to tell us where we can get 
materials that are in short supply.” 

It was generally agreed that it is good 
policy to keep a salesman waiting as little 
as possible, and even though there may 
be no immediate interest in his company’s 
products, to at least extend the courtesy 
of a personal greeting. One speaker ex- 


More Men Becoming Avail- More Materials in Stock 
able Speeds Production Keep Work Moving Fast 


Now is the time 


pressed the opinion that it was advan- 
to send your plans tageous to both buyer and salesman, to 
to us for quotation! meet in a special reception room where 


interruptions can be kept at a minimum, 
and where department heads can be in- 
terviewed to discuss special problems. 


acl olalaehilatemelile! erecting bridges Sela! -melaih sia me :1-18-Miil mole 
Vili hae) Molt Met -Laat] Ml oldelal>( Titel sttlt- lela Mitel ai litt Tieton ng fast 

Fabricating the structural steel and erecting highway bri iges Guest speaker for the evening se 
ss ow idles We olen fabsicete end erect <truc- Daniel L. Sinkler, N. Y. District Man- 
tural steel for all types of buildings ll ites " ager, Eastern Airlines Transport Co., who 
buildings, churches, apartments, stadiums, and so for spoke on “Air Transportation of the 

Every job gets away to a fast start. Our erecting crews are Future” and the development of Eastern 
expert in getting the structure up. It will pay y inves Airlines. He mentioned some of the prob- 
yate all of the advantages you have at-Allied e 3 nts lems confronting the Airlines in the re- 
establishment of pre-war standards ot 
service due to the present shortages in 
supplies and equipment and the greatly 
increased post-war demand for air trans- 
portation. Illustrating this he mentioned 
that whereas Eastern Airlines handled 
about one-half million passengers in the 
whole year of 1942, that many are now 
handled in a month. Added feature was 
the technicolor sound-movie “Flying 

“ Fisherman”. 

BRIDGE WORKS, 101 5. Second St., Clinton, lowe pinnae 4 : , 

SUD Ch, AIE-AN'S. Reign en, Ching 8,2, sasetnrees yadeh tami enennis New members introduced to the club 
proper cccadeaans Ave., Cicore 50,1. RECTORS were: George Turadian, Joseph G. Rob- 
ge 4 ‘ , ~ son, and Walter Kohlage, A. & M. 

er eee eeaeeo Ge 4 6 6 @. Karagheusian, Inc., James Dalstrom, 
M. W. Kellogg Co., Harry Mitnick, 
E. R. Squibb & Sons, and Mrs. Bess E. 
Lawrence, Federal Telephone and Radio 


Multiplicity of Equipment Corp. 
Breaks Bottlenecks Wide Open! 


ro) °) -Jeehi Meek Molal-Malllel MB lel oldidel ie), 
If you hav 
the specs 


Tentative plans were made for a plant 
visit to the Ford Motor Corporation at 


(Continued on page 254) 
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SIMON DS gives you the 


right Band Saw to deliver Top 


Output and Economy in cutting 


any type of Metal or Plastic 


1. REGULAR HARD EDGE BAND SAWS 


2. SKIP-TOOTH BAND SAWS 


3. SPRING TEMPER BAND SAWS 


SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASS. 


Branch Offices: 

1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, 

3 Ill.; 416 W. Eighth St., Los Angeles 14, Calif.; 228 First St., San 

: 5 Francisco $, Calif.; 311 S. W. First Ave., Portland 4, Ore.; 31 W. 

Furnace Steels Trent Ave., Spokane 8, Wash.; Canadian Factory: $95 St. Remi St., 
Montreal 30, Que. 








Protective 
GARMENTS 


The apron is style No. K76 — 
Heavy, oiled duck with a bench 
high front patch, size 36x48. 


*No need for you to look further for waterproofed protective 
garments . . . Sawyer's has one for every trade. Rainwear that 
bears the "LIGHTHOUSE" label will assure you that you're 
buying a garment made from the finest rubberized material 
available. And if your specifications call for an oiled fabric, our 
"FROG Brand" has been a leader in the oilskin field for over 
100 years. Whichever you buy, the trade-mark guarantees 


The above garments are 
waterproofed with double- 


stitched seams and rugged- you a garment that has expert workmanship, full measure and 
ly constructed for extra 


= top quality. 


Write for descriptive folder of our complete rubberized and oilskin line. 


THE H. M. SAWYER & SON CO. 


East Cambridge 41, Mass. 


28 Thorndike St. 


















Output of old machines can be stepped up to equal that of new 
units at low cost. 1800 r.p.m. motors can be used to advantage. 
Individual Cullman Drives assure top production, greater capacity 
and better floor layouts. 

Cullman Drives are built for heavy duty and long life. They pay 
for themselves quickly. For motors from 2 to 72 h.p. Other 
Cullman Drives increase output of lathes, screw machines, shapers, 
milling machines and similar equipment now shaft driven. 


Get the facts NOW! Write today for full information on Cullman 
Drives. 


CULLMAN WHEEL COMPANY 


1352P Altgeld Street 





Chicago 14, Illinois 














PURCHASING 


(Continued from page 252) 


Edgewater, N. J. on November 22, and 
announcement was made of the Christ- 
mas arty to be held December 10, which 
will include dinner, refreshments, and 
feature three entertainment acts. 
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USE OF BETTER BUSINESS BUREAU 
OUTLINED AT BALTIMORE MEETING 


The Purchasing Agents Association of 
Baltimore held its regular monthly meet- 
ing November 20 at the Lord Baltimore 
Hotel, Baltimore, Maryland. G. B. Us- 
sery of the Better Business Bureau was 
guest speaker and addressed the meet- 
ing on the topic of “The Better Business 
Bureau and How You Can Use It”. 


JAMES WATT AND DOUGLAS MILLER 
SPEAK AT PHILADELPHIA MEETING 


Two guest speakers were featured at 
the November 14 meeting of the Pur- 
chasing Agents Association of Philadel- 
phia, at the Bellevue-Stratford Hotel, 
Philadelphia, Pa. James Watt of Johns- 
Manville Company addressed the forum, 
presided over by chairman Wesley W. 
Saatkamp, presenting an illustrated lec- 
ture on “Heat and Its Control”. 

Guest speaker at the regular meeting 
was Douglas Miller, author and former 
U. S. Commercial Attache in Berlin, who 
spoke on the subject of “Free Economy 
Versus Collectivization”. 

New members introduced at the meet- 
ting were: George E. Evans, Samuel M. 
Langston Company; F. Herbert Filson, 
Warren Webster & Company; Joseph S. 
Jacoby, Jr., RCA Victor Division, Radio 
Corp. of America; and W. A. Sanders, 
Philadelphia Gear Works, Inc. 


“THE PAPER SITUATION” TOPIC 
AT MONTREAL MEETING 


Third meeting of the season for the 
Purchasing Agents Association of Mon- 
treal was held November 19th at the 
Mount Royal Hotel, Montreal, Canada. 
During the afternoon members of the 
association went on a plant visit to the 
plants of Marine Industries Limited, Sorel 
Industries Limited and Sorel Steel 
Foundries Limited. Those members un- 
able to participate in the visits, which 
began shortly after noon, participated in 
a discussion on Privincial Sales Tax 
Regulations held later in the afternoon. 

Guest speaker for the evening was Neil 
B. Powter, sales promotion manager of 
Howard Paper Mills Limited, who ad- 
dressed the association on the subject of 
“The Paper Situation’, involving an 
up-to-date report on the present paper 
situation, and its prospects for the future. 

(Turn to page 256) 
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The Famous Wagner CP Mofor 
Hundreds of thousands of these motors are 
today giving unfailing, dependable power 


on all types of machine tools. 


ccthy Wasner MOTORS 


Machine tools represent one of industry’s biggest 
investments. If the motor on a machine tool fails, 
production is interrupted. Replacing or repairing the 
motor costs money. As a result, operating costs go up— 
production goes down thus affecting your machine tool 
investment. 


You can protect your investment by installing Wagner 
CP Motors—the totally-enclosed, fan-cooled motor that 
has two frames ...an outer frame that guides a strong 


cooling draft over the motor, and an inner frame com- 
pletely sealed against the entrance of dust, fumes, 
moisture, or other damaging elements. 


Wagner CP Motors are available in several electrical 
types and are but one of a widely diversified line of 
Wagner Motors, all fully described in Bulletin MU-185 
free upon request addressed to Wagner Electric Cor- 
poration, 6360 Plymouth Avenue, St. Louis 14, Mo. 

M46-21 


Consult Wagner Engineers on all Electric Motor Problems 





Peres 


Atlanta 3 © Baltimore 18 
Boston 15 © Buffalo 8 
Chicago 16 « Cincinnatil0 
Cleveland 15 © Dallas 1 
Denver 2 © Detroit 2 
Houston 2 « Indianapolis 4 
Kansas City 8 « Los Angeles 
15 © Memphis 3 « Mil- 
waukee 2 ¢ Minneapolis 4 
New York 7 © Omaha 2 
Philadelphia 8 « Pittsburgh 
13 © Portiand 9 « St. Louis 
3 Salt Lake City 1 « San 
Francisco 3 @ Seattle 4 
Syracuse 2 ¢ Tulsa 3 
Washington, D. C. 5 

In Canada: Wagner Elec- 
tric at Leaside, Ontario 















Wagner 


LOCKHEED HYDRAULIC BRAKE PARTS and 
FLUID...NoRol...CoMaX BRAKE LINING 
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WE C 7 Your Machine Tool Investment 
> — ed 


Get Dependable Performance 





AIR BRAKES... TACHOGRAPHS .. . INDUSTRIAL 
BRAKES...ELECTRIC MOTORS... TRANSFORMERS 
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One thumb to a hand 








is enough! 





A worK-GLOveE that makes every finger a thumb, makes mockery 
out of safety! For safety starts with a sure, firm grip... a flex- 
ibility that allows quick, certain use of the hands in every situa- 
tion. That’s why workers in every phase of industry Jike Jomac 
Industrial Gloves. These remarkable gloves make for flexibility 
right down to the finger-tips! 

What’s more, Jomac Industrial Gloves give longer-wearing 
protection against hand-hazards of every kind .. . biting edges, 
rough surfaces, blistering heat. There is a scientific reason for this 
better protection, for the Jonger life you find in Jomac Indus- 
trial Gloves. Jomac’s famous fabric is composed of hundreds of 
“cushions” . . . protective ‘‘air-cells’’ locked securely into place 
by a hidden stitch. 


Yes, Jomac Industrial Gloves give Jonger life . . . up to 
7 times the wear of ordinary work-gloves! Washable, they can 
be laundered repeatedly and used over and over again. That’s 
glove-economy in anybody’s language! For full details, write 
today to C. Walker Jones Co., 6135 N. Lambert St., Philadel- 
phia 38, Pa. Plants in Philadelphia, Pa., Detroit, Mich., and 
Warsaw, Ind. Foreign Representatives: Gillespie & Co. of 
New York, Inc., 96 Wall Street, New York 5, N. Y. 


“SHAKE HANDS WITH SAFETY” 


JOMAC INDUSTRIAL GLOVES 


THREE TYPES OF JOMAC GLOVES 


REGULAR IMDUSTRIAL TYPE 7 
SAFETY GAUNTLET-CUFFS 





HEAT- AND FLAME-RESISTING 


PURCHASING 


NORTHWESTERN PENNSYLVANIA 
MEETS AT BRADFORD 


Twenty-seven members and guests of 
the Purchasing Agents Association of 
Northwestern Pennsylvania attended the 
meeting held November 7 at the Emery 
Hotel. Bradford, Pa., at which John C. 
Armstrong, Professor of Political Science 
at St. Bonaventure’s College and Associate 
Editor of the Olean Times Herald, pre- 
sented a review of world affairs, dealing 
at length with the positions held in 
world affairs by the United States and 
Russia. 


It was announced that the December 
meeting, in the form of a Christmas 
party, will be held December 13th at the 
Underwood Hotel, Knox, Pa. 


,. 2 .¥ 


CLEVELAND ASSOCIATION 
OPENS BUSINESS OFFICE 


The Cleveland Purchasing Agents As- 
sociation has opened its new business 
office in the Terminal Group, 424 Re- 
public Building, 25 Prospect Ave. 

It is planned not only to enlarge and 
improve the services now afforded the 
members but to add additional services 
from time to time. The business office 
will carry on the normal business of the 
association and will assist in the handling 
of details for the numerous committees. 
Among the additional services planned 
for the future are a Purchasing Agent’s 
Business Survey and lending catalogue 
library. 

The new office is in charge of Jesse R. 
Stevens, Business Manager, who has had 
many years of purchasing experience. He 
is a former secretary-treasurer of the 
Cleveland Association. 


. ££ F 


PAST PRESIDENTS HONORED BY 
TWIN CITY ASSOCIATION 


The November meeting of the Twin 
City Association of Purchasing Agents, 
held at the St. Paul Athletic Club, St. 
Paul, Minn., was dedicated as Past Presi- 
dents’ Night in honor of the men who 
have served as association presidents from 
1919 to 1946. A large number of the 
association’s 27 past presidents attended. 


. 9 


ALABAMA ASSOCIATION VISITS 
POWER COMPANY UNITS 


Continuing their plant visitation pro- 
gram, members of the Purchasing Agents 
Association of Alabama visited the 
Gorgas Development of the Alabama 
Power Company, November 21st. In ad- 
dition to inspecting the generating and 
auxiliary facilities of the development, 
the group also visited the Gorgas Coal 
Mines which provide part of the plants’ 
fuel requirements . 


(Turn to page 260) 
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WHAT ABOUT THE 


FORGESM/THING 
IN THE STEEL FORGING. YOU BUY? 































This press crankshaft is an ex- 
cellent illustration of why heavy 
duty forging calls for ‘‘clean’’ 
steel making, expert working 
under the press, thorough heat 
treating and high precision 
machining. 


Forging of steel is not the — 
haphazard performance it may “Sip 
seem. Modern forging practice is “ 
a carefully prescribed process outlined 
to obtain definite results. First the heating of \ 
the steel, in preparation for forging, must be done SS 
at a predetermined rate to avoid injury Then the steel | 
must be thoroughly soaked to a uniform temperature to 
permit smooth flow in the actual forging operation. : 
The forging must be done in such a manner that the working of the al bs 
steel will provide a grain structure and grain flow which will meet the stresses 
put on the forging. And finally, after forging, there must be proper control of the 
cooling cycle to avoid the development of injurious defects. All of this care is neces- 


sary to produce a high quality forging. 


NATIONAL FORGING 
IS A SKILL OF 
THIRTY YEARS STANDING 


At National every forging presents its own challenge to correct 
forgesmithing. That is why National Forge is so meticulous in 
setting up the prescribed procedure which it uses in heating the 
steel, forging and cooling. It’s the long acquired forging “know 
how”’ that makes the difference in National Forgings—a differ- 
ence you should know about now if you have steel forgings to buy. 





NATIONAL FORGE & ORDNANCE COMPANY 


IRVINE, WARREN COUNTY, PENNSYLVANIA 














oe NOW 25% abiveds 















TYPICAL CASE— 
MILLING MACHINE 


Here is how War Assets Administration’s new 
price has been set for a typical machine; Model 
2K Kearney and Trecker Milling Ma- 




















chine, vertical knee action; War Assets 
AdministrationS.C.Code3417-23-20-28. 































































BL.) rr $7,054.00 


Previous W.A.A. Sales Price 
(based on depreciation 


SelMasily), <cccccccccccves 4,091.00 
Average Market Value...... 2,556.00 
v 1 New W.A.A. Sales Price.... 2,045.00 


Available for rebuilding. ... 511.00 





Rony 
rahe 











Sales to priority claimants, which include Federal Agencies, 
Certified Veterans, World War II. and subsequent priority 
claimants, will be made in proper sequence as required by law. 





MACHINE TOOL 
SALES DIVISION 








31 TYPES OF 
GENERAL 
PRODUCTION 
TOOLS 
REPRICED 


Boring Machine—Horizontal, Precision, 
Bridge Type, Single and Double End 

Chucking Machine—Automatic, Vertical, 
Multiple Spindle Type 

Chucking Machine—Single Spindle Au- 
tomatic, Horizontal Turret Type 
Machine 

Chucking Machine—Six Spindle Auto- 
matic, Horizontal 

Drilling Machine or Drill Press—Bench 
or Floor, Single or Multiple Spindle 

Gear Cutting Machine for Straight Bevel 
Gears, (Not Planer Type) 

Gear Hobber—Horizontral 

Gear Hobber—Vertical, Universal 

Gear Shaper—For External Spur Gears 
Only 

Gear Shaper—For Spur Gears, External or 
Internal 

Gear Shaper—For Spur and Helical Gears, 
External and Internal 

Gear Tooth Shaver—For External and 
Internal Gears (Rotary Type Machine) 

Gear Tooth Grinder—Generating Type, 
for Spur and Helical Gears 

Gear Tooth Grinder—For Spur Gears, 
External and Internal (Formed Wheel 
Type Machine) 

Grinders—Centerless 

Grinder—Crank Pin Grinders 

Grinders—Plain External Cylindrical 
Grinder 

Grinder—Internal, Cylindrical, Automatic 
Sizing 

Grinder—Internal Cylindrical (Hydraulic 
Feed Machine) 

Grinder—Internal Cylindrical, Hydraulic 
Feed, for Hole and Face Grinding 

Grinder—Surface, Rotary Table Type 

Lathe—Multiple Tool, Not Automatic, 
Manufacturing Type Production Lathe 

Milling Machine—Automatic and Manu- 
facturing Knee Type 

Milling Machine—Plain Bed Type, Hori- 
zontal Spindle Machines 

Milling Machine—Vertical, Knee Type 
(Not Including Bench Type) 

Polishing and Buffing Machine—Bench 
and Floor 

Profiling Machine—Vertical, Fixed Bed 
Type, Single and Multiple Spindle 

Tapping Machine—Vertical, Single or 
Multiple Spindle 

Thread Grinding Machines 

Thread Milling Machine 

Turret Lathe—Ram Type, Plain and 
Universal , 

































W.A.A.’S NEW 


BELOW MARKET UU eseniine 


PRINCIPLE 


" peeeeen ORIGINAL COST. 


NEW “FIXED PRICE” POLICY | 
ESTABLISHED ON 31 TYPES OF 
SURPLUS MACHINE TOOLS bE DEPRECIATION 


' k : . BASED PRIMARILY 
Here is good news indeed for the man who is trying to purchase general ON TIME 


purpose production tools for replacement, reconversion or new enterprises. 
Now you can go into any of War Assets 33 Regional Offices, any machine 
tool site sale in the United States, or any approved War Assets Administra- 
tion dealer and buy at the same fixed price, everywhere, the tools in these 
31 groups listed at the left. No waiting for complicated figuring of prices, 
checks against priorities or other delaying factors. The tools are available in 
such quantity that your purchase can be cleared on the spot, and immediate 
delivery arranged. 





































But even more important is the principle under which the new low prices 
have been set. As the scale at the right indicates each price takes into con- 
sideration your costs of rebuilding the tool to new condition, engineering, 
service, etc. It is set well below the current market price for similar equip- 
ment sold on a full service basis. The differential is approximately 25% 
below market—enough for men with tooling “know-how” to realize a neat 
“extra” profit and at the same time acquire modern machine tools. 











Plan now to check at once the detailed price and specifications list—now 
available in every War Assets Administration office (machine tool sales 
division) and the offices of your approved W.A.A. machine tool dealers. 


FOR DETAILED PRICE CATALOG 





— WRITE, WIRE OR PHONE: 

1. Your Regular Machine Tool Dealer EXTRA 
War Assets Administration has appointed more than 3,000 PROFIT 
“approved” dealers throughout the U. S. AREA 

2. W.A.A. Machine Tool Sales Division ne See dinate 
In any of the 33 War Assets Administration Regional Offices With Tooling 
listed below. “Kaow-How.” 


You can com- 
pletely rebuild 
the tool, meet 
engineering and 
haulage costs and 
still save money. 


















) GOVERNMENT 
OWNED 
SURPLUS 


Lovisville » Minneapolis - Nashville - New 
Orleans . New York ° Omaha 
Philadelphia + Portland, Ore. + Richmond 
St. Lovis + Salt Lake City + San Antonio 
San Francisco + Seattle + Spokane + Tulsa 


Offices located at: Atlanta + Birmingham 
Beston + Charlotte + Chicago + Cincinnati 
Cleveland + Dalles + Denver + Detroit + Fort 
Werth + Helena + H « Jack ville 
Kansas City, Mo. « Little Rock + Los Angeles 
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To Honor 


Your Veterans 


” - 


ROLL OF HONOR WORLD WAR TT 


This Rich Bronze Plaque 


created by master craftsmen in the enduring metal of 
the arts, fittingly expresses reverence for the memory of 
those who gave their lives, and honor to all who served 
in the armed forces. Beautifully etched design with 


draped flags reproduced in full natural colors. 


Shield provides space for gold star names. If not needed 
for this purpose is finished in red and white. Plaque 
mounted on solid walnut panel, is 11” x 14%4”, accom- 
modates any number of names up to 60. Panels may be 
rearranged to make plaque suitable for one or only a few 
names. Price $50.00 plus $1.10 for engraving each com- 
plete name. (Larger sizes to accommodate more names 


quoted on request.) Write us or place your order now. 


ETCHING COMPANY OF AMERICA 


1520 MONTANA STREET, CHICAGO 14, ILLINOIS 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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G. E. EXECUTIVE ADDRESSES 
EASTERN NEW YORK MEETING 


E. E. Johnson, manager of engineer- 
ing, Apparatus Department, General Elec- 
tric Company, was guest speaker at the 
November 2lst meeting of the Purchas- 
ing Agents Association of Eastern New 
York, held at the DeWitt Clinton Hotel, 
Albany, N. Y. In his talk entitled 
“What’s New in Engineering”, he men- 
tioned some of the new research and en- 
gineering developments in equipment, 
transportation, aircraft, jet propulsion, 
lighting, air-conditioning, X-ray, and nu- 
clear power. 


ee se 


COLONEL GEORGE STUART BRADY 
GUEST AT WASHINGTON MEETING 


Colonel George Stuart Brady, materials 
expert and Government and manfauctur- 
ers’ materials consultant, was the speaker 
at the November 12th dinner meeting of 
the Purchasing Agents Association of 
Washington, D. C., at the Mayflower 
Hotel. Colonel Brady spoke on the 
economics of the current demand and 
supply situation. 

The meeting was a joint one and was 
attended by the Women’s Group of the 
Association. Ten new members duly wel- 
comed into the association include: Irving 
G. McNayr, Montgomery County, Mary- 
land; John J. Murphy, Assistant Director 
of Purchases, Engineering & Research 
Corporation: Charles H. Tompkins, Jr., 
Charles H. Tompkins Company; Champ 
S. Carter, Purchasing Officer, U. S. 
Treasury Dept., Procurement Division; 
and Harold E. Steffes, Alford A. Hart, 
Joseph E. West, Peter A. Lee, Jr., 
Donald A. Gregory and Richard D 
Althaus of the U. S. Maritime Commis- 
sion. 

Announcement was made that Grey 
Leslie, past association president, has 
been named the Public Relations Officer 
for the Eighth District. 


NEW YORK ASSOCIATION HEARS 
ADDRESS BY NEIL CAROTHERS 


Neil Carothers, Dean of the College 
of Business Administration, Lehigh Uni- 
versity, and former economic expert in 
the U. S. State Department, was guest 
speaker at the November 19th dinner- 
meeting of the Purchasing Agents Asso- 
ciation of New York, held at the Build- 
er’s Exchange Club, 2 Park Avenue, New 
York City. Dean Carothers analyzed 
the current welter of reports, statistics, 
and forecasts to present an accurate pic- 
ure of the nation’s present industrial 
status. 

Earlier in the afternoon a forum was 
held on the subject of “fuel”, with Mer- 
ritt Cline presiding. Ned Foulds, Foulds 
Trading Company, and formerly Chief. 
Fuel Oil Section PAW, spoke on “Fuel 
Oil”; and Daniel T. Buckley, Chairman, 
Bituminous Coal Producers Advisory 

Board, Dist. No. 3, spoke on “Coal”. 
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WHY NOT /NCREASE PRODUCTION 
IN YOUR POLISHING ROOM AND 
GREATLY REDUCE YOUR COSTS? 







Udylite Double Conveyor Square Transfer 
Machine polishes parts both ways. 


eae eee ee ee 










Whether you are polishing auto door handles, watch 
cases, toaster bodies, or something else a Udylite ° 

Polishing Machine with one operator will give you 

more production in less floor space than a number of 


lathes each with its own operator. 


F _— 2 Aik ie oat 
Pedestal Type Polishing Head which is 
Not only that but each piece will be polished evenly adjustable in all directions. 


over all surfaces and every piece will look like every eae ie 
other piece because they are all presented to the wheels 


in the same manner. 


Thus Udylite Polishing Machines permit you to econo- 
mize on floor space, machinery, machine maintenance 
and man power—also to do higher quality work with 
operators who need not be as highly skilled as 
lathe hands. 


A simple investigation will show you how quickly 
you could amortize an installation in your plant. Why 


Udylite Rotary Polishing Machine equip- 
ped with indexing mechanism. 


not ask a Udylite engineer to make such an investigation. 


1651 EAST GRAND BOULEVARD 


™: Ud 
DETROIT 11, MICHIGAN a i 


REPRESENTATIVES IN ALL PRINCIPAL CITI 


CORPORATION 
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pick the 
right wiper ! 





_  — 


Try the blindfold test on KEx Industrial Wiping Towels and ordi- 
nary rags or waste. Just by touch, choose the wiper you would use. 


Feel how rough and scratchy the ordinary rags and waste are. 
What a lot of damage they’d do on delicate surfaces! Now pick up 
a Kex Wiping Towel. Easy to tell the difference, isn’t it? Feel that 
springy KEx s-o-f-t-n-e-s-s. No scratching, no possibility of wearing 
grooves in soft metal by foreign matter. 


Phat’s not all, though. Every square inch of a KEx Wiping 
Towel is wiping surface . .. hundreds of more wipes per pound over 
ordinary waste or rags. KEx Industrial Wiping Towels are uniform 
in size —distribution is easier to control. And fresh KEx Wiping 
Towels — chemically cleaned by a special high-heat process — are 
delivered to your plant as often as needed. Always plenty of clean 
KeEx Wiping Towels on hand. 


Rent KEX Wiping Towels and Figure Your Profits 


Try the KEx Wiping Towel Rental System, today. There’s nothing 
to buy, no expensive inventory—just a low monthly rental. And the 
very first month should show considerable saving on wiping costs. 
For complete information, phone your local KEx repre- 

sentative —or write KEx National Service, 
295 Fifth Ave., New York 16, N.Y. 





REG. U.S. PAT. OFF. 
A CALLAWAY MILLS PRODUCT 
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SAGINAW VALLEY ASSOCIATION 
HOLDS LADIES’ NIGHT 


The October meeting of the Saginaw 
Valley Purchasing Agents Association, 
held at the Bay City Yacht Club, Bay 
City, Michigan, October 8, was dedi- 
cated as Ladies Night, with all members 
present being accompanied by their wives. 
Sixty-eight members and guests attended 
the meeting and listened to guest speaker 
Charles A. Howe, who presented color 
slides and an informative talk on his 
latest trip to Mexico. 


7 FF 


TULSA ASSOCIATION VISITS 
SPARTAN FACTORY 


On October 22nd members of the Pur- 
chasing Agents Association of Tulsa 
visited the factory of the Spartan Aircraft 
Company, Tulsa, Oklahoma. Purpose of 
the visit was to study the manufacturing 
process of the Spartan Manor All- 
Aluminum Trailercoach. Arrangements 
for the visit were made by the associa- 
tion’s program committee and W. H. 
Brixey, Purchasing Agent for Spartan. 


ort. F 


NATIONAL OFFICERS VISIT 
SYRACUSE AND TOLEDO 


On October 24 George Aljian, NAPA 
President, addressed the Syracuse and 
Central New York Purchasing Agents 
Association at the Onondaga Hotel, Syra- 
cuse, N. Y., at a meeting attended by 
about 150 members and guests in ob- 
servance of “National Affairs Night”. On 
the 28th Mr. Aljian and Ralph Keefer, 
Sixth District Vice President, were guests 
of the Toledo Association at its meeting 
in the Secor Hotel. Mr. Aljian’s subject 
was “How Big is Our Job?” 


2° Se 


COMMODITY FORUM AND 
DISCUSSION 
BUFFALO MEETING 


A commodity forum and discussion led 
by Harry D. Grow, chairman of the 
Commodity Committee, featured the No- 
vember 13th meeting of the Purchasing 
Agents Association of Buffalo, at the 
Statler Hotel, Buffalo. Speakers and 
their subjects were: Edward A. Ennis, 
Lake Erie Engineering Corp., “Electrical 
Equipment”; Stanley W. Ferguson, 
American Optical Co., “Optical Prob- 
lems”; E. S. Goodwin, Westinghouse 
Electric Corp., “Electric Motors”; Wil- 
liam C. Maier, Frontier Oil Refining 
Corp., “Petroleum Products” and Dr. 
Martin A. Brumbaugh, University of Buf- 
falo, spoke on the “Current Situation in 
Raw Materials.” 

The Education Committee, E. W. 
Noble, Moore Business Forms, Niagara 
Falls, N. Y., chairman, held its first 
educational meeting on November 20th, 
at the Statler. Subject of the meeting was 
“Escalator Clauses.” 


(Turn to page 266) 
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GIVE YOUR COMPRESSORS A NEW LEASE ON LIFE 





Schrader Air Pressure Regulators will save you 
money! They’ll let you cut the air demands on 
your compressor from high to low. Air regulated 
lines mean longer compressor life and reduced 
maintenance cost, and you'll get better work. 

Write for complete information and literature. 


Are you throwing money out the window by 
overworking your compressors, by demanding 
too much air where less will do, by decreasing 
production efficiency through variable, unregu- 
lated pressures? No air equipment using cylinders 
and valves can give the expected results—unless 
pressure is uniform and constant. Dept. A99-7 


— AIR PRESSURE REGULATOR =) 


Se 


Schrader 


PRODUCTS 
CONTROL THE AIR 
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AMERICAN PHILLIPS SCREWS 


Pay Off to Refrigerator-Makers...: 





and to Refrigerator-Users, too 


BCEOTISOES American Phillips Screws pay off in 
many ways, whether you build refrigerators or miniature 
trains. They speed up handling, increase worker-proficiency 
by building confidence, cut down losses from dropped 
screws, “drunken driving,” scarred work-surfaces, spoiled 
material, and lost time from self-inflicted wounds. All be- 
cause American Phillips Screws make power driving safe, 
easy, non-fatiguing ...and automatically straight. Now total 
up the pay-off...and you'll find TOTAL TIME-SAVINGS 
RUN AS HIGH AS 50%. 


ifemattieel iter American Phillips Screws add the 














merchandising lure of handsome, modern, workman- a 
like appearance, inside and out ...a look of ‘ 
out quality that helps to make the prospect say: 
pave CAN'T SLIP “That's for me!" This modern, cost-cutting 
Lo D RECESS method of fastening is actually sa/es-promotion 


plus sales-protection. Are youinonthis payoff? Write 
American for recommendation of the type and metal of 
American Phillips Screws which will do the best job at lowest cost. 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicage 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 


AMERICAN rtt7 
PHILLIPS Sooews i: 

















Steel, Aluminum, 
mg ae Everdur (sili- 
con bronze) 
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“Works with YOU” 


On your requirements for Sheet Steel, Flat Wire 
and Strip Steel, Caine’s Specialized Warehouse 
Service works with you. Special methods and facil- 

ities, developed by Caine, work to your advantage 

in your procurement of Steel. You can have the 
utmost confidence that gauges, tempers and quan- 
tities will meet the most exacting specifications. 


Whether your needs call for small warehouse 
pickups or large production runs, contact your 
nearest Caine Warehouse or Office. Located 
throughout the country, Caine Warehouses and ~ 
Offices stand ready to work with you. 


Shel Com ONY 
~asy WAREHOUSE SPECIALISTS 
in Sheets, Strip and Flat Wire 


. <= === / 1820 North Central Avenue, Chicago 39, Illinois 


~ — 











WAREHOUSES at Chicago. St. Louis, Minneapolis, Los Angeles, Oakland @ OFFICES at Kansas City, Mo. and Grand Rapids, Mich 
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Pygmy 
ELECTRIC 


SOLDERING 
TOOLS 


STANDARD %4 INCH 
Also Available 3/16 Inch 


Makers of a wide variety of Heating 


facturers own products 





for Delicate Soldering Tasks 


VULCAN 


VULCAN ELECTRIC COMPANY 


DANVERS, 1, 


and of Heating Specialties 


Finds its way in where there 
is little clearance or cramped 
space. 

Particularly useful for meters, 
electrical instruments, small 
radios and similar articles. 


MASS. 


Elements for assembly into manv- 
that use electricity. 
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FPSO 7 
Pattern,— Crating Lumber * Timbers « in B: 
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Check Into This Timely Deal: 




































Features 4 scarce items, PLUS 
the combined facilities of these three great lumber suppliers. Means 
less red tape. Offers best possibility of getting the lumber you need. 
Just send your one order to any one of the three addresses below, 
and it will get the pick of an accumulated supply of lumber, outstand- 
ing today in quantity and selection. 








HIO 

no 5, © H 3, PA: 

wr 8, oHIO | CLEVELAN Ot cauey PITTSBURG - 

YOUNGSTO WILLOW RA 1200 Phone: HEmlock 07 
Phone: Diomond | 


7 
LUMBER C¢ 


| DOUGHERTY 





KEYSTONE 








OMPAN Y 
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DAYTON, COLUMBUS, SPRINGFIELD 
HOLD JOINT MEETING 


A joint meeting was held Oct. 31 at 
the Shawnee Hotel, Springfield, Ohio, 
by the Dayton, Columbus and Springfield 
Purchasing Agents Associations, at which 
National President George W. Alijan and 
Sixth District Vice President Ralph O. 
Keefer were guest speakers. About 175 
members and guests were present. At 
next meeting of the Sixth District Coun- 
cil, the matter of reviving District Con- 
ference meetings will receive considera- 
tion. That Sixth District originated the 
district conference plan many years ago. 
The meetings were discontinued in 1929. 


T..% 


PURCHASE ORDER PROVISIONS 
ROCHESTER INDUSTRIAL BUYERS 


Harmar Brerton, assistant secretary of 
the Eastman Kodak Company, gave a 
talk on provisions and clauses in pur- 
chase orders, at the October meeting of 
the Rochester Association of Industrial 
Buyers, held at the Normandie Hotel, 
Rochester, on the 8th. He said that many 
provisions are unnecessary, pointing out 
that most states have an extensive uni- 
form sales law which spells out con- 
tractual obligations by statute, and covers 
80 percent of the clauses listed on many 
purchase orders. 


. ¥ < 


HAROLD K. HOWE 
SPEAKS AT CHICAGO MEETING 


Harold K. Howe of the La Salle Steel 
Company was the principal speaker at 
the November 14th meeting of the Pur- 
chasing Agents Association of Chicago 
at the Hotel Sherman. Mr. Howe's sub- 
ject was “Current Washington Trends.” 
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MANUFACTURERS-DISTRIBUTORS’ 
NIGHT—SEATTLE 


More than 600 purchasing agents, man- 
ufacturers, sales managers, engineers, and 
other business executives attended the 
17th Annual Manufacturers and Distribu- 
tors’ Night meeting of the Purchasing 
Agents Association of Washington, held 
in the Seattle Chamber of Commerce, 
Seattle, Wash., November 12th. 

George W. Aljian, Director of Pur- 
chasing & Packaging, California & Ha- 


waiian Sugar Refining Co., San Fran- 
cisco, and president of the National 
Association of Purchasing Agents, was 


honored guest and chief speaker, 
topic being “It’s Up to Us.” 
Honored guests at the speakers’ table 


his 


included: William F. Devin, mayor of 
Seattle; H. Arends, mayor of Everett; 
Ferdinand Schmitz, president, Associa- 
tion of Washington Industries; John M. 


Jewett, Seattle Chamber of 
Frank Knowles, president, 
neers Club; J. L. Young, 
dustrial Traffic Managers 
Rolland M. Wolf, president, 
tion Club of Seattle; 
dent, The Electric 


Commerce ; 
Seattle Engi- 
president, In- 
\ssociation; 
Transporta- 
Tom Widrig, presi- 
Club of Washington; 
(Continued on page 268) 








DECEMBER, 1946 


@ Our customers profit by the uncanny 
ability of our engineers to probe beyond 
the imanimate lines and specifications 
of blueprints. Their experience and 
imagination enable them to visualize 
the finished, molded plastic piece 


precise in every detail, satin-smooth 


CHICAGO: Phone Central 8431 
INDIANAPOLIS: Phone Market 7973 
CAMDEN: Phone 2215 

DETROIT: Phone Madison 2146 
BUFFALO: Phone Grant 8567 


Department PR 


hs 


Blueprints leap to life through re 


‘ 


Re 
\ | 


and consumer-conscious in appearance. 

For keen design interpretation and 
heads-up production of molded plastics, 
with greater utility, better appearance, 
quicker deliveries and lowest possible 
cost, consult General Industries, without 
obligation of course. 


tHe GENERAL 
INDUSTRIES co. 


Elyria, Ohio 

















Complete Range of 


Metal Sawing Machines 
Being the largest exclusive manu 
facturer of metal sawing machines 
and blades, both hack saw and 
band saw type, we have the cor 
rect answer to your cut-off prob 
lems. Each MARVEL model has a 
distinct application, so write us 
and we will send our catalog, price, 
and recommendation for the saw 
to fil your requirements most 
efficiently. MARVEL sawing engi 
neers are also available to discuss 
ond analyze your cut-off work 
Without obligation of course 


ARMSTRONG-BLUM MFG. CO. 


5700 W. Bloomingdale Ave., Chicago 39, Illinois, U.S.A. - 








YOUR MACHINE TOOL 
PROBLEMS WITH BOTWINIK’S 
ALL-PURPOSE SERVICE 


Whether your problems in machine tools are limited to one 
or include many machines, Botwinik engineers stand ready to 
provide a quick, reliable solution. For efficient, low cost pro- 
duction, take advantage of Botwmik’s all-purpose service in 


new, used and rebuilt machine tools. 


Botwinik Brothers of Mass., Inc. 





Botwinik Brothers of Mass., Inc., 13 Sherman St., Worcester 1, Mass. We would be 
pleased to receive a copy of your current catalog. 


Ae ae re 
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Tom Wilson, vice president, Seattle Chap- 
ter, National Office Managers Associa- 
tion; W. B. Stuht, president, Seattle Sales 
and Advertising Club; L. F. Duvall, vice 
president, Seattle Association of Credit 
Men; Frank Walsh, manager, Tacoma 
Chamber of Commerce; Archie. Scott, 
past president, Purchasing Agents Asso- 
ciation of British Columbia; and LeNore 
Wartes, president, Women’s Division, 
Purchasing Agents Association of Wash- 
ington. 

Featured on the entertainment program 
was the Puget Power Company’s “North- 
west Theatre of the Air”, which was 
broadcast from the stage. 





President Wm. J. Romer of the Purchasing 

Agents Association of Connecticut and Presi- 

dent George W. Alijian of the National 

Association at joint meeting of the Connecti- 

cut and Western Massachusetts Associations 
at Hartford on October 15th. 


MERITS OF EDUCATION IN 
PURCHASING — BIRMINGHAM 


I. J. Browder, Dean of Birmingham 
Center, University of Alabama, spoke on 
“The Merits of Education in the Field 
of Purchasing”, at the November 8th 
meeting of the Purchasing Agents Asso- 
ciation at the Thomas Jefferson Hotel, 
3irmingham. Mr. Browder outlined what 
the state university has planned for the 
the purchasing agent, the embryonic pur- 
chasing agent, and students interested in 
purchasing. 


re 


BUFFALO PURCHASING AGENTS 
VISIT BETHLEHEM STEEL CO. . 


Members of the Buffalo Association of 
Purchasing Agents and executives of 
their respective companies, visited the 
huge plant of the Bethlehem Steel Com- 
pany at Bethlehem, Pa., on November 
20th. 


a We 


MADE HONORARY MEMBERS OF 
P.A.A. OF NOR. CALIF. 


Louis A. Colton, who retired as Pur- 
chasing Agent of Zellerbach Paper Co., 
San Francisco, Calif., after 48 years of 
service, and Frank B. Hartung, who re- 
tired as Purchasing Agent of the Owens- 
Illinois Glass Company after 43 years of 
service, both of whom have been mem- 
bers of the Purchasing Agents Associa- 
tion of Northern California for a great 
many years, have been made honorary 
members of that association. 
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Do you, /o0o, bors 
7o Cus Crinding Costs 7? 


32 ALUNDUM. . the Sensational New 


Norton Abrasive is doing it for many others 





ye weeks as com~ 
viously; 
ith four weeks pre 
cad er dressing compared W 
drical grinding of shafts 


"Wheel life of fi 


pare ith 
50 pieces P 


[20'' — Cylin 


"Gave over 1000 pieces per 
dressing compared to 300 pre- 
viously"' — Surfacing razor parts 


COMPARY 
9 > 


ai. UNDUM 
we nacesTer mass USA” 


eed steel crank 
da to 23 tools for 
__ Sharpening tools 


"Ground 30 high SP 
lathe tools compare 
competitive wheel 


"75% increase in life. Required no 
dressing'' — Sharpening file chisels 


And here’s why 32 ALUNDUM 
abrasive is cutting costs — 


I. The unique electric furnace process 
which eliminates crushing produces 
grains with many sharp points for faster, 
cooler cutting. 


2. Because the grains are over 99% 
pure fused alumina the many sharp 
points have exceptional resistance to 
dulling. 


3. The rough, nubbly surface of the 
grains insures strong, uniform bonding 
for longer wheel life and fewer dressings. 


Put 32 ALUNDUM grinding wheels to 
work cutting costs for you. 


NORTON COMPANY, WORCESTER 6, MASS. 


Distributors in All Principal Cities 
Trade-Mark Reg. U S. Pat. Off 















COLD FORGED 


exclusively 
HOLO-KROME 


SET-CAP-PIPE PLUG 
STRIPPER BOLT - KEY 


Savers of WEIGHT-SPACE-TIME 
WEIGHT: Because of greater 


screws are needed. 


strength fewer 


Internal 


SPACE: 


wrenching feature permits 
more compact design. 


Quicker and more positive tightening 
especially in close corners and hard- 
to-get-at places. 


TIME: 


PLUS — the fact all Holo - Krome FIBRO 

FORGED Socket Screws are made of 
special analysis alloy steel scientifically heat treated 
to develop the utmost in strength . . . Every H-K Socket 
Screw Product is guaranteed to give unfailing Per- 
formance. 


NOLO-KROME 


INTERNAL 
WRENCHING 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 





Your Holo-Krome Indus- 
trial Distributor is ready 
to serve you from his 
warehouse stock. 
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Business Policy 
(Continued from page 107) 


some years. Such a policy is also 
related to expectations with respect 
to future demand. Alternatively, in 
some instances efforts to recapture 
markets, or to secure them for the 
first time, may suggest policies bor- 
dering on temporary losses. In all 
price decisions competitors’ possible 
reactions must, of course, be criti- 
cally weighed. 

Price policy decisions may also 
impinge on finance and require a 
reconsideration of financial policy. 
The desirability of short term or 
long term borrowing, or the issuance 
of additional stock, cannot be de- 
termined without reference to the 
anticipated direction of interest rates 
and general credit conditions. Inter- 
related with both the marketing and 
financial factors of price policy is 
the firm’s credit policy, involving, 
among other things, discount prac- 
tices. 

All matters of business policy are 
necessarily related to general fluc- 
tuations in economic activity. These 
fluctuations may follow a definitely 
cyclical pattern, or take the form of 
primary and secondary post-war 
slumps with intervening high levels 
of economic activity, or they may 
reveal no discernable pattern at all. 
In any event, they are of the most 
fundamental importance to business 
policy makers. While accurate pre- 
diction is ordinarily impossible, 
careful thinking can at least help to 
avoid too great an impact on a given 
firm. 


J ee 


Stock Control in the A.A.F. 
(Continued from page 101) 


partial termination would represent 
the correct stock control action. Al- 
lowing for a three month tolerance 
of the twelve month procurement 
lead time, the net termination quan- 
tity would be current procurement 
(7800) minus the twelve month 
production requirement (3900) mi- 
nus a three month tolerance (5500 
+ 12 x 3 or 1380, say 1400) ora 
total of 2500. Such calculated ter- 
mination quantity would then be ini- 
tiated on a form as outlined in Fig- 
ure 9, 


Management Summaries 


Periodically the stock control 
management within the Army Air 
Forces must be furnished summary 
information by classification of 
items which will indicate to them the 

(Continued on page 274) 
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ORS PIPE THREADS 


An improvement in tube fittings every user should 
know about . . . Now being incorporated in 


IMPERIAL TUBE 


The Society of Automotive Engineers has issued 
specifications for an improved type of pipe thread 
This new pipe thread gives pressure-tight joints 
without the use of pipe dope. It is known as the 
Dryseal American (National) Standard Taper Pipe 
Thread and varies from the American Standard 
in that: 


1. There is a difference in the truncation of roots 
and crests of threads. (See “A” at right.) 

2. Effective length of thread has been made con- 
sistent for all sizes, with sizes over 4g” length- 
ened appreciably. (See illustration below.) 

3. Closer control of gaging is required to assure 
proper diameter, form, taper, etc. 


NO NEED TO USE DOPE bir B- ~4 v 


ON THREADS 

In the Dryseal Pipe 
Thread the truncation of the 
root is greater than the 
truncation of the crest, and 
contact between root and “E&W—WITH DRYS@AL | 
crest is assured in assembly , 
before flanks of threads en- 
gage. (See “B” at right.) 
The elimination of clear- 
ance at crest and root pre- 
vents spiral leakage and Note jouper cies thread on 
renders joints pressure tight 
without pipe dope. However, it is always good 
practice in assembling metal-to-metal threads to 
use some form of lubricant to prevent galling. 

RECOMMENDED ASSEMBLIES 

Pipe thread assemblies in which both parts have full 
length Dryseal American Standard Taper Pipe Threads are 
considered best for strength and seal. However, there are 
additional *S.A.E. specifications covering short Dryseal 
taper pipe threads and Dryseal straight pipe threads which 
offer certain economies or advantages in materials, clear- 
ances or assembly. For trouble-free assembly without sealer, 
the full length thread is recommended. 

FULL LENGTH DRYSEAL ON IMPERIAL FITTINGS 

Full length Dryseal Taper Pipe Threads are being incor- 
porated on pipe thread connections on all Imperial Flared, 
Compression, Hi-Duty and Flex Tube Fittings. Many types 
and sizes of Imperial Fittings are already coming through 
with these threads; others are being changed. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 
512 South Racine Avenue, Chicago 7, Illinois 












FITTINGS 


A. How Dryseal Differs 
From the American Standard 


DRYSEAL THREAD 









|e wider flat on root. 


AMERICAN STANDARD 


= Flats approximately equal. 


Note that in Dryseal thread above, there is greater 
truncation of root than of crest, producing a flat 
on root wider than. flat on crest. Accordingly, 
contact between root and crest is assured before 
flanks of threads engage. No spiral clearance is 
permitted, such as normally occurs in American 
Standard, in which truncation of roots and crests 
is approximately equal. Also, Dryseal thread is 
somewhat longer than American Standard on 
sizes over 14g” and gaging of threads is more 
closely controlled. 





B. Assembling Dryseal Thread 
LENGTH OF = 
EFFECTIVE THREAD 
HAND TIGHT 4 
ENGAGEMENT 


INTERNAL THREAD 




















eirenial THREAD 





4 
da 

















HAND TIGHT WRENCH TIGHT 


Note that crests and Note that flanks or 
roots of threads have sides of thread have 
already engaged now engaged mak- 
while flanks of ing a tight metal-to- 
thread are still apart. metal seal. 


Flats and clearances in drawings are exaggerated 
to emphasize distinctive features of Dryseal threads. 


FERS IN TUBE FITTINGS AND TUBE WORKING id 
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ALUMINUM 









aant Riera « 
“fey ete” es 


c= _ AVAILABLE TO 
FABRICATORS | 


righty 


now « 













Sais Consider your aluminum needs—then get 
i in touch with your nearest War Assets Ad- 
ministration Regional Office to see if we can 
fill your requirements. Even your highly 
specialized requirements might be filled 
from WAA surplus stocks. It costs nothing 
to find out. Orders are filled quickly and 
without fuss. 


All metals are sold under existing priority regulations. 
VETERANS OF WORLD WAR II are invited to be certi- 
fled at the War Assets Administration Certifying Office 
serving their area, and then to purchase the materials 
offered herein. 


Exporters are considered as wholesalers in the purchase of 
surplus property. Any question on export control should be 
referred to Office of International Trade, Department of 
Commerce, Washington, D. C. 










Offices located at: Atlanta + Birmingham 
Boston - Charlotte - Chicago + Cincinnati 
Cleveland - Dallas - Denver + Detroit - Fort 
Worth - Helena + Houston + Jacksonville 
Kansas City, Mo. + Little Rock +» Los Angeles 


GOVERNMENT 
OWNED 
SURPLUS 


Lovisville - Minneapolis - Nashville - New 
Orleans . New York . Omaha 
Philadelphia - Portland, Ore. - Richmond 
St. Lovis + SaltLake City + San Antonio 
San Francisco + Seattle + Spokane + Tulsa 157-9 
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Large 125-pound Iron 
Body Bronze Mounted 
0. S. & Y. Gate Valve. 





Large 250-pound Iron Body 
Bronze Mounted Regrinding 
Horizontal Swing Check Valve. 


Large 125-pound Iron 
Body Bronze Mounted 
0. S. & Y. Globe Vaive. 








200-pound Bronze Globe 
Valve with regrindable, 
renewable wear-resisting 
seat and disc. 








150-pound Bronze Gate 
Valve with screwed-in 
bonnet and inside screw, 
non-rising stem. 





125-pound Iron Body 
Bronze Mounted ‘‘Mas- 
ter Pilot’’ Gate Valve. 


Catalogs on request. Kindly state 
whether you are chiefly interested 
in Bronze, Iron, Cast Steel, or 
Corrosion-Resistant Valves. 


Vaal has the might Valves. for a// 


your Flow Control requirements | 


This may sound like a broad statement—but we 
can back it up. Because, through 100 years of mak- 
ing valves—and valves only—Powell has always 
been ready with valves that are right—in both 
design and material—to meet al// demands im- 
posed by the amazing growth of American Industry. 


Today the Powell Line includes Bronze and Iron 
Valves of every necessary type, size, design and 
working pressure; Cast Steel Valves of every type 
in pressure classes from 150 to 2500 pounds; and 
a complete line of Corrosion-Resistant Valves, 
including many special designs and made in the 
widest range of pure metals and special alloys 
ever used in making valves. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 





200-pound Bronze Re- 
grinding Horizontal 
Swing Check Valve. 150-pound Bronze Globe 
Valve with renewable, 
composition disc. 
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200-pound Bronze Gate 
Valve with union bon- 
net and renewable 
“‘Powellium” disc. 





Class 300-pound Cast Steel 


Swing Check Valve. 





Class 150-pound Cast Steel 125-pound Bronze Gate Valve Class 300-pound Cast Steel 


0. S. & Y. Globe Vaive. with screwed-in bonnet. 


O. S. & Y. Gate Valve, 
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Don’t send an ordinary file to do 


A PRECISION JOB! 


specify.. 


Gimerican Swiss Files 


Whenever you have a particularly 
difficult filing job, just look in the 
“AMERICAN SWISS” catalog — 
you'll find an exactly suitable file 
among the 3000 listed shapes, sizes 
and cuts. 

When the work is fine, remember 
that some “AMERICAN SWISS” 
files are made to tolerances as close 
as .002 in. — and some shapes are 
obtainable in dimensions as small as 
4 in. and less. ' 

When the work is heavy, remember 
that “AMERICAN SWISS” files are 
made of the highest grade file steel 
—no ordinary tool steel is used—and 
specially heat-treated to assure ex- 
treme toughness and uniform hard- 
ness. When you specify “AMERI- 
CAN SWISS” you are selecting a 
precision tool which has been so 
rigidly inspected that its quality is 
guaranteed. For 45 years the 
“AMERICAN SWISS” standard has 
been: “Only the best are “good 


enough.” 





‘ 


Buy From Our Distributor 
AMERICAN SWISS FILE & TOOL CO. ~ 
ELIZABETH 1 NEW JERSEY 


dh & 


ASK FOR THEM 
Sr TH:S NAME 


WNeuUCUn 





SWISS PATTERN FILES 





Stock Control In the A.A.F. 
(Continued from page 270) 

total stock position in terms of units 
and dollars. A sample summary of 
this type, prepared once each three 
months, is indicated in Figure 10. 
This summary is entirely separate 
from the periodic fiscal report out- 
lining the degree of conformance of 
the stock control program with the 
planned budget for such items. 

The stock movement data in this 
summary presents a breakdown of 
the total number of items for which 
there have been no issues during the 
past six months period and indi- 
cates possible items which should 
be removed from stock in entirety. 
The excess action data presents the 
number of the total items requiring 
some disposal action. The balance of 
the data indicates to management 
the effectiveness of the stock control 
system in the maintenance of a bal- 
anced stock and procurement posi- 
tion. Over investment in inventories 
creates a loss to taxpayers in the 
same manner as an excess inventory 
produces a loss for a retailer or 
manufacturer. $y a constant ap- 
praisal of such summaries, the final 
procurement policies and action will 
be such as to accurately augment 
the existing inventory status and the 
planned issue program. 

Changing military plans created 
both within the service and by the 
Congress cause major upheavals in 
the stock control program and ac- 
count for the oftentimes violent 
changes in the procurement pro- 
gram. Without a flexible system of 
operation and control, it would be 
impossible to reflect these high vol- 
ume changes into a correct procure- 
ment schedule. The stock control 
system is indeed the key to the ma- 
teriel purchasing program of the 
\rmy Air Forces. 

yan 
The Container Situation 
(Continued from page 110) 
of glassine are laminated. 

Paper bags of transparent films 
such as cellophane have opened up 
markets for products formerly sold 
in bulk. Recently transparent films 
have been coated with lacquers and 
sheet sealing and moisture-proof 
chraracteristics. 

Foil bags, used extensively in 
packaging war materials, are now 
available for use with civilian prod- 
ucts. Foil is usually laminated to 
some other type of paper such as 
kraft or glassine. Foremost among 
the qualities of foil is its abilities to 
exclude light. Foil laminated paper 
will also protect highly hygroscopic 
products. 

(Continued on page 276) 
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ARMSTRONG-BRAY 


GEAR and WHEEL PULLERS 


Essential tools for the mainten- 
ance and repair of machinery, 

engines and shafting. 

remove gears, pulleys, 
sheaves, bearings, sleeves, etc., 
easily and pare sl without bat- 
tering or breakage. STEELGRIP 
Rigid Arm Pullers in standard 
and special types CHAINGRIP 
Pullers, that reach-in considerable 
distance from the end of shaft; 
automotive pullers, etc. — 41 
types and sizes. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 


5378 Northwest Highway, Chicago 30, U.S.A 

















IF YOU ARE NOT NOW 

RECEIVING A PERSONAL 

COPY OF PURCHASING 
EACH MONTH-- | 


—drop a line to Reader Service | 
Department, Purchasing. 205 
East 42nd St., New York 17, 
and we will enter your subscrip- 
tion promptly — price $3 for 
one year. $5 for two years. 
You will then get your copy 
of PURCHASING promptly 
and will be able to clip the valu- | 
able articles in it for your per- | 


sonal reference files. 
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ear Pullers 


On the testing floor . . . in maintenance operations . . . wherever there is a need 

for gear pullers, Snap-ons are favored by men who know good tools. There are 
four definite reasons for this popularity: (1) Snap-ons have more “locking power” 
for added safety. (2) They give you a “tip-less” pull that prevents binding. 


(3) You enjoy smooth uniform power for easy pulling over the entire range. 
(4) Snap-on pullers are available in a wide range of types and sizes. 


You'll like the comfortable, well-balanced feel of 
Snap-on pullers. They have the ruggedness 

and stamina that makes easy jobs 

out of the tough ones. 


Ask the Snap-on man who calls at 
your plant for full details on Snap-on 
gear pullers or write for catalog of 
3,000 Snap-on tools for industrial 
production and maintenance. 


SNAP-ON TOOLS CORPORATION 


8048-. 28th AVENUE KENOSHA, WISCONSIN 


ae 


P vie 
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SONGNOHOAURESEOEOHOROEDEOEAGHOSOAGRGUDSNGUGESSGEOEUSESEOEORGSORGSSGOGHESEGOREGHOHOHOEOGERESESERHOEOSEEOEOHES The Container Situation 


There’s an Eastern Mixer for Every Job AOE Dee a00r 10 


the qualities of foil is its abilities to 

Our Engineering Department has a wide experience in recom- exclude light. Foil laminated paper 

: =F ; will also protect highly hygroscopic 
mending mixers for practically every mixing requirement. There 

is no substitute for this practical experience in supplying the most 


products. 
aaa : gee Mr. Hinkle said that the heat- 
efficient equipment for each particular processing application. 


sealing closure will form a tight seal 
with a material such as lacquer or 
hot melt coating that will effectively 
prevent loss or gain of moisture. 
“Tests have proved that bags closed 
by heat-sealing will be at least 50% 
better in protection than will be a 
bag closed by ordinary adhesives or 
any of the other types of closures,” 
he said, 

Heat-sealing also prevents the 
sifting out of fine mixes such as 
flour, pudding powders, and other 
fine and granular products. 

The automobile industry is using 
bags with heat-sealing closures for 
packaging parts, to protect them 
against tampering, corrosion, etc. In 
the frozen food industry, such bags 
are used to prevent leakage, the bags 
also being used as liners for card- 
board packaging. 

Mentioning the comparatively re- 
cent development of heat-sealing 
equipment, he said that the prepared 
flour mix industry is equipping its 
plants with machines that will insert 
a paper bag in a carton, automati- 
cally fill the bag and heat-seal it, 


then close the carton with automatic 

equipment. A complete packaging 

L te u if BU LL line using these units will open, fill, 
CC cane: weigh and close bags and cartons at 


AS YOUR DEPENDABLE SOURCE OF SUPPLY a rate of from 60 to 80 per minute. 


In conclusion, he said that the bag 
industry has substantially increased 


The mixer shown here meets practically every requirement for 
stirring thin and medium viscosity liquids. It is Model H-l, % 
H.P., operates at 1725 R. P. M. and is available with motors of 
all enclosures. Light in weight, it is readily portable and can 
be easily shifted from one tank to another. This is important 
where frequent cleaning or changing of the shaft is necessary. 
This series is widely used because of its broad application and 
comparatively low cost. Other standard models are available 
operating at 1125 R. P. M. and 400 R. P. M. Other geared 
models are obtainable operating at speeds from 190 R. P. M. 
to 800 R. P. M. Quick delivery may now be had on many 
models of Eastern Mixers. 





eG 


Eastern has developed a mechanical rotary seal to replace 
MODEL H-1 


the conventional stuffing box in side-entering mixers. It is appli- 
cable for non-corrosive liquids, including hydrocarbons, aqueous solutions, etc. 
It is particularly desirable for use with oil-sensitive substances. Maintenance 
trouble will be a thing of the past. Experience has shown seal will stand thou- 
sands of hours of service without maintenance or replacement of parts. 


Write now for catalog on Eastern Mixing Equipment. 


EASTERN INDUSTRIES, INC. 


SUCCESSORS TO 


EASTERN ENGINEERING COMPANY 
61 FOX STREET, NEW HAVEN 6, CONNECTICUT 


TTT 


PTT ee 

















its facilities. However, increases in 

44LET’S TAKE THE SIMPLE, IN- supply of bags are dependent on raw 
EXPENSIVE TYPE D SWITCH @ @ materials, the supply of which is in- 
adequate at present. The OPA has 

AND MAKE IT BETTER THAN IT a ceiling price on pulp, under which 
HAS EVER BEEN MADE BEFORE // it 1s impossible to get needed sup- 


plies from Canada and Sweden. 
Production problems will be solved 
when these controls are lifted and 
materials again become available. 


In just those words more than a year ago, 
a Trumbull team of design and production 
engineers set to work to give the Electrical 
Industry's basic low-cost enclosed switch 





“the works”. How well they have succeeded Fae 
is for YOU to decide. But we know in 
advance what your verdict must be. For, Southeastern P.A. Conference 
= only is this an outstanding — of at Birmingham 
© Pent eoceeted. merican postwar ingenuity in making a : 
‘ “core ane “ poduct far superior in quality and perform- (Continued from page 120) 
“off” position. ance at low cost... it is also the hand suppliers, ruling out such practices 
we somest, simplest, most easily wired, sturdi- d at th ame time resulting in 
© Straight through wiring. est and best engineered Type D Switch you — = cae . & 
© Back mounted. hands eate*. . ah eh Glies. simpler, fairer, and more under- 
© Mere wising space. ; standable contracts. Mr. Jolly’s com- 
‘ Now coming off our new streamlined pro- plete address is published in this 
Switch unit removable. duction lines mighty fast. Place your orders, issue 
: ‘ ’ 


ad cena Gontemen! R. N. Patrick, Purchasing Agent 


of the Plantation Pipe Line Com- 
pany, Atlanta, and first president of 


(Continued on page 280) 


THE TRUMBULL ELECTRIC MFG. CO. ° PLAINVILLE, CONN. 


OTHER FACTORIES AT NORWOOD, O. — SEATTLE, SAN FRANCISCO, LOS ANGELES 
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Machines Run 4 Times Longer Per-Tool-Grind! In job- 
lot machining of cast iron pulleys, “Standards” — 
adapted to 8 roughing and finishing operations—held 
down initial tool costs, stepped up production, kept 
machines running 4 times longer per tool grind. 






Van, Fs 





} oT or eZ 
4 Stations on Turret Eliminated—19 Tools Saved! B 80% of Hand-Polishing Eliminated! High surface finish 
tooling up with Carboloy Cemented Carbide “‘Stand- obtained in mass-production machining of this steel 
ards”, 4 turret stations were eliminated, 19 tools gear made possible cutting hand-polishing time 80%. 


saved. Savings like this, month after month, add up 
to big cost-reductions per year. 





CHANGE TO CARBOLOY ‘‘STANDARDS’’ 
FOR RESULTS LIKE THESE IN YOUR PLANT 


A change to Carboloy Cemented Carbide “Standards” 

is a change to increased production, better finish, 
lower cost. Available in 11 Standard Styles—adapt- 
able to 60%-80% of the turning, facing and boring ° 
jobs, they are actually priced lower than ordinary 
tools in many sizes. 


For a useful guide to most efficient use of “Standards”, 
grades, prices, specifications, etc., write today for 
Catalog GT-175R. 

The word Carboloy” is a registered trade- 


mark of Carboloy Company, Inc., sole 
makers of Carboloy Cemented Carbides. 


CARBOLOY COMPANY, INC. 


11191 E. 8 Mile Avenue + Detroit 32, Michigan 


Stade“€ARBOLOY TOOLS = 


wt 
Coast To Coast, _, 
CHICAGO « CLEVELAND « DETROIT « HOUSTON « LOS ANGELES * MILWAUKEE « NEWARK « PHILADELPHIA « PITTSBURGH * THOMASTON 
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WIECHMIS 


P?D.0. 


Those letters P.D.Q. represent just how fast 
Piant Purcwasinc Directory will produce 








complete industrial buying information for you. 
It’s already doing it for well over 100,000 
industrial buyers throughout the world. 


5 Ce eer per Sa 
4 Be gp. 855 3 
ee ee oN 


Get the habit of using PLANT PuRCHASING 
Directory. It is the only desk-size general 
industrial directory published. It is practical 
in scope, light in weight, up-to-the-very-minute 
with new sources . . . products . . . addresses. 

If by chance you do not have a copy—and 
are at present. buying industrial products, in- . 


vestigate within your own organization as to 





who among your associates may have a recent 
copy. Possibly you may have greater need 
for it than they. 


lerreae anirin 3 inet. 5 | In case you cannot locate a copy, write us. 





li C0 ae | a We want every industrial buyer to have 
. — the benefits this buyers’ guide is al- 





ready producing for so many. 
Begin using PLant PurcHas- 
iNG DrirEcTory today. 


PLANT PURCHASING 


DIRECTORY 


333 North Michigan Avenue 
Chicago 1, Illinois 




















DeceMBER, 1946 


279 












j Stamina 


Toughness 
Long Life 


built into Cleveland 


Cap Screws by 

















as applied in the Kaufman process 


Fasteners you can depend on to stand 


the strains of heavy construction work. 








| AP of heavy construction machinery, metal working machines, auto- 
motive equipment and farm machinery recognize their responsibility in using 
dependable high quality fasteners. You profit by following their example — use 
Cleveland High Carbon Heat Treated Screws for their unusyal strength and 
uniform accuracy. Specify Cleveland Top Quality Fasteners. 


THAT LT) We Coveland Cap Foro Compan 
Topo Chul he EAST 79TH STREET. aay "CLEVELAND a ae 
FASTENERS Wershovien Chicos and hiledtghia 


Ask your Jobber for Cleveland Fasteners 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND AC RACY 
















OAKITE 
MATERIALS 


... to help solve all your cleaning problems 


ee 
A Man Well Worth Knowing! 


That's your local Oakite Technical Service Representative. Ready 
(at your call) to roll up his sleeves and pitch in on your cleaning 
problems — big or little! 





Here’s how the Oakite man works: First he considers the surface 
to be cleaned; the contaminant to be removed; water conditions 
and the like. Based on this thorough understanding of your par- 
ticular problem, your Oakite Representative then makes recom- 
mendations (double-checked when necessary in the Oakite lab) 
that will surely give you that precise degree of cleanliness in less 
time with less effort at less cost. 


So, if you’ve a cleaning problem, consult your nearby Oakite 
Technical Service Representative. His readily available advice 


costs you nothing...it may well pay you handsome dividends. 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 6, N. Y. 
Techaical Service Representatives Located ia All Principal Cities of the United States cad Conada 


OAKITES “CLEANING 





ATERIALS - METHODS - SERVICE-FOR EVERY CLEANING REQUIREMEN| 





XLO MUSIC WIRE 
—the wire of a thou- 
sand uses now avail- 
able with special alloy 
coating —resistant to 
corrosion and rust. 


This smooth coating 
acts as a lubricant, 
reduces tool wear, 
withstands 700° 
Fahrenheit. Highest 
tensile without dis- 
ruption to physicals. 
Sizes .003” to .080”. 


JOHNSON 


Sta WIRE COMPANY, INC. 


WORCESTER 1 MASS. 
AKRON DETROIT CHICAGO ~ LOS ANGELES 














NEW YORK TORONTO 











PURCHASING 


Southeastern P. A. Conference 
at Birmingham 
(Continued from page 276) 


the Georgia Association, led the dis- 
cussion on Mr. Jolly’s paper. 

Stuart F. Heinritz, Editor of 
PURCHASING Magazine, New York, 
spoke on “The Future of Purchas- 
ing’. He made the point that a 
realistic consideration of this topic 
must be concerned not only with the 
potentialities of the purchasing func- 
tion, but with the extent to which 
such potentialities can actually be 
realized, and this depends largely on 
what those outside of purchasing 
think of it. He cited some of the 
opportunities and shortcomings in 
purchasing performance and associ- 
ation activities that contribute to this 
evaluation. The complete paper was 
published in the November issue. 

Dana Price, Purchasing Agent of 
the Freeport Sulphur Company, 
New Orleans, led the discussion that 
followed this presentation. 

A. Grant Clark, Purchasing 
Agent of the McWilliams Dredging 
Company, New Orleans, and Dis- 
trict Vice President, N.A.P.A., next 
addressed the conference on “The 
Affairs of District No. 7”. Mr. 
Clark reported notable gains in 
membership, interest and activity 
throughout the District, reflecting a 
very healthy condition. 

Harlan E. Cross, Purchasing 
Agent of the Sloss-Sheffield Steel 
& Iron Company, Birmingham, a 
past District Vice President, and 
currently serving as chairman of the 
District Activities Committee, re- 
ported on the work and plans of 
that committee. An abstract of his 
remarks appears elsewhere in this 
issue, 

T. A. Corcoran, of Louisville, for 
the Resolutions Committee, ex- 
pressed the appreciation of South- 
eastern Purchasing Agents for all 
who had contributed to the success 
of the meeting. President Aljian 
took the floor briefly to congratulate 
Chairman Cole and his committees 
on the outstanding quality and con- 
structive nature of the conference. 
He declared his intention of telling 
purchasing men about it in all sec- 
tions of the country as he visits 
them, and predicted that this confer- 
ence would become the pattern for 
similar meetings in other districts. 

Other announcements concerned 
the arrangements for golf and plant 
visitations on Friday afternoon. In- 
vitations were received from the 
Louisville and New Orleans Associ- 
ations to hold the 1947 conference 
in their cities. The conference 
thereupon adjourned. 
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Everything for your Piping Job 
from One Complete line 


The type of installation—or size of the job—makes 


no difference. Whatever your piping needs— select- oe 

ing from the complete Crane line assures the maxi- een —_— 

mum benefits of standardization. RESP ITY 
For this ammonia compressor installation, for in- , ALITY 

stance, one order to your Crane Branch or Whole- 

saler covers all the piping materials. Specifying, 

buying, and erecting—every step of the job is sim- 

plified because you deal with a single, responsible 


source. And watch how it speeds piping mainte- 
nance work. 
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With top quality assured by Crane Co.’s 90-year 
leadership in the field, standardizing on Crane 
equipment gives you this 3-way advantage: 

WORLD'S MOST COMPLETE SELECTION of valves, 
fittings, pipe, piping accessories, and fab- 
ricated piping—in brass, iron, and steel— 

for all power, process, and general service 
applications. 

ONE RESPONSIBILITY for piping materials— / 
helps you to get the best installation, and ‘ \ 
to avoid needless delays on jobs. 

OUTSTANDING QUALITY in every item—assur- ~ 
ing uniform durability and dependability 

throughout piping systems. 


CRANE CO., 836 S. Michigan Ave., Chicago 5, III. — 
Branches and Wholesalers Serving All Industrial Areas “~S 2 
































1 / / Cree Lenens 


4 eS i | GASKETS 








SCREWED 
FITTINGS 











(Right) FOR SAFE CONTROL OF NOXIOUS GASES — 
Crane Ammonia valves and fittings—especially recom- 
FLANGED mended for high-pressure refrigeration service. Many 
FITTINGS exclusive refinements of design, materials, and manu- 
facture assure maximum safety and efficiency. The 
line includes globe, angle, needle-point, pie’ g check 
valves, flanged and screwed fittings, flanges, 
return Sooke etc. Rated at 300-lb. ammonia 

working pressure. See your Crane Catalog. 





EVERYTHING FROM... 


VALVES «+ FITTINGS 
PIPE + PLUMBING : 


NG + PUMPS ; 
NAT | FOR EVERY PIPING SYSTEM 
| ees ae : 











Let Ls Keep faith 


4240 this, the nineteen hundred and 
G\)| foreu-sixth anniversary of the 
¥ # | birth of Christ, tet each Ameri- 

2S | can rededicate himself to faith in 
God—faith i in this great nation of ours—faith 
in his fellotomen—and faith in himself. deo gn 
these confusing times, let us remember that the 
foundation of our country was laid on Christian 
precepts, faith, courage, foresight, and freedom 
from turanny. @eo Let us, then, on this natal 
dav of our Redeemer, prav for His guidance 
that Wwe may have strength, courage, and un- 
derstanding to carry on the faith of our fathers. 
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V. BULLEIT, assistant treasure 
i the Wood-Mosaic Company, 
Louisville, Ky., producers of hardwood 
flooring, lumber, veneers and dimension 
stock, who, by the way, is president of 
the Purchasing Agents Association of 
Louisville, supplied the accompanying 
forms used by his purchasing department 
for use in the Forum 


Local Sources Records 


You will find them of interest because 
they differ materially from similar forms 
previously presented to you in the Forum. 
They include two simple card records 
maintained on 3” x 5” stock cards which 
have proved quite helpful, One of these 
lists specific products or equipment and 
the local suppliers thereof. The other is 
a record of local suppliers and the prin- 
cipal kinds of material and equipment 
that they sell. 

The Purchase Requisition is out of the 
ordinary, you will note. It carries the 


Simple Card Record of Local Suppliers and Suppliers 
of Specific Products; Permanent Record Card; 





Monthly 
FORMS FORUM 


Auxiliary Purchase Order and Requisition 


instruction: “Put only one kind of com- 
modity on this sheet.” And for that rea- 
son, but three lines at the top of the 


form are allotted for the order. The 
requisitions are filed by commodity, and 
(Continued on page 284) 





PURCHASE ORDER No. 
WOOD-MOSAIC COMPANY, Inc. = 2AEESntiit: 
Highland Park 
Louisville, Kentucky 
To - 7 aouTina 
pelle ACKNOWLEOGE 
a is MM TTY A 
— thn Be th eee TO IN@PECTION openers 








2 oO eae 


PURCHASE: REQUISITION 





QUANTITY 


PUT ONLY ONE KIND OF COMMODITY ON THIS SHEET 


WOOD-MOBAIC CO., Inc. 


—— Sy 











WHEN WANTED REASON FOR PURCHASE 





APPROVAL 
feo ey DATE 


OGPT. H&A0 DATE 


EXPENSE CONTROLLER OATE 


gormave er ener ¢ Above: Auxiliary purchase order 





CHARGE OEPT. 


used by the Wood-Mosaic Com- 


SPACE BELOW FOR PURCHASING DEPARTMENT USE : pany. It is used when order runs 





eovuece 


wmice orecounNnT 


more than one page, and for mak- 

. ep ing extra copies of the regular 
order. 

Left: The purchase requisition 

-— form is used for but one commodity 





Woopd-Mosaic Co., INC. | 





= 
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Follow-Up and Inquiry Forms 


ERE are a few of the important 
forms used in the Purchasing De- 
partment of The Bossert Company, Inc., 


producers of heavy to light metal stamp- THE BOSSERT ComPANY. INC. 





ings and metal fabricators, Utica, New Sevacusewse 1000 
York, supplied by faa F. I fumphrey, Pur- MEAVY TO LIGHT METAL STAMMINGS 
. % @nancn ormcas DEEP DRAWING MEAT TREATING cams avonace 
chasing Agent. DETROIT - NEW YORK ee ae waurens ume ence 
One of these is a follow-up form which UTICA 1, NEW YORK 


is used in tracing orders which have not 
been acknowledged or show no delivery 
promise. It is printed on the company’s Gswrieean: 
regular letterhead form, and has proved 


; i PLEASE FURNISH IN THE SPACE BELOW INFORMATION CHECKED 
quite practical. It will be noted that the 
1 I 





























° e REGARDING OUR OCROER No. For 
bottom of the form provides form space Z . 
for reply by the vendor. QOS RETHNS: TS OR AY QUES, IP EUEROER, BEND. tOVOIES. 
“The Inquiry—Not an Order” form is 
printed on sheet of letterhead size 8%” x WE HAVE NO ACKNOWLEDGMENT OF THIS ORDER. PLEASE ADVISE 
, a ° AVE RECEIVED IT i?) HE Ss T ° 
11”. Mr. Humphrey states it has proved wares ‘ en ie se ae 
very useful and saves considerable time. YOUR ACKNOWLEDGMENT OF THE ABOVE ORDER GIVES NO SHIPPING | 
It is illustrated on page 204. DATE. PLEASE ADVISE WHEN WE MAY EXPECT SHIPMENT. 
Form 201 is a simple mimeographed MATERIAL ON THIS ORDER 1S URGENTLY NEEDED. PLEASE RUSH 
form of much importance made out by OL PEESIOLE AUP SOUTEE SHIPPING DATE OT CUES. 
+ . ( . Yep » _ Z ( ° res 1e OHIPMENT OF ABOVE ORDER WAS PROMISED FOR ° 
the rder Department. It authorizes th bis 0s Gb tauees 1s aces & ae, eee, 
purchasing department to buy certain BE MADE? tas al 
types of material. A second copy of this PULASE AOVISE UNEH WE WAY EEPECT SHICUEET OM Tee. SALance 
» . =e j OUE ON THE ABOVE ORDER. | 








form is sent to the Steel Stores Depart- 
ment where it authorizes the issuance of 
the material to the plant for fabrication. 

When material is issued out of Steel 
Stores to the plant, the form “Direct 
Material Used”, No.. 315, is used, the 
original being kept in the Steel Stores THE BOSSERT COMPANY, INC. 


VERY TRULY YouRS 














Department and the duplicate going to By 
° . PURCHASING AGENT 

the Cost Department which it supplies 

eM a ' ; —e 
with information required for cost rec- Sinn aan teeth 
ords. , i ate si 

The “Lot Order and Schedule” form, 

Carn IwiTIAL ANO NumBEeRS RouTinc 


No. 302 is made out by the Order De- 
partment, is used for scheduling parts Remanns: 
throughout the plant. The Purchasing 


Department notifies the Production De- 








partment thereon, where the material is 
Satine, toate (Continued from page 283) 
(Continued on page 294) of themselves provide a complete history 

of the procurement of that commodity. 
They are kept for one year, and then 
disposed of. 

In addition to being initialed by the 
person requisitioning the material, the 


Used for scheduling Orders through plant 










ie, ae LOT ORDER and SCHEDULE | Penta 


Actual Size 5" x 8” 














( ememer Our 5.0. Ne | Charge Acct Dee lanes 
i By ReNiery: <8 as | = ee requisition is approved by the head of 
recs | Maeriet tate Prem Conse | Gaeaame ‘an | some the particular department concerned, and 
eseisieca tem = a ad then by the expense controller. The lower 
: : eG SOS | | part of the form is for purchasing de- 
REMARKS partment use. 
The Purchase Order form reproduced 
SCHEDULE OF DATES TO START MOVING MATERIAL OUT OF THE FOLLOWING DEPARTMENTS is what may be termed an auxiliary form 
i ' Ce ee ee “ which is used whenever an order runs 
caine : more than one page (it is not seriaily 
STARTED OUT 





+ 1 EE GEES GEE an | {|— t numbered), or whenever a copy of the 

- — — regular purchase order form is lost. The 

actual size of this form is 714” deep by 

8'4” wide. It was designed this way so 

that it might be placed in a window 
envelope, with one fold. 

Three copies of the Purchase Order 


COMPLETELY OUT 


i 
| 











(Continued on page 288) 
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The 1-2-3 of 
paper work production 


Speed it... controlit.... save money on it— 


with Mimeograph brand die-impressed stencils ... A single writing gives you as many copies as you 
need on the kinds of forms you want to use 
that’s the big advantage Mimeograph brand die- 


impressed stencils give to paper work procedures. 


Your own ruled forms or headings are die-im- 
pressed into Mimeograph brahd stencil sheets. 


All your typists do is add the variable. fill-in 
material by typewriter. 








Then the completed form and variable informa- 
tion are produced together in one operation on 
the Mimeograph brand duplicator. 


FREE Send for more information 
on Mimeograph brand die-im- 
pressed stencils—how they speed 





production, save money, and sim- 
plify control of paper work systems 





a nd procedu res. 


s ° ° err ee ee ee 
It’s as simple and easy as that. You don’t l o q 
aie + ae saa \. B. Dick Company, Dept. P-1246 
have to wait for pre prease do forms — or | 720 West Jackson Boulevard, Chicago 6, Illinois | 
stock and store obsolescent forms. One | Please send me a free copy of the new folder | 
proofreading is enough—for all copies are Mimeograph Die-Impressed Stencils. 
identical. And all copies are easy to read, | | 
. or Pi cs wa cme Re bee oa een e ee abs ered 
clear, black-and-white, non-smudging, non- 7 ss | 
fading. | ORGANIZATION. .............secceetecceeeeees 
For complete details and the assistance | | 
f ¢: ’ ee NE re emer 
of experts in factory paper work problems, | 
write A. B. Dick Company, 720 West 7 ET er Pa em TS ene 
Jackson Boulevard, Chicago 6, Illinois. es Ne Bea Toe = 


BR Mimeograph brand duplicator 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. 





COPYRIGHT 1946, A. B. DICK COMPANY 


















WHAT'S THE LIFE OF AN 
INSURANCE POLICY? yeux 


10 years? ...20 years? ...a lifetime? 
And the paper must be as white . . . the 
printing as legible as the day it was 
issued. Ask your printer how you can 
be sure of this kind of permanency for 
every type of document. Paper is his busi- 
ness—he knows it intimately. As an expert he 
will almost certainly call your attention to 























/ 100% rag ¥ Super Opaque V4 weights 
Jd Distinctive unglazed parchment finish 


Whén you want to KNOW... go to an expert! 


Rising Papers 


Ask your printer...he KNOWS paper! 





Rising Paper Company, Housatonic, Mass. 








































REQUEST FOR FREE 1947 CALENDAR 
THE FREDERICK POST COMPANY 


; 4 
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JOHN S. COLEMAN NEW PRESIDENT 
OF BURROUGHS ADDING MACHINE 
OTHER EXECUTIVE CHANGES 


John S. Coleman has been named presi- 
dent of the Burroughs Adding Machine 
Company, Detroit, succeeding Alfred J. 
Doughty who resigned as president and 
a director on the advice of his physician. 
The change was effective October 15. 

Mr. Coleman, a graduate lawyer, had 
been a vice-president and director of 
Burroughs since May, 1944. Although 
only 49 years old, he brings to his new 
assignment more than 26 years’ experi- 
ence in Burroughs marketing and manu- 
facturing. 

Alfred J. Doughty had been closely 
connected with Burroughs machines over 
a period extending back to 1884 when, 
as a boy, he became associated with 
William Seward Burroughs in the in- 
vention and assembly of the world’s first 
practical adding machine. He was vice- 
president and a director from 1923 to 
1943 and president from 1943 until his 
resignation. 

Mr. Coleman, the youthful new presi- 
dent, interrupted his law studies to enter 
the army in the First World War. He 





John S. Coleman, President 
Burroughs Adding Machine Co. 


completed his pre-legal training following 
his discharge, then joined with the Wash- 
ington, D. C., branch of the Guaranty 
Trust Company. Later, he served with 
the Federal Board of Vocational Guidance 
before being graduated in law and ad- 
mitted to the bar. 

He began his Burroughs career in 
March, 1920, as a junior salesman at 
the Company’s Washington branch, where 
he became assistant manager and, in 
1937, division manager. 

With the outbreak of World War II, 
Mr. Coleman assumed the critical re- 
sponsibilities of liaison man between Bur- 
roughs and the Government. While in 
that capacity, he became assistant to the 
vice-president. In March, 1943, he moved 
to Detroit as executive assistant and be- 
came a vice-president and director the 
following year. 

In addition to the resignation of Mr. 
Doughty and the appointment of Mr. 
Coleman, Burroughs also announced a 
number of other executive changes. These 
changes involved promotion of: 

Laurence V. Britt, former executive 
vice-president, to chairman of the board 
of directors and chairman of a newly- 
formed executive committee. 

John L. Stewart, formerly vice-presi- 


(Continued on page 292) 
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Visible Follow-vp 
combined with purchase- 
order record file! 


Now, more than ever alert purchasing 
men are using the famous Follow-Up 
Folder with Visible Tip to maintain con- 
tinuous pressure on suppliers for prompt 
delivery of goods ordered. 

It’s the most practical, easy-to-operate 
and effective expediting contro] ever 
devised! 

Sliding colored signals flash follow-up 
dates of all orders in the file—instant 
and positive selection each day of all 
items requiring action. Filing in alpha- 
betic or numeric sequence, with copies 
of related correspondence right in the 
record, means faster reference 
rate tickler files required. 

Time-saving, efficient Visible Tip Fol- 
low-Up Folders are economical, too! 
may be re-used indefinitely by changing 
of removable title inserts. 


no sepa- 


MORE PRACTICAL TIPS... on 
all phases of Purchasing Department ad- 
ministration are available to you in this 
FREE book: “Purchasing Department 
Records and Routines” — 64 illustrated 
pages devoted to helping you meet the 
many pressing difficulties of Purchasing 
today. Write us now— WITHOUT 
OBLIGATION. 


ss Y S$ T E M 8 


315 FOURTH AVENUE 


Reninglon 













PURCHASING 
DEPARTMENT 





* NEW YORK 


10, 


NY 
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COMMERCIAL FORMS 
AND SYSTEM 















An ally of modern management, 
Reynolds and Reynolds is one of 
the world's largest suppliers of 
printed or lithographed control 
and operational forms. 


@ CARBON INTERLEAVED SYSTEMS 
@ BUSINESS MACHINE FORMS 
@ PAYROLL CHECKS and SYSTEMS 








Effective Advertising 


OA 
Literature, istinct! 


Business 
tionery 2 . 
oe of every px 











COMPANY * DAYTON 7, OHIO: 
Estoblished 18660 


SALES OFFICES IN 
MANY PRINCIPAL CITIES 


* < 
or 
oo no 
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(Forms Forum—Continued from page 284) 
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Permanent Record Card. One is made for each commodity purchased 


are made up — for supplier, duplicate 
for the department requisitioning the 
material, and the third is kept in a 


tickler file in the purchasing department. 
After the material has been received, this 
copy is so noted and placed in an alpha- 
betical file to await receipt of the in- 
voice. Upon receipt of invoice, due record 
is made on this copy which is then filed 
numerically. 

The Permanent Purchasing Department 
File Card, reproduced on this page, is a 


commodity record, which is maintained 


in an alphabetical file as a permanent rec- 
ord. A card is made for each commodity 
purchased. This card shows the name ot 
the supplier, the date of the order, the 
order number, quantity ordered, depart- 
ment using material, the price, f.o.b. 
point, and date of delivery, plus a remarks 
column. The reproduction of this 5” x 8” 
card also carries a “rating” column 
which was used for indicating priority 
ratings during the war, and will be 
eliminated when form is reprinted. 
(Continued on page 290) 





Adjustable Clamp Co. 


C-clamps, adjustable 





414 N. Ashland 
Chicago, Ill. 


DEALERS : 





Clamps 


Oglesby & Simpson Supply Co. 
432 E. Broadway, City 2 


Todd-Donigan Iron Co. 
811 W. Main St., City 2 





Record of Commodities and local suppliers thereof 





Bohnert Equipment “o. 





104 West Main St. City 2 


Economy Engineering Co. 
Yale & Towne Mfg. Cow. - 
Hough Shade Corp. - 
Cushman Motor “orks - 
Nutting Truck&Caster Co.- 


Elizabeth Iron Works - 





The telescoper 
Lift trucks & skid platforms 


Ventilating shades 
Auto-glides 
Floor wheels, trucks, casters 


Bridge Ramps 





Local suppliers and principal material or equipment handled by them 
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You Can Do It All With Two Words 











The executives and their ever-—faithful 

secretaries want better letterheads. 

The bookkeepers want better ledger 

paper. The duplicating machine oper- 

ators are yelping for paper that will be 
insure better results. 


What to do? 


Just keep two easy-to-remember words 

in the back of your mind and you’re BOND + MIMEO + LEDGER + DUPLICATOR 
all set. The words...Eastern’s Atlantic. MADE BY 

Yes, when you’re ordering paper, specify EASTERN CORPORATION 
Eastern’s Atlantic Bond for letter- BANGOR, MAINE 

heads and envelopes, Eastern’s Atlantic 
Ledger for your bookkeepers, and East-— 
ern’s Atlantic Mimeo or Duplicator for 
your duplicating machine operators. 

















AGTHee & Oheemeswettn 
+ Aconeree 


wt mene ee: me “06 we 


Accountants and top executives do! For so desirable are dignity, 
conviction, color clarity and uniformity in important reports, 
that CPA’s willingly sanctioned the extra typing time required 
to prepare three duplicate originals. 


In today’s increasing demands for all types of financial reports, 
this time-taking retyping of originals is no longer necessary! 


Columbia ACCOUNTANT SPECIAL CARBON PAPER 


a specially manufactured, hard surface, smudge proof carbon 
sheet for accountants, produces carbon copies so impressive 
that they can hardly be distinguished from the original. 


Best matched with these copies, for clarity and color, are superb 
originals typed with Columbia Classic Typewriter Ribbons, 
companion products to Accountant Special. And to compen- 
sate for uneven typing touch, to assure even impressions, supply 
your typists with inexpensive Columbia Back- 
ing Sheets, which slip easily into the machine 
between the last carbon copy and the platen. 


Ask your office supply dealer or the Columbia 
office nearest you for demonstration and prices. 


MANUFACTURED BY 
COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 
Main Office & Factory: Gien Cove, Lb. L, N. Y. 
New York Sales & Export: 58-64 West 40th Sc. 
Midwest Sales: Kansas City, Mo., Dwight Bidg. 
Chicago « Detroit « Milwaukee « Min lis 
Nashville « Philadelphia ¢ Pictsburgh « Portland, 
Oregon « Cincinnati ( Harris-Moers Co.) ¢ Adanta 
Also: London, e Sydney, Australia ¢ Milan, Italy 
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( Forms Forum—Continued from page 288) 


On page 288 you will find the local 
vendor record cards previously referred 
to, one listing vendors and principal 
products sold by them, and the other 
important products used by the company 
and the local vendors thereof. The infor- 
mation on these cards is obtained from 
letters, advertising material and salesmen. 
Mr. Bulleit says they are very valuable 
records, and save a lot of telephoning 
and letter writing. 


"6 F 


FREE BOOKLET ON LETTERHEADS 

A delight to the eye is this new booklet 
entitled “A Fine Letterhead is a Busi- 
ness Asset” just issued by the American 
Writing Paper Corporation. But, be- 





yond this eye-appeal is a logical story, 
tastefully illustrated and interestingly 
written. 

The keynote of this booklet’s story is 
the fact that every letter written carries 
a message much greater in scope than its 
words alone convey. It takes up in de- 
tail such important components of a 
letterhead as appearance, taction, work- 
ability, permanence and cost — each of 
which is a contributing factor in design- 
ing the type of letterhead that is a sound 
investment—a business asset. 

Written in the interests of better busi- 
ness stationery, this booklet will be help- 
ful to users, designers and producers of 
business letterheads. A copy is available 
to those who write for it on their busi- 
ness letterhead. 


ym we 


NEW EVERSHARP 
TRAFFIC MANAGER 


Carl H. Dankers has been appointed 
general traffic manager of Eversharp, 
Inc., it was announced today by Alfred 
C. Howard, vice president in charge of 
manufacturing. He will be in charge of 
traffic at five Eversharp plants manu- 
facturing precision writing and shaving 
instruments in New York, Chicago, Den- 
ver and Toronto. 

Dankers, formerly assistant general 
trafic manager of Fairbanks, Morse & 
Company, joins Eversharp after 27 years 
with that company and 10 years with 
the Rock Island Railroad. 


(Turn to page 292) 
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EVERY business is a thessboard business 


RODUCTAON 


CMRREAWOS 


JUYUNTING SELLING 


Careful there, Mr. Businessman . . . you’re needs of thousands of diverse businesses. Your 

playing for profits. And the moves your prod- UARCO representative can show you how these 

uct makes from planning to selling are all- forms have brought new speed, accuracy, and effi- 

important. ciency to routine operations ... and impressive new 
Better check into the forms responsible for  S@Vings to business budgets. Chances are, UARCO 

these moves. . . the routine orders and records forms can do the same for your business. So call or 

that guide such business functions as purchas- | Write today. UARCO INCORPORATED, Chicago, 

ing, receiving, production, inspection, ware- Cleveland, Oakland. Offices in All Principal Cities. 

housing, accounting, selling, and shipping. For Vnstante... we _ 

And if there’s the slightest doubt as to the eff- UARCO Multi-Fold {Continuous ‘f 

ciency of your present forms, you'll want to Forms poral Veplets ond: Wediness 

callin your UARCO representative. Thousands machine operators to use their 

of businesses, large and small, have done this time more productively. The 

—and found it to be one of their smartest ‘*hvffling and arrangement of 

Seniliicadite: diniiniiiiie carbons is eliminated. Forms feed 


; = steadily through machine and up 
For fifty years UARCO has been stream- to 12 clear copies can be made 


lining business forms to meet the specific at once. 


INCORPORATE DO 


AUTOGRAPHIC REGISTERS SINGLE SET ae PIES CONTINUOUS-STRIP FORMS 
AND REGISTER FORMS FORMS BUSINESS FORMS FOR TYPEWRITTEN AND BUSINESS MACHINE RECORDS 








IQ? 


(Continued from page 286) 
dent and treasurer, to the position of 
executive vice-president. Mr. Stewart 
now combines the duties of executive 
vice-president and treasurer. 

Thomas G. Long, Burroughs legal 
counsel for the past 30 years, to the 
board of directors filling the vacancy 
there caused by Mr. Doughty’s retir« 
ment 

Raymond G. Bower, director and gen 
eral tactory manager, to vice-president 
engineering. 

Ray R. Eppert, sales manager, to vic 
president marketing. 

Sheldon F. Hall, former special repr: 
sentative in Washington, to assistant s« 


retary and assistant tre 
7, ¢ F 
FOLDING UTILITY TABLE 


] 


New small utility table is announced 
by Howe Folding Furniture, Inc., of One 


Park Avenue, New York City. The table. 


Folds 
to 
about 
three 


inches 








Howe folding utility table 


Model MW, has an automatic action in 
opening and closing, is very rigid and 
has no locks to wrestle with When 
opened the table measures 2614” x 1434” 
and is 2614” high. It folds to approximate- 
ly 3”. Finishes are in brown mahogany 
or honey maple. 

The folding table lends itself to many 
uses in clubs, hotels, hospitals, schools 
and varied institutions. 


e CeF 
PAPER AND PRINTING QUIZ 


Series of advertisements published by 
the Kimberly-Clark Corporation of Nee- 
nah, Wis., using the theme “Test Your 


(Continued on page 296) 
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PRINTING PAPERS 
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A PRODUCT OF 


RESEARCH 





Distributed by 


ALABAMA 


ARIZONA 


ARKANSAS 
ttle Rock 


CALIFORNIA 


" 


COLORADO 
CONNECTICUT 


DISTRICT OF COLUMBIA 
FLORIDA 


ria 


GEORGIA 
IDAHO 
ILLINOIS 





INDIANA 
Jianapolis 
IOWA 
PPR. cacswennss 


KANSAS 
Wich to ee 
KENTUCKY 
Louisv 

LOUISIANA 


Rouge 


MARYLAND 
Baltimore. .... 
MASSACHUSETTS 


A 
Wor ter 


MICHIGAN 

Detroit. . . eondeed 
grand Rapids........ 
MINNESOTA 

DU. caceedcccseens 
Minneapolis 
St. Paul 
MISSOUR 
Kansa eer 

St. Lo ne 
OR. 6 esc wenece eel 
St. Low 

MONTANA 

BED. cc tssceeecs 

Butte. ..cececes 

Great Fall 

Missoula 


a 





ach Paper 
ach Par npa 
Paper mpa 
R k 
Bulk g 
k 
sht Broth p 
) ’ 
pnt Or . y 
sht Br rs P P y 
ght Br 3 P y 
Berk 
30 P 
Pa 
Po ] 
Carper p moa 
. rP 
Bh al 
Weste 
ihe ra 
ana Paper 
eC d W Pape 
ana Paper 
e Pa po 
rR & Compo 
arle Paper Compan 
S Patrick Paper Co. 
Paper ony 
hn Boshart Paper Company 
Carpenter Paper Cc mpony 
arpenter Paper Company 


Carpenter Paper Company 


Beacon Paper Company 


yhnessy-Kniep-Hawe Paper Co. 


Tobey Fine Papers, Inc 


Carpenter Paper Company 
Carpenter Paper Company 
Carpenter Paper Company 
Carpenter Paper Company 


NEBRASKA 

Lincoln. ... ae Carpenter Paps pany 
Omaha eer npany 
NEVADA 

Reno. . . .Zellerbach Paper npony 


NEW JERSEY 
Newark oes eeu cn nee en OD VER mpany 


NEW MEXICO 
Albuquerque aadatin aek 












Carpenter Paper Company 
NEW YORK 
Albany . Hudson Valley Paper Company 
B kly A Pr 
Buffalo Pape « 
York. & vo 
New York 
yew York 
Ne ) rk ‘ome ot 
Rochester ng 
NORTH CAROLINA & 
sreensboro Dillard P any 
NORTH DAKOTA 
OHIO ; 
e mad ° The Petrequin Pape C mpa 
he to Pa npor 
Jo The Ohio & Michigan P P 
OKLAHOMA 
Terai | ~oaa arpe Pg : 
Tulsa Tayloe Paper npany of Oklat 
OREGON 
PENNSYLVANIA 
Philadelphia. rN 
Pittst ee The at eid & Woods f Pa 
RHODE ISLAND ( 
Provid ‘ Carter, R & | r 
SOUTH CAROLINA 
TENNESSEE 
hattanooga 
H zen me knee n 
; ton aoe Carr ter Paper mpany 
Lubbock ; Carpenter PapereC 
San Antonio... . Corpenter Paper C 
UTAH 
Salt Loke City....... Zellerbach Paper npony 
VIRGINIA 
hmond eee Cauthorne Paper pany 
WASHINGTON 
Seattle ° . Zellerbach Paper Company 
Spokane =r Zellerbach Paper Company 
Walla Walla Zellerbach Paper Company 
Serre Zellerbach Paper Company 
WISCONSIN 
Milwaukee The Bouer Paper Company 


EXPORT AGENTS 
American Paper Exports, Inc., New York, U. S. A, 
Cable Address: APEXINC—New York 


If ovr distributors cannot supply your immediate needs, we solicit your patience. There will be ample 
Levelcoat Printing Papers for your requirements when our plans for increased production can be realized. 





KIMBERLY-CLARK CORPORATION - 


122 East 42nd Street, NEW YORK 17 
155 Sansome Street, SAN FRANCISCO 4 


NEENAH, WISCONSIN 


8 South Michigan Avenue, CHICAGO 3 
22 Marietta Street, N. W., ATLANTA 3 


* 
TRADEMARK 
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1. Caliper 


3. Feel 








] Paper stock in the beater 





[} A method of hand tooling 
Way of detecting irregularities in plates 
Paper quality as determined by touch 


Test your word knowledge | 


of Paper and Printing 


2. Advertising Mascot 


Machine for finishing paper 


Thickness of a sheet of paper 


fn 
iar "NG 


4. Typothetae 





ANSWERS 


Caliper is the thickness of a 

* sheet of paper as measured under 
prescribed conditions. By careful 
control in manufacture, and by rigid 
laboratory testing, Kimberly-Clark 
maintains a close uniformity of cali- 
per for Levelcoat*—a factor which 
contributes greatly to printability. 


Advertising Mascot is a trade- 
mark which identifies a product 
for the buyer’s protection. Such a 
trademark is Levelcoat—identifying a 


line of dependable printing papers. 


3 Feel is the quality of paper as 

* determined by touch. For printing 
paper with the feel of richness and 
high quality, many fine printers and 
important advertisers prefer smooth, 
lustrous Levelcoat Papers. 


4 Typothetae are printers. And to 

* all printers, advertisers, publish- 
ers, paper men—to everyone inter- 
ested in finer paper for finer printing 
results — Kimberly-Clark wishes a 
very Merry Christmas and a most 
prosperous New Year.” 








TM. Reg US. Max. OFF 


[j A copy cub 
C] A trademark 


An advertising slogan 


A 
a 





Tt» ; 
Fa 


_) A species of coniferous pulpwood 
] Ecclesiastical manuscripts 
(_] Printers 





“His Masters Voice” 





PRINTING PAPERS 


If our distributors cannot sup- 
ply your immediate needs, we 
solicit your patience. There will 
be ample Levelcoat Printing 
Papers for your requirements 
when our plans for increased 
production can be realized. 


KIMBERLY-CLARK CORPORATION 


NEENAH, WISCONSIN 







A PRODUCT OF 


RESEARCH 


“TRADEMARK 
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Forms Forum (Continued from page 284) 





PurcwasinG DEPARTMENT 
THE BOSSERT COMPANY, INC. 
Metal Stampiage 


UTICA, BH. Y. 


INQUIRY - NCT AN ORDER 





DATE 
Te 1. ALL PRICES AND CONDITIONS MUST bf 
—— a ————— SHO@s. A001TIONS FOR FAC KING OF 


e OTHER ITEMS BOT SHOWS Oo THIS BIO 

Actual Size 84” x 11 WILL BOT BE ALLOWED. 

P ——— -ATTACH COMPLETE SPECIFICATIONS FoR 
ANY SUBSTITUTIONS OFFERTO, OR BHE® 

~ See AMPLIFICATION 15 GESIPAOLE OR BEC 
Essar, 

+ THE SELLER AGREES, 47 ITS Owe En- 
PERSE, TO CEFERO, PROTECT ABD Save 
HARMLESS, THE BOSSERT ComranT, tac. 
O80 ITS SUBSIDIARY Of 4FFILIATED 
COMPARIES, ITS OR TREIA SUCCESSORS 

TO BE IN OUR HANDS ON OR BEFORE OF ASSIGES, CUSTOMERS AND THE USERS 

og OF ITS OF THEIR PRODUCT, AGAINST 

————————— @LL SUITS, AT Law OR IH EQUITY, 480 

FROM ALL OAMAGES, CLAIMS, Of MAEDS, 


ABO JUDGMERTS FOR ACTUAL OR ALLEGCO 
(He RINGEMENT OF URITED STATES OF 
PORE IGH LETTERS FATERT BY REASOR OF 
TRE SALE OR USE OF THE ARTICLES 
MERESY QUOTED. 
0 li tl 
. 
By — 
PURCHASIOG “GCET 


For those 
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THIS 1S A REQUEST FOR GUOTATION AT YOUR LOWEST PRICE 


























State Terms oF Payment THE BOSSERT COMPANY, INC. 
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FORM 201 sone tenn Fé hae 
OUR $.0. OUR PIECE 
BROOKLYN 17, N. Y. DUR, 5.0 _ wee —" io 
QUANJPIECE N ARTICLE GAUGE 6 MATERIAL CPR. 
BLANK VENDOR 
DELIVERY DATE ORDERD 
STOCK SITE PURCHORDERNO. 
DATE WANTED 
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DIRECT MATERIAL USED 


(ROUGH STOCK) 
To Make Quantity (Biesks)  — 2 “To Make Piece No. 


| 


~ | Lot No. 


Specify one of Pea SS eee 


To Make Piece Name 


Si,e of Card 4" x 6” 
- S EB 5 5 4 K <i nate ee rr ee a Weight — tna 


| 
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Ideal for Air Mail, Branch Serap Returned 


From Stores | ~~ DELIVER To Eatered Date 
‘ ° $.8.C 
- Office and Foreign Devt Primery Mosh. 
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Youll find it easter with a 


2 
wilted at 5 o'clock? 
...maybe she needs to brush up on her TYPING TECHNIQUE 


FIRST she must be 
alert, relaxed and com- 
fortable. She should 
sit upright. Her feet 
should be firm, not 
crossed or wrapped 


around chair. Good - 


formis veryimportant. 


HANDS should be in 
rest position, forearms 
parallel withkeyboard 
(about 30 degree an- 
gle). No pounding 
needed, just use rhyth- 
mic fingering with the 
wrists relaxed. 


TRIPLE posed draw- 
ing shows how back, 
neck and eye strain re- 
sult from bad posture. 
With typing tech- 
nique and the right 
machine she’ll find 
typing lots easier. 
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FIVE O’CLOCK and 
still relaxed becauseshe 
uses the proper tech- 
nique and has a Smith- 
Corona typewriter... 
engineered for her 
comfort and easier 


- far as upkeep is concerned,” said a 
motion picture executive, ‘there just 
doesn’t seem to be any!” And a busy New 
York secretary wrote, “Somehow, working 
has suddenly become pleasurable’’. . . just 
one week after receiving her “beautiful, new 
Smith-Corona!”’ 
These comments are typical of the support 


Smith-Corona 


typing. See below 


Smith-Corona receives from both the girls 
behind the machines and the men who buy 
them. 

Prove it yourself! Match Smith-Corona 
against any other make. Weigh its perform- 
ance in terms of cost, dependability, precision 
of write and ease of operation. Then... 
decide your next purchase on the outcome. 





L C SMITH & CORONA TYPEWRITERS INC SYRACUSE IN Y 


. makers also of Smith-Corona Portable Typewriters 
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Elliot Fisher Machines 
Do Betier Work Faster 

. . with Old Dutch 
Carbon Rolls 


For Speed, Ease and A 


WATERS & WATERS 





You want crisp, clean-cut 
carbon copies that retain 
their legibility longer — 
m that’s your cue to order 
Old Dutch carbon rolls 
Their efficient performance 
on the Elliot Fisher machine 
saves you time, money and 
“‘do-over” jobs. 


STYLES FOR 
EVERY NEED 


e Available in single and mul- 
ti-ply rolls 

* Correct weights and finishes 
for every requirement. 


e Choice of colors, including 


hectograph carbon. 


BRANCH 


511 LOCUST STREET, ST. LOUIS 


LOS ANGELES, CALIF. 


SAN FRANCISCO, CALIF. 














U.S. Pat. 


Oxford "PENDAFLEX” STEEL or 


UTILITY DESK 


Why jump between file and desk? Work 
in one spot with this ingenious combina- 
tion desk and file. Saves time and steps. 

Big sturdy desk is 42” by 24”. 

And that’s no ordinary file, but PEN- 
DAFLEX, the hanging-folder file that 
brings a new thrill—discovery of the 
world’s fastest, easiest filing method. 

Speeds up all clerical work on filed 
papers. Use it for sorting mail or corres- 
pondence. 

Any small business, with limited but es- 
sential writing—filing activities will find 
the U. D. a triple miracle: desk, file, and 
typewriter stand for the price of one! 
OXFORD FILING SUPPLY COMPANY, INC. ‘ 
1320 Morgan Avenue, Brooklyn 6, N. Y. | 
I Send this coupon today for illustrated | 
lleaflet and name of dealer. | 


|, SARA SEAR eee ~ | 
EE Der SRR Pes nal 
ee ZONE .... STATE ...... | 





DUO-POST ENVELOPE 
LETTER AND CATALOG ARRIVE TOGETHER 


TENSION ENVELOPE CORP. 


FIVE FACTORIES 
SELLING DIRECT TO THE USER 


New York 14, N. Y. * Minneapolis 15, Minn. 
St. Louis 3, Mo. * Des Moines 14, lowa 
Kansas City 8, Mo. 
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(Continued from page 292) 
Word Knowledge of Paper and Printing” 
have been put in booklet form. Copy of 
the booklet is available for the asking. 
Some of the 24 questions answered are: 
“What is Hygroscopicity ?”, and “What is 
Meant by Pericles?”, dragon’s blood? 
underlay? etc. 


, Ft F¢ 
3-6 PAPER PUNCH 


Master Products Manufacturing Com- 
pany, 3480 E. 22nd St., Los Angeles, 
Calif., announces heavy duty Model AP 
paper punch. The punch is made to ac- 
commodate from 3 to 6 punch heads, 
providing for all standard hole punchings. 

Model AP is designed for easy and 
efficient operation, and incorporates mod- 


t 
i 
) 


ern styling. The long curved handle gives 
powerful leverage so that a maximum of 
3/16” of material may be cleanly punched. 
A fully calibrated scale on the front 
table provides for easy positioning of 
the paper guide and die heads. Punch 
heads may be quickly reset by releasing 
the knurled thumb screws and moving 





From 3 to 6 puncheads may be used 
for any opening. 


heads to the desired position 

6 punch heads may be used for any 
spacing. The extra wide front table is 
714" x 1034” large enough to prevent 
tilting and fitted with rubber feet which 
will not mar any surface. Present pro 


duction is limited to 1%”, 5/16” an 


g” round hole punches, but other sizes 
and shapes will be available soon 


, 2 ¥ 


HARTFORD OFFICE OF COMMERCIAL 
CONTROLS IN NEW LOCATION 


E. H. Ambrosia, manager of the Hart- 
ford, Conn., branch of Commercial Con- 
trols Corporation of Rochester, N. Y., 
advises that his headquarters are now at 
71 Farmington Avenue, Hartford. The 
company manufactures metered mail ma- 


chines, check endorsing machines, and 
pay and production control systems. 
, - £< 


SMEAD ACQUIRES GENERAL 
FIREPROOFING PAPER PRODUCTS 
DIVISION 


Walter Bender, President of The 
General Fireproofing Company, Youngs- 
town, Ohio, announced recently that the 
company had sold its Paper Products 
Division (indexes, folders and guides) 
including all finished inventory, raw 
material and machinery to The Smead 


(Continued on page 298) 
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Cranes Faywrs 


MANY UAL em nla hook 
wire amd limm jebres 


2Y7 











CARBON 
PAPER 





SOCIAL 


PAPERS PAPER 


IGARETT | 
PAPER EDDING 
PAPERS 
Crane holds fast to its 145 years of making papers from 
cotton and linen fibres only for the sound and practical 
reason that no other materials can give paper the same endur- 
ing quality, the same distinctive, distinguished character. 
With hands ot skill, on modern machines, Crane con- 
verts these fibres—born of the soil and the sun—into 
papers for business, personal and social use. Some are 
thin papers; some are papers of greater substance; all are 


CURRENCY 




















BIBLE PERS PAPERS TRACING 
PAPERS FOR FOR BUSINESS PAPER 
OCUMENTS & SECURITIES | PAPERS 








papers that will stand the test of time and usage . . . speak 
for you as you would speak for yourself . 
words and re@ords into the years to come. 


. carry your 
In buying 

paper, the Crane watermark is your guide to papers of 

traditional quality produced in the modern manner. 


CRAWE’S FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS e SINCE 1801 








” IN 


In see ce 


@ Hold one of your blank sheets of let- 
terhead paper to the light. Now compare 
the information it reveals with that shown 
on the Fox River sheet as illustrated at 
the right. 


@ It's important that the watermark re- 
veals these three qualities because the 
finest papers are made from cotton fibres 

. the more cotton fibres the finer the 
paper. Finally, it should reveal who makes 
it — like Fox River — makers of fine 


cotton fibre papers since 1883. 


@ Ask your printer, lithographer or en- 
about He'll 
be glad to recommend the paper with the 


graver Fox River papers. 


correct cotton fibre content for each busi- 
ness need, 


FOX RIVER PAPER CORPORATION 


403-L S. Appleton St. © Appleton, Wisconsin 


THE WATERMARK 


1S YOUR 
qual quanti 


BE SURE ] Does it Contain Cotton Fibre ? 



















low Much Cotton Fibre? 
25% - 50% -75%- 100% 


a i] 


Who Made it? 





BOND, LEDGER AND ONION SKIN PAPERS 
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(Continued from page 296) 
Manufacturing Company, Inc., of Hast- 
ings, Minnesota. 

The reason for disposing of this divi- 
sion at this time, Bender states, was to 
secure additional factory space for the 
increased manufacture of Metal Office 
Furniture and to enable the GF Nation- 
al Sales Organization to more closely 
concentrate its efforts. GF, who is the 
largest manufacturer of metal office 
furniture in the world, believes this 
necessary because of the greatly expand- 
ing market which it faces now and in 
the future. 

The Smead Manufacturing Company, 
Inc., of Hastings, Minnesota is at pres- 
ent a large manufacturer of filing sup- 
plies and related paper products. They 
have purchased a new plant at Logan, 
Ohio where they will manufacture and 
ship the same line of paper products 
now made by GF in Youngstown. 

The transfer of finished inventory, raw 
material, and machinery from Youngs- 
town to Logan is now under way. 


. - = 


MADE MANAGER OF EVERSHARP’S 
HEADQUARTERS PLANT 
Appointment of George Schlatterer as 


manager of Eversharp’s Headquarters 
plant, at 1800 West Roscoe Street, Chi- 





George Schiatterer 


cago, is made by Alfred C. Howard, vice 
president in charge of manufacturing. He 
joined the company in March 1926, and 
was promoted from plant superintendent 


* ¢.¢ 


MOBILE DESKSIDE FILE 
AND UTILITY DESK 


Three pieces of steel office equipment 
are announced by Oxford Filing Supply 
Company, Inc., Brooklyn, New York. 

Two of these, the mobile deskside file 
and the Pendaflex utility desk, are new 
The third, the Pendaflex desk data outfit, 
is a postwar returnee. 

The mobile deskside file or Pendaflexer 
offers 24 inches of deskside filing space, 
a capacity that will hold up to 75 Penda- 
flex hanging folders. When the file isn't 
in use, the closed cover provides additional 
worktop space beside the desk, or it can 
easily be rolled aside. 

The Pendaflex utility desk is an in- 
genious adaptation of the mobile file, 
which gives a work surface of 24 x 42 
inches with the file closed and the drop- 
leaf table top up in place. This table is 
283%” high — suitable for typewriting or 

(Continued on page 300) 











DeceMBER, 1946 299 


 Sioinglme. stapler...easy 10 load! 


Anyway you look at it 
the Swingline Stapler is 
the leader, the only stapler 
with the wide open channel, free 
and clear for split-second loading. 
Troubleproof against faulty staple feed- 
ing. Easiest to operate. Press the latch 
underneath the base ...the Swingline Stapler 
becomes a tacker. Push the anvil back, you have 

a Swingline pinner. 































And what a difference Swingline’s 100% Round Wire 
Staples make. Pretested for hardness and tensile 
strength, they assure greater penetration and prevent 
staple buckling. Precision engineered, they are 100% 
uniform and purposely round to eliminate excess 
glue, prevent clogging. Remember—SWINGLINE 100% 
Round Wire Staples fit all standard staplers. 


All this adds up to the finest stapling combination 
you ever used. Make your office—home and school, 
Swinglined! 


“= “ a 


STAPLERS STAPLES 






100% ROUND WIRE 
Staples are best for 
all standard staplers 


SPEED@ PRODUC™S COMPANY, INC. © LONG ISLAND CITY 1 « NEW YORK 
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GOOD NIGHT, SAM. 
DON’T WORK TOO LATE. 


HE HAS MORE 
WORK THAN I! HAVE — 
WHY CAN'T | GET 
THROUGH AT 
QUITTING TIME! 


Send for this 
helpful book... 


“3 Steps that Get Things Done”’ will help 
you organize your day, systemize time-wast- 
ing routine, free your mind for the executive 
tasks and decisions that are important, finish 
your work efficiently and on time. 

This Hammermill idea-book shows how 
“putting it in writing’ helps to plan jobs, 
assign them, follow them through, see that 
they’re done right and fast. A compact, practi- 
cal “‘show-how”’ book, it has helped thousands 
of busy men. Try its office-tested suggestions. 







srs FREE! 


And for your “plan-and-follow-up”’ forms rely on the paper made for business 
use—Hammermill Bond. Send the coupon below for a free sample book. 


WATERMARK 


IT 1S HAMMERMILL'S WORD OF HONOR TO THE PUBLIC 


LOOK FOR THE 


Hammermill Paper Company, 146] East Lake Road, Erie, Pennsylvania 


Please send me — FREE — a copy of “3 Steps that Get Things Done’’. (Check 
here () if you’d like a sample book showing Hammermill’s wide color range for 
business forms and letterheads.) 


Name___ Position 





(Please attach to, or write on, your business letterhead) PU-DE 
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(Continued from page 298) 
clerical work. It’s plenty sturdy, too, 
having been subjected to 200-pound 
weight tests without a quiver. 

When not in use the table top folds 
neatly in place at one side of the mobile 
file. 





The mobile deskside file 


The steel tray Pendaflex desk data 
outfit, which fits into the lower drawer 
of most standard desks, can be removed 
for use on top of the desk whenever 
desired. The outfit includes the steel tray 





Pendoflex utility desk 


and 25 Pendaflex folders complete with 
tabs and 100 headings. It is returning 
now after a long war-time absence. 

All three of these pieces are finished 
in wear-resistant olive green enamel. 


7 e F 


ADHESIVES PROVE STRONGER 
THAN METAL ITSELF 


Fatigue tests given two pieces of 1/16- 
inch thick duraluminum cemented togeth- 
er with a new plastic adhesive have 
shown that the adhesive actually is 
stronger under bending stresses than is 
the metal itself. The tests were conducted 
by the Sonntag Scientific Corp., on a 
model SF-01-U universal fatigue testing 
machine as part of a series conducted for 
the American Society of Testing Mate- 
rials. Fifteen specimens of the 24ST alu- 
minum alloy were used in the tests. Re- 
peated alternating loads up to five mil- 
lion load cycles were applied to the 
specimens and in all cases except one 
the adhesive held while the metal it- 


(Continued on page 302) 
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Figure on 3 YA Speed 


with the 
UNDERWOOD 
SUNDSTRAND 
Adding Machine | 


ae 
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TT 
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TUPE TUTE 





ECHANICALLY FAST? Certainly. Butin ad- balance . . . and many other special features. 


dition, the keyboard of this Sundstrand Precision-built . . . these machines embody 
Adding-Figuring Machine is designed for extra- the quality and skilled workmanship gained 
fast fingering speed. from more than half a century of Underwood 

Only 10 numerical keys . . . compactly ar- engineering and research. 

ranged in natural sequence . . . all under the Your local Underwood representative will 
finger-tips of one hand. Even beginners de- be glad to give you a complete demonstration 
velop high speed “touch method” operation . . . in your office. For greater figuring speed, 
after just a few hours’ practice. call him today. 


Operators can always keep their eyes on 
their work-sheets. No tiring “head swinging” UNDERWOOD CORPORATION . 


to cause confusion . . . slow up results. One Park Avenue ¢ New York 16, N. Y. 

You'll find Underwood Sundstrand Adding- Adding Machines . . . Typewriters . . . Accounting Machines 
Figuring Machines especially suited to your .. - Carbon Paper . . . Ribbons and other Supplies 
particular business. They are made in differ- Underwood Limited, 135 Victoria St., Toronto 1, Canada 
ent column capacities . . . narrow or wide Cite Ae ES nee 


carriages . . . with direct subtraction . . . credit Underwood...Speeds the World’s Business 


Copyright 1946 Underwood Corporation 
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HOME and OFFICt 


Whatever one’s envelope needs, Sheppard can 
supply them. From the stoutest manila folders business 
may demand, to the better stationery for social usage, 
Sheppard has envelopes for every purpose. The Shepco 
Flavor-Seal Envelopes with the delicious mint flavor are 
economical for business, and lend prestige. In social 
correspondence, they make writing a pleasure and mark 
the user as a person of discrimination. 


With this double appeal, wise suppliers meet 
both markets, increase their profits, and gain good will. 
Once customers have tried the “Taste Test” they are sold 
on Sheppard and demand these superior envelopes. 


You can TASTE the difference! 


< : yard Xi 
r EN 


VELOPE CO. 


Number | Envelope Terrace ® Phone 2-4674 





















\ WORCESTER 4, MASSACHUSETTS 
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(Continued from page 300) 

self fractured. Adhesives used were Cy- 
cleweld, product of the Chrysler Corp., 
and Redux, made by the Resinous Prod- 
ucts and Chemical Co., of Philadelphia., 
both of which are said to be chemically 
very similar. The tests which simulated 
actual service, indicate that it may be 





Duraluminum fractures while 
Adhesive holds. 


possible to use the adhesive to glue 
metal aircraft parts together rather than 
rivet them. Such practices could mate- 





Model SF-O1-U universal fatigue 
testing machine used in tests. 


rially reduce the surface drag of air- 
plane wings and fuselage. Further data 
is available from the Baldwin Locomo- 
tive Works, Philadelphia, 42, Pa. 


e-¢- = 
NEW DRAFTING PENCIL 


A new, aluminum drafting pencil, 
known as the Elastichuck Pencil, has 
been introduced by the Elastichuck Sales 
Company, Inglewood, California. The 
pencil features a rubber collet in the 
neck of the chuck which grips the lead 
and “cushions” it against undue pressure, 
thereby eliminating unnecessary lead- 
breakage. The rubber collet is the only 
contact between lead and pencil, and is 
a great improvement over conventional 
metal-type chucks that do not yield to 
extra pressures. 

The hardened steel chuck cannot be 
damaged when sharpening leads against 
a file or sandpaper pad. The chuck is 
knurled for those who grip a pencil 
close to its point. The barrel is also 
knurled for normal grip and is tapered 
for perfect balance. Metal is highly pol- 
ished, will not stain or rust. A roll-stop 
keeps pencil from rolling off inclined 
drawing boards. 

Elastichuck Pencils use all standard 
drawing leads; an indexed tip identifies 
the lead in the pencil. Pencils are avail- 
able either in single-end or double-end 
(as illustrated). Double-end pencils will 
accommodate two full-length leads and. 
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are used where two kinds of leads or 
colors are necessary 


se Be 


REPRODUCING MACHINE MAKES 
COPIES IN 25 SECONDS 


“Ozalid Streamliner” is the name of 
new reproducing machine announced by 
Ozalid Division, General Aniline and 
Film Corp., Johnson City, N. Y., which 





Demonstrating Ozalid Streamliner 
which produces copies in 25 seconds 


manufacturer states machine reproduces 
anything drawn, typed, printed or photo- 
graphed on translucent material, on sen- 
sitized paper, cloth, foil, film or plastic 
65 times faster than conventional pho- 
tographic reproductions, without requir- 
ing washing, drying or fixing. Process 
involves only two operations which are 
completed in 25 seconds: (1) exposure, 
where the original tracing and the de- 
sired type of sensitized material are 
placed together in the machine and sub- 
jected to an ultraviolet light; and (2) 
dry development, where the sensitized 
material is acted upon by controlled 
aqua ammonia vapors, developing the 
sensitized lines, imprinting them in blue, 
black, or sepia, depending on the mate- 
rial used. Machine reproduces standard 





Traveling-office to be used for 
demonstration of Ozalid Streamliner 


sized engineering drawings, accounting 
reports, file cards, photographic film posi- 
tives and other translucent originals at 
an estimated cost of 1 cent per 8% by 
11 inch reproduction. The Streamliner 
unit is 62 inches wide, 50 inches high, 
31 inches deep, and occupying 11 square 
feet of floor space. It accommodates 
material up to 42 inches wide with a 
printing speed of ten feet per minute. 
It will be demonstrated throughout the 
country in specially built automobile 
trailers fitted up as traveling offices and 
show-rooms. 


(Turn to page 304 ) 
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Prominent Users of Strathmore Letterhead Papers: No. 68 of a Series 





FOR THINGS TO COME? 


sane 
yeee™ et 
sov 


Southern Pacific sets the pace in luxury sleeping-car travel 
with THE LARK... first train in America with a spa- 
cious three-car lounge and dining unit; first in the West 
with private room accommodations only. With overnight 
trips between San Francisco-Oakland and Los Angeles, 
THE LARK brings the latest in rail transportation to the 
West at regular Pullman fares. 


Completing the appointments of THE LARK is its own 
Strathmore paper letterhead, especially designed for passen- 
ger use. Your letterhead, too, is an important detail which 
interprets the pace of your company. To make sure, choose 
a Strathmore letterhead paper. The Strathmore watermark 
is your assurance of quality. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, 


Thistlemark Bond, Alexandra Brilliant. Bay Path Bond, Strathmore Bond. 


STM ORE es 


Strathmore Paper Company, West Springfield, Massachusetts 


MAKERS 











HOROUGHLY MODERN — streamlined — 


beautiful. Seven radiant colors, styled 
to harmonize with the surroundings of the 


finest offices. 


Mechanically perfect—the only set with the 





expansion chamber—an exclusive Carter fea- 
ture which prevents overflow from internal 
air expansion and guards against spilling in 


case Stylewriter is upset accidentally. 


ia, 
Tylewrilt comes complete with ink, and re- 


filling with a standard Carter Cube takes 


only a few seconds. 


lewtllte is supplied in single and duplex 


models, complete with comb-feed pens that 
write a page or more with each dipping. 


Ask Your Dealer for Quantity Prices 


tHe CARTER’S INK company 


BOSTON, MASSACHUSETTS 
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REMINGTON-RAND INC. HOLDS 
OWN BUSINESS SHOW 


Forty exhibit groups, representing the 
40,000 Remington Rand Products, fea- 
tured business show recently held on the 
street floor of the Remington Rand build- 
ing at 315 Fourth Avenue, New York. 
The layout and motif of the show sym- 
bolized the modern trend toward use of 
metal, simplification of design, and noise- 
less efficiency. A new Gray-Rite color 
tone restrained the varied types of equip- 
ment, filing cabinets and furniture from 





Visitors examine “The Chart that 
Thinks”, a computing chart that auto- 
matically translates stock control or 
sales control figures into a graphic 
indication of action required. 


dominating the floor, the exhibit being 
marked by the complete absence of wood. 
Among the exhibits of especial interest 
was the Vericon, a portable television 
unit which provides continuous visual 
supervision of hazard processes at a safe 
distance. Other products making their 





Remington -Rand Portagraph, five- 
minute contact printer for photo-copy- 
ing business records. 


exhibition debuts included the keyboard 
margin control typewriter, multi-stage 
selector tabulator that prints one, two 
or three lines from one punched card, 
plastic-coated Procel stencils, the Gray- 
Rite metal office furniture, and several 
management controls such as Multi- 
Matic, Sched-U-Graph, Graph-A-Matic, 
and Suiyap. 


a ee 


DEAN MADE EVERSHARP 
GENERAL WORKS MANAGER 


John W. Dean, Jr., manager of the 
Eversharp, Inc., plant at Long Island 
City, N. Y., has been promoted to gen- 
eral works manager of the company, it 
was announced by Alfred C. Howard, 
vice president in charge of manufactur- 
ing. 
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Dean joined Eversharp last July after ro Riverside Mill — Built 1892 } 
18 years with the Firestone Steel Prod- Fa 4 a9 
ucts Company and the Firestone Aircraft @e Protect an Sdeal 
Company, Akron, O., where he directed 
manufacture of automobile parts, sub- 
assemblies and fabricated C-46 aircraft 
units. He will make his headquarters in 
Chicago, and managers of the company’s 
four plants will report to him. 

Mr. Howard also announced the ap- 
pointment of George Schlatterer, who 
has been connected with the manufacture . 
of writing instruments for 21 years, as 
manager of the Roscoe Street Plant in 
Chicago. Schlatterer, who joined Ever- 
sharp in March, 1926, was promoted from 
plant superintendent and succeeds C. B. 
Moyd, who resigned. 








fa .F 
NEW FILING AID 


\ small, inexpensive device for im- 
proving letter and document files is an- 
nounced by Booth Industries, 1238-68 
Third National Bldg., Dayton, Ohio. It 


The above illustrations 

show gs of our 

extensive laboratories. ° ° ( , . 4 

Here, experienced tech- th making Eagle of Hine Papers 
nicians test raw mate- ¢e 

rials, supervise paper 

qualities and maintain 

constant development 





— SS research. In 1892 Julius H. sy built the Eagle-A 
ths \ ) Riverside Mill with the @aftsman’s ideal of 
) ‘ \ Wit H HI 

t, A I i making the finest papers. He would have ap- 


KW yi EAGLE-A preciated the benefits of our modern laboratory 
‘ WZ — : 


controls to further his ideal and the skill of 
. ; hi nakers. 
is called the File-Bloc. Two File-Blocs ee 


are plac ed in the front of the drawer and +. 4. Today our completely equipped central 

two ahead of the follower if it is vertical. PAPERS re ; 

The effect is to hold the guides and laboratory, supplemented by individual mill 

folders at an angle, thus causing the tops This pack is veer laboratories, tests raw materials, controls pro- 
f- tLe a - . assurance © uait 

to fan ike & book as shown im the dis- in paper. duction quality and does research development. 

gram. Wherever the file is referred to, 


the place stays open. Since the contents 
are readily visible and accessible, ma- 
terial is quickly filed and found, which 
means a substantial saving of time and 


effort. The manufacturer states that the 
insertion of File-Blocs in a peers si E A G L E - A T R O J A N B O N D 
only a minute or two. This being true, 


the sudden transformation is startling. 
File-Blocs are cadmium plated steel. They 


Thus, the highest standards and consistent 
qualities in Eagle-A Papers are protected. 


laboratory controlled, is a 25% Cotton Content Paper that experi- 
y 


are packaged in one-dozen boxes and enced buyers everywhere specify for letterheads and everyday 
one-gross cartons. business use. 
7- £.-F 


Combining smart appearance with economy — Eagle-A Trojan 


AUTOMATIC MOISTENER 


Bond is a paper of proven performance, both on the presses 
and in the mails. A wide variety of sizes, weights, colors and 
finishes also contribute to its nation-wide acceptance. 


Ask your Printer, Lithographer or Engraver to use Eagle-A 
Trojan Bond for your everyday office stationery. 


Ask your Stationer for 
EAGLE-A TYPEWRITER AND BOXED PAPERS 


Illustration shows automatic moistener = | 
desk set, Model 6484, announced by the 
Hydrawlik Company, Roselle, N. J. The om 
moistener is featured by a large capacity 
moistener and flexible plastic valve which _ 


controls flow of moisture into the sponge. AMERICAN WRITING PAPFR CORPORATION e HOLYOKE MASSACHUSETTS 

















Claude V. Lane has been appointed 
Manager of Purchase and Stores De- 
partment of Standard Oil Co., of Cali- 





Claude V. Lane 


fornia, with headquarters’ in San Fran- 
cisco, succeeding Lyman Waters who 
has been granted an indefinite leave of 
absence due to ill health. Mr. Lane, a 
native Californian, joined Standard Oil 
in 1908 as an office boy in the purchasing 
department, and has worked exclusively 
in that department in Los Angeles and 
San Francisco, save for a period spent 
in Dallas with the California Company, 
a Standard subsidiary. A. R. Eimer, a 
graduate of the University of California, 
and with the company since 1922, suc- 
ceeds him as Assistant Manager. 


Charles D. Hoffmann has been appointed 
Purchasing Agent for the A. Leschen 
& Sons Rope Company, St. Louis, Mo., 





Charles D. Hoffmann 


succeeding William Grossman, deceased. 
Mr. Hoffmann has been with the Leschen 
Company for 20 years and has served 
in both the engineering and sales de- 
partments. 


Norman E. Elmore has become Pur- 
chasing Agent for the Veterans’ Admin- 
istration at Richmond, Va., Mr. Elmore 
served in the army for five years and was 
recently discharged with the rank of 
major. 
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Mark A. Swisher, Purchasing Agent for 
Moores & Ross division of the Borden 
Company, Columbus Ohio, has _ been 
elected a vice-admiral of the Christopher 
Club of the Columbus Chamber of Com 
merce. 


J. A. Mac Tarnaghan has recently re- 
tired after many years as Purchasing 
Agent for Pope & Talbot, Inc., Port- 
land, Oregon. Following his retirement 
came his resignation from Oregon Pur- 
chasing Agents Association of which he 
had long been a member, having served 
as association president from 1923 to 
1933. 


Benedict Van Voorhis, manager of pro- 
curement for the Du Pont Plastics De- 
partment, E. I. Du Pont de Nemours 
& Co., Wilmington, Del., has become 





B. Van Voorhis 


secretary and director of the Celastic 
Corporation, Arlington, N. J., a partly- 
owned Du Pont subsidiary, following the 
retirement of Roberts W. Brokaw. In 
addition to his new duties with The Ce- 
lastic Corporation, Mr. Van Voorhis 
will continue as manager of procurement 
for the plastics department. He started 
in purchasing 31 years ago at the Leo- 
minster, Mass., plant of the plastics de- 
partment, serving as purchasing agent 
there from 1925 to 1929. In 1931 he joined 
the Wilmington purchasing department 
in charge of purchasing for the plastics 
lepartment. Mr. Van Voorhis is a for- 
mer president of the Purchasing Agents 
Association of New York. 


J. Ralph Walker, formerly Purchasing 
\gent for the Lake Success plant of the 
Sperry Gyroscope Co. (now used as 
headquarters of the United Nations) has 
heen appointed General Purchasing Agent 
or Ranger Aircraft Engines, Farming- 
dale, Long Island, N. Y. 


Willie Thomsen was recently appointed 
Assistant Purchasing Agent for the Du- 
more Company, Racine, Wisconsin. Mr. 





Willie Thomsen 


Thomsen has served Dumore for the past 
5 years as Assistant Production Manager. 


Clarence B. Townley, formerly Purchas- 
ing Agent for General Instrument Cor- 
poration, Elizabeth, N. J., has been ap- 
pointed Director of Purchasing for that 
concern. Clyde Richardson succeeds Mr. 
Townley as Purchasing Agent. 


Simon Askin has been appointed Director 
f Purchases, succeeding Robert P. Gould, 
retired, for the Heyden Chemical Cor- 
poration. He will have charge of all 
purchases, including raw materials and 
equipment. In addition to his duties as 





Simon Askin 


Director of Purchases, Askin is assist- 
ant secretary and assistant treasurer of 
the corporation, with headquarters at 393 
Seventh Ave., New York City. 


Richard R. Bastian, who recently resigned 
as Purchasing Agent for Owens-Corning 
Fiberglass Corp., Toledo, Ohio, has been 
appointed to the management group of 
Glass Fibers, Inc., of the same city. 


(Continued on page 308) 
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Series 500 
Midget Relay 

Use this relay where space, 
weight and maximum power 
delivery are primary factors. 
Sturdy. Offers many contact 

37 oti. con- 
tact contro! capacity 8 amps. 
Fits in approximately 14 cv. 
in. space. 





Series 120 

A small, compact relay. 
An economical unit de- 
signed for contro! up to 
single pole double throw. 
Unique ormature ossom- 
bly prevents arcing. Low 
priced, yet high in qual- 
itv and performance. 


Series 150 


Suitable where a smal! A.C. 
centro! relay is needed or if 
exposed to ssible malad- 
justment. Sestened with 
“special” spring tension con- 
tects which “make” before 
the ermature fully completes 
its travel. Remaining arma- 
ture movement is taken up by 
the contact coil spring insur- 
ing a firm, wiping contact. 


Series 1-A Solenoid 

The series 1-A Solenoid by 
Gvardian is one of numerous 
types for intermittent and con- 
tinuous duty. Applications in- 
clude valve control and oper- 
ation; electrical locking; clutch 
and brake operation; material 
ejection; spray gun operation 
among others. 


BY GUARDIAN | 


ey 
ae 


Series R Stepper 
Three basic types for A.C. and 
D.C. operation: (1) Continy- 
ous rotation, (2) Electrical re- 
set, (3) Add and subtract. For 
automatic circuit selection ln- 
cluding st q 

“ai wave i i 
short wave transmitters; ater 
ness machines; totalizers; 
conveyor controls, etc. 








Series 40 A.C. 
Laminated Relay 


Designed te produce moxi- 
mum ovtput with minimum 
current input. Typical uses in- 
clude control of call system 
bells; iliary for aut 


High Frequency 
AlSiMag insulated, compact, 
low cost. For antenna change- 
over; break-in; hi-voltage 
keying; remote control of re- 
ceiver and transmitter and 
other high frequency applice- 
tions. 


* Guardian Switches 
Switch assemblies } by Gvord- 
ian are 
from a single set ef contact 
blades up to multiple stacks. 
The Guardian Featherub 
Switch shown is actuated me- 
chanically. Operates on man- 
val, roll-over or cam action. 
There are hundreds of others. 
Contact bledes are obtainable 











redio tuning; remote control 
of fractional motors; safety 
devices; instruments; sound 
movie auxiliaries. 


in p hor bronze, tinned te 
withstond | solt spray test, or 

phosphor 
bronze. 





introducing a new product? Redesigning an established favorite? You may be think- 
“special” electrical control. Yet, a basic type Guardian Relay— 
Stepper— Contactor—Solenoid—or Switch Assembly (each adaptable to many varia- 


ing in terms of a 


ions) may meet your " 


special’ control requirements with utmost efficiency. 
applications where standard Guardian units become " 


In such 


specials,”” the savings in time 


and money are substantial and you beat delivery schedules in the bargain. We urge 
you—study the standard Guardian units pictured and described above—there are 
many more fully illustrated in the Guardian Relay catalog giving complete operating 
details and variable contact data for each. Your copy is waiting. Write. 


GUARDIAN 


1635-P W. WALNUT STREET 


ELECTRIC 


CHICAGO 12, 


A COMPLETE LIME OF RELAYS SERVING AMERICAN i HBUSTRY 


ILLINOIS 
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J. C. Tuell has been appointed Pur- 
chasing Agent for Pocahontas Whole- 
sale, Pocahontas Fuel Co., Inc., Poca- 


hontas, Va., replacing E. V. 
has resigned to become 
manager of the Norton 
Norton, Va., 


Perry, who 
president and 
Grocery Co., 


Thomas A. Igoe has been appointed Direc- 
tor of Purchasing, Airline Foods Cor- 
poration, New York City. For the past 





Thomas A. 


Igoe 


ten years Mr. Igoe has been associated 
with New York office of the Independent 
Grocer Alliance, and served as manager 
of that office since 1943 until his resig- 
nation to join Airline Foods. 


Howard A. Neubecker, Purchasing Agent 
for the Don F. Johnson & Co., Buffalo, 
N. Y., has taken over the business (a 
mill and industrial supply concern) in 
partnership with Walter E. Laney. Mr. 
Neubecker has been secretary and treas- 
urer of his company for many years, and 
his new title is vice-president and treas- 
urer. He is a member of the Purchasing 
Agents Association of Buffalo. 


Pierre J. Brulte, of the traffic department 
of the Taylor-Reed Corp., New York, 
has been appointed Purchasing Agent of 
the company’s Kokomo, Ind., plant. 


J. Foster Price, Purchasing Agent at 
Collins & Aikman Corp., Bristol, R. I., 
and chairman of the Bristol Rotary Vo- 
cational Committee, recently addressed 
the club in conjunction with its program 
of having members speak on their respec- 
tive trades and professions. 

Charles L. Bopp has been appointed Pur- 
chasing Agent, and William F. Lanier As- 
sistant Purchasing Agent, for Pendleton 
Manufacturing Company, La _ France, 
South Carolina, a division of La France 
Industries, Philadelphia, Pa. John P. 
Gambrell, former Purchasing Agent 
for Pendleton has resigned. 


Wyman S. Randall, Purchasing Agent, 
Rust Craft Publishers, Boston, Mass., 
is conducting a class in Purchasing at 
Northeastern University School of Busi- 
ness. He also has a day course at the 
College of Business Administration, 
Boston University, for the fall and win- 
ter months. Correction is hereby made 
on spelling of Mr. Randall’s first name, 
in October issue, and omission of name 


of B. U. department in which he is 
teaching. 
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Harold A. Manderson, formerly Director 
of Purchases, Continental Can Co., New 
York City, has been named Director of 


Purchases, White Motor Company, 
Cleveland, Ohio, succeeding John E. 
Dunbar. Mr. Manderson served on the 


War Production Board in 1941 and from 
1942 to 1945 served in the U. S. Navy 
as special assistant, Bureau of Supplies 
and Accounts. 


John Mazouch, Director of Purchasing 
for United Wallpaper, Inc., and its sub- 
sidiaries, Trimz Co., Inc., and Varlar, 
Inc., announces that the purchasing de- 
partment heretofore located at the com- 
pany’s Chicago plant at 3330 West Fill- 
more Street, is now operating from the 
22nd floor of the Merchandise Mart in 
that city. 


E. J. Clark has been appointed Assist- 
ant Purchasing Agent for the Burling- 
ton Railroad Co., in Seattle. He started 
with the company as an office boy 33 
years ago, and succeeds O. A. Schultz, 
deceased. 


Sol Predeger has rejoined the purchasing 
division of Garod Radio Corp., Brook- 
lyn, N. Y. His activities will include the 
purchase of components for the firm’s 
radio, phonograph, and television prod- 
ucts. He has been in purchasing in the 
radio industry for 18 years, five of which 
were spent with Garod. William B. 
Tolsch has also joined the Garod pur- 
chasing division. 


J. W. Huffman, Richmond, 
Purchasing Agent has 
t post for 


Va., City 
been reappointed 
another 2 year 


to his present 


term. 


Rev. William F. Hogan, recently released 
from the Navy where he served as Naval 
Chaplain, has returned to his post as 
Assistant Treasurer and Purchasing 
Agent at Duquesne University, Pitts- 
burgh, Pa., W. John Davis, Purchasing 
Agent during Father Hogan’s absence 
has been appointed graduate manager of 
athletics. 


Stanley Loos, Purchasing Agent of the 
Pure Oil Co., Chicago, Ill., has been 
elected vice-president of the Junior As- 
sociation of Commerce, succeeding H. 
C. McConnell, who resigned because of 
ill health. 


George R. Bosworth has been appointed 
City Purchasing Agent, New Orleans, 
La., succeeding David E. Verlander who 
had been serving on a temporary basis. 
City Commissioner L. G. Ott, comment- 
ing upon the appointment, stated that an 
analysis showed that the central purchas- 
ing department would save the city be- 
tween $350,000 and $500,000 annually. 


Thomas J. Harper, Purchasing Agent for 
the Stonewall Cotton Mills, Stonewall, 
Miss., was recently appointed honorary 
chief of police at a celebration commemo- 
rating his 50th year of service with the 
company, 


H. J. Woehrman has been promoted from 
chief clerk and buyer to Assistant Pur- 
chasing Agent for the Shell Pipe Line 
Corporation, Houston, Texas, succeed- 
ing Earl H. Lindesmith, deceased. Mr. 
Woehrman joined the Shell organization 
23 years ago as an office clerk. Frank 
H. Jones has been appointed chief clerk 
and buyer. 


James F. Griffin has been named Pur- 
chasing Agent for the Oliver H. Van 
Horn Company, Houston, Texas. Mr. 
Griffin was recently released from the 
Army, where he served for three years, 
rising through the ranks to the grade 
of captain. Prior to his army service he 
was for three years Purchasing Agent 
in the Mid-Continent Division of Kobe, 
Inc., Oklahoma City. 


Albert J. Browning, vice-president in 
charge of purchasing, Ford Motor Co., 
Dearborn, Mich., has announced the ap- 
pointment of Victor G. Lottmann, of Chi- 
cago, as director of commodity research. 
Mr. Lottmann, manager of the firm of 
Booz, Allen & Hamilton, in Chicago, 
will conduct inventory and commodity 
studies for Ford. 


Henry T. Coates, Purchasing Agent of 
the Dairymen’s League Cooperative 
Assn., New York City, is conducting a 
course in purchasing at Rutgers Univer- 
sity. 

H. Woodrow Roberts has been named 
Manager of the Purchasing Department, 
Williamson Heater Company, Cincinnati, 





be 
y, 
Ww. 
Ohio, succeeding W. O. Hall, deceased 
Mr. Roberts has been directing the op- 
erations of the purchasing department 
since the death of Mr. Hall, last June, 
and has been associated with the com- 
pany since 1934 when he started as an 
office boy. He served in the mail order 
sales dept. as asst. manager, and later 
as manager. In 1943 he became manager 
of the Production Control Dept.. and 


was transferred to the Purchasing De- 
partment in 1945. as Assistant Manager. 


H. 


Roberts 


A. R. Brookbank, Manager of Equip- 
ment Purchases, the Kroger Company, 
Cincinnati, Ohio, has taken over the pur- 
chasing duties previously handled by 
Harry J. Gerver, deceased. 


Frederick F. Kleinmann, Purchasing Agent 
of the Ward Baking Company, New 
York City, has been elected a vice-presi- 


(Continued on page 310) 
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SUPER-LOY 

LIVE-WIRE 
SCREEN-DECKS 
AND JACKETS 


to your exact requirements. 


FOR SLAG SCREENS — STONE SCREENS — ORE 
SCREENS — GRAVEL SCREENS — SAND 
SCREENS — CLAY SCREENS — COAL SCREENS 
COKE SCREENS 
For lively, vibrant, rugged screen performance, have 
your SUPER-LOY Screen Decks and Jackets ENGI- 
NEERED in all details for each individual screening 
installation. 








SUPER-LOY Engineered Weaves give you screen 
decks and jackets exactly suited to every unit in your 
screening layout. Permanent precision spacing of 
every wire assures continuous clean-cut, accurate, 
thorough separations. 





Intermediate-Crimp SUPER-LOY Engineered Content - Analyses give 
LIVE-WIRE vim and endurance to every screening 


surface. 

SUPER-LOY Engineered Temper-Control can give 
you super-hard wires for cylindrical jackets—super- 
tough wires for high-speed vibrators—super-strong 
wires for extra-heavy service. 

SUPER-LOY Engineered Stress-Control Crimping 
preserves and improves the inherent qualities of 





Flat-Top every special SUPER-LOY analysis and temper. 
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Calendered 
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Dutch Weave 





The LUDLOW-SAYLOR WIRE COMPANY 


Newstead Avenue & Wabash Railroad 


ST. LOUIS 10, MO. 





Order Ludlow-Saylor Engineered Hook- 
Strips for tensioning vibrator-screen decks. 
They transmit to every tensioned wire an 


equal share of uniform vibration, evenly 
distributed throughout the entire screen 
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area. They make screen decks last longer 
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—step-up screen capacities—are easier to 
handle—quicker to install—need fewer 
adjustments and renewals. 
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lent of the company. Mc. Kicinmann | AMONG THE COMPANIES 
joined the company in 1911 as an office YOU BUY FROM 


boy and has been Purchasing Agent for 
-everal years. 














S. T. Keyes has been appointed Purchas- Birmingham, Ala. — Pittsburgh Lectro- 

, ing Agent of the Johns-Manville Prod- dryer Corp., of Pittsburgh, Pa., dehu- 

Every man who has anything to do | ucts Corp., Waukegan, Ill, succeeding midification equipment, announces = 

© with the purchase, application or | l’. C. Boggess, deceased. appointmerft of D. B. Gooch, as sales 

: maintenance of conveyor, transmission representative for the Carolinas and 
| or V-belts will find the bulletins listed Enoch “Ted” Edwards has been appointed parts of Alabama and Georgia. 


iL) below of considerable value in con- 
ed nection with belt fastening work. A 
P25 knowledge of present day practice in 


Purchasing Agent for Arnold, Hoffman F . 
& Co., Providence, R. I. Mr. Edwards Indianapolis, ind.—Lincoln Electric Co., of 


eae : . recently returned to the company after Cleveland, Ohio, electric arc welding 
ake anne Sere Serwes Se a three and a half years with the armed equipment, has appointed oe W. Sharp 
* caused by the use of the wrong type | forces during which time he served with as district manager and sales engineer 
of fastener or improper application. | the 9th Air Force in Europe. Mr. J. B. of new office at 3343 Central Ave. 
Ws We shall be glad to send any or all of | Henriques, of the New York Office, will : 
* them to you or to any of the men in | continue as Director of Purchases. Chicago, ill.—Edward F. and Edwin A. 
hy your organization. Stack, twins, represent two different 


Otto Gloeckler is now Purchasing Agent 
for the Superior Foundry Company, 
Cleveland, Ohio, succeeding Morrell J. 
Stark, deceased. 


Edward W. Hart succeeds Stanley Pierce 
as Purchasing Agent for the S. K. Well- 
man Company of Cleveland, Ohio. Pre 
viously he was sales and office manager. 





 PLEXCO HO Belt Fasteners are used to soe : 
") make a “water-tight” butt joint in con- Jack Miller has been named Purchasing 









"= veyor beles ranging from 4” to 142” poe Agent for the MRadiart Corporation, 
i and of any width. The view on the right | Cjoveland Apgar Merl 
a, shows the various types of rips and patches Ph a . Phe — , succeeding Merle E. A. Stack E. F. Stack 
Dy that can be made with these fasteners and 1elps, resigned. companies in the plating industry in the 
= Flexco HD Rip Plates. Chicago area. Edward i : 
otAy . is technical sal 
«Bulletin F-100 gives complete details on how Edward J. DeCrane has been named Pur- representative for MacDermid 1: - 
© to fasten and repair conveyor belts. chasing Agent for the Master Products re Se aA vansteg 
Phe aes ae ; ate ge while Edwin has joined the Udylite Corp. 
eax ompany, eveland, 110. Both are members of the Autestines Ge. 
ty. 


ciety for Metals and the American Elec- 


Wilbur Frey succeeds Fred Moesser as troplaters Society 


Purchasing Agent for the Doehler-Jar- 
vis Corporation, Toledo, Ohio. Chicago—Ladish Drop Forge Company 


ke ri 1 ; 
Fd A. L. Prentice has been appointed Gen- xueoer te btm Pde oom ng har O. 
7 , eral Purchasing Agent for the New ahlien with office at 332 South Michiean 

; York Central System with headquarters yee oye — 

. in New York: P. T. Lynch has been 
E a 2 Fj named Assistant General Purchasing : , 

> ALLIGATOR V-Belt Fasteners are now be- Agent. Mr. Prentice joined the company Phy py tw rey mater Beer- 

" ing widely used to fasten B, C and D, open- in 1914 in its engineering department. € Fs ey > oneey ae 


end V-belting of cross woven fabric core pointment of Russell P. Proffitt as dis- 













construction now being made by most bele- 


pm : trict manager at Washington. 
ing manufacturers. The view at the left cet hed — “~ has aie a 
shows a typical application of these fasten- pointed Assistant urchasing Agent o é 
ers to a drive where endless V-belts would | the Lehigh and New England Railroad teen! ets era" ae 
require dismantling the machinery to put : : . . . announces appointment o au upply 
vide tid ahaatte with headquarters in Philadelphia, Pa. Co, Jatass en Mtberty Strecte,’ tae 
Bulletin Y-205 gives complete instructions | He was formerly assistant to the pur- caster, Pa. as distributor of its carbide 
on how to use V-belt fasteners. chasing agent, a position which has been / * - 
$e products. Office and salesrooms are in 
FLEX V Fasteners for A and B belts are also abolished. . k 
available for lighter duty V-belt drives. Ask Lancaster with a branch office in Harris- 
for Bulletin V-14. ew. Pe Tig Oe Ta burg, Pa., E. A. Swanson, manager of 
e.. : + Ab tending yb tas Raub’s Industrial Supplies Division, will 
or chasing Agent of the Bangor & Aroo- etl ile. wine” Genin enaeiles 
stook Railroad, Bangor, Me. He suc- ve 
ceeds Clinton D. Baldwin, who retired Concde~Syivania Electric Products 
after 34 years with the railroad. Mr. Ine. amnnesiees the souoleiesent of Stren 
Peterson entered the employ of the Ban- 2 
berg-Carlson Ltd., 211 Geary St., Toron- 
gor & Aroostook as general storekeeper Canadian distrib for Sylvani 
in March 1920 to, as Canadian istri utor or Sy!vania 
" iii Electronic products, including industrial 
“JUST A HAMMER TO APPLY . P electronic tubes, laboratory equipment, 
E. M. Laine has recently been appointed and industrial and electronic devices for 
b 7 «ALLIGATOR Steel Belt Lacing is in world- | \fanager of Purchase and‘ Stores of pnts nee alter BE ee thao 
ete wide use to make smooth, flexible joints in Shields-Harper, Los Angeles. He started » pp ° 
Gree, leather, rubber, balata, stitched canvas or Shields-H ‘n 1932 
k ia = — belts up to %” thick and as | at Sinicids- soy hasi =o — Chicago—D. J. Murray Manufacturing 
A aehen Baap ‘ am, SUE OO Tees S Co. of Wausau, Wisc., announces the ap- 
) Byiletin A-60 tells how to fasten and repair intment of ©. J.. Malina, with offices 
¢ transmission belcs. J. A. Gallant has been appointed Pur- - Poe's 


: , ; hio St., as sales manager 
Sold by Supply Houses Everywhere chasing Agent for Timber Structures, at 43 East Ohio & 


DS FLEXISLE STEEL LACING COMPANY | Inc., succeeding John Holmes, who has #8 heating and ventilating division. 
/, 4697 Lexington Street, Chicago 44, Ill. | resigned. (Turn to page 314) 
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"BuT WHATS YOUR LAST NAME 2" 


Our last name is Koppers. Many of 
you know our ‘“‘children’’ by their 
“first names,’ but do you know 
their last name? 

That is important to us, and it’s 
important to you, too. 


Many of you vouch for the extra 
service you get from Fast’s Self-align- 
ing Couplings or American Ham- 
mered Piston Rings, or White Tar 
insecticides or D-H-S-Bronze ‘ 
and don’t know that their last name 
is Koppers. If you know, you are 
probably disposed to put more than 
ordinary trust in other products made 
by Koppers. 

Did you know that you can get a 
Koppers product for coating metal 
surfaces to prevent corrosion? A 
Koppers material that makes roofs 
last longer? Lumber that defies decay 
and termites? And many other prod- 
ucts made with the same skill and 
Originality and inventiveness as those? 


So . . . look for this trade-mark 
which will soon be found on all 
Koppers products. Here it is. 


KOPPERS 
v 


It is the mark of an organization 
which is engaged in many phases of 
engineering, construction, chemistry 
and coal carbonization . . . is in the 
forefront of new synthetic develop- 
ments . . . is an important supplier to 
the pharmaceutical industry and to 
many other industries. For top value, 
look for this mark. Koppers Com- 
pany, Inc., Koppers Building, Pitts- 


burgh 19, Pennsylvania. 


THE INDUSTRY THAT SERVES ALL INDUSTRY 





For Example, Pressure-treated Wood 


Timber has been called our greatest 
natural.resource. One of the things 
which has done most to give it great- 
er usefulness is “‘pressure treatment.”” 

In such treatment, the pores of 
the wood are emptied of sap, then 
filled with creosote or other chemicals 
that enable wood to resist decay, 
termites and marine borers. 

Pressure treatments make timber 
last much longer. They cut out the 
cost of the replacements that would 
otherwise have to be made. They save 
the labor costs of taking out and 
replacing old wood. They eliminate 
the necessity for painting or other 
maintenance expense. 

Koppers builds the coke ovens in 
which creosote is recovered. It pro- 
duces a great deal of creosote. It 
operates 21 plants throughout the 
country where creosote or other 
chemicals are forced into the wood. 
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GOVERNMENT OWNED SURPLUS PROPERTY 


% 








GENERAL MAINTENANCE AND INDUSTRIAL FINISHES 


@ 
— Semi- 
AINTS: Ready — l a 
° Oleoresinovs— e 
at —horm jnovs 
. Synthetic — om h 
ENAMELS: Ye ni-glosse glos 












(Wustreless, _-taet™ 


, 4 : 

+ Pigmentec. — 
LACQUERS cles semi-gloss 
Camoune 







PRIMERS: 


any — de, © c- 
Linc Chro ate ed Oxi i 
atv R 


. ented 
ES: Clear & Piam lose 
LACQUER ~ butyrate and cone 
(cellulose OCF rate types ding ito” 
S ‘including * 
PIGMENT 
COLORED 4 


xide pigments) 






a graben before has there been the opportunity to 
buy good quality general maintenance and in- 
dustrial finishes . . . at such bargain prices. Included in 
this close-out sale of war surplus stocks are a wide 
range of specifications in gloss, semi-gloss and flat 
finishes, air-drying and baking enamels, paints, lac- 


quers . . . in fact, practically every type of maintenance 
and industrial finish. 







COLORS In Ol Ree 
» Paste oF i 
D FILLERS: oa 
peso sehen PAINTS: Anti-Fou ng 
SHI 


_—Anti-Corrosive 









Although 


this material has been pre- 
viously offered to priority claimants, 10 
per cent of the merchandise has been re- 


And they are easy to buy! Orders may be made up of 
one or more items. Containers usually range in size 
. ad to fulfill z further needs of priori ~ 
cisimants including VETERANS from one to fifty-five gallons. 

, ORLD WAR rho ¢ invited tc ° 
contact the Regional Office serving their Don’t delay—act at once. Ask your nearest Regional 
area. . . . . 
epertans are considered as wholesalers in Office of the War Assets Administration for prices, 
xe purchase of surpl a . °,° 
cataliinns Gk anmabh aaaieel ent Miao locations, quantities, types and colors today. 


ferred to Office of International Trade, De- 


partment of Commerce, Washington, D.C. 
| GOVERNMENT 






AR Asse 


Offices located at: Atlanta 






Birmingham 
Boston + Charlotte - Chicago - Cincinnati 


NISTRATION 


Los Angeles + Louisville + Minneapolis 
OWNED Nashville + New Orleans + New York 
Cleveland + Dallas - Denver + Detroit - Fort SURPLUS Omaha + Philadelphia + Portland, Ore. 
Douglas, Utah - Fort Worth - Helena - Houston Richmond + St. lovis «+ 
Jacksonville - Kansas City, Mo. + Little Rock A a eee 


San Antonio 
* Spokane - Tulsa 
563-4 


San Francisco + Seattle 
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This Homestead Protected Seat 
is your protection against cost- 
ly high pressure water losses, 
high maintenance costs and 


production delays, 





Increase Production and Connage ae 


Reduce Shutdowns 


with 


HOMESTEAD 


PROTECTED SEAT 
HYDRAULIC OPERATING VALVES 


Fast, easy, smooth, and ‘'on the nose’’ control 
of manipulators, shears, stampers, presses, and 
other production machinery, is assured when 
operated by HOMESTEAD PROTECTED 
SEAT HYDRAULIC OPERATING VALVES. 
Built right into each valve is the HOMESTEAD 
PROTECTED SEAT consisting of a closely 
fitted sleeve and inside plunger, which reduce 
fluid flow to a dribble while seat and disc are 
still widely separated. ‘‘Wire drawing’ or 
cutting of the seat, and leakage are eliminated. 


Production and tonnage are increased; and 


maintenance is so low that records of twelve 
to eighteen months continuous service with- 
out so much as the replacement of a fibre 
disc are common. 

HOMESTEAD PROTECTED SEAT HY- 
DRAULIC OPERATING VALVES are made 
in 3-way or 4-way types; or in single poppet ° 
types to control hydraulic spray for descaling; 
sizes '»'’ to 4’, hand operated or remote 
control, for pressures up to 3000 pounds. 

Write today for complete details and copy 
of Valve Reference Book No. 38. 





HOMESTEAD VALVE MFG. CO. 





P.O.BOX 93 CORAOPOLIS, PENNSYLVANIA 
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Foctory Assembled Units, 

2-4-6 and 8-ply tires, 

with Separote Inner 

Tubes ond Heavy Duty 

Wheels, 8” to 22” 0. 0., 

= Capacity 180 to 1900 
i Ibs. per Tire. 


Move More Le as, — eo 
FASTER, EASIER, SAFER 


General Industrial Pneumatics cut material handling costs 

. move material faster, easier ... cushion load and 
truck... end excessive floor wear... reduce maintenance. 
General Industrial Pneumatics provide: 


A® superior combination of rugged pneumatic 
tire with separate inner tube. 


Heavy duty wheel in simplified sizes for inter- 


changeability. 


Easily demountable wide base rim to provide 
maximum load capacity and fast cushioned 
movement over any surface. 


All units can be adapted to your present equipment. 
General Tire Engineers will work with you to determine 
the size and type of wheel unit best suited to your 
requirements. 









for information write 
THE GENERAL TIRE & RUBBER COMPANY 
Dept. 3 * AKRON, OHIO 


INDUSTRIAL PNEUMATIC TIRE - TUBE » WHEEL UNITS 















PURCHASING 


Kennametal, Inc., Latrobe, Pa., has ap- 
pointed George E. Smith and Wendell 
E. Grubbs as representatives for its Phila- 
delphia office at 3701 N. Broad St., E. J. 
Kelly for the Detroit office at 5531 
Woodward Ave., and Max J. Caylor as 
Mining Representative for the Pennsyl- 
vania District. 


Dallas, Texas—The Flexible Steel Lac- 
ing Co. of Chicago, fasteners and belt 
cutters, announces the appointment of 





James Gillespie, 1330 Hollywood St. as 
sales representative for Texas, Oklahoma, 
Arkansas and Louisiana. Mr. Gillespie 
takes over the territory covered by his 
father, the late J. W. Gillespie. 


Houston, Texas—Timken Roller Bearing 
Co., of Canton, Ohio, announces the ap- 
pointment of H. B. Lilley district mas- 
ager of the Timken Steel and Tube Divi- 
sion. His territory will include Texas, 
Louisiana, Arkansas, Oklahoma and 
Kansas. 


Toronto, Canadae—Snap-on Tools Corp., 
Kenosha, Wisconsin, announces the ap- 
pointment of Arlington W. Clark, of To- 





és Me 


ronto, as general manager of Snap-on 
Tools of Canada Ltd. Prior to joining 
Snap-on, Mr. Clark served as managing 
director of Black & Decker Mfg. Co. Ltd. 


New York—United States Rubber Co., 
Rockefeller Center, New York City. 
James E. Stevenson has been named 
manager of V-belt sales. Previously he 
was district sales manager of the L. H. 
Gilmer Co., a division of U. S. Rubber 
Co. 

(Turn to page 316) 
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CLEVELAND WIRE SPRING CO. 
2012 West 25t* Street, Cleveland 13, Ohio 


Subsidiary of Reynolds Spring Company, Jackson, Mich. 
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What type of 
STAINLESS 
FASTENER 

do you need? 





Prompt delivery from the 
largest stock in the nation! 


Screws... nuts... washers... 
pins... Allmetal carries the largest 
stock in the country of stainless 
steel fasteners and screw machine 
parts. We also have facilities for 
heading, tapping, drilling, ream- 
ing. slotting, turning, stamping, 
broaching and centerless grinding 
+ + + and we work not only with 
stainless and monel, but also with 
duralumin, aluminum, brass, 
bronze, or any other non-corrosive 
metal. All parts produced to close 
tolerances. Write for our catalog 
today. Allmetal Screw Products 
Co., 33 Greene St., New York. 


Send for 
FREE CATALOG 















This new. 83-page 
catalog helps you se- 
lect the cotrect size 
and type of non-cor- 
rosive fastening de- 
vice for any particular 
job. Includes stock 
sizes, specials that 
can be made, engi- 
neering data, etc. 
Make request on conv 
pany letterhead. 


. ALLMETAL 
SCREW PRODUCTS CO. 


33 Greene Street, New York 13 






SPECIALISTS in 
STAINLESS FASTENERS 









Indianapolis, Indiana—Okonite Company 
of Passaic, New Jersey, announces ap- 
pointment of John L. Marsh in charge of 
industrial wire and cable sales in new 
office at 417 Merchartts Bank Building. 


Washington, D. C.—Koppers Company, 
Inc., of Pittsburgh, Pa., S. S. Bruce has 
been named to the position of executive 
sales representative. 


Chicago — Sylvania Electric Products 
Inc., announces the appointment of W. od 
Lounsbury, Jr., to the company’s Light- 





ing Division sales department. Mr. Louns- 
bury, formerly manager of the Lake 
Superior District Power Company’s 
lighting department, will make his offices 
at 135 So. La Salle St. 


Allentown, Pa.—Carboloy Company, Inc., 
of Detroit, cemented carbide tipped cut- 
ting tools, has appointed the Wm. H. 
Taylor & Co., Inc., 256 Hamilton Street, 
as authorized distributor. C. S. McEleya, 
sales manager, will head the Carboloy 
operation and C. R. Musselman will act 
as carbide specialist. 


Pittsburgh, Pa.—Pittsburgh Division of 
Gulf Oil Corp., embracing Western Penn- 
sylvania and West Virginia, announces 
the appointment of Homer A. Goddard 
as assistant division manager in charge 
of industrial lubrication. Mr. Goddard 
succeeds S. A. Newman who has been 
advanced to chief turbine lubrication 
engineer. 


Detroit, Michigan—E. W. Bliss Co., 
mechanical and hydraulic presses, can 
and drum making machinery, rolling mill 
equipment, etc.: E. A. Irwin has been 
named general sales manager. Previously 
he was managing director of E. W. Bliss 
Company of Canada Ltd. 


East Walpole, Mass.—Bird & Son, Inc.: 
Wesley C. Ahgren has been elected 
secretary-treasurer. Production and sales 
vice-presidential appointments include: 
H. Eugene Sawyer, Jr., in charge of 
flooring division, Eli L. Chamberlain, in 
charge of building material division, and 
Ralph A. Wilkins, in charge of paper 
products division. 


Cincinnati, Ohio—Du Bois Co., has ap- 
pointed John M. Welch as director of 
sales promotion. 


Chicago—Great Lakes Supply Corp., 
distributors of industrial, railway, and 
contractors’ supplies: Reed G. Landis 


PuRCHASING 


has been appointed vice-president in 
charge of sales. 


Philadelphia, Pa—Metal and Thermit 
Corp., of New York City, has opened a 
sales office in the Land Title Building, 
Broad and Chestnut Sts. C. B. Cooper 
of the N. Y. Sales staff will be in charge. 


Syracuse, N. Y.—Allis-Chalmers Manu- 
facturing Co., of Milwaukee, Wis., an- 
nounces the appointment of Ned Landis 
as branch manager. 


Quincy, Illinois—Gardner Denver Com- 
pany. G. V. Leece, vice-president and a 
director of the company has been named 
general sales manager. 


Cleveland, Ohio—Hertner Electric Co., 
motor - generator battery -chargers, an- 
nounces the appointment of Robert C. 
Neiswander as sales manager. 


Detroit, Mich.—Industrial Radio Division 
of Philco Corp., A. J. Rosebraugh has 
been named sales manager in charge of 
all radio receiver sales to the automobile 
industry. He will be assisted by Martin 
F. Shea. 


Connersville, Ind—American Central 
Manufacturing Corp., announces ap- 
pointment of Gene Henry as supervisor 
of production control; Kenneth Cook, 
assistant sales manager, and Larry Coen, 
distribution manager, both of the Prod- 
uct Division. 


Pittsburgh, Pa.—Heppenstall Co., John 
P. Roche of Baldwin Highlands, Pa., has 





been named vice-president and general 
manager of sales as well as a director 
of the company. 


Torrington Company, Torrington, Conn, 
and South Bend, Ind., announces appoint- 
ments of Frank H. Marchand a district 
manager, and Ray G. O’Connell and R. C. 
Recor, district engineers of the company’s 
anti-friction bearing activities at Chi- 
cago. New district engineers: Torring- 
ton, Buell D. Dean; Cincinnati, Ohio, 
Fred J. Norman; and Los Angeles, Cal, 
Frank B. Tipton. 


American Foundry Equipment Co. Mis- 
hawka, Ind. Ardee H. Freeman has 
been made special project engineer for 
the Milwaukee territory, and Edwin P. 
Clark has been assigned to Houston, 
Texas office. 
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coup a S. 
FABRIC DO IT? 








If you have any manufacturing 
or industrial problem that could or 
might be solved by a special fabric, 
the chances are we can make a cloth 
to meet your requirements. 

Just tell us what you want the 
cloth to do. — Give us the specifi- 
cations. What tensile strength 
(pounds per square inch) do you 
want? What tear strength (Elmen- 
dorf) should it have? What caliper 
(thousandths of an inch)? What 
stiffness (Gurley) ? Do you want it 





waterproof? What temperatures 
must it withstand? How about sol- 


vents, acids and alkalis? What di- Cloth Bound 

electric characteristics are necessary? These are the things A cloth bound book is bound to be 
kept — bind your 

We want to know. 


CATALOG — SALES MANUAL — 


B Alli : " ti e . f bri 5 INSTRUCTION BOOK, ETC. 
y ing, impregnating or coating various fabric tn HOUSTON Beek Cloth — der- 


(from sheer cambric to coarse burlap) with plastics, ny ee ae 
resins, starch and pyroxylin we can’ produce a cloth Write for samples. 
with almost any wanted properties. Write our Research 


Department today. 





















Consult your printer. 





SPECIAL FINISH 
HOLLISTON special finish cloths meet 


special needs — 
TRACING CLOTH — PHOTO 
CLOTH — RUBBER (PROCESSING) 


CLOTH — BOOK CLOTH — 


oO e SHADE CLOTH — SIGN CLOTH 

eral MW{2626 abner |. ueciom 
Cloth combined with special com 
pounds, filled, impregnated, coated 
— to form a material with charac- 
teristics of a plastic and the flexible 


strength of a woven fabric. 





The Holliston Mills, Inc. 


Norwood, Massachusetts 
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Ray M. Maloney describes manufacturing facilities of Corbin 
Screw Div. of the American Hardware Corp. to John M. Brown, 
x is vyHuoO WMA Director of Purchases, Veeder-Root Inc., Hartford, Conn., at right. 


be 


Sub-Contract Sales Start and Finish with the P. A.! 


“For a Purchasing Agent to seriously consider a sub- 
contract supply source he must know all about the 
prospective vendor’s engineering, laboratory, produc- 
tion and management facilities. That’s why,” says Ray 
Maloney, “we always see to it that the P.A. is thoroughly 
familiar with every phase of Corbin Screw. facilities. It 
is the Purchasing Agent who selects the most desirable 
vendor on the strength of service, not on quoted price 
alone, and finally signs the contract.” 

Whether it is facilities or finished products you want 


to sell, the man who will decide for or against you is the 
PA. Your salesmen know it... their call reports prove it! 

To harness your 1947 advertising to sales work, see 
that Purchasing is at the top of your media list. It’s the 
one magazine you can rely on for cultivating Purchasing 
Agents .. . it’s the Purchasing Agent’s own magazine. 

For latest data, write PURCHASING, 205 East 42nd 
St. New York 17; 333 No. Michigan Ave., Chicago 1; 
Leader Bldg., Cleveland 14; Forrest C. Pearson, Pacific 
Manager, 448 South Hill St., Los Angeles 13. 


A CONOVER-MAST 
PUBLICATION 
THE NATIONAL MAGAZINE FOR PURCHASING EXECUTIVES 
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WE'RE TALKING ABOUT YOU 
to 40,000 Sales Executives... 


" NOARO RATE 


51 bh sERVICE | . . . and we’re going to keep on telling them how the modern 


ore _— P. A. operates until every last misconception about today’s pur- 





chasing methods has been wiped out. 


THE RERKLY Macasinn ‘ --.: i 
.oecartne oe When the able sales engineer and the modern pur- 


aE ; . 
chasing agent get together, business is transacted in- 


noun | | telligently and quickly and with a minimum of lost 


motion. Your business is buying . . . his is selling. 





You know what you want... he knows what he can 
offer. Obviously a lot of time can be saved when 
Sb every Sales Manager is made to realize what a vital 


We Stl function today’s Purchasing Agent performs in the buy- 


> } 
it /AL And your magazine has resolved to keep on driving this truism 


INA J hd f TING home until this great educational job is complete. 
Faia a * 


ing of practically every kind of equipment. 
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Watch Your Inventories! 
(Continued from page 92) 


Ma th PWS Offer & Yo 8 eee production in spite of shortages and 


bottlenecks, while at the same time 
to so control the inventory aggre- 


gate and outstanding commitments 
as to avoid being caught with ex- 
cessive or high-priced stocks in the 


face of a lowering of total demand 


which appears certain to occur. 
For the past several years buyers 
have taken almost anything offered 








a 











East irrespective of price. An eager and 
ready market for products was as- 
Bile ea PropasBiy one of the most distinct advantages that ris = ates age purchases dur- 
ee Mathews makes available to industry today is a con- Ing the war an in the pent-up buy- 
ae weying esevice that is complete. Proposal engineering. ing of civilians after the war. In 
i estimating, detail engineering, fabrication, and erection the future, however, a wary eye 
ese in the field, all are part of this thoroughly organized must be cocked on the trends of 

effort. A competent field engineering staff, an experi- sales, already high, and the possible 

enced engineering force at the plants, modern factories customer resistance to high prices. 


and highly skilled personnel make this complete serv- 
ice possible. Plant engineers have learned that this 
complete service can make the material handling phase 
of their job easier, and help them to do it better. 


The purchasing agent has the op- 
portunity of becoming a key factor 
in tempering the reaction which is to 
be expected; on the other hand, in- 
judicious buying could easily make 
him the “fall guy” in the resulting 


When you need conveying equipment, remember that 
Mathews complete service can be yours for the asking, 
without obligation. Whether your problem requires 





gravity or power conveyers, or special conveying ma- inventory losses. As was pointed 
chinery, you will find Mathews Engineers in a position out by Mr. Smalley in the “The Sell- 
to help you make the most practical application. ers’ Market” in the October issue of 
PURCHASING, a buyers’ market has 
its own brand of difficulties—there 
— — may be “plenty of everything except 


Die “same wr. = 2a employment and money.” 

“=; ' | ma =e In the present period of rapidly 
= rising inventories, therefore, it be- 
comes important for the future to 
avoid wumnecessary accumulations. 
The situation suggests frequent re- 
appraisal of the detailed inventory 
position, including orders, a weigh- 
ing of sales anticipations and of 
pricing policies. To the extent that 
a boom can be averted, the subse- 
es - 5 ' ‘\ ; quent readjustment will be moderat- 

ed, with a smaller impact on busi- 
ness. 


+. ¥ 


From One P.A. to Another 
(Continued from page 135) 


hump. I feel fairly certain ordinary 
cotton textiles are going to be over 
the hump in the next few months. 
But with those things happening, I 
don’t believe that the bottom is going 
to drop out for some time at least, 
because labor costs and taxes are not 
going to disappear, and our farm 
products are guaranteed parity 
prices for two years after the war. 

We have been living with con- 
trols, subsidies and loans so long 


fFLiLwoop CITY, PENNSYLVANIA 


aA that at many have come to de- 

AK FRANCISCO, CAL. o PORT HOPE, ONT. sanian tt They are going to have 

3 GINEERING OFFICES IN PRINCIPAL CITIES to toughen up. Purchasing is now 
ely a logistics problem, to secure the 





pee (Continued on page 322) 
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Photograph, courtesy of Elwell-Parker Company 


Palletizing Changes 
Square Feet to Cubic Feet! 


Practically any company can save time 
and labor by using pallets, because they 
turn square feet into cubic feet when mov- 
ing or storing products. Merchandise can be 
stacked to the roof if necessary, quickly, 
economically and safely. 

To prepare products for palletizing, use 
Stanley Steel Strapping. Stanley Strapping 


not only securely binds merchandise, but 
does it economically. Palletized material 
can be loaded or unloaded from trucks or 
freight cars by one operator in a fraction 
of the time formerly taken by two or more 


men. The Stanley System includes tools © 


and accessories. The Stanley Works, Steel 
Strapping Division, New Britain, Conn. 


With Palletizing You: 


... SAVE SPACE 
--. CUT HANDLING 








STANLEY 


STEEL STRAPPING AND CAR BANDING SYSTEMS 


.-- SAFEGUARD MATERIALS 
-+- REDUCE ACCIDENTS 
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. 5 From One P.A. to Another 
0 ih LY. A K ES 9 i (Continued from page 320) 


Wi 4 re materials needed for operations 
tf. Lg 





rather than speculating on inven- 
tories. The chances are we will not 
have the wide swings in prices we 
formerly had. Too much of our 
costs are in high labor rates, high 
taxes. They are going to be more 
fixed and rigid than they were. Our 
newer and younger men in purchas- 
ing must be aware of that trend. 

COMPLETE POWER TRANSMISSION EQUIPMENT FROM They must realize the cost of carry- 

ONE SOURCE SCORES High . .. . IN EFFICIENCY! ng Specininere serrepmertes. 16: mie 
Let Medart’s 60 years’engineering experience help you on yourtransmis- | *!W@ys prohibitive. I don't know of 


any expert accountant that figures 
sion problems. Recommendations are unbiased because Medart engi- you can carry inventory very long 
neers can choose from the entire field of power transmission equipment. for the 10% saving you may secure 





on a price. 

My advice is to watch the Esca- 
lator Clauses closer than ever ; begin 
to pay a little attention to cancella- 
tion clauses too. 

Watch these extended deliveries, 
particularly for quality and substitu- 
tion. It should not be long before 
our quality should be climbing up. 
And begin edging your buying pro- 
cedures and policies over towards 
sound fundamentals. That's where 
the better values will be found 

Sure there will be some shakeout 
and shakedown in business, and I 
believe purchasing agents have an 
important responsibility to bring 
business back into normal channels 
and ‘to eliminate the gyps and sub- 
standard materials and off-standard 
practices that have crept into our 
business during the past few years. 

I believe that will leave good com- 
panies with good business and good 
business prospects for some time to 
come, and I believe their securities 
will probably be worth more too in 
a very short time. 





"Patents make Gobs” 


* Shaft Hangers * Chain Drives * Rigid Shaft Couplings Ss 

* Bicycle Type Sheaves * Set Collars * Flexible Shaft Couplings 

* V-Belt Drives * Hercules Pulleys * Universal Shaft Couplings District Activities Prog ram 

* Cast Iron Pulleys * Wood Pulleys * Medart-Timken-Bearings (Continued from page 121) 

* Stee] Rim Pulleys * Shafting * Iron & Semi-Steel Castings 

* Ring Oiling Bearings * Friction Clutches ® Wire Rope Sheaves other sections of these United 
* Wick Ojiling Bearings * Sprockets *® Cut Tooth Gearing otates. 7 Y ou can §0 back to your 
* Belt Tighteners ® Pattern Work ® Molded Tooth Gearing places of business knowing that you 


have received both tangible and in- 
tangible benefits, the value of which 
far exceeds any dollar measure you 
may attempt to make 


Today, your District Activities 
Committee meets again in regular 
session to consider plans for furthe- 
activities of interest and value to 
Southeastern Purchasing Agents. 
We hope to plan and recommend 
a procedure through which we may 
be able to convince the proper edu- 


cational authorities to include ap- 
(Continued on page 324) 
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The Largest Blowpipe 


Ta 
Makes this Job as Easy as it Looks 


| 


> 
‘ 
; 


It takes just 15 minutes to slice through an ingot of this size. 
For eight hours a day. five days a week, this giant Oxwetp C-45 
oxy-acetvlene blowpipe and another just like it are in operation at 
this mill slitting ingots for serap. 


IF YOU CAN USE A RAPID METAL-CUTTING METHOD... 


If a fast. economical method for cutting heavy ingots, risers. or 
forgings. will increase efficiency of operations in your plant, get in 
touch with the nearest Linde representative. He will help you to 
determine if your job can be done better by methods developed by 
The Linde Air Products Company. 


LINDE OXYGEN 
PREST-O-LITE ACETYLENE 


THE LINDE AIR PRODUCTS COMPANY SMO CARBIDE 


. ; . , " ; ; OXWELD, PUROX, PREST-0-WELD, 
Unit of Union Carbide and Carbon Corporation 
UNIONMELT APPARATUS 


30 E. 42nd St., New York 17, N. Y. (i$ Offices in Other Principal Cities OXWELD AND UNIONMELT SUPPLIES 





In Canada: Dominion Oxygen Company, Limited. Toronto 


The words “Linde.” “Oxweld.”” Prest-0-Lite.” “Prest-0-Weld Purox.’ Union.” and “Unionmelt” are trade-marks of Union Carbide and Carbon Corporation or its Units. 
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PLATE AND 


SHEET STEEL 
eS 





446 E. Pearl St., C 
Ohio 





LITTLEFORD BROS., INC. 
incinnati 








District Activities Program 
(Continued from page 322) 


proved courses in purchasing in the 
curricula of our leading Southern 
universities. 

Also under study is a project for 
compiling various Southeastern 
States manufacturing registers in 
me binder for distribution to pur- 
-hasing men in the Associations of 
District No. 7. We are sure there 
ire thousands of products made here 
in the Southeast whose sources of 
supply are not known by the pur- 
chasing agents of this area. 

Certainly, definite recommenda- 
tions will be presented to our Dis- 
trict Council for another finer and 
greater conference—possibly to in- 
clude some type of informative 
products exhibit, with special en- 
couragement to be given to South- 
eastern manufacturers. 

All in all, your District Activities 
Committee is busily following its 
original directive in attempting to 
provide those projects and activities 
which will result in the improve- 
ment and advancement of the pur- 
chasing profession in the Southeast 
—to make our members more fit for 
influential leadership in executive 
councils on a national scale, and at 
the same time, through the resulting 
efficiency of their procurement prac- 
tices, lift the economic position of 
the Southeast in the nation. Sugges- 
tions for programs looking to this 
end are both invited and welcome. 


7. % -# 


Contract Simplification 
(Continued from page 137) 


delays comes up in the standard 
contract for supplies—Form No. 32, 
commonly known as the long form. 
The present stipulation is that if the 
contractor refuses or fails to make 
deliveries of the materials or sup- 
plies within the period called for in 
the contract, the Government can 
terminate and buy on the open mar- 
ket, holding the original contractor 
liable for any cost to the Govern- 
ment in excess of the amount called 
for in the original contract. 

The exception is where unfore- 
seeable contingencies arise, which 
are beyond the control of the con- 
tractor. 

Another problem which will be 
reviewed is the present practice gov- 
erning disputes arising between the 
contractor and the purchaser. The 
practice now is for all disputes con- 
cerning questions of fact arising 
under the contract to be decided by 

(Continued on page 326) 











PuRCHASING 


Bolted assemblies 


°°” TIGHT permanently 


BEALL SPRING WASHERS, with live, long-range 
action compensate for ALL causes of looseness 
including vibration, bolt stretch, wear, rust and 
break-down of finish under the nut and bolt head. 

IN STOCK in all Standard Sizes; made of Car- 
bon Steel, Stainless Steel, Everdur and Duronze. 


TOOL DIVISION 
BEAL (HUBBARD & CO.) 
160 Shamrock St. EAST ALTON, ILL. 








KENNAMETAL 


CEMENTED CARBIDE 


TOOLS, BLANKS, 
and SPECIALTIES 


@ FOR FAST, ACCURATE METAL- 
CUTTING . . . complete selec- 
tion of single-point tools and 
milling cutters. 


@ RESIDENT TOOL ENGINEERS 
‘in 24 cities available for expert 
help in proper selection and 
correct use. 


WAREHOUSES in Chicago, 

© Cincinnati, Los Angeles, New 
York, and San Francisco to ex- 
pedite delivery. 


NNAMETAL 


SUPERIOR CEMENTED CARStDES 


KENNAMETAL Duc., carrose. ra 
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L-O-N-G ON LINE:-- 


— > b-O=N-G6 ON LIFE 









To get the right valve for your particular installation, take your 
pick from OIC’s I-o-n-g line. It includes bronze, iron and steel valves 
in a wide variety of trims. Sizes, types and pressure classes are 
available to fit most services. 


To get long life from the valves you buy, pick the ones with the 
OIC trademark. That symbol means heavy construction . . . extra 
“beef” at vital points such as body walls, heavily-ribbed yoke arms, 
full-threaded bonnet bolt studs and sturdy I-beam wedges. It means 
quality materials and precision manufacture that assure you an 
extra margin of safety . . . with a smaller amount of maintenance. 
You can frust the products of OIC — pace-setter in valves! 


WE'LL BE GLAD TO SEE YOU AT OUR EXHIBIT AT NEW YORK POWER SHOW, BOOTH 58 








OIc 
VALVES 


Steel Iron Bronze 








Distributors In Principal Cities 


248 PAGES OF ; MAIL THIS RESERVATION TODAY! 


— pi Boy or Ohio Injector Company—Wadsworth, Ohio 


the press, this 
useful new OIC 





Please save me a copy of the new OIC valve catalog 








catalog iscrammed 1; and data book. 
4 
specifications on ; Name ____ Position 
steel, iron and 
bronze valves. ! Firm 
Demand is already 
large, so mail the | Address 





coupon to reserve 
your copy NOW! 
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Mojonnier Bros. Co., of Chicago, manufacturers of 
“America’s No. 1 Line of Stainless Steel Food Processing 
Equipment”, of which the CARBO-COOLER illustrated 
here is an excellent example, find m a LEA Method and a 
LEA Compound the answer to a stainless steel finishing 
problem. 


Most exterior and many interior stainless steel surfaces 
of this company’s equipment are finished with LEA 
Compositions—producing the gleaming trim which means 
cleanliness, a “must” in any food processing equipment. 


If your plant has a metal finishing problem, why not 
submit it to LEA FINISHING ENGINEERS—we can 
cut production time, cut costs and improve the quality 
of the finishing in your plant. LEA Methods and LEA 
Compositions are outstandingly successful in polishing, 
buffing or burring metals, plastics and wood. 


THE [IFA MANUFACTURING CO. 


16 CHERRY AVENUE + WATERBURY 86 + CONNECTICUT 
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Contract Simplification 
(Continued from page 324) 


the contracting Government officer, 
giving the contractor a period of 30 
days to appeal his decision to the 
head of the department concerned. 
Consideration is being given for 
liberalizing. this procedure in favor 
of the contractor. 

Likewise under study is Standard 
Form No. 33 (short form contract), 
which is an invitation, bid and ac- 
ceptance form all in one. 

The present terms of this ab- 
breviated form show how in the past 
the Government eliminated a specific 
risk to the contractor without any 
loss to itself. One of the conditions 
of the contract is that if any Federal 
tax becomes effective after the bid 
is epened, the Government will as- 
sume the full amount of such tax, 

This removes a specific hazard to 
the contractor, and the Government 
is merely dipping its hand in one of 
its own pockets and depositing the 
pickings in the Government coffers. 


The P.A. and Public Relations 


(Continued from page 124) 


of course, the responsibility of the 
manufacturer to furnish purchasing 
agents information about items pro- 
duced locally, and if manufacturers 
would do this their sales would no 
doubt be increased. 

3ecause of constant contact with 
suppliers of materials, purchasing 
agents frequently know of improve- 
ments in design, or of new products 
or of better products before other 
departments of their companies, and 
so have a unique opportunity to 
keep those departments informed. 

In addition, purchasing agents 
can be extremely helpful with sug- 
gestions to suppliers for improve- 
ments in the products purchased, 
for manufacture at lower cost, for 
more attractive packaging or finish, 
for additional uses to which the 
products might be put, and for the 
opportunity through research to de- 
velop new and better products. 

And so, through these and other 
ways, we must work constantly and 
untiringly at the job of creating 
more jobs in the South through an 
increase in the volume of goods, of 
materials that have to be produced, 
hauled, transferred, stored, trans- 
ported, refined, manufactured, pro- 
cessed, packaged transported again, 
wholesaled, retailed, and delivered, 
goods that all along the way must 
be accounted for, must be inspected, 


(Continued on page 328) 
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GET MORE SERVICE PER DOLLAR... 


with the 
®/GH7 wire rope! 







Straight line wire cleaning—cleaning and lub- 
ricating wire for further drawing—is only one 
of many special methods used in the Roebling 
mills to insure longest rope service on the job. 


balance of strength and flexibility plus peak 
fatigue and abrasion resistance . .. by choosing 


: You can find the right rope... the correct 
a Roebling “Blue Center’ Steel Wire Rope. 


There’s only one wire rope that is right for any one job. Of all the wire 

ropes manufactured only one is the right size, the right material, the , , 
. ‘ . M + ° 
right construction. And whether it proves to be preformed or non-pre- mauteciorans of Wieiape ane Ginn 


Fittings « Slings « Suspension Bridges and 
Cables « Aircord, Aircord Terminals and 
FOR EXAMPLE: Air Controls « Aerial Wire Rope Systems 
Electrical Wire and Cable « Ski Lifts « 
Hard, Annealed or Tempered High and 
Low Carbon Fine and Specialty Wire, 

Flat Wire, Cold Rolled Strip and Cold 
EXPERT ADVICE Rolled Spring Steel « Screen, Hardware 
and Industrial Wire Cloth « Lawn Mowers 


formed, you’ll find the right rope for your job in Roebling’s complete line. 


Roebling ‘‘Blue Center’’ Steel Wire Rope alone can be supplied in literally 
hundreds of sizes and constructions... either preformed or non-preformed. 


Get the right rope working for you. A Roebling Field Engineer will be 
giad to help you choose it. Call him at our nearby branch office or through 
one of our distributors. ..and get more service for your wire rope dollars. 


JOHN A. ROEBLING'S SONS COMPANY 


TRENTON 2, NEW JERSEY 








Branches and Warehouses in Principal Cities 





PREFORMED NON-PREFORMED 
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The P.A. and Public Relations 
(Continued from page 326) 


handled, and rehandled. Upon that 
process of producing and handling 
goods depends the demand for cleri- 
cal, sales and other service activities 
that grow out of the wealth created 
and the profits made. Our whole 
structure of employment rests upon 
the manufacture, distribution and 
consumption of physical goods. 
Somewhere, many years ago, I 
read an old proverb which said that 
no man has seen tomorrow’s sun. 
I am not so sure, however, that the 
statement is true, because I believe 
that some men do see tomorrow’s 
sun and know how beautifully it is 
going to shine on this Southland. 
Some of those men are in this 
room today. Through their vision, 
courage and hard work, the develop- 
ment of industrial and institutional 
procurement in the Southeast has 
made remarkable progress. This 
progress has had its-effect on the 
economy of this region. As procure- 
ment departments become still bet- 
ter organized, better equipped for 
doing their public relations job, and 
as they become better recognized by 
management for their worth, even 
greater prugress toward a more 
prosperous South is in prospect. 


The Purchasing Agent 
Specialist in Vendor 
Relations 
(Continued from page 114) 


agent. This sales-purchasing rela- 
tionship upon which all business de- 
pends is going to need cooperation 
of the men on each side of the desk, 
so that all of us can get our business 
economy rolling along at a faster 
speed. The purchasing agent is 
again getting down to fundamentals. 
Where delivery of anything that 
might be used on the job was the 
keynote, we are going to find the 
salesman is going to have to deliver 
materials that more nearly conform 
the quality standards desired by his 
company. 

The purchasing agent is going to 
have to get the thought out of his 
head that things are hard to get. 
Salesmen, likewise, are going to 
have to eliminate from their minds 
that anything has been hard to get. 
It is true that salesmen have been 
expeditors and order chasers, but 
good salesmen are going to continue 
to do a job of expediting the pur- 
chasing agent’s orders, and the pur- 
chasing agent who has built up the 
best good will is going to get the 
best good service. 


PURCHASING 


The purchasing agent’s attitude 
toward sales people, in his daily in- 
terviews and contacts, has a power- 
ful influence in developing good 
will for his company throughout the 
sales fraternity. Now, with the 
changes occurring in the cross cur- 
rent of business activity, it is inter- 
esting to watch the ability with 
with which some salesmen are meet- 
ing these changed conditions and 
other salesmen are letting it get 
them down. The salesman who 
really accepts this concept of being 
the eyes through which the purchas- 
ing agents do their jobs, is out help- 
ing the purchasing agent find where 
supplies exist. He has an active in- 
quiring mind. He does everything 
he can to make sure the purchasing 
agent does a good job for his com- 
pany. He keeps the purchasing de- 
partments informed on_ business 
trends in his own organization. He 
is on the lookout for new and sub- 
stitute materials that can aid not 
only in handling the production of 
the purchasing agent he calls on, but 
also aid the production and develop- 
ment of the products puchased by 
his own organization, so that 
through better production as well 
as through better coordination his 
organization can better serve busi- 
ness. 





I ifs a forging- 


fee [% 


WRITE OUR FORGING DIV. 


Creative or Production .. . 
Billings Forging Designers and 
Production Engineers are avail- 
able for consultation . 






Why? 





... Because 
Billings hammers 
talk ... Production! 


No. 7 


THE BILLINGS & SPENCER CO. 


MAIN OFFICE AND PLANT 


HARTFORD 1, CONN. 
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--. HOW TO GRIND 
CARBIDE-TIPPED TOOLS 


ARE CHIPPED AND CRACKED carbide-tipped tools 
a common complaint in your shop? Are your 
grinding wheels wearing out too soon? Here 
are two “tips” on grinding which Robertson 
engineers have found very helpful in conserv- 
ing both tools and wheels. 

The grinding of carbide tools by applying 
heavy pressure against the wheel is extremely 
harmful. Actually, grinding is accomplished 
much faster, and with much more satisfactory 
results, by passing the tool slowly across the 
face of the grinding wheel with a light, uniform 
pressure. This results in fewer wheel dressings, 
making for longer wheel life, and eliminates 
chipping and cracking of tips. 

Grinding both the shank and the carbide tip 


ROBERTSO 


at the same time glazes the grinding wheel and 
generates excess heat, causing the wheel to lose 
its free-cutting action. This will also chip or 
crack the tip and tend to loosen it in its setting. 
These faults are overcome by undercutting the 
shank about 2° more than the carbide tip. 
Robertson Cool-Cut wheels for grinding 
carbide-tipped tools range from 6” x 1” up to 
and including 14” x 4” x 11”, all plate-mounted. 
Highly satisfactory results have been ob- 
tained using our GC60-I-2V for roughing oper- 
ations and our C120-HV for finishing opera- 
tions. For the best results from any grinding 
operation, make sure your grinding wheels are 
Robertson Cool-Cuts . . . the wheels that are 
precision-built for the toughest jobs. 


MANUFACTURING COMPANY 
TRENTON 5, NEW JERSEY 


Manufacturers of Vitrified Grinding Wheels « Mounted Wheels « Segments 





















Hobart—Standard models of this 
make available in large quantities 
and most ratings. 


Lincoln—In all models and most 
ratings. Many in the popular 300 
100 Ampere size. 
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Electrodes and Welding Rods— 
Millions of pounds available in 


Westinghouse — Portable mods all types and sizes. 
available in limited quantities 
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War 





Boston + Charlotte +« Chicago + Cincinnati eS 
Cleveland - Dallas + Denver + Detroit - Fort ‘W 
Worth + Hel « Houst « Jacksonville Ms, 
Kansas City, Mo. « Little Rock + Los Angeles Sr 








Offices located at: Atlanta + Birmingham 2 GOVERNMENT a 
OWNED 
Ry, SURPLUS 4 4 St. Louis 






PURCHASING 


IT’S EASY FOR THE SMALL 
BUSINESSMAN TO GET THEM AT 
A SAVING. 


Hundreds of arc welders are available to small busi- 
nesses for immediate delivery. Some are unused. 
Some are used. All were made by well known manu- 
facturers. 

Now they are offered for sale at real bargain prices. 

These are the type welders needed by garages, 
repair shops and maintenance shops. The large in- 
ventory includes welders of 200, 300 and 400 Ampere 
Rating, either DC or AC. They are located at va- 
rious points throughout the country and may be 
inspected before purchase. 

To obtain complete information on availability, 
location and condition of the equipment you want, 
fill out the coupon and send it to your nearest War 
Assets Administration Regional Office. 


All Arc Welders are subject to priority regu- 
lations. VETERANS OF WORLD WAR II 
are invited to be certified at the War Assets 
Administration Certifying Office serving their 
area and then to purchase the material 


\ offered herein. 


an EXPORTERS 


The War Assets Administration solicits your 
inquiries. Communicate with your foreign 
clients promptly. 


>» 
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INISTRATION 


Louisville - Minneapolis + Nashville - New 
/; Orleans + NewYork + Omaha 
47 Philadelphia + Portland, Ore. + Richmond 
¢ Salt Lake City + San Antonio 
San Francisco + Seattle + Spokane + Tulsa 649-3 
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WHEN IS A MACHINE 


In seven years some say—but in modern production 
practice it is not a question of years or how much 
the machine has earned or still owes you. The ques- 
tion is, will your equipment enable you to compete 
with the new, faster working, more efficient and 


flexible layouts in your competitors’ plants. 


A five-year-old Machine Tool is ‘‘washed up”, for 
instance, if it can be replaced by one costing a 
few hundred dollars that will write itself off in 
less than a year through improved production. 
That's the story of Walker-Turner Machine Tools 
wherever metals, wood or plastics are drilled, cut 


or shaped. 





“Washed Up"? 


These machines are ‘“‘light’’ only in weight and 
price. Their production outpyt in the past eight 
years has astounded the management of thou- 
sands of plants—large and small—throughout the 


country. 


A key to high manufacturing efficiency and low 
manufacturing costs is the modern, flexible, light 
machine tool. It represents small capital investment, 
flexibility of operation, increased productivity and 


low operating costs. 


Walker-Turner Machine Tools are sold -only by 
authorized Industrial Machinery Distributors. A 


general catalog will be sent on request. 











Here’s a Want Ad 
a Can 
pA Answer 
Yes, and PAGE can go 
a step further than that. 
PAGE can give you the benefit 
of long experience in recom— 
mending the most efficient 
use Of wire in production. 
Just remember three words: 
"PAGE for Wire." 


Acco Monessen, Pa., Atlanta, Chitago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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"U.S. KEEPS you 
DRY (N COMFORT 
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5 “U.S.” SAVOY COAT 





“U.S.” WORK APRON 








“U.S.” SKIPPER SUIT “U.S. RUBBER ARCTICS 


Whatever clothing you specify for 
workers...if it’s marked “U.S.” 


Raynster, you can be certain that it’s 
100% waterproof. “U.S.” scientists 
have developed exhaustive tests to 
make sure that every garment and 
pair of boots will stand the gaff—and 
better... forstretching, snagging, heat, 


“¥. S.” WORK RUBBERS sunlight, bending, folding and rub- 
’ bing alike. That’s why when you spec- 
ify ““U.S.”... you’re getting the best. 


\Sold only through Industrial and Retail Stores 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER e NEW YORK 
MAKERS OF 


"U.S."" ROYAL ‘i U.S.” INDUSTRIAL 





RUBBER FOOTWEAR , RAYNSTERS 
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Our KNOW HOW 
is more valuable 
than ever! 







dani a 


The kind of KNOW HOW that keeps the “bottle- 
neck” label away from springs or small parts. The 
KNOW HOW that helps you get the best spring 
for your purpose at the best possible cost. No 
order too large or too small for our facilities. Write 
or call for our latest folder on our plant and its 


facilities. 


U.S. STEEL WIRE SPRING2: 


7800 FINNEY AVE. * Micuican 6318 


CLEVELAND 5, 0. 


’ 
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GaR.Lock 117—furnished 
either braided or twisted 
in all sizes from \,” to %’, 


A VALVE STEM 
PACKING THAT’S 


Fackew wally! 


UALITY CONTROLLED from raw materials 
Q to finished product— each ingredient, each 
process, each operation is checked to conform 
with the GARLOcK standard of quality. Result: 
GaRLOCK 117 gives dependable service day in 
and day out, lasts longer and lowers mainte- 
nance costs. Specify GARLocK 117 for globe 
and angle valves operating against high or 
low pressure steam, hot or cold water, or oil. 





THE GARLOCK PACKING COMPANY 
PALMYRA, N. Y. 
In Canada: 


The Garlock Packing Company 
of Canada, Ltd., Montreal, Que. . 
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is the 


That 


Christmas of Christmases 
long overdue 
old-fashioned 
Christmas we’re now 
wishing you! 


SS 


THE PECK SPRING COMPANY 


PLAINVILLE, 


CONNECTICUT 


>ACTURERS OF SPRINGS AND SCREW MACHINE PRODUCTS 
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« SIGNODE SYSTEM 






is a shipping 


DOMESTIC OFFICES: 


Albany, N.Y., 

1) N. Pearl St 
Atlenta 3, Go., 
325 Walton Bidg. 

Bgltimore 2, Md.. 
406 Americon Building 
Birmingham 9, Alc., 


49 Winthrop Ave., Colonic! Hills 


Boston 10, Mess., 
SI Sleeper Street 
Buffalo 3, N.Y., 

775 Moin St 
Chicago 47, Ill., 
2600 N. Western Ave. 
Cincinnati 2, Ohio, 
626 Broadway 
Cleveland 13, Ohio, 
1200 W. 9th St. 
Dalles |, Texas, 
3405 Main St. 

Davenport, lowa, 
604 Putnam Bidg 
Dayton 2, Ohio 
870 Reibold Bidg 
Denver 2, Colo., 

1812 Stout St 

Detroit 4, Mich., 

874 Brandt Ave 


Grand Rapids, Mich., 


200 lonia Ave., N.W, 
Greensboro, N.C., 
908 Lokeview ‘St 
Horrisburg, Pa., 
Payne-Shumoker Bidg. 
Indianapolis 4, Ind., 
31 &. Georgio St, 
Kansas City, Mo., 
758 8d. of Trade Bidg 


Los Angeles 13, Calif., 


440 Seaton St. 
Memphis 10, Tenn., 
77 McCall St. 
Milwaukee 2, Wis., 
720 N. Jefferson St 


Minneopolis 15, Minn., 


$21 $. Third St. 


New Orleans 13, Le., 
340 S$. Diamond St 
New York City, 

3160 Furmon St., Brooklyn 2, N.Y. 
Omaha, Nebr., 
1718S Dodge St 
Philadelphia 8, Pa., 
401 N. Broad St 
Pittsburgh 19, Pa. 
224 Grant Bidg. 
Portland 3, Me., 
P.O. Bou 1575 
Portland 9, Ore., 
907 N.W. Irving St. 
Providence, R.1., 
1216 Industrial Trust Building 
Rochester 4, N.Y., 
823 Commerce Bidg 
San Francisco 7, Calif., 
453 Bryant St 
Seattle 4, Wash., 
1020 4th Ave., South 
St. Lowis 10, Mo., 
4453 Duncon Ave 
Syrocuse 2, N.Y., 

317 State Tower Bidg. 
Toledo 2, Ohio, 

$38 Erie St 

Winter Haven, Fla. 
Worcester, Mass., 

32 Franklin St 

Youngstown 5, Ohio, 

3957 Howard St 


Agencies in Other Countries 
Argentina, Australia, Austrio, 
Belgium, Brazil, Coneda, 
Chile, China, Colombie, Cuba, 
Crechoslovakia, Denmark, 
Great Britain, Greece, Hawaii, 
Holland, Iceland, Indio, 
Itely, Norway, Mexico, Palestine, 
Peru, Philippine Islands, 


Puerto Rico, Sweden, Switzerland, 


Uruguey. Venezuela 


protection 


SERVICE 


Signode steel strapping 
and seals are merely 
the basic materials in 
Signode’s complete 
system of PLANNED PROTECTION 
for all types of shipping containers 
— from small, light boxes and 
packages to heavy palletized units 
ond carloads. 


Out of world-wide experience — 
Signode engineers have developed 
unique methods of individualized 


As a service to shippers, Signode offers the full 
cooperation of its engineers in planning specific 
methods of packing and stowing to achieve 
better shipping pratection. You'll profit by a 
discussion. Write today to our neorest office. 


SIGNODE STEEL STRAPPING CO. 
2602 N. Western Ave., Chicago 47, Ill. 
371 Furman Street, Brooklyn 2, N. Y. 
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applications to assure decreased 
damage in transit, reduced ship- 
ping room costs and other important 
savings. 

Signode Steel Strapping is 
unequalled for strength and 
protection to all types of shipping 
containers or carloadings. 





S/GNODE 


STEEL STRAPPING 





454 Bryant St., San Francisco 7, Calif. 
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| IT COSTS MONEY 
ESS WRONG 





. a fact that can be especially true when it comes to 
selecting the raw materials or special machinery — or 
reamers — used in manufacturing your products. 

But there’s never any need to guess whether the 
reamers you buy can handle the job with the kind of 
efficiency you want when you specify L & I Ground 
Flute Reamers. They've got to be good because they’re 
made from solid, high-speed bar steel that’s uniformly 
hardened and treated before the flutes are ground (not 
milled). As a result you get reamers with true-line, 
longer-lasting, keener-cutting edges that are free from 
burrs and saw-teeth. 


And you won't have to guess at the production life of 






L & I Reamers, either. For wherever 
they’re used the answer's usually the 
same: greater production life per 
reamer, as well as better, faster work. 

Write today for descripfive catalogs 
giving prices and sizes. L & I Ground- 
from-the Solid Reamers are available 
in any quantity for immediate delivery. 


Stock sizes from .040” to .3125” diam- 





eter. Specials in any size. 


INC. 


Mass. 


GROUND FLUTE 
REAMERS 


LAVALLEE & IDE, 


Chicopee @® 
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WHEN PARTS — a. 
SPECIFICATIONS 
Se han , 
. PLAN WITH 


~. ACADIA 
“Syuthetic Products 


For many types of component 
parts that must have top precision, 
Acadia Synthetics offer extra ad- 
vantages: They meet and resist 
difficult operating conditions in- 
cluding heat, moisture, oil pres- 
sure, age, wear, etc. 

Acadia Synthetic Rubber can be 
molded, die-cut or extruded in any 
shape, size and form ....and 
compounded to meet specific 








conditions. 

Name the exact characteristics 
desired. Acadia engineers are 
ready to help you select a com- 
pound with qualities that provide 
better performance, greater de- 
pendability, lower cost—or a com- 
bination of these factors. WRITE 
TODAY for complete information. 


DIVISION WESTERN FELT WORKS 


4035-4117 Ogden Avenue @ Chicago 23, Illinois 
Branch Offices in All Principal Cities 
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Lo pass inspection, ot to 
Perform a Vital Function. 7 


Springs are the muscles and brains of me- 
chanical equipment. In them is stored the 
energy which makes possible most automatic 
movements. The cost of even the most com- 
plicated springs is infinitesimal compared to 
the cost of completed products, which depend upon them 
for proper functioning. In the case of failure, the labor 
cost of spring replacement may be hundreds of times the 
original cost of the spring. Yet, in most cases, even the 
best qualified inspection departments cannot distinguish, 
from an ordinary spring, a spring with those superior 
qualities which make it a profitable investment. 








What qualifies a truly fine spring? It is not only that 
it lives up to specifications and blue prints, but that it is 
endowed, by the skilled engineers and artisans who built 
it, with exceptional and usually intangible and invisible 
qualities which enable it to perform better and longer 
than some other spring. Reliable springs are made that 
way, and Reliable customers know it. 


Send for Reliable Bulletins 





Remember that our small order department is all set to give 
you prompt service on short runs or experimental springs, 
stampings or wire forms — often at little or no tooling cost. 


THE RELIABLE SPRING & WIRE FORMS CO. 
3167 Fulton Rd. Cleveland 9, Ohio 


Representatives in Principal Cities 











YOU CAN RELY ON WITTINELTTN 


Reliable Springs 











PURCHASING 


ECONOMY... 


1g a-CLOR 


The selection of the right vapor degreasing 
solvent, Mr. P. A., is an important factor in 
buying economy. 


PERM-A-CLOR is a Detrex solvent possess- 
ing the stability necessary for tough degreas- 
ing jobs. It is most economical because it 
resists breakdown as a liquid and as a vapor 
regardless of unfavorable operating condi- 
tions. TRIAD is the same as PERM-A-CLOR in 
cleaning ability, differing only in stabilization. 
It is right for average degreasing require- 
ments. 


Remember, your solvent costs go down 
when your solvent selection is right. Let the 
Detrex service man in your locality check 


your requirements today. 


g DETREX 2 


DETROIT 32, MICHIGAN 


















A heading 
machine cutting 
sections from 
heated steel rods 
and compressing 
them in a die 
to a rough 
spherical shape 





The steel is carefully chosen and {| 
inspected, even before it gets to the heading machine. 
After being “born” here, balls are carefully “brought up,” 
through a long series of grinding and lapping operations, 
to the unbelievably high standards of finish, sphericity 
and precision which have made Strom Metal Balls the 
standard of industry. Strom Steel Ball Co., 1850 So. 54th 
Avenue, Cicero 50, Illinois. 


Strotl| BALLS © Serve industry 





rgest Independent and Exclusive Metal Ball Manufacturer 
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our SPRING pur chases 


LET RAYMOND RECOMMEND 
a spring with two important objects in 
view: 
1. Best results in operating efficiency 
2. Greatest economy in manufacture 


You save the time and expense of “trial- 
and-error’’ methods. You get the advan- 
DEGREE — of = experience in the selection 
OF and use of spring materials, platin 
TOLERANCE finishes. And you benefit 4s seine 
facilities newly enlarged‘ to give even 
better service, whether your order is 





- 7 yp» large or small. 
i: iy | Mes ee genes a at the begin- 
rae KIND > dependable saaie. en 
vd RAYMOND MANUFACTURING CO. 


MATERIAL 


DIVISION OF ASSOCIATED SPRING CORP. 
CORRY, PENNSYLVANIA 


th MY7BA HBT MAM MYT dY cy 
FAA AOU ye su RD Hi 1-6-6 6- Ot-8 8. 








~ In 


a <—y 
~ 
4 
4 


ORS 


Ape 


AND CAN BE IDENTIFIED BY THESE 3 FEATURES 


SAFETEX printed on every core assures tape made from tough, best quality 
Northern Kraft. 
The Pull-tab Opener found only on Saftex. It saves users time and tape. 
SAFETEX grooved gumming, with its exclusive herringbone design means 
tape that sticks faster, holds tighter. 
These three distinctive marks of quality insure a product combining all the 
qualifications for a perfect sealing tape. 


FOR TAPE THAT DOES THE JOB—"“USE SAFETEX.” WRITE FOR NEAREST PAPER MERCHANT DISTRIBUTOR. 


CENTRAL PAPER COMPANY, Menasha, Wis. 





PURCHASING 









, Kropp forged steel boiler 
aie and tank flanges—missed by 
many during the war and 


reconversion periods — are 


available again. 
Forged to provide maxi- 


4d 4d mum stress resistance. 
Threaded to the true axis 
of the pipe. Full height, 
thickness and hub diameter 


according to A.S.P. Bend- 
ing, drilling and facing are 
to exact specifications. 
Forged from steel made to 
our specifications assures 
maximum strength. Get 


Stock List No. 225. 


KROPP FORGE COMPANY 
5301 W. Roosevelt Road, Chicago 50, Ill. 
Add up all the advantages you get 
in this Justrite Safety Gasoline Can 
and you'll see at once why it main- 
tains its lead as the perfect con- 
tainer for handling and storing all 
flammable liquids. 





“FORGINGS 
TO EVERY 
SPECIFICATION” 





Safety First 


should be the motto where flam- 

mable liquids are concerned, and Justrite Safety 
you're assured of protection Gasoline Can 
when you install Justrite Safety 

Cans for the handling and stor- 

ing of gasoline, naphtha, ben- 

zine and similar volatile liquids. 

The can is approved for safety 

and so labeled by Underwriters’ 
Laboratories, Inc., and the 

Associated Factory Mutual Fire 

Insurance Companies. 


Give Long Service 


Justrite Safety Cans are sturdily 
constructed of heavily coated 
24-gauge steel double seamed 
and soldered. High-gloss baked- — &*¢/sive Justrit 


4 Swinging’ Handle 
on red enamel finish makes 


identification easy. Available in lip 

7 sizes from 1 pt.to 5 gal. Check js, 5) piel Ny 
all the special advantages of this funnel needed —Aills 
can listed at right, and see your One ee oe 
supplier about this fire protec- 

tion for your plant! Justrite 
Safety Products are a ‘‘must” in 


many industrial plants L-&C. MAYE RS | C 0. 


Non-spill pouring 





Self-closing spout cap 


2: 
te 


0 re 


JUSTRITE MANUFACTURING COMPA*'¥ Dimond Wladkaritt since rote ie 
2063 N. Southport Ave., Dept. B-2, Chicago 14, Illinois : A : wa oS 
_ 645 FIFTH AVENUE, NEW YORK 17, NY, 
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ip CoMulohit-tamvaslehme2elt mial-t-to Mla 
HERE IS ro ole] ol -Imielm al-aisiael@. Vs) elie 
cation, Central has the an- 


A PAPER swer...or can find one. 


Test Central Electrical 

EXCLUSIVELY Paper and see why 40 
7-101 6 Mo) Ma -1 1-10] call oleh a: 

off. If it’s a special appli- 

ENGINEERED cation you haveinmind 
.. « Consult Central 

engineers today. 

You'll find it pays! 


LONG-TIME, LOW-COST 


PROTECTION 
AGAINST 


f~omm, ‘meal _ f _ —.... 
\ } 


LABORATORY DESIGNED FOR 
ASSURED DEPENDABILITY 
AND EFFICIENCY 


CENTRAL PAPER COMPANY inc. 


2446 Lakeshore Drive e Muskegon, Michigan 
BRANCHES IN LEADING CITIES 


} 


a j 





4 





The U.S. Bureau of Standards, Circular #80, says, ”... 
by far the best” protective metallic coating for rust-proof- 





A s 0 T H E R ing iron or steel is ZINC. Zinc, in the form of galvanizing, 

protects against rust in TWO WAYS: First, by simple 
SPE C | AL BY Nila ; coverage, with a sheath of rust-resistant metal .. . Second, 
PROGRESSIVE by electro-chemical action, or “sacrificial corrosion:’ That's 


why industry has long depended on ZINC to stop rust—cut 
costs—save materials. Heavy coatings pay—for the heavier 
the coating, the better the protection, the longer the service 
life and the lower the cost. 





FREE 
BOOKLETS 


WRITE TODAY for these 
valuable booklets; (1) Re- 
pair Manual on Galvan- 





The “Seal of Qual- 
ity”, shown above, 


is the yardstick of ized Roofing & Siding (2) 
economy in buying Facts about Galvanized 
Guenines Cant. Sheets (3) Use Metallic 
It signifies at least , f 

2 oz. of Zine per Zinc Paint to Protect Metal 
square foot! Surfaces. 


American 


Zinc Institute 


Room 2615-35 East Wacker Drive, Chicago 1, Illinois 
























CARBIDE-TIPPED 
TOOLS FOR EVERY 
DAY OPERATIONS 


Do 


Stresgat Shaek 


Left-Hand Off-Set ic 


Right-Hand Off-Set 


ARMIDE TOOL SETS 
simplify many everyday 
jobs in tool rooms, shops 
and maintenance depart- 
ments. They are standard, 
multi-purpose tools which 
offer special advantages 
on machining operations 
involving: (1) Long runs, 
(2) High speed operation, 
(3) Cast iron, (4) Tough 
alloy steels, (5) Non- 
metallics, (6) Hardened 
parts (obviate need for 
annealing and re-harden- 





ARMIDE Gray Cutters 


| 


a 





ing). 
Bach set comprises: 3 a ta ae — 
ARMSTRONG Carbide Nose Off-Set Off-Set 


TOOL HOLDERS, 8 
ARMIDE Carbide-Tipped 
Cutters — 4 ARMIDE 
Red, for machining steel 
and 4 ARMIDE Gray, for 
machining Cast iron, brass, 
bronze, aluminum and 
non-metallics; with service 
wrench in a fitted steel 
case. (as illustrated). 


ARMIDE Red Cutters 


Squre LH. R. i. 
Nese § Of-Set Off-Set 


a 





ARMSTRONG-ARMIDE Sets are stocked by leading 
Industrial Distributors im 4 sizes. 
Write for Bulletin 


co. 


U.S.A 


ARMSTRONG BROS. TOOL 


Holde People 303 N. Froar o Ave Chicago 


Eastern orehouse & Sales: 199 Lafa 


New York 








PURCHASING 


“AMERICA’S MOST POPULAR BRAND“ 


» 
MOORE & THOMPSON - Div. Hudson Pulp & Paper Corp., 220 £. 42nd St., N.Y.C. 





LL CHAINS 


_.. with HODE 


AY 





On farms, in homes and in industry, Hodell chains 
meet every chain need. With or without attach- 
ments, welded or weldless, these famous chains are 
always built to bold. We'll gladly estimate your 
complete chain requirements from your blueprints. 


ESTABLISHED 1886 


THE MODELL CHAIN CO. 


CLEVELAND 3, OHIO ~~ 
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GEARS 


For INDUSTRY 


Since 1888 .. . 


We have been mak- 
ing many types and 
sizes of gears for industry. 
Vast plant facilities of the 
most modern gear cutting 
equipment assure capable 
handling of your production 
or special gear requirements. 


HELICAL GEARS — Made from 1” to 60” 
in diameter and from 24 DP to 14% DP. 
BEVEL GEARS—Size range from 1” to 60” 
in diameter and from 24 DP to 1% DP. 
SPUR GEARS —Size range from ¥,” 
to 150” in diameter. 32 DP to % DP. 
WORM GEARS—Made from 1” to 100” 
in diameter and from 24 DP to 1 DP, 
MACHINE CUT RACKS — Cut in any 
length with teeth of 24 DP to 1 DP. 









Your gear inquiries will receive immediate attention, 


D.O.JAMES 


MANUFACTURING COMPANY 
1140 W. MONROE STREET + CHICAGO, ILL. 


Design Engineers Specify 


VALLEY 


Ball Bearing 


MOTORS 


Because - 


@ They offer more flexibility in power planning. 





@ They are built to meet unusual power loads and high 
temperatures. 


@ They meet all operating conditions where hazards of 
liquids, chips, etc., dropping into the motor are in- 
volved; as well as splash conditions. 


@ Being made fm ¥% to 75 
h. p. sizes, they. offer 
wide adaptability. 





VALLEY 
ELECTRIC CORPORATION 
4221 Forest Park Blvd. °* St. Louis 8, Missouri 
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... spring Engineering Experience 
x 


... Quality of Product 


x 


~.. Dependability of Production 


If your demands for spring service are 
unusual ...Lewis is organized exactly 
for you in these 3 important ways: 


1—Lewis Spring personnel has outstand- 
ing experience in spring engineering 
that is ready to work with you in de- 
signing and producing the best springs 
for your products—in the most eco- 
nomical way. 


2—Manufacturing “know how,” new equip- 
ment operated by skilled workmen, 
modern control, testing and inspection 
techniques are the reasons Lewis Spring 
quality is unusual. 


3—Your production schedules are Lewis 
production schedules. Lewis customers 
appreciate dependable deliveries—that 
is why they say Lewis service is unusual. 


Wouldn’t you like to have more details of 
how Lewis Spring Service can help you 
with your spring and wireform problems? 
Write — or send your specifications for 
unusual and prompt attention. 


LEWIS SPRING & MFG. CO. 
2648 NORTH AVENUE, CHICAGO 47 
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“Pittsburgh” 


SPECIALISTS IN CHEMICALS 
DERIVED FROM COAL, TAR 
AND BY-PRODUCT GAS 


Unlocking the chemical treasure house of 
coal, and extracting and recovering its multifold 
components for the uses of science, industry 
and commerce, is the business of Pittsburgh 
Coke & Chemical Company. 


Here modern plant facilities, earnest and fore- 
sighted research, favorable shipping location 
and advantageous sources of supply combine to 
assure you of dependable, uniform, quality 
chemicals. 


Expanding volume and range of products and 
increasing capacities make Pittsburgh better 
able to serve you than ever. Our technicians 
will welcome an opportunity to discuss your 
needs. 





“PITTSBURGH” 
Coke and Chemical Products 


AROMATIC HYDROCARBONS: 
BENZOL, TOLUOL, XYLOL, NAPHTHALENE 


TAR ACIDS: PHENOL, CRESOLS 
SULPHURIC ACID: ALL GRADES 
TAR, PITCH and CREOSOTE 
SULPHATE OF AMMONIA 
TAR BASES: PYRIDINE, PICOLINES 
SODIUM CYANIDE + SODIUM THIOCYANATE 
ACTIVATED CARBONS 


OTHER PRODUCTS: 
NEVILLE COKE—EMERALD COAL—PIG IRON— 
GREEN BAG CEMENTS—CONCRETE PIPE—LIME- 
STONE PRODUCTS—IRON ORE 


INQUIRIES INVITED 














Pittsburgh Coke & Chemical Company 
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CLASSIFIED ADVERTISEMENTS 





POSITION WANTED 


PURCHASING AGENT—Age 41, Six years’ 
experience all phases of procurement, fifteen 
years’ supervisory experience other phases of 
business, familiar with supply sources, can 
get results. Desire permanent connection. 
Write Box #1084, PURCHASING, 205 East 
42nd Street, New York 17, N. Y. 





POSITION WANTED 


PURCHASING AGENT—Aga 54—Engineering 
and construction background— 13 years pur- 
chasing experience. Organized and operated 
purchase departments both large and small, 
buying wide variety of construction and other 
materials, Will locate in New York City or 
within hundred mile radius. Write Box #1087, 
PURCHASING, 205 East 42nd Street, New 
York 17, N. Y. 





WANTED 


UTILITY PURCHASING AND OPERATIONS— 
Public Utility Company needs man qualified 
by experience to handle its purchasing and 
in addition assist in supervising operation 
of properties. Actual operating knowledge of 
electric and gas properties essential; knowl- 
edge of water and telephone operations de- 
sirable. 

Interesting, varied and hard work plus ex- 
cellent opportunities in both present and 
future for adaptable, versatile person. Reply 
in detail by letter only, including salary re- 
quirements and non-returnable snapshot. Room 
1804, 509 Madison Avenue, New York City. 





POSITION WANTED 


PURCHASING SERVICE—Engineering examina- 
tions made to assist concerns not able to 
maintain their own laboratory or technical 
personnel. Headquarters and facilities avail- 
able in cooperative but confidential labora- 
tory in New York. Free lance engineer (18 
years technical service experience) will also 
travel with equipment for field projects. Fac- 
tory inspections made, tests witnessed and 
certified. Write Box #1081, PURCHASING, 
205 East 42nd Street, New York 17, N. Y. 
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POSITION WANTED 


Leaving shortly for Chile. Will represent your 
product exclusively on commission basis. Write 
Box #1086, PURCHASING, 205 East 42nd 
Street, New York 17, N. Y. 





POSITION WANTED 


PURCHASING AGENT—32, able, alert, adapt- 
able. Five years steel mill experience. Com- 
plete charge all purchasing. Will locate any- 
where. Salary open. Will accept position as 
assistant. Will send references and resumé 
of experience upon request. Write Box #1080, 
PURCHASING, 205 East 42nd Street, New 
York 17, N. Y. 





POSITION WANTED 


PURCHASING AGENT or ASSISTANT. Indus- 
trial, mechanical and electronics experience. 
Organize and direct procedures. Ability to 
secure products. Write Box #1083, PUR- 
CHASING, 205 East 42 Street, New York 17, 
N. Y. 





HELP WANTED — POSITIONS 

WANTED — SURPLUS MA- 

TERIALS AND OTHER CLASSI- 
FIED NOTICES 








RATES for Help Wanted, Surplus Materials 
and similar notices — $7 per inch. One 
inch minimum space. RATES for Positions 
Wanted notices are 6¢ a word. Allow seven 
words for box number address. Please send 
cash with order to avoid bookkeeping. 











POSITION WANTED 


PURCHASING AGENT—Age 37 with 13 years 
experience—productive and non-productive— 
Heavy experience non-ferrus and ferrus met- 
als. Engineering background. Employed but 
desirous of a change. Write Box #1082, 
PURCHASING, 205 East 42nd Street, New 
York 17, N. Y. 





POSITION WANTED 


WORK GLOVE REPRESENTATIVES—Several 
territories open throughout the United States. 
Direct factory representation to sell work 
gloves to industrial manufacturing plants. In- 
dustrial contacts necessary. Commission basis. 
All replies confidential. Advise experience ond 
territory covered. Write Box #1085, PUR- 
CHASING, 205 East 42nd Street, New York 
17, N. Y. 





POSITION WANTED 


PURCHASING AGENT-BUYER. Administrative 
supplies, office equipment; electrical, building 
maintenance supplies; and photographic 
equipment. Experience in office and business 
organization as well as personnel manage- 
ment. Background with the Celotex Corpora- 
tion, Chicago, Illinois and Buyer for Ameri- 
can National Red Cross on domestic and 
overseas installations. Thoroughly conversant 
with sales promotion, advertising production, 
administration organizing and control sys- 
tems; budgetary installations, control and 
management. Also in the organization and 
direction of sales promotion, membership, 
publicity and fund raising campaign pro- 
cedures. Write Box #1088, PURCHASING, 
205 East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


MOTORS, STEEL, LUMBER—Are you looking 
for a PURCHASING AGENT? Experienced 
buyer of above and numerous other items. 
Several years experience with refrigeration 
and aircraft manufacturers. Familiar with all 
phases of manufacturing. Veteran, 30. Write 
Box #1079, PURCHASING, 205 East 42nd 
Street, New York 17, N. Y. 


PURCHASING 
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Our promise to you for 1947 


s the Holiday Season approaches, We 
join with all industry in a fervent 
hope that conditions of steel supply will 
improve. Regardless of what the new 
year may bring forth, we are planning 
further improvements in our service to 
you. 

It is our hope that the day is not too 
far distant when our stocks of steel will 
be large enough to enable you to get 
what you want, when you want it. In the 


UNITED 
CHICAGO 
BALTIMORE 


STATES 
BOSTON 
CLEVELAND 


~~ et OH 


STEEL 
MILWAUKEE 
NEWARK 
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meantime, we are improving our facili- 
ties in every way WE can. Already two 
new warehouses are under construction 
in St. Louis and Cleveland and others 
will soon be enlarged and modernized. 
We intend that our name shall become 
more than ever the “Symbol of Service 
to Steel Users.” 

We wish you happiness during the 
Holiday Season and success throughout 
the New Year. 


SUPPLY COMPANY 
PITTSBURGH 
ST. LOUIS 


TWIN CITY 
(ST. PAUL) 
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on A Fine ETCHING 





OVEN 


Has Been The 


HALLMARK 


since 1881 


A fine work of art is the result of fine workman- 
ship. Expert craftsmanship also produces fine, 
reliable equipment— equipment that is KOVEN- 
made. 





A leader and helpmate in the chemical indus- 
try since 1881, KOVEN-designed equipment is 
built to meet individual requirements... effi- 
ciently, economically, dependably. 








Whatever your equipment problems or needs, 
call on KOVEN for sound advice. Their staff of 
trained engineers and their two huge plants are 
at your disposal. A consultation with a repre- 
sentative can be arranged, without obligation 
to you, by simply calling or writing. 


L.O. KOVEN & BRO., INC. 


154 OGDEN AVE. JERSEY CITY 7, N. J. 


KOVEN equipment includes: pressure vessels, 
extractors, mixers, stills, condensers, kettles, 
. tanks, chutes, containers, stacks, coils. 





PLANTS: 
Photograph courtesy Metropolitan Museum of Art Jersey City, N. J. Dover, N.J. 





ANY TIME... ANY PLACE WITH A 
FLEXARC ENGINE-DRIVEN WELDER 











e Take it anywhere...treat it rough... 
Westinghouse builds Flexarc Welders to take the 
kind of punishment they’re bound to get. And 
gadget free. Simple to operate. 

There’s just one control for current adjustment 
which presets the current for exactly that re- 
quired. There is no fluctuation or drop-off of 
current at any time. No necessity to make several 
adjustments. Just set the current and weld. The 
steady arc and smooth flowing current melts the 
metal faster . . . does it uniformly .”. . makes 
better welds. And Flexarc has the lowest open- 
circuit voltage of them all. 

Another Westinghouse exclusive on the Flexarc 
is Arcontrol, a three-stage arc control providing 


PLANTS IN 25 CITIES . OFFICES EVERYWHERE 





two additional ranges of welding current. These 
can be used in extreme conditions... when a 
shorter arc is desired. 


An electrohydraulic idler allows engine to run 
at full speed for any length of time up to several 
minutes after welding stops, before dropping to 
idling speed. The engines have the lowest idling 
speed of any engine-driven welders, saving fuel, 
oil and maintenance costs. 

Flexare engine-driven sets are available in 200, 
300 and 400-ampere ratings. All sets have a lifting 
eye. All supplied on wheels or skid. 

Ask your Westinghouse Distributor for com- 
plete information. Or write Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, Pa. 


J-21386 


Westinghouse FLEXARC WELDERS AND ELECTRODES 
















Write for circular B-3665 
describing “50 Lessons in 
Arc Welding’. For in- 
formation about Flexarc 
Electrodes, ask for book- 
let B-3650. 
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A promising fut 


CORRECTLY. 
IN THE LINE 


If you follow this Jenkins 3-Point Formula, you can look forward 
to years of low cost valve operation. 

Valves chosen wisely to withstand specific service conditions will 
require a minimum amount of maintenance. 

Valves installed correctly are sure to last longer, remain trouble-free. 

Valves made by Jenkins will give you extra endurance that means 
extra vears of service life. 

So, with a clairvoyant eye on future costs, base your valve buying on 
the 3-Point Formula. Jenkins engineers, top-flight valve specialists, 
will gladly help you on any question of selection or placement. For 
the lowest cost in the long run, specify Jenkins. 

Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; Atlanta; 


Boston; Philadelphia; Chicago; San Francisco; Jenkins Bros., Ltd., Montreal, 
Canada: London, England. 


LOOK FOR THIS DIAMOND MARK 





JENKINS VALVES 


For every Industrial, Engineering Marine, Plumbing- 
Heating Service . . In Bronze, Iron, Cast Steel and 
Corrosion-resisting Allovs . . 125 to 600 lbs. pressure 


Seld Through Reliable Industrial Distributors Everywhere 

















125 Ibs. Steam 250 Ibs. O.W.G. 


JENKINS Fig. 92 
Regrinding 
BRONZE SWING CHECK VALVE | 


Designed for service on non-return 
control systems; especially in con- 
nection with the use of gate valves 
where a comparable, full free flow of 
steam, oil, water or gas is required. 
Also widely used for condensate and 
return lines. Even at extremely low 
pressure, seat remains tight. The 
bronze disc, carefully machined to a 
smooth, snug-fitting finish, can be re- 
ground easily without removing valve 
from the line. 


ONE OF OVER 600 EXTRA VALUE VALVES 
MADE BY JENKINS VALVE SPECIALISTS 











